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e “Magic Rule” gives complete vertical typing 
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points of Webster MultiKopy Durametric. It 
stands to reason that you can’t be convincing 
to a customer, if you aren’t sure of the facts. 


Webster MultiKopy Durametric has the edge over competition 


Sell the 
profit line... sell 


CARBONS AND 
INKED RIBBONS 


Always send a ‘Time Saver’’ courtesy carbon copy. 
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Webster warehouses ir 


S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
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FINE STEEL 
~ at Budget Cost 


A big hit at the NSOEA Convention! Haskell 
designed them that way .. . for easy sell. 
Beauty on the outside! Quality on the inside! 
Haskell files not only look better . . . they are 
better on many counts. That’s no accident. Over 
the years, Haskell budget know-how has come 
to mean extra values at lower cost. That's why 
dealers recommend Haskell budget quality 
with confidence! 











PiTTsBuRGH 
BICENTENNIAL 
1758-1958 4 


Write for full details— 
Literature and Prices—today 






HASKELL 


VISIT OUR NEW PLANT WHILE 
IN PITTSBURGH FOR THE - 
BICENTENNIAL CELEBRATION 


OF PITTSBURGH 





New York Showroom ¢ 440 Fourth Avenue 
oll P. 0. BOX 5273 + PITTSBURGH 6, PA. 
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THE GREATEST 
hoto-( ‘opter OF THEM ALL! 


pw gk | 
2 


Evy DS 
co 
NOTHING TO MIX Copie in SE 
. . . NOTHING TO SPILL. 


COPIES IN SECONDS. SPEED-O-PRINT coRPORATION 
AUTOMATIC PAPER 1801 W. Larchmont Ave., Chicago 13, III 


EJECTION. 
SEE WHY meeeew-O-PRINT ERT HE 
eee oe eee EE. GREATEST PHOTO-COPIER OF THEM ALL 


PORTABLE—LIGHT WEIGHT. Hy Vi Gm eeltite). mece)e).\ dam, lemme) -jale7 Bile). | 
SIMPLE TO OPERATE. 
Speed-O-Print Corporation 


LOW PRICE. Please send me complete information about the new Speed-O-Print 
Photo-Copier 

Name 

Compony 

DAVE CHAPMAN INC a 


City 


SPEED-O-PRINT DEALERS AND DISTRIBUTORS THROUGHOUT THE WORLD 
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Office Applia nces Edited for Retailers of Office Supplies, Office Machines, Office Furniture 


VOL. 110 OCTOBER 1959 NO. 4 


Editor and Publisher: 
John A. Gilbert im This issue 
Editorial Director 


Walter S. Lennartson 


22 Dealers’ Opportunity in the Challenging World of Automation. This 
feature presentation deals with a new vista, a new mar- 

a: ee ket for the dealer in office supplies and equipment. In 
See ee Carroll Cihler logical fashion the section opens with a historical analy- 
sis, giving proof why the dealer must recognize this 

Edith De Sort automation market today just as he found it necessary to 
enter into the loose leaf field when it replaced bound 

books for record keeping. Here, our readers will find 
the manufacturers’ viewpoint on how they are helping 
dealers to sell products for the automated office, case 
histories of how dealers are already selling automation 
supplies and equipment, a listing of sources and a glos- 
sary of terms. This is material presented exclusively to 
keep the dealer abreast with a challenging new world 


@): @: of selling. 


32 Planned Promotion Sells Fire-proof Equipment. This is a factual recital 
of how a well-planned sales promotion covering all phases of advertising 
and merchandising produced excellent sales results for H. W. Clopp, 


Managing Editor 
Clarence O. Schlaver 


Art Director 
Leonard Schimek 


Service Bureau Manager: 


Richard G. Johnson 


Market Analyst 
Peter B. B. Andrews 


Published on the 23rd of each 
month preceding the month of 
issue by The Office Appliance 


Co., 600 West Jackson Boulevard, Trenton, N.J. firm, during recent sales campaign on fire-proof office 

Chicago 6, Ill. Cable address: equipment. How the prospect list was arrived at, how direct mailing was 

ne ee FOsen: Sime programmed and how the store was arranged for the sale are angles well 
. delineated 

SUBSCRIPTION RATES 

United States oan ro ‘io 34 NSOEA Resumes Former Exhibit Format. Here's the late program on 

Canada $3.50 $6.00 $8.50 the NSOEA current convention, resuming the former schedule of five 

7 nel 96.00 $10.00 $14.60 days for exhibits. Governors, officers and speakers are pictured. 

Single Copies: United States, 50c; 

Canada, 60c; all other countries, 38 Orlando, Fla. City Hall Equipped in Co-operative Effort. This is one of 


75c. February Buyers Index Issue 
(Parts 1 and II), $2.00 


the most extensive Office Planning presentations ever 
made by OFFICE APPLIANCES. A new city hall in Or- 
lando was equipped through the co-operative effort of 
eight dealers. How this was accomplished, how it satis- 
fied the city and how it resulted in efficient and hand- 
some work areas is told in an eight-page section. The 
potential for other dealers, who will make the same 
joint attempt to contract for an extensive installation, 


OrFice APPLIANCES is registered 
in the United States Patent Of- 
fice, Washington, D. C. 

©Copyright: Contents covered 
by Copyright, 1959, by the Office 
Appliance Co. Second-class post- 
age paid at Chicago, Ill. and at 





additional mailing office is intriguing. 
> 
*The word “appliances” in the 
name OFFICE APPLIANCES is used Departments 
in its literal sense — systems, de- 
vices, products or supply items Index of Advertisers 300 News Notes 
which are applied to an office Want Ads - 298-9 Fourth District 200 
task or function to bring it to a Sint [stent : + 
sonnei diigtiinglie Advertising Clinic 168 Seventh District oa 
: ; Appointments 230 Eighth District 211 
, Dates to Remember 238 Ninth District - 212 
| Chang f address (togeth h Deaths 224 Tenth District . 216 
Sa tad. coving ook obiee | Decorative Accessories ” eeecsa genes in 
sad subsctintion eodess et inguie- Display Views 62 Thirteenth District 220 
es, should be sent to—Circulation Editorial —............. mt 20 Fourteenth District ne - 222 
Department, Office Appliances, Guest Book 240 OA’s Press-Time Bulletins 6 
600 W. Jackson Blvd., Chicago Industry News . 138 Office Interiors 68 
Ill. Receipt of changes by the Letters 14 Patents 190 
10th of the month will assure Men on the Move 194 Personalities 12 
correct addressing of next issue. New Catalogs 117 Random Notes 10 
New Products 74 Sales Stimulators 117 
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DIEBOLD, INC., has completed the purchase of Her 
ring-Hall-Marvin Safe Co. The acquisition stemmed 
from a proposal put forward by Warren Mosman, 
president of H-H-M. Late in August, the Depart- 
ment of Justice filed a civil anti-trust suit in the 
Federal Court in Cincinnati seeking to stop the 
proposed merger and obtained a 10-day restraining 
order to block the merger which was scheduled to 
take place August 31. On September 2 the Court 
denied the motion and the companies continued 
and consumated negotiations 


POSTING EQUIPMENT CORP. has appointed Francis 
W. Mead its vice-president and general manager 
Edwin W. Mead, president of P.E.¢ 


also Says 





Francis Mead Fred Center 


issistant sales man 


Fred Center has been named 
ager of Mead-Lee Associates, distributors of the 
P.E.C. line. Francis Mead is an engineer who has 
been engaged in the design, manufacture and sales 
of packaging machinery and material handling 
systems. Center, who joined Mead-Lee in Novem 
ber, 1958, had been in the sales department of the 


Burroughs Corp. 


HAVI 
Mc Bee 


formerly 


MANAGERIAL APPOINTMENTS 
SION, ot the 
Corp R. H 


FIVE NEW 
Royal 

Smith, 
o! 


recently 


sales manager the central 


region, which sus 


pended operations, assumes 


managerial responsibilities in 


Los Ange les 


company in 


Smith joined the 


1947 as a salesman 





in Minneapolis. He was named 
ger at South Bend 
in 1950 and later held managerial posts at Wichita 
and St. Louis. J. K. Davies has been 


R. H. Smith 
district mana 


ippointed dis 


trict manager of the New Orleans branch. He be 
gan his career with the company in 1946 and since 
has been manager of the Tacoma, Burbank, Calif 





J. K. Davies H. A. Paschke 


OA Press-Time Bulletins 


ENNIS BUSINESS FORMS, INC., 


THI 


MRS 


BEEN 





is the new name of 
the company which for many years has been known 
as the Ennis Tag & Salesbook Co. This new name 
was adopted to more fully and properly define the 
scope of the manufacturing operations conducted 
by the company, which encompass the range of to- 
day's automated business forms. Concurrent with 
the change of corporate name, three auxiliary com- 
panies of the Ennis, Tex., firm have also had a re- 
vision of status. American Carbon Paper Manufac- 
turing Co. has been renamed Ennis Carbon Paper 
Co. and will operate as a division of the parent 
firm. The Ennis Tab Card Co. and Dunlee Paper 
Products Co. have been incorporated into Ennis 
Business Forms, Inc. 

UNDERWOOD CORP. recently appointed the 
following firms as sales agents: Palmer-Trout, Inc., 
Trenton, N.J.; Erlon W. Johnson, Whitesboro, 
N.Y.; Columbus Office Supply Co., Inc., Colum- 
bus, Ind.; Gibson's Printing & Supply, Madison, 
Fla.; Dave Taylor's Office Machines, Liberal, Kan.; 
Western Office Supply, Kimball, Neb.: 
Business Machines, Burien, Wash 


and Burien 


MARIE AMBERG, 81, died recently in her Chi- 
cago home. She was the widow of John Ward Am- 
berg, who until his death in 1936 was the president 
of the Amberg File & Index Co. of Kankakee, III. 
Mrs. Amberg is survived by five sons and six daugh- 
ters. Three of her sons are officers of the Kankakee 
plant Bertrand, president; Gilbert, vice-presi- 
dent; and William, purchasing agent 

THE ROYAL TYPEWRITER DIVI 


MADE BY 


and Los Angeles branches. H. A. Paschke, formerly 
Sioux City manager, has been assigned to the post 
of district manager at St. Paul. He has held various 
managerial posts in the company’s sales department 
throughout the central region. Moving to the Pa- 


cific Northwest, W. A. Naeseth, formerly manager 





W. A. Naeseth W. D. Fekete 


of the Grand Rapids office, will now manage the 
Seattle and Tacoma branches. Naeseth joined the 
company in 1948 and for four years has been man- 
ager ol the Cedar Rapids, la. oftice. W. D. Fekete. 
Detroit 


succeeds Naeseth as manager of the Grand 


formerly typewriter salesman for the 


branch 
Rapids oftice 
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|ACK SILBER, formerly associated with Advanco Prod- 
ucts, announces the formation 
of his new firm to be known as 
the Jack Silber Co. The new 
company will manufacture and 
distribute printed pads, two- 
piece covers, punchless paper 
binders, clip boards, hanging 
folders, guides and school di- 





viders. Silber says he has set up 
his operations at 1050 Atlan- 
tic Ave., Brooklyn, N.Y. 


Jack Silber 


DEALERS IN THE ORLANDO, FLA. AREA, whose 


co-operative effort in furnishing the Orlando City 
Hall is amplified in the Office Planning section, 
pages 38-45, have just embarked on a new project. 
This time, 11 instead of 7 dealers are involved. They 
bid successfully as the Orange County Office Equip- 


ment Dealers Association on equipping the annex 
for the Orange County Court House. As on the 
City hall job, the merchandise will be ordered by 
the individual dealers and will be installed by 


them. Again, co-operation pays oft 


WALTER R. BARKER, 69, chairman of the board of 
UARCO, Inc.. 
forms, died recently in his Santa Fe, N. Mex., 
home. With the company for 50 years, Mr. Barker 
was its president from 1925 to 1955. Survivors are 


Chicago manufacturer of business 


the widow, Margaret; a son, Gregson L., now 
UARCO president, and three daughters. 


OFFICE PRODUCTS, INC 
Charles C. Smith, Inc., of Exeter, Neb., one of the 

oldest suppliers of indexes in the country. Smith 
} 


of Detroit has purchased 


n operating a modern plant designed for 
the efficient handling of high-fusion materials. In 
excess of 20,000 square feet of floor space, the 
slant is completely air conditioned for quality con- 
products. This operation will be known as 


Charles C. Smith, Inc., a subsidiary of Office Prod 


ucts, Ir 


THE CURTIS-YOUNG CORP. has made a series of ap- 

nointments in keeping with the expanding activi- 
ties of the company and its subsidiaries, the U.S 
Carbon & Ribbon Manufacturing Co. and the Con 
solidated Curtis-Young Corp. E. J. Kelly has been 


named vice-president in charge of plant operations 
for U.S. Carbon & Ribbon. He had been in charge 


of production for Consolidated Carbon & Ribbon 
at the time C-Y bought the Chicago firm. John 
Craven-Smith has joined the U.S. Carbon & Rib- 
bon operations as a special factory representative. 
Frank Gastner has been added to the Consolidated 
Curtis-Young staff in the same capacity. Both men 
are experts in carbon, ribbon and duplicating, each 
having more than 10 years experience in the held 
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QUALITY UP, PRICES DOWN — A subheading 
in the Ink Writing Instruments story, page 
22 of the September issue, unfortunately was 
in direct contradiction to the article accom- 
panying it. This should have read: 


PARADOXICALLY, QUALITY GOES UP 
AS PRICES GO DOWN 


OFFICE APPLIANCES regrets this error 
made in composition of the story, a mistake 
which was not rectified in all copies. Also, 
the reference to ball pen sales was to half- 
billion units and not dollars. 
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BERNARD F. GOFBERG has been named general man- 
ager of the Arnot-Jamestown 
division of the Royal Metal 
Manufacturing Co. He will as- 
sume his new duties in addi- 
tion to his present position as 
vice-president of Deluxe Metal 
Products Co., another Royal 
Metal division. He joined the 
Royal Metal organization in 
1954 as an industrial consult- 
ant and was named general manager of its Deluxe 
division in 1955. He became vice-president last 
year. 





Bernard Gofberg 


THE CARBON PRODUCTS division of Port Huron 
Sulphite & Paper Co. has made two additions to 
its sales organization. Leonard F. Thelen will rep- 





Henry C. Chappell 


Leonard Thelen 


resent the company throughout the north-central 
states. Prior to joining the company, he was branch 
manager for a manufacturer of office supplies. 
Henry C. Chappell will cover the south-central 
states, working out of St. Louis. He formerly had 
sold carbon interleaved business forms in the same 
area 


WALTER D. LOVE, former president of the Business 
Equipment Co. in Peoria, Ill., died recently in his 
Tucson, Ariz., home. He was 59. He retired from 
active business a year and a half ago, after 30 years 
association with the Peoria firm. Surviving are the 
widow, Minnie Fell Love; a son, Jay William; and 
a daughter, Mrs. Madelyn Kamins. 





Clary announces... 


heavy-duty 


America’s only low-priced line of heavy-duty 


the needs of 9 out of 10 businesses... 





MODEL 169-This is the largest-selling and lowest-priced heavy-duty 
full-keyboard electric in America. Adds, subtracts and multiplies up 


to 999,999.99. Simple to use, beautiful and ideal for individuals, 


small businesses or departments of large firms. Power Controls. Sells 
for only $169.50 plus tax. 


MODEL 148—-A low-priced, heavy-duty 10-key model that has every- 
thing except credit balance. Adds, subtracts and multiplies up to 
999,999.99. Power Controls. Like the other three, it weighs approxi- 
mately 20 pounds — easily carried yet rugged enough to stand up 
under heavy office use. Sells for $189.50 plus tax. 





This new low-priced line of Clary heavy- 
duty electric adding machines means that 
you now have a model and a price bracket 
for everyone—from the small, one-man 
operation to the large corporation—all with 
choice of keyboards! 


These are the rugged, office size, office qual- 
ity machines American businessmen want. 





Proof: the tremendous success of the Clary 
Model 169, currently largest-selling heavy- 
duty, full-keyboard electric in America! 


These are the low-cost, top-performing 
machines that are advertised in the WALL 
STREET JOURNAL and other national publica- 
tions ! 

These are the versatile machines that let 
you tailor your selling message to your cus- 
tomer’s needs...let you sell more machines 
to more customers with confidence that you 
are giving them the best buys on the market. 
For more information — simply write to: 
Clary Corp., Dept. A-109, San Gabriel, Calif. 
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pry- 


new 


profit builders 


electric adding machines satisfies 


creates new markets, new sales, new profits for you! 





MODEL 269 — This deluxe model has visual credit balance and Clary’s 
exclusive Dividing Eye and Extra Capacity Key. Adds, subtracts, 
multiplies and divides (without using reciprocals) up to 9,999,999.99. 
This is the most complete full-keyboard adding machine made. Has 
everything. A terrific buy at $249.50 plus tax. 





MODEL 248-—Heavy-duty 10-key model with credit balance. Adds, 
subtracts, and multiplies to 9,999,999.99. Power Controls. A depend- 
able, economical machine for credit balance operations and fast multi- 
plication. A bargain at only $249.50 plus tax. 


‘ 
' BUSINESS MACHINES DIVISION 
! 
! CLARY CORPORATION, San Gabriel, California 
In Canada: Clary Multiplier of Canada, Ltd., Toronto, Ontario 


Clary also manufactures adding machines of larger 


ties, cash registers of all types, digital computers, electronic data-handling equipment, 


aircraft and missile components for world-wide distribution. 
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When the Decorative Accessories department of 
each issue of OFFICE APPLIANCES was started under 
the title of Accessories of the Month in April, 1957, 
it began pioneering a movement that has recorded a 
steady gain in momentum. Dealers attempting to sell 
the complete office as a “package’’ encountered diffi- 
culty in their attempts to obtain appropriate accessory 
items. Most manufacturers or distributors of such 
items were geared to selling in quantities to gift 
shops for inventory. Office furniture dealers wanted 
to buy individual pieces for inclusion in “package 
office deals. Regular appearance of the “Accessories” 
department has brought recognition to the office fur 
niture dealer as a logical purveyor of decorative items 
for the office. One distributor has found it advisable 
to establish an office Accessories division to serve the 
office furniture dealer. 

o 

The Behr-Manning Company, 
coated abrasives and pressure sensitive tapes in Troy, 
N. Y., has developed a smooth-working plan of lend- 
to employees’ chil 


manutacturer ol 





ing typewriters without charg: 
dren. The plan involves a two year postponement of 
the trade-in date for office typewriters and makes the 
machines available to employees’ children who are 
taking typing courses in high school 

An employee who wants to borrow a typewriter 
for his child applies to the company’s office service 
department and executes a simple form giving his 
name and the name, grade and school of his child 


Next Month 


The current NSOEA convention 
plete coverage in the October issue 
will be adequately reported along with business ses 
sions and other developments of this convention 


will be given com 


The speec hes 


Office Appliances October 1959 
Publisher . vob SA John A. Gilbert 
Assistant Publisher ... Charles W. Gilbert 
TIT ccrcceccisncons Richard M. Daugherty 


Circulation Director .. Stanley Roy 
Assistant Circulation Manager Hugh D. McCahey 
Production Manager s Robert J. Skup 
OFFICE APPLIANCES was found by George H. Pat 


terson and developed through 34 years by Evan Johnson 


ESTABLISHED 1904: Succeeding and embodying Ameri 
can Stationer, New York, established 1873, the original 
trade journal serving the stationery field; Typewriters 
Trade Journal & Office Systems, New York, 1904; The 
Office, Franklinville, N.Y., 1904; The Office Appliance 
Journal, Chicago, 1905; Business Equipment Journal, 
Chicago, 1908; Office Outfitter, Chicago, 1908; the orig 
inal National Stationer, New York, 1909 


cul 





On the same form, the child's teacher is asked to sign 
a statement that in her opinion, the loan would assist 
the pupil's progress. Thus the company is assured 
that the child is actually studying typing. The type- 
writers are loaned for a single semester only 

The company estimates that the loss in trade-in 
value amounts to only about $7.00 per year per ma 
chine. A significant benefit from the program is the 
good will developed among schools which may later 
supply typist and secretarial candidates for employ 
ment 

From the standpoint of the typewriter industry 
benefit resides in the fact that formerly the Behr 
Manning Company sold the typewriters about to b 
replaced to employees at their trade-in value. Many 
of the machines were immediately resold, dumping 
used equipment on the market at unrealistic prices 
without the benefit of repair or reconditioning. Th 
present program keeps distribution in the proper 
channels and makes the cash figure involved in th 
sale of each new machine $14.00 higher than for 


m<¢ rly 


Wiel ozemar WER 


Editorial Director 





Other features will make this an outstanding issu 
one which will carry industry exclusives on manage 
ment, Office planning, decorative accessories, ad\ 


Lising advice for dealers and display ideas 


ADVERTISING REPRESENTATIVES: New York City 
Wallace W. Fisher, Monty Cumming, Jr., and Robert § 
100 E. 42nd St., New York 17, N.Y. Phone MUrra 
Hill 2-2373 
Chicago: Herbert | 
McDonald, 600 W 
DEarborn 2-320 


Sime, Vice-president, and Jack M 
Jackson Blvd.., Chicagi Ill Phone 


Los Angeles: Robert E. Ahrensdorf, Jack Quillman, Star 
ley Ehrenclou; R. E. Ahrensdorf Co., 3275 Wilshire Bly 


Los Angeles Calif. Phone DUnkirk 1337 


The Service Bureau of Office Appliances is maintain 


tor the exclusive use of subscribers and ivertisers. It 


answers inquiries pertaining to the field, furnishes name 
of manufacturers of office supplies ana equipment, an 
aids dealers in securing lines, without cha: E 





ile COMPLETE LINE FOR RECORD STORAGE 


8 top quality products . . . each exactly right for its particular purpose. They 
offer customers specialized equipment that meets every record storage require- 
ment. They give progressive dealers unequalled coverage of the market. Among 
them are 3 modern, efficient NEW items that are in a class by themselves. For 
further facts on these products, write today for information and dealer packet. 


BANKERS BOX 




















ASK FOR OUR NEW CATALOG— 
Completely new, completely differ- 
ent and just off the press. Ask for 
Catalog No. 1460, 

VISIT OUR EXHIBIT— 

See the full Bankers Box line of 
Record Storage Equipment at the 
N.S.O.E.A. Convention in the 
Conrad Hilton Hotel, Chicago, 
September 26-30. 

Booths—Nos. 15 and 16 


BONUS STORAGE UNIT LIBERTY RECORD 
STORAGE BOX 


STAXONSTEEL TRANSFER FILE 


R-KIVE FILE 






LIBERTY 
RECORD BINDER 








TANDEM STORAGE FILE 


Sop TIE-PAK 
STRING BINDER 





BANKERS BOX COMPANY « 2607 N. 25th AVE., FRANKLIN PARK, ILL. 


OA-—10/59 11 














J. A. Smith Is Founding 
Member of Antique 
Car Drivers Club 


J. Andrew Smith of the J. Andrew 
Smith Office Furniture Co., San An 
tonio, Tex., is a charter member of 
the recently founded Ancient and 
Honorable Order of the Antique Car 
Drivers in San Antonio. Smith's new 
ly restored 1933 Lincoln V-12 makes 
its show in every Horseless Carriage 


Club parade. 


R. Karasik — ‘‘American 
Capitalist in Moscow”’ 


Richard Karasik, president of the 
Jaclin Stationery Co., New York City, 
recently had the opportunity to pro 
sent views of America to Russians at 
the American National Exhibition in 


Karasik among others to answer ques- 
tions about his business operations and 
relations with his employees. 


Setting Sail... 





Mr. and Mrs. Warren R 
dent and secretary-treasurer, respectively 
of the Cobean Stationery Co. of Roswell 
N. Mex., pictured before they embarked 
the S/S Matsonia, which took them on a 
vacation trip to Hawaii. While there the 


Cobean, presi 


‘‘Krush”’ Presents His 
Parker to US Visitor 


Nikita Krushchev uses a pen made 
in Janesville, Wis. 


This fact was discovered. by Alex- 
ander Lieb of Sherman Oaks, Calif. 
Lieb was one of seven U.S. Army vet- 
erans to travel to Moscow last May 
U.S. 
and Soviet forces in Germany shortly 
before the end of World War II 
Over the. years, Lieb and his G.I. bud- 
dies have tried to maintain that brief 


to commemorate the union of 


kinship by having regular reunions 

In May, Lieb and his companions 
had an audience with Krushchey. At 
one “Krush 
snorter” bills for each of the Ameri- 


point signed ‘“‘short 


cans, 


Moscow. R 
Karasik was one of 67 members of 


Cobeans visited their son, Lt. Com. War When Lieb’s turn came around he 
ren Cobean, Jr kipper of tl ib , 
‘ ? Jr., skipper of the sul presented Krushchev with an inex- 
marine iru ’ i 

pensive ball point pen from his 


the Young Presidents Organization 
which made a 20-day tour of the 
U.S.S.R. 

A guide at the Moscow fair sug 
gested presenting the presidents 
men who made their mark early in 
life — plainly labeled as capitalists 
The United States Information 
Agency seized at the idea and chos 


Of Sales Club 


ham’'s Inc., 


ply and equipment 


Branham Named Officer 


Don Branham, president of Bran 
Oklahoma City office sup- 


named secretary-treasurer of the Okla- 
homa City Sales Executives Club 


brother's gas station. Krushchev coun- 
tered by saying, ‘If that is the case, | 
must give you mine. Unfortunately, it 


is not a Russian mad but, in 


pe Nn 
fact, an American 


firm, has been 


The pen is a luxury-model Parker 


61 


Kansas City Secretary Wins Esleeck ‘‘Big Idea’’ Contest 


has won 


Mrs. Roselyn Linford of Kansas City, Kan., 
the “Big Idea’ Contest sponsored by Esleeck Manufac 
turing Co., Turners Falls, Mass. 

The contest, publicized in Today's Secretary Maga 
zine, asked entrants to complete a statement about the 
advantages of using Esleeck copy papers. It attracted 
well over 800 contestants. Presentation of the grand 
prize, a sterling silver tea service, was made in Today's 
Secretary offices by F. R. Andrews, President of Esleeck. 

“Mrs. Linford’s entry,’’ said Andrews in making the 
presentation, “stressed several points of major impor- 
tance where fine onion skin copy papers are concerned 
She emphasized the use of ‘pending’ and ‘working’ 
copies as an essential for prompt handling and better 
communication in offices. She points to ‘courtesy’ copies 
as another usage which develops good will throughout 
an entire organization, with customers and with the 
sales force.” 

In addition to the merchandise award, Mrs 
and her husband received a three-day trip to New York 
City and $100 in pocket money from Esleeck 


Linford 


12 





-  @«' 





“-« . af 
MRS. ROSELYN LINFORD, Kansas City secretary, receiv 
ing silver service which she won for her “Big Idea” in 
Esleeck contest. Her husband, Lloyd is present as F. R 


Andrews, Esleeck president, makes award 
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oe complete details 
at NSOEA show 


rooms 7O5A-706GA 
Conrad Hilton, Chicago 


HAMILTON COSCO, INC., COLUMBUS, INDIANA 
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Readers are invited to express themselves briefly) 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Blvd., 


Chicago 6, Ill 


The Problem of Pricing 


Dear Editor: 

Congratulations on the wonderful editorial in the 
August issue of OFFICE APPLIANCES, entitled ‘Who 
Determines Your Prices?’’ It is just what we all need 
to read, retailer, wholesaler, and manufacturer. 

DONALD S. FREY 


Secretary-Treasurer, 
Wholesale Stationers’ Association, 
Evanston, II! 


Fair Trade Has More Than One Aspect 


Dear Editor: 

How does one spell ‘Fair Trade?” With capital 
letters? Or is it lower case? As picayune as this may 
sound, it perhaps carries the key to much confusion 
and disagreement. 


When capitalized, Fair Trade means the codified 
version as stated in state Fair Trade Acts. Spelled 
“fair trade’’ it’s more abstract; it means the concept 
or ethics of trading fairly. 


Most any retailer or manufacturer will unhesitat- 
ingly acclaim “fair trade” but that’s where semantics 
begins to bind. We at Parker are morally, bodily and 
financially involved in both interpretations. But most 
importantly, we have tried to back up our convictions 
with positive actions. 


From a “fair trade’’ standpoint, we have long 
adhered to a guid pro quo policy. That is, something 
for something, a fair profit for quality received 
This philosophy is based on some over-used but 
under-developed merchandising words like “service,” 
“confidence,” and “quality.” This idea of “fair 
trade” is age-old, dating back to the market place in 
Jerusalem, and is too often forgotten today in the 
scurry for a quick profit. 


From a “Fair Trade” standpoint, Parker has pro- 
vided more than mere lip service. We lifted ourselves 
above much of the legal entanglements of Fair Trade 
by taking some pretty dramatic legal steps. 


Back in September, 1956, Parker literally threw 
out all its dealer listings. Slowly, methodically, we 
signed dealers to a franchise agreement which was 
ideally effective in those states with Fair Trade laws. 
It meant reducing our distribution, losing potential 
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sales. and new costs in administering and enforcing 


the agreement. Just the same, it was done. It was 
done to protect dealer profits and preserve the repu- 
tation for quality associated with our name, and our 
results with the franchise indicate that it is a practical 
method to enforce Fair Trade. 


While we would prefer less rigorous methods, we 
have not hesitated to prosecute violators of our Fair 


Trade rights. Parker will continue to support Fair 


Trade, through our franchise, as long as workable 
laws and dealer support exist—and underline those 
last th wi ds 

[hese at ill strong, undeniabl Fair Trade 
steps. They are taken because we believe in the in 
herent need for “fair trade 

Parker int fix prices Our pl ces are fixed’ only 
by th onsumer. For years, we enjoyed excellent 


sales with a $2.95 ball-point pen, but the consumer 


told us via market surveys that we would experience 
ven greater sales and more overall profit with a 
$1.9 product. So. we smproved the product and 
lowered the price: our surveys were right. This con 


tention has applied to other products in our line too 


Fair competition—the keystone of our economy 
s what th producer, the distributor and ultimately 
the nsumer will benefit by. Producers must be fair 
ompensated for their role in increasing the value 
f raw materials. Distributors must be provided with 
an adequate product at a fair price, to which they 
an add ethical markup and yet remain competitive 
n the market. Consumers, who rightfully demand 
product quality, utility, and service, must be supplied 
fair and honest prices 
Parker seeks no privileged protection, but we hold 
there is a need for balance in commerce as in every 
lay life. Such balance is tipped dramatically when 
ise seemingly insignificant practices 
ich t and leader pricing 
Wh we must utilize laws and codes to help im- 
lement our economic system, it would be well t 
begin—or return, if you will—to some basic pra 
hics 
Economically, ‘fair trade’’ is needed, and one of 


the best ways to achieve it is through Fair Trade 
GEORGE PARKEI 
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Western Factory Home Office and Factory 
Paso Robles, Colif. Ennis, Texas 


TAKE A LOOK AT 








ONGHORN 


CARBONS and RIBBONS 


They give the look your customers 
want..sharp, clean, crisp. They 
give the kind of performance that 
brings repeat sales. 





WATCH PROFITS LOOK UP 


When you stock our complete line of 
sales-leading carbons and ribbons for 
the office. Write 
today for  illus- 
trated catalog. 







ENNIS CARBON PAPER CO. 


A Division of Ennis Business Forms, Inc. 


Eastern Factory 
Chathom, Vo. 


Bronch Offices and Warehouses at Houston, Dolios, Wece, Birminghem, Monree, Le., 
los Angeles, Denver, St. Lovis, Senford, Fie., 
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if you were editor... 


Would you, if you were editor of OFFICE APPLIANCES. 
have included the features and departments found in 
this issue? Which of our articles and departments had 


the most interest for you ? 


Why not take a pen or pencil and check off your 
evaluation from the following listing. In this way, we 
can make sure in future issues that we are giving you the 
kind of editorial material that interests you—insurance 
that we are providing ideas and information of value to 


you In Operation of your business. 


Just check the appropriate boxes in the coupon below, 


according to your individual feelings about the material, 


tear out the coupon and mail to: 


Managing Editor, OFFICE APPLIANCES, 600 West Jackson Blvd., Chicago 6, III 








16 


> 


Personalities, Page | 
Letters, Page 14 
Editorial, Page 20 


Intense Moderate Littie 
Interest Interest Interest 


Dealers’ Opportunity in the Challenging 


World of Automation, Pag 


Planned Promotion Sells | 
Equipment, Page 32 


t 
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NSOEA Returns to Old Format, Page 34 
| 


Orlando City Hall Equipped in 
Joint Office Planning Effort, Page 38 


Decorative Accessories, Page 50 


Display Views, Page 62 
New Products, Page 74 
Industry News, Page 138 


Advertising Clinic, Page 168 


Patents, Page 190 


Men on the Move, Page 194 


Regional News Notes, Page 200 


Appointments, Page 230 


Name 





Address 
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hat PROTECTALL is doing now.. 


Low Cost Record Protection for all your TN 
S 


4 Sales Aids FREE 


ff 


An electrically operated dis Catalogs on insulated files, 
play designed to stop pros record and money safes 
pects on your showroom Strong sales tools for cus- 
floor tomer distribution 


4 envelope stuffers for mail The Protectall protection spe- 
n Create prospects for cialist will show you and your 
nsulated files and safes salesmen how to increase sales 
of high profit insulated files 
record safes, and money safes 


7. 


PROTECTALL SAFES 


wide Feeds FR VC INC Vv wi 


FACTORY: Hamilton, Ohio 
DISTRIBUTORS: New York City, Washington, D.C 


Chicago, Los Angeles, San Francisco, Tacoma 


PROTECTALL SAFES 320 Fifth Avenue, New York 1, N.Y. A-13 
Please send us 


2 drawer insulated files _ Letter at $106.20° _ Legal at $118.80" 
a= Standard Key lock __ Standard combination lock, add $18.00 
sa _ Gray __ Mist Green _ Tan 
(/, Full information on 4 free sales aids _— interested in Protectall dealership 


FIRM NAME 

ee 
Oe EEE 

CITY a Oe | 


*This is the wholesale price to Protectall dealers, FOR Factory, Hamilton, Ohio. 
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Desk Series 





The NEWEST, 
NMiost Exciting 
Desks at the 
LOWEST Price... 








The WILLIAMS DESK 
SERIES has met with the 
widest acclaim since its 
introduction a year ago. 
The distinguished styl- 
ing, excellent construc- 
tion . . . and the fact 
that it is the lowest price 
modular series is your 
assurance of its contin- 
ved enthusiastic recep- 
tion. It achieved out- 
standing success at the 
last NOFA Show. 


e BETTER DESIGNED 

e BETTER PRICED 

© BETTER CONSTRUCTED 
EASIER TO ASSEMBLE 
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¢ One piece genuine walnut steam-bent panels 

* 4 annodized brass moulding strips placed vertically alongside 
drawer fronts 

Writing arm slide in larger pedestals 

Modesty panels of latest basketweave design 

Dove-tailed drawers with walnut fronts, oak interior and dividers 
Tops either 1” beveled or 1'/,” self-edged Nevamar plastic 


The WILLIAMS DESK SERIES will be available for your inspection 


t the NSOEA Convention in Chicago from Sept. 26th-30th (Room 613 
Conrad Hilton Hotel). Also on display there for the first time, 

1 new series of credenzas and bookcases 

Factory located in Henderson, Kentucky 

Stock available from factory or New York City warehous« 


SEND FOR LITERATURI 





WILLIAMS OFFICE FURNITURE CO. 
ED GOLDEN, President 


D200-2-M 


175 FIFTH AVENUE ¢ NEW YORK 10, N. Y. ¢ ORegon 4-8087 
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OA Editorial 





The Challenge 
of Automation 


| of the unknown has been a hampering factor in the development of 
civilization from as far back as researchers have been able to read the 
record. Only when a few dauntless souls risked the dangers (and found 
them not as lethal as forecast by the fearful) was progress achieved. 


In the field of office equipment and supplies, the average dealer has 
made a virtually unbroken record of resistance to change, to new products 
or systems designed to function at higher levels of efficiency. When loose 
leaf record equipment was introduced, dealers were stocking and selling 
blank books. The common reaction was, “Let the manufacturers prove 
there is a market for their new fangled stuff and we'll stock some of it.” 
Manufacturers opened the market and dealers began participating, most 


of them with initial reluctance. 


The history of resistance was repeated upon the advent of visible rec- 
ords, systems equipment, the complete office package, office layout service, 
interior design, machine accounting, and other advances in equipment and 
supplies for business offices. Each presented a new mystery, a new unknown, 
a new fear. In each instance when the mystery was removed the challenge 
of opportunity was met and dealers everywhere expanded their services to 





business, with profit to themselves. 


Today's merchandising challenge stems from the rapid development of 
the office automation industry. Once again mystery clouds the issue and 
many dealers dismiss the opportunity on the premise that the complexities 
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of computers, data processing equipment and other products involved in 
automation are beyond their comprehension and ‘‘anyway, manufacturers 
want to sell their complicated equipment direct to users.” Up to this point 
they are correct in their thinking. What dealers seem prone to overlook is 
the vast market for automation supplies and accessories brought into being 
by the installation of automated equipment and systems. 


Extremely rapid growth of the automation industry has resulted in a 





search by producers of related supplies and accessories for the most prac- 
tical channels of distribution. The dealers who qualify will be the ones who 


© 902 EXECUTIVE FPOSTURE CHAIR, 


equip themselves with a working knowledge of automation applications. : 
It is not necessary, nor expectable, that a dealer acquire full understanding ; 
of the technical aspects of automated equipment, just as it is not necessary : 
that he know the theory of the internal combustion engine in order to op- z 
erate his automobile : 
What faces the dealer is a challenging job of self-education. The job < 

is not easy, but serious efforts will be greatly rewarded. There are many : 
opportunities to learn, including business shows, private showings of indi- ’ 
vidual manufacturers, text books, university courses, seminars by manage- 3 
ment associations, and magazine articles, such as the ones on following ; 
z 


pages of this issue. Careful reading will increase understanding and reveal 


the great market potential for automation accessories and supplies 
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GROUP NINE BY JENS RISOM — created especially for today’s executive, to enhance his 
innate ability for getting things done to express his mature good taste. Designed and 
manufactured by Risom, Group NINE is an outstanding new collection of executive desks, 
conference tables, cabinets and posture chairs. These handsome units enable you to plan 


business interiors specifically suited to your clients’ individual habits, preferences and 





even whims. For an illustrated brochure on the enure group, please write our Department A. 


JENS RISOM DESIGN INC., 49 EAST 53 STREET, NEW YORK 22. 


Chicago + Dallas + Los Angeles + Atlanta + Miami «+ Toronto 


NSOEA VISITORS: See Group NINE in our permanent showroom, 626 Merchandise Mart, Chicago. 
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Dealers’ opportunity 
in the challenging 


world of Automation 


i he mysterious word automation did not come into being until 1948. The 


processes indicated by its definition the transfer of repetitive jobs per 





formed by people to mechanical, automatic, electrical, or electronic methods 
had their inceptions in ancient times when the Persian wheel was in use in 
Egypt and the screw of Archimedes was in function in classical Greece 

From a slow pace in the early days to an explosively accelerated speed in 
the last 10 or 12 years, automation has become an intensely significant factor 
in the business world. Since the turn of the century office equipment and supply 
dealers have shared profitably in this development. 

As the mountain of paperwork became bigger the office supply dealer 
sold more paper. Machines chewed up the paper supplies, cabinets were needed 
to house copies of letters, records and other business documents. Systems were 
needed for filing and finding. The future of dealers was bright with the expecta 


tion of unending expansion of demand for more of the same kind of materials 


Necessity Brought Office Automation into Being 


Small tinges of shadow began dimming the rosy picture when businessmen 
began to realize that the hiring of additional clerks, the purchase of more forms, 
the acquisition of more accounting equipment of the same kind as already in 
use, were not always the answers to the problems of contemporary business 
Using more of the same kind of business tools frequently revealed an applica- 
tion of the law of diminishing returns. New concepts, new techniques, almost 
totally new basic equipment were needed. From such circumstances was modern 
business automation born 

Popular, but freighted with mystery, the word automation has, literally, 
frightened many dealers out of their wits. The intelligence with which they 
built profitable businesses seems to have been set aside and they start running 
scared 

It should be understood that electronic data processing machines and 
equipment were not brought into being for the purpose of replacing eqiupment 
of the kind currently in use, but rather to perform functions not possible with 
existing machines. Decision makers in management were not getting accurate 
information in condensed form soon enough to make intelligent decisions. The 
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new electronic techniques made it possible for them to get the facts before they 
became history. 

Still fitting nicely into the business office picture are most of the current 
office machines, furniture and accessories because they are used directly or in- 
directly in the processes of preparing the data to be fed into the computers and 
receiving it from the electro-mechanical brains for forwarding or filing. 

Another aspect of the business office market that should take some of the 
‘scare’ out of dealers minds is resident in some Social Security statistics. Last 
year about 3,000,000 firms filed reports with the Social Security Administration. 
Over 90% of them had 20 employees, or less. It seems hardly likely that these 
small businesses will have need for complex electronic data processing equip- 
ment. They will all need automation of the kind that the alert and informed 
office equipment and supply dealer can provide. 


Records Automated for Simplification and Interpretation 


Record making and record keeping have been basic functions in the busi- 
ness office for a long time. Modern demands have added the requirements of 
record simplification and record interpretation. 

Historically, dealers have followed the trend, moving from the sale of 
bound books to loose leaf, to visible records, to machine accounting forms, and 
finally to automation supplies. The obvious inability of a dealer to sell com- 
puters or other complex data processing equipment does not mean that he can- 
not sell related accessories and supplies. He would simply be following the pat- 
tern recorded by dealers in the past who, for instance, took over the selling of 
ribbons for typewriters and folders for files. 

Because most of the supply items, such as tapes, cards, discs, inks, ribbons, 
and forms, and accessories, such as storage equipment, collating devices, sorting 
trays, and forms binders, can be kept in stock, dealers can offer a very important 
kind of service to automated offices — the service of prompt handling of orders 
and fast delivery. 


Large Market for Automation Accessories and Supplies 


The automation age is here. The total market is tremendous. Despite the 
costliness of purchase or rental of the basic data processing equipment, the 
supplies and accessories phase of the market is very substantial. The Stanford 
Research Institute prognosticates annual sales of basic equipment at the $500 
million level by 1960. How much will be added to that figure by sales of supply 
and accessory items is problematical. That it will be extensive cannot be doubted 
and that it will grow as the automation idea permeates to medium and smaller 
size businesses is equally certain 

Automation sounds a challenge to office equipment and supply dealers, 
but successful response to the opportunities will be achieved only by dealers 
willing to submit to hard, intensive study. Among the sources of information 
are business shows, manufacturers’ displays, university courses, management 
seminars, and textbooks. The way is not easy, but the goal will be worth all the 
effort expended. 


OA—10/59 23 








24 

















Manufacturers in automation say: 


We're eager to help 


hat does the manufacturer think of the oftic« 
equipment and supply dealer's role in selling 
products for the automated office ? 

OFFICE APPLIANCES queried more than 100 man- 
ufacturers asking these vital questions: 

1. What automation accessory or supply items do you 
manufacture ? 

2. What channels of distribution do you use? 

3. If you are not now selling through office equip 
ment and supply dealers, would you consider doing so? 

i. In order for a dealer to become reasonably efficient 
in the distribution of automation accessories and sup 
plies, how much time and what kind of training is 
needed to familiarize him with the knowledge he should 
have? 

The answers received were illuminating. We dis 
covered at the onset that many of the manufacturers of 
products for the automated office do channel distribu 
tion through office equipment and supply dealers. 

Other firms are considering adding stationers to their 
marketing plan in order to get more distribution. 

Unless they sell direct exclusively, most of the man 
ufacturers are willing and able to help dealers in a train 
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A NEW ITEM for dealers is exhibited during 
Wilson Jones Co. seminar for dealer salesmen 
at Salt Lake City, Utah. This is 


ivailable for dealers 





q ED WHITTEMORE (left), Graylin« 
SS mana [ t WW ilson Jones Co... ex bled 
plains new forms to two traimees as part 


> dealers 


ng program, helping to provide the spe ialized know! 


dge necessary 


Regarding the role of the office equipment and supply 
lers here are typical comments from the manufac 


R. Weinstock, vice president of American Business 


Systems, In points out that the dealer ‘“‘needs com 


plete knowledge of business forms and procedures and 
nachines."’ His company may add dealers to its selling 


plan, to further our distribution.’ 
L. W. Kirchner, sales promotion manager of National 


Blank Book Co., says that the dealer “needs to learn 


agnitude and importance of the data processing field, 
the effect in have on his potential sales 
Similar comment comes from L. R. Addington, vice 


president and general sales manager of Art Metal Con 
struction Co. His company is now selling punched card 
abinets, open shelf filing equipment, key punch desks, 


ollating equipment, trucks for transporting cards and 
es, and sorting trays. “Regular area meetings for 


ning saiesmen and demonstratit p 
ssaf s Mr. Addington, “‘if th 


quipment™ ar 
lealer is to be 
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DEALER SALESMEN from throughout the nation are assem- 
in Salt Lake City for the Wilson Jones Co. Grayline 
Product, profit and advantages of new forms are ex- 
tio program plained in convincing detail 


come reasonably efficient in the distribution of automa- 
tion accessories and supplies.” 

Convinced of the importance of dealers handling con- 
tinuous and stock forms and carbon interleaved forms, 
Thomas W. Richards, advertising manager of the Balti- 
more Business Forms Co., says, “Most dealers already 
have experience. Others will find that experience is 
quickly gained. In the beginning, our field men work 
closely with new dealers helping them to learn the basic 
specifications and sales approaches.” 

Manufacturing key punch correction seals and file 
folder labels for automation, F. Kluhsman of W. H. 
Brady Co., Milwaukee, says, “Our products are simple; 
several hours of field training is sufficient for dealers.” 

To gain a knowledge of collators sold by his firm, 
B. M. Smith, sales manager of Collamatic Corp., con- 
tends, “One day is sufficient. On two of our models 
high spots can be covered in two or three hours. Our 
more complicated collators require two to three days.” 

Sales manager John D. Edwards of Columbia Ribbon 
& Carbon Mfg. Co. tells dealers, “you can participate in 
our share of this business by co-operating with our fac- 
tory representatives in (1) actual field work: (2) ed- 
ucational meetings.” 

President J. G. Dresser of Dresser Products, Inc.. 
making open shelf filing equipment, binders for reports 
and equipment to wind, rewind and file punched data 
tapes, says the dealer “should have one man specialize 
in this line. Preferably he should have some machine ac 
counting background. 

Dealers need “thorough knowledge of card design, 








... continued 


manufacture and paper,’ says Craig Kester of Electronic 
Accounting Card Corp., makers of punched cards 

W. R. Schween, vice-president and general manager 
of Ennis Tab Card Co., points out that his firm makes 
punched cards as well as inked ribbons which are sold 
through business forms dealers and stationers. Ennis 
supplies Clark & Courts Co. in Houston, as well as 
Maverick-Clarke, and is selling the punched cards to 
other firms. 

Now in the process of introducing a varied line of 
products for the automated office, The General Fire- 
proofing Co. expects dealers to fit into the picture, ac 
cording to Joseph L. Morgan, advertisi1g manager, es- 
pecially when dealers attain “basic fundamentals of tab 
room operation and basic knowledge of the function of 
I.B.M. accessories.” 


G-F Sees Special Training Need 

Likewise, Chester F. Stevens, advertising manager of 
The Globe-Wernicke Co., says dealers who will handle 
his firms open shelf filing equipment for tapes and films 
and filing guides ‘‘definitely will need special training, 
but it must be co-ordinated between manufacturers of 
automation equipment and manufacturers of office sup- 
plies and equipment. The dealer must be the inter- 
mediary bringing training and co-ordinated information 
from the manufacturer to customers.” 

Donald G. Colley, president of Mendes Corp., asserts 
that “‘our collators are having greater use in offices be- 
cause of the increasing use there of small offset presses. 
Dealers need: (1) sales training to familiarize them 
selves with the applications of the equipment; (2) serv 
ice training in order to guarantee the customer satisfac- 
tory and continuous operation.” 

“We feel that no extensive experience is necessary on 
our type of product, but mainly an analysis of user's ap 
plication,” says O. A. Moen, general manager of Smead 
Manufacturing Co. 

C. §. Roush, general manager of Stock Forms Co., 
Division of Moore Business Forms, asserts, “We pro 
vide the material and the training. To sell stock forms 
requires little time to acquire the knowledge.” 

Two weeks’ business system schooling is supplied at 
no charge to the distributors of VISIrecord, Inc., points 
out C. C. Raber, manager of sales department 


Philip Hano Provides Manual 


Other manufacturers, too, believe strongly in provid- 
ing training for prospective dealers. For example, Philip 
Hano Co., Inc. provides a free tabulating manual, com- 
plete samples and accessories and a free dealer school 
devoted to tab forms. “Our training, plus that in the 
field, is sufficient for most men,’’ says George Hano, 
treasurer. 

Wilson Jones Co. in a most extensive effort helps 
dealers by a four-way program, namely 

1. Packages and merchandises products so the dealers 
can sell them. (Through boxed quantities, displays, 
etc.). 

2. Trains dealer salesmen through seminars. In the 
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past three years the company has trained thousands of 
store and outside salesmen on GrayLine. 

3. Working samples are created which are sold to the 
dealer, samples which he can use in selling his cus- 
tomers. 

4. Providing of free merchandising aids—ad mats, 
streamers, and window decals. 

5. National advertising, like in Management & Busi- 
ness Automation, which can reach the dealer's customers. 
Says Benjamin Kulp, president of Wilson Jones: 

“All elements of business from production control to 
market planning have become dependent upon the ‘num- 
bers game’ as practiced by the data processing machines, 
sO we must expect an increase rather than a let-up in the 
tremendous volume of paper processed through the ma- 
chines. 

“If the machines cannot be more sparing in the use of 
paper, the real question arises how to handle already 
processed records. 

“They can't be thrown away certainly. If they are 
stored in corrugated cartons they become inaccessible, 
difficult to refer to and are generally dog-eared and 
damaged. Still they must be kept secure and in order 
or you would soon lose part of the office staff in the 


rubble. 


W-] Binder Holds Records 


“One answer to the housing problem was to develop 
a modern type binder especially for. machine tabulated 
forms. Wilson Jones engineers were given the assign- 
ment of coming up with a flexible but durable binder 
post that would accommodate the unprecedented bulk 
of tabulated records. After over a year of testing various 
materials we discovered that posts made of Zytel nylon 
met these requirements. Since that time even greater 
uses of these posts have been discovered.” 

It has been to the advantage of Wilson Jones dealers 
that sales meetings and seminars have been conducted 
to explain the uses and sales possibilities of the nylon 
post binders, GrayLine carbon-interleaved ‘‘Snap-A- 
Way’ sets, continuous marginal-punched and auto- 
graphic register forms essential to record-keeping auto- 
mation and multi-copy business procedures. 

Dealers will benefit from the aims of the Tabulating 
Card Manufacturers Association, formed in May, 1959 
and already including nearly 50% of America’s tabulat- 
ing card manufacturers. 

Improved service to the public, promotion of tabulat- 
ing card usage and dissemination of data are aims of 
this group. ‘“Tabulating cards are big business today, 
and getting bigger,” says Simon Gaynor, president of 
the TCMA 

Improved service, as interpreted by the TCMA mem 
bership, will include many things from education on 
tab card usage to active promotion of tab card utiliza- 
tion in smaller businesses. 

“In the past few years the tabulating card industry 
has come of age,” says Carroll Greathouse, executive 
secretary. “By proving its ability to increase labor effi- 
ciency, reduce costs, speed compilation of essential data, 
and further the modern principle of unit control, the 
tabulating card has won the distinction of being a basic 


necessity in any efficient business.’ 
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Dealers Report: 


They are selling 
automation 


“ 


ust because we can't sell a computer is no reason 
why we can’t sell systems, the housing for records 
and the binders for marginal punched forms.” 

That's Ed Klumpp of Ecco Business Systems, 70 
E. 45th St., New York City, speaking. 

When Ed talks it is with enthusiasm about the role of 
the dealer in office automation’s today as well as its even 
more mechanized tomorrow. 

“By and large,’ says the New York dealer, “selling 
of automation supplies and equipment must start with 
understanding concerning what these devices and sys- 
tems can do for the customer. 

“Take binders for example. There's a good market 
for these holders of marginal punched forms—the 
paper byproduct which must be preserved as a record 
after tabulating machines, computers and various auto- 
matic typewriters do their work. 

“We have a ready supplier of these binders in Wilson 
Jones, C. E. Sheppard and others. The new nylon post 
binder from Wilson Jones is a terrific solution to the 
problem of binding these forms in compact, easy-to- 
refer-to style.” 


Dealers Can Solve Problems 


From binders, Klumpp’s evaluation of the stationer’s 
role in automation proceeds to plugboard panels, mag- 
netic and paper tape, and open shelf filing. He sees 
these items as something which the stationer, or the 
specialist in business systems such as himself, can sell 
with both volume and profit. He declares that dealers 
in outlying areas can render an important service to 





DEALER INSTALLATION The Oxford hei if tt “ill , ici k led 
Filing Supply Co. Pendaflex Checkfiler adds their customers if they wi acquire su icient knowledge 
peed and accuracy to the electronic posting of the products and what they will do. 
ration at the Old Second National Bank of “These customers will have problems,” Klumpp 
Aurora, Ill. This 10,000-account installation points out. “If we can solve them—and that must be 
was made by Frederickson’s Office Supply of 7 ' * nbs : 
' ; our foremost objective—we will have the customer in- 
Aurora simultaneously with the adoption by : 
bank of electronic post-to-the-check equip viting us to talk to him about other items also that will 
Bank officials state that the installation prov ide profitable business. 
system has resulted in significant tim “There are more and more products which we can 


nies. The sliding Checkfiler adapts to 


handle coming into the picture. Everyone needs dis- 


k end-of-the-month loads as well as light ; . ; . 
o tribution and the manufacturer will turn to this office 
f-the-month volume with equal ease 
Visible Pendaflex tabbing in conjunction with equipment and supply dealer or business forms special- 
plete mumeric indexing is said to make ist if he wants to widen his sales. 


faster amd more accurat “Any stationer who wants to is in a better spot than 
the manufacturer to do a good job for the customer. If 
the dealer doesn’t it is because of either lack of training 
for the salesman or apathy.” 
Klumpp visualizes filing systems as being an im- 
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. continued 

portant adjunct to any automated office and declares that 
the dealer must educate himself as to the merit of the 
various systems. “He must be able to say, ‘If I bought 
this would I use it myself?’ ’ 

Basically, selling of automation and work simplitica 
tion aids begins with the salesmen going into the cus 
tomer’s place of business, looking for the problem and 
solving it by proper design of forms which can bring 
savings in time and money 

That's the Klumpp prescription for the dealer who 


wants to do business in the age of automation. He con 
cludes: ‘Sometimes the customer hates to think about 
the mundane job of filing. There is a tremendous 


ifcas who solves 


field for the stationer in outlying 
that customer’s headache at the local level and he will 
have the jump on the direct seller who is miles away 

Turning from the East to the Middle West we quote a 
dealer who has sold the new devices for record keep 
ing with enthusiasm after attend! dealers’ seminars 
conducted by Wilson Jones. He is Vince Collura, sales 
manager for Latsch Bros., Inc., Omaha, Neb 

Mr. Collura has this to say about the selling of suy 
plies for business automation 

“Why didn’t you get the order? This 
which has been asked of stationery salesmen many times 
in the past five years with reference to the selling of 
supplies to tabulating bookkeeping 


ny 


i 


l que stion 


i | artments 


Salesman Must Conquer Fear 


“In this new dimension of bookkeeping, it is only 
natural that there would be obstacles for the stationery 
salesman and one of the major stumbling blocks, as I 
see it, in this field is that the stationery salesman seems 
to have a fear of anything that has the word ‘automa 


tion’, with all its usual implications of complex ele 


tronic apparatus, attached to it 

“All too often the result of this fear has been that the 
so-called ‘expert’ is going into a tabulating department 
and selling everything from a ribbon to storage equip 
ment although any one of these items could have been 
sold by a stationery salesman 





It seems to me that there is no lack of enthusiasm 
on the part of a salesman but rather a lack of knowledge 
about the tabulating equipment and the relation of his 
supplies to it. As for a solution, I think the question of 
why didn't you get the order?’ could be eliminated if 
a definite program were set up to give the salesman a 
thorough, basic knowledge of the operation of tabulating 
equipment and the function of his supplies in this 
operation. The manufacturer would be the best qualified 
to arrange for such training. After all, these companies 
have invested a great deal of time and money in de- 
veloping their products and the result of a well planned 
program would not only mean a larger volume of 
business but more important a closer relationship be 


tween the manufacturer and dealer 
W-] Seminars Helped Him 


It has been said that I have been successful in selling 
many fine installations of forms and nylon post binders 
as part of automatic accounting in multi-type copy 
record keeping. This success, I believe, is due to two 
reasons. First, I was fortunate in having the opportunity 
to attend two Wilson-Jones seminars which I feel gave 
me invaluable information. I was trained in tabulating 
accounting procedures and their related items which I 
sell 

“Secondly, as a result of this training, I have come 
to feel a part of this new world of automation just 
as we have all felt a part of. the binder and loose leaf 
type business to which we have been accustomed. I have 
also found it most helpful to get acquainted with local 
tabulating people, such as those representing IBM and 
Remington Rand, who have always been more than 
happy to discuss any fine points about their equipment 

“With this type of a program, I feel sure that armed 
with confidence in and knowledge about this remark- 
able line of products, the ‘expert stationery salesman’ 
can go to the consumer and sell his supplies thus secur- 
ing the business that is rightfully his and not that of 
the wandering ‘expert’ who is now picking the plums 
off the tree and leaving the culls for the stationery sales 


man 


A SUPPLIER TURNS TO AUTOMA 
rION—President Sidney W. Saks (right) 
ind Philip K. Koss, executive vice-presi 
lent, view with interest as Dan Fried 
rvisor, operates an 1.B.M. Rama 
305 computer at Saxon Paper Corp 
New York City wholesale distributor of 
paper products. Mr. Koss explains that 
Ramac 305 was installed by Saxon 


primarily for: sales analysis, cut-down on 


rsonnel, figuring salesmen’'s commis 
order processing xpansion pro 
and elimination of human error 

iintaining a stock inventory of son 


9,000 difterent items. One outgrowth ot 

hange to automation ts Saxons plan 
set up warehouses and sales offices in 
other cities with all bookkeeping done in 
New York through the us f the 
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he off equipment and supply dealer who wants 

rr. xtend his merchandising into the automation 
field will discover that many sources are available to 
purchasing for resale the supplies and equipment 
used in the automated office 

l'rue, the larger computers and like machines are sold 
or leased direct, just as are some of the supplies. But, 
waiting for dealer participation are many manufacturers 
whose names have become “household words’ to the 
stationer hese same manutacturers are eager to help 
the dealer, too, in training for specialized selling, if 
ecessary 

Sources listed here are those given by manufacturers 
who iten d their products in detail and furnished 
OFFICE APPLIANCES with information on their channels 
of distribution 


American Business Systems, Inc., 2929 B St., Philadelphia 


Pp (1 ilar), continuous forms, stock forms and 
t aut tic teeders. Sold direct ar by branch office 
t office equipment and pply dealers con 
American Electronics, Inc., 75 Front St., B klyn 1, N.Y 
Portat t ting punches, data int tors, attendanc« 
dD ystems Sold direct an through branches 
May 1 tH juipment and supply dealers 


Art Metal Construction Co., 41 E. 42nd St.. New York 


N.} i cabinets, open shelf filing equipment 
tapes, films and card boxes, filing guides, key pun 
KS ting equipment, trucks for transporting cards and 

pes t trays. Sold through offi I nt and suf 


branch oftices 


Baltimore Business Forms Co., 3120-56 | rick Ave.. Balti 
M Continuous forms, stock f s, multiple copy 
rbon int forms with I.B.M rds built in, and 

t sets. Sold through off quipment an 

t selling agents and bra offices. Dea 

i n s territori 

C. L. Barkley & Co., O W. Van B Chicago 7, Il 
‘ t hiing des sold thre tt equipment 


W. H. Brady Co., 7-7 W. Glendale Av Milwaukee, Wis 


S k correction, labels, file f rs. Sold throug 
supply dealers and brar offices 
Collamatic Corp., State Highway 23, Wayne, N.J.—Collating 
iI eP through office equipment pply dea 
id bran ffi 
Columbia Ribbon & Carbon Mfg. Co., Glen Cove, N.Y 
Continu forms, stock forms, magnetic ink, inked ribbons 
P ter film in ribbons, rolls ar ts, continuous 
t plat 1d continuous spirit 1 ters sold throug 
nt and supply dealers branch offi 
Connecticut Printers, Inc., 85 Truml St Hartfor 
( 1.—P ards (regular), bin f reports 
‘ i lirect 
Diebold, Inc., Canton, Ohio—Microfiln k forms, pun 
shelf filing equipment, filing guides, bind 
for 1 ts and marginal puncl forms, key pun 
sks, trucks for transporting cards and tapes and mecha 
f S through office equip! t and supply 
gents and branch off 
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Sources of supply 


Dealer has many for his automation market 


Dolin Metal Products, Inc., 315 Lexington Avc., Brooklyn 
16, N.Y.—Open shelf filing equipment and mobile storage 
systems for tab cards sold through office equipment and 
supply dealers 


Dresser Products, Inc., 114 Baker St., Providence 5, R.1. 
Open shelf filing equipment, binders for reports and marginal 
punched forms as well as equipment to wind, rewind and 
hle punched data tapes. Limited sale through office equip- 
ment and supply dealers as well as direct 


Electronic Accounting Card Corp., Box 1088, High Point, 
N.€ Punched cards. Sold direct and through office equip 
ent and supply dealers 


Ennis Tab Card Co., Division American Carbon Paper Mfg 
Co., 214 W. Knox St., Ennis, Tex. Punched cards (regular) 
inked ribbons. Sold through office equipment and supply o1 


business forms dealers 


The General Fireproofing Co., East Dennick Ave.. Youngs 
town 1, Ohio—Punched card cabinets, open shelf filing 
quipment, key punch files, trucks for transporting cards and 
tapes, sorting trays for 1.B.M., control panel cabinets, sorter 
racks, sorter rack trucks, open tub files, card record files, 
mechanized card record files, single and double card drawers, 
wire trays, wiring racks and card weights. Distribution 
through office supply and equipment dealers and branched 


omices 


The Globe-Wernicke Co., 5025 Carthage Ave., Cincinnati 
Ohio—Open shelf filing equipment and filing guides 
sold through office equipment and supply dealers 


Graphic Systems, 55 W. 42nd St.. New York 36, N.Y 
Visual control systems sold direct 


Philip Hano Co., Inc., 85 Sargeant St., Holyoke, Mass. and 
Mt. Olive, Ill—Continuous forms and stock forms sold 
through office equipment and supply dealers 


Logan Business Products, Inc., Vue-Fax Division, 655 Main 
St., Westbury, N.Y.—Punched cards (edge punched), con- 
tinuous forms and vertical visible files for edge punched 
ards sold through office equipment and supply dealers 
Mac Panel Co., 124 College St., High Point, N.C Plug 
board panels and wires sold direct 


J. Curry Mendes Corp., New Bedford, Mass.—Collating 
equipment for paper sold through printers’ equipment sup 
ply stores with office equipment and supply dealers con 


Monarch Metal Products, Inc., MacArthur Ave., New Wind 
sor (Newburgh), N.Y.—Punched card cabinets, open shelf 
filing equipment, filing guides, binders for reports and mar 
zinal punched forms, trays, control panel cabinets, storage 
ind mobile racks, tape handling and storage equipment, tub 
hles, vertical trays, wiring equipment sold direct 


Binders for re 


National Blank Book Co., Holyoke, Mass 


rt 


s, marginal punched forms, etc. Sold through office 


equipment and supply dealers 
Oxford Filing Supply Co., Inc., Clinton Road, Garden City, 
L.I., N.Y.—Pendaflex Checkfiler, Pendaflex tabbing, visible 


hling. Sold through office equipment and supply dealers 


Record Files, Inc., Wooster, Ohio—Microfilm, open shelf 


filing equipment for tapes, films and card boxs, and storage 


hling equipment sold direct 
Remington Rand Division of Sperry Rand Corp., 315 Park 
Ave. S.. New York 10, N.Y.—Punched cards, microfilm, 


please turn the page 
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inked ribbons, punched card cabinets, open shelf filing 
equipment, filing guides ana sorting trays Che company Gi ar of 
currently has an extensive direct sales organization for thes¢ osS y | 
products. ~ 
Rogersnap Business Forms, Inc., P.O. Box 10425, Dallas, Tex 
Continuous forms, stock ners snapout forms and carbon AUTOMATION. As related to the business office, auto- 
interleaved second sheets sold through office equipment and , , : —% 
mation is defined as the transfer of repetitive jobs previously 
supply dealers and business forms dealers performed manecily oy geenle to mechanical, automatic, 
The Shelby Salesbook Co., Shelby, Ohio—Punched cards sets, electrical, or electronic methods. 


continuous forms, stock forms, binders for reports and mar 


ginal punched forms sold direct CARD. Heavy, stiff paper of uniform size and shape, adapted 


for being punched in an intelligent array of holes. The 


Smead Manufacturing Co., Hastings, Minn.—Filing guides punched holes are sensed electrically by wire brushes or 
binders for reports and marginal punched forms, pockets mechanically by metal feelers. One standard card is 7% 
folders and combination pockets and folders for filing tapes inches long by 344 inches wide and contains 80 columns in 


each of which any one of 12 positions may be punched 


and original correspondence sold through office equipment 


and supply dealers. 
CARRIAGE, AUTOMATIC, A typewriting paper guiding 


a gq 4 > ; > vr rf ] it) ‘ : i 
The Standard Register Co., Dayton 1, Ohi Continuous or holding device which is automatically controlled by in- 
forms, stock forms, binders for reports and marginal formation and program so as to feed forms or continuous 
: ; handling equipr sold throug 
punched forms and forms handlit juipment sold through paper to a set of impression keys and to provide the neces- 
branch offices. sary space, skip, eject, tabulate, or performing operations 
The Staplex Co., 777 Fifth Ave., Brooklyn 32, N.Y.—Auto = ; 
; anew Pee ; CHARACTER. One of a set of elementary symbols such as 
matic electric stapling machines and staples sold through sv 
2 : those corresponding to the keys on a typewriter. The symbols 
office equipment and supply dealers ' 2 
may include the decimal digits 0 through 9, the letters A 


through Z, punctuation marks, operation symbols, and any 


Stock Forms Co., Division of Moore Business Forms, 491 S 
other single symbols which a computer may read, store, or 


Dean st. Englewood, N J Continuous and stock forms sold 


through office equipment and supply dealers and wholesal write 
stationers. 

CHECK. A means of verification of information during or 
Visirecord, Inc., 54 Railroad A Copiagut 3 New after an operation 
York—Punched cards, punched card cabinets, high speed 
visible filing equipment for edge punched cards, tabulating CODE. A system of symbols and their use in representing 
type punched cards or common language tape, Alpha numer rules for handling the flow or processing of information; to 
ic, straight numeric or block nu ric systems. Distribution actually prepare problems for solution on a. specific com- 
through office equipment and pply dealers and direct puter 


selling agents. 
COLLATE. To combine two or more similarly ordered sets 


Wilson Jones Co., 209 S. Jefferson, Chicago.—Continuous of items to produce another ordered set composed of in 
forms, stock forms, binders for reports and marginal punched formation from the original sets 


forms. Sold through office equipment and supply dealers 
COLLATOR. A machine which has two-card feeds, four 


Yawman & Erbe and C. E. Sheppard Division, 1099 Jay St , 
- gine card pockets and three stations at which a card may be com- 
Rochester, N.Y.—Stock forms, punched card cabinets, filing ; , 
: a ' pared or sequenced with regard to other cards so as to 
guides, binders tor reports and marginal punched rorms , 
oe se reer , select a pocket in which it is to be placed, e.g., the machine 
sorting trays, microfilm cabinets and card record desks sold rs 
eg is suitable for matching detail cards with master cards, 
through office equipment and supply dealers and branch : 
r" merging cards in proper sequence, et 
offices 


COMMAND. A pulse, signal, or set of signals initiating 
one step in the performance of a computer operation 





fl javeuus COMPUTER. A term applied to calculating machines rang- 

ing from the Chinese abacus to electronic ‘brains.’ In auto- 
mation, it refers to machines which, once set up, perform 
a series of individual computations without outside tutor- 
ing. More specifically, a device for performing sequences of 
arithmetic and logical operations; sometimes, still more 
specifically, a stored-program digital computer capable of 
performing sequences of internally-stored instructions, as 
opposed tO ¢alchiator on which the sequence 1S impressed 
manually (desk calculator) or from tape or cards (card 


programmed calculator) 


CONVERTER. A unit which changes the language of infor- 
mation from one form to another so as to make it available 
r acceptable to another machine, e.g., a unit which takes 
information punched on cards to information recorded on 


4 
magnetic tape, possibly including editing facilities 


COPY. To reproduce information in a new location replac- 


yen TZ ing whatever was previously stored there and leaving the 
— of th I 


- ‘ : source of the information unchanged 
I can sure feel the impact of this new boom in 
business automation.” 





CYBERNETICS. n. A new field of science which attempts 
to relate the operation of automatic devices to the auto- 











from Management & Business Automation matic functioning of the human body's nervous system 


30 OA-—10/59 





in 


Once accomplished, it hopes to evolve a theory blanketing 
the field of control and communication—both in machines 
na men 


DATA HANDLING SYSTEM. To the control engineer, 
sutomatically-operated equipment engineered to simplify the 
use and interpretation of the bewildering mass of data 
gathered by modern instrument installations 


DATA-REDUCTION. The art or process of transforming 
nasses of raw test or experimentally obtained data, usually 
gathered by instrumentation, into useful, ordered, orf 
simplified intelligence 


DIGITAL. The quality of utilizing numbers in a given 
cale of notation to represent all the qualities that occur in 
problem or a calculation 


DOWN-TIME. The period during which a computer is mal- 


functioning or not operating correctly due to machine 

failures; contrasted with available time, idle time or standby 

DRUM, MAGNETIC. A rotating cylinder on whose mag 

netic-material coating information is stored in the form of 
agnetized dipoles, the orientation of polarity of which is 
ised to store binary information. 

EDIT. To rearrange information. Editing may involve the 


etion of unwanted data, the selection of pertinent data, 
insertion of invariant symbols such as page numbers and 
typewriter characters, and the application of standard 
processes such as zero-suppression 


ELECTRONIC. Pertaining to the application of that branch 
of science which deals with the motion, emission and be- 

vior of currents of free electrons, especially in vacuum, 
as or phototubes and special conductors or semi-conductors 
Contrasted with electric which pertains to the flow of large 


rrents in wires only 


FEEDBACK. Part of a closed loop system which brings back 
nformation about the condition under control for compari- 


yn to the target value 


HARDWARE. The mechanical, magnetic, electronic and 
trical devices from which a computer is fabricated; the 
assembly of material forming a computer 


LANGUAGE, MACHINE. Information recorded in a form 


vhich may be made available to a computer, e.g., punched 
paper tape may contain information available to a machine, 
vhereas t same information in the form of printed 

uracters On a page is not available to a machine; informa 


n which can be sensed by a machine 


OPTIMALIZATION. The approach to economically perfect 
plant operation accomplished, primarily, by analytical 


ther than hit-or-miss methods 


PLUG-BOARD. A removable panel containing an ordered 


terminals which may be interconnected by short 
leads according to a prescribed pattern and henc« 
ing a specific program. The entire panel, pre-wired 





i for different programs 


PROGRAM. A plan for the solution of a problem. A con 
plete program includes plans for the transcription of data 
ing for the computer and plans for the absorption of the 
sults into the system. The list of coded instructions is 
ed a routine; to plan a computation or process from the 
sking of a question to the delivery of the results, including 
i integration of the operation into an existing system 
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| Words and phrases 
of significance to 
dealers concerned 
with automated equip- 


ment and procedures 


Thus programming consists of planning and coding, includ- 
ing numerical analysis, systems analysis, specification of 
printing formats, and any other functions necessary to the 
integration of a computer in a system. 


PUNCH, CALCULATING, ELECTRONIC. A card han- 
dling machine which teads a punched card, performs a 
number of sequential operations and punches the result on 
a card. 


PUNCH, CARD. A device which perforates or places holes 
in card in specific locations designated by a program. 


SERVOMECHANISM. A type of closed loop control 
system in which mechanical position is the controlled variable. 
For example an anti-aircraft gun positioning system is a 
servomechanism. This term often used incorrectly with 
reference to all types of automatic control systems. 


SORT. To arrange items of information according to rules 
dependent upon a key or field contained in the items. 


STACKER, CARD. A mechanism that accumulates cards in 
a bin after they have passed through a machine operation; a 
hopper. 


STORAGE. Any device into which units of information can 
be copied, which will hold this information, and from 
which the information can be obtained at a later time; 
devices, such as plugboards, which hold information in the 
form of arrangements of physical elements, hardware, or 
equipment; the erasable storage in any given computer. 


TABULATOR. A machine which reads information from 
one medium, e.g., cards, paper tape, magnetic tape, etc. and 
produces lists, tables, and totals on separate forms or 
continuous paper. 


TAPE, MAGNETIC, A tape or ribbon of any material im- 
pregnated or coated with magnetic material on which infor- 
mation may be placed in the form of magnetically polarized 


spots 


TAPE, PAPER. Tape containing data in form of punched 
holes which is both input and output of various business 
machines and can be transmitted over regular telegraph 
channels 


TELEMETERING. Transmission of a measurement over 
long distances, usually by electrical means. A receiving in- 
strument converts the transmitted electrical signals into units 
of whatever is being measured 


TRANSISTOR. A tiny element in an electronic circuit that 
does much the same job as a vacuum tube. It is light, prac- 
tically does much the the same job as a vacuum tube. 


TRANSLATE. To change information (e.g., problem state- 
ments in pseudo-code, data, or coding) from one machine 
language to another without significantly affecting the mean- 
ing. 


VERIFIER. A device on which a manual transcription can 
be verified by comparing a retranscription with it character- 
by-character as it is being retranscribed 


WORD. A set of characters which occupies one storage lo- 
cation and is treated by the computer circuits as a unit and 
transported as such. Ordinarily a word is treated by the 
control unit as an instruction, and by the arithmetic unit as 
a quantity. Word lengths are fixed or variable depending on 
the particular computer. 
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H. W. CLOPP WINDOW 
displays range of fire-proof 
equipment available, and 
safe with contents which 
withstood fire 
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Pianned promotion sells 


fire-proof equipment 


Direct mail, newspaper 
ads, window display form basis of 


H. W. Clopp month-long promotion 


well planned sales promotion covering all phases 

of advertising and merchandising produced 
excellent sales results for H. W. Clopp, Trenton N.J., 
stationers during a recent sales campaign on fire-proot 
office equipment. 

“It has been our fortunate experience to find, that 
whenever we back a sales promotion with every advertis 
ing and sales ineans at our disposal, that we enjoy very 
excellent results,” explains Harold W. Clopp 

A full 30-days was devoted to the sale of this type of 
office equipment. All advertising and merchandising 
activities were dovetailed and firm salesmen did a ‘bang- 
up’ job on selling this equipment 

To start off the, campaign, the firm salesmen checked 
through their customer accounts and selected the names 
of likely prospects for this equipment. A similar check 
was made of regular Clopp customers and a potential 
list of 300 names developed 
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A direct mailing was made to this list every five days 
until four pieces of mail had been sent out. Each mail- 
ing was different than the previous one to attract greater 
attention and readership. The first mailing consisted of 
a regular business type of envelop that contained an as- 
sortment of leaflets and inserts on safes and fire proof 
equipment. The next mailing consisted of an over-size 
envelope. The third was a self-mailer piece of literature 
and the last a mailing in an odd-sized envelop. 

During the 30-day sales campaign, the store window 
was redecorated to feature fire-proof equipment. In ad- 
dition to a safe, fire-insulated filing cabinet and chests, 
an actual display of a filing cabinet that came through a 
hazardous fire was featured to show how remarkably 
well this equipment was preserved 

“All our salesmen contacted the customers that they 
recommended for this particular use of equipment and 
asked them if they had a chance to read and go over the 
literature that was being mailed to them,” explains 
Clopp. ‘This offered them an opportunity to go further 
into the discussion of this equipment and resulted in 
making current sales and building up prospects for 
later ones 


Prior to the start of the campaign, Clopp had a com- 
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ind the best 
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repres 


initial 


ilesmat and after a call or two with each, left 
them well prepared to carry on 
The most important point that each salesman had to 
OW was the type ot equipment to recommend to the 
varticular customers,” explains Clopp 
The 1 ste] ontinues ( lopp, was the hour type 
quipn that a customer required, and very few 
ustomers knew anything about this feature. Fire re 
stant eq is manufactured resist heat from 
ring terior for one, two or four hours. Then 
takes th iny hours or longer before the heat can 
be raise ich a temperature as to cause flame and 
ven th suse of lack of oxygen, only the fringes of 
5 hed 
| Ol bi ited 
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HW. CLOPP 


239 E. FRONT ST. 
TRENTON, M. J. 
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tative address the salesmen. They were 


s of this merchandise, its points of value 
type of equipment to recommend to their 
calls, the representative accompanied the 


He took each 
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MANUFACTURER'S REPRESENTATIVE gives Clopp sales- 


men a last minute sales talk on fire-proof features of his line. 


hazardous area (insofar as fire is concerned) or far from 
a fire, house, longer hour fire-resistant equipment is re- 
quired. If the situation is in reverse, the more minimum 
requirements are satisfactory. By helping the customer 
select the exact type and style of equipment that may be 
needed, they could buy the most economically priced 
equipment.” 

Clopp permitted his salesmen to use his own equip- 
ment housing his own records to show prospects the 
application. He has a large safe that contains his paid 
accounts payable, checks, stubs and other important 
business requirements. In a fire-resistant filing cabinet, 
he retains all accounts receivables and unpaid accounts 
payables while legal documents and other papers are 
stored safely in insulated chests. 

“Every businessman is a prospect for this equipment, 
even if he already has a safe or other equipment,” says 
Clopp. “Too many of them under-estimate the value of 
this equipment and with a few exceptions would be in 
trouble in case of fire. Our salesmen also had clippings 
of fires that destroyed businessmen and companies be- 
cause of a loss of their records and they used these as an 
additional sales aid in driving home the need for this 
type of equipment! 

As fire-proof equipment represented an additional 
item that a salesmen could sell a customer, they were 
more than pleased to ‘work it in’ with their regular sales 
activities. And fire-proof filing cabinets was an especially 
good sales item because “it” sells for approximately 
twice that of regular filing cabinets and this meant larger 
sales and commissions for the salesmen. 

During the campaign, Clopp featured his line of 
fire-proof office equipment in his regular Tuesday and 
Thursday newspaper advertising. By concentrating all 
efforts on this specific line, this dealer and his salesmen 


enjoyed unusual sales response 
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Five-day show resumed 


fter a one-year experiment on a program sharply divided between exhibits and program, 
A the National Stationery & Office Equipment Association convention returns to its orig- 
inal five-day exhibit format at the Conrad Hilton Hotel in Chicago September 26-30. 

Exhibits open at noon Saturday, except for the model stationery store inaugural at noon 
Sunday, and will have viewing hours through Wednesday noon except for time devoted to 
business programs. 


Innovations this year promising dealers a worthwhile experience are: 





e A presentation on ‘“Automation—Crisis or Opportunity for Stationers’. Her 
e President's reception Saturday night in the Grand Ballroom for all registered ae 
4 < < 5 


e Two profit clinics—Choice of direct mail and sales meetings topics. 

e A “refresher” session for those who attended the Harbridge House Seminars 

e Revival of the model stationery store, designed for ‘Selling in the '60s.” 

Activities open at noon Friday with the Great Lakes Travelers Club pre-convention lunch 
eon in the Boulevard Room. Once again, the businessman-conducted, non-denominational church 
service at 10:15 a.m. will be a feature of the Sunday program 

Senator Humphrey of Minnesota will be the speaker for the Monday noon luncheon, to 
be attended by the ladies as well as men. On the program also for the feminine side of the con 


vention are Sunday tea and rec eption, luncheon at Guildhall and matinee performance of 





“The Music Man.” Annual convention party is set for Tuesday night. ; 
‘ ish 
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speakers 


Dilman K. Smith 


E. H. Sonnecken 


P. R. Ignatius 


Dr. R. A. Brooks 


Howard Butt, Jr. 


dae 


Ferd Nauheim 


Hubert Humphrey 


Jos. Brouillard 


Ben Gedalecia 


Michael Sanyour 


A. A. Carretta 





Friday, September 25 


GLTC Pre-Convention Luncheon, Boulevard 
Room. 


Saturday, September 26 


12 Noon to 7 P.M.—Exhibits open. 
7:00 P.M.—President’s Reception, Grand Ballroom for 
all registered delegates. 


Sunday, September 27 


10:15 A.M.—Sunday Morning Service, Grand Ballroom. 
Music by Priscilla Holbrook. A_ business- 
man-conducted, non-denominational service 
led by Howard Butt, Jr. assisted by J. Grant 
Howard, reading of Scripture; Fred Smith, 
song leader; Karl Steele, artist, and Fague 
Springman, soloist. 

12:30 P.M.—Opening of Model Store, 

Lounge. 
| to 7:30 P.M.—Exhibits open. 


Monday, September 28 


Normandie 


9:00 A.M.—First General Convention Session, Grand 
Ballroom. Music by Priscilla Hoibrook. W. 
Neill Stewart, Jr., presiding. Address by 
John B. Brain, president of NSOEA. “Auto- 
mation—Crisis or Opportunity for Station- 
ers’, presented by Dr. Robert A. Brooks and 
Paul Ignatius of Harbridge House. “The 
Two Most Pressing Problems of Retailing 
Today: Dual Distributive Practices and Dis- 
count House Operations’, discussed by Al- 
bert A. Carretta, Carretta & Counihan, 
Washington, D.C. 
12 Noon—General Convention Luncheon for men and 
women of convention in Grand Ballroom. 
Address by Senator Hubert Humphrey, 
Minnesota. 


2 to 7:30 P.M.—Exhibits open. 


Tuesday, September 29 


9:15 to 11 A.M.—Profit Clinics (Select One): “How 
To Make Direct Mail Advertising Pay Off 
by Ferd Nauheim, Kalb, Voorhis & Co., 
Washington, D.C. in Boulevard Room and 

Making Sales Meetings Productive”, model 
sales meeting staged by Michael Sanyour, 
Harbridge House, Inc., with NSOEA mem- 
bers participating in Grand Ballroom. 

11:15 A.M. to 12 Noon—Divisional meetings: 
DistrisuTORS—Grand Ballroom, W. Neill 
Stewart, Jr., vice-president, presiding. 
MANUFACTURERS—Boulevard Room, L. G. 
Morris, vice-president, presiding. 

Fietp DrvisioN—Lower Tower Ballroom, 
Earl Collins, vice-president, presiding. 
12 Noon—Convention Luncheon, Grand Ballroom. 

Labor, Inflation and Politics—Three Criti- 
cal Problems Facing Businessmen in 1950”, 
by Dilman K. Smith, Opinion Research 
( orp 
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2 to 8:30 p.m.—Exhibits Open. 


2:30 to 5 P.M.—Sales Management Seminar Alumni 
Meeting, Lower Tower Ballroom, for those 
who attended the 1959 Harbridge House, 


Inc., seminars. 


9:00 P.M.—Annual Convention Party, Grand Ballroom, 
featuring: Mimi Benzell, Metropolitan Op- 
era star; Yonley, international musical hu- 
morist; George Carle and Arlene, 
mime; Sutton Dancers; Nicki and Noel, 
dance teams; The Encores, male ; and 
dancing to Henry Brandon his Chez 
Paree orchestra. 


Wednesday, September 30 


9:00 A.M.—General Convention Session, Grand Ball- 
room. “Profit Sharing and Pension Plans 
That Can Build Your Business,” The Wyatt 
Co., Chicago; “How Planned Marketing 
Can Help You Cash in on the ‘Big 60's”, 
presentation by Edwin Sonnecken, Ben 
Gedalecia and Joseph Brouillard, McCann- 
Erickson, Inc., New York City. 

Annual Business Meeting. Reports by the 
president, treasurer and committees; action 
on by-law changes; election of officers. 


12 Noon to 5 P.M.—Exhibits Open. 


7:15 P.M.—Annual Banquet and Dance, Grand Ball- 
room. Presentation of NSOEA awards, in- 
troduction of new president, dancing to 
Norman Krone’s orchestra. 


ladies program 


Sunday, September 27 

3:00 P.M.—Tea and Reception, Grand Ballroom. Music 
by Sterling Strings, door prizes and gift for 
each registered lady. 
Monday, September 28 


12 Noon—General convention luncheon, address by 
Senator Hubert Humphrey, Minnesota. 


Tuesday, September 29 


1:00 P.M.—Luncheon, Guildhall, Ambassador Hotel. 
Fashion Show by Charles A. Stevens. Model- 
ing by the Singing Fashionettes. 

9:00 P.M.—Annual Convention Party, Grand Ballroom. 


Wednesday, September 30 


2:00 P.M.—Matinee performance, “The Music Man”, 
Shubert Theater. 

7:15 P.M.—Annual Banquet and Dance, Grand Ball- 
room. 
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Photographs by Jack Lord. 





Orlando, Fla. has been called one of America’s five most beautiful cities. The county 
seat of Orange County, it is a growiag municipality of the citrus belt, a city made beautiful 
by continuous blooming of azaleas, bougainvillea, camellias, orchids and poinsettas. Ram- 
bling lakeside boulevards provide a web of transportation | 
But, Orlando is proud of something else—its new city hall. 
Therein lies the topic of this office planning article—the Orlando story of co-operation 
by the seven large independent office equipment companies in Orlando, accounting for more 


than 95% of the office furniture volume there and known as the Orlando Office Equipment ( 
Dealers. They handled the complete planning and installation as a joint venture, accomplish- | 
ing this objective on the basis of mutual respect, friendship and absolute confidence in each 
other. ( 
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City of Orlande 
p) ( LARI N¢ E Q,. SCHLAVER : ORLANDO. FLORIDA 


noeent 4 aRRr 
managing editor am July 1, 1959 


Mr. Clarence ©. Schlaver 
Office Appliances 

600 West Jackson Boulevard 
Chicago 6, Illinois 


nit effort Dear Mr. Schlaver 


It is a pleasure for me as Mayor of the City of Orlando to acknowledge 
the satisfactory arrangements that were made in connection with the 
furnishings of our new City Hall. 


The Orlando Office Equipment Dealers Association, composed of eight 

| local office equipment dealers, combined to make an offer to the City on 

a bid basis to jointly supply all of the items of furniture and equipment 
needed in the new City Hall. They not only afforded us an excellent price 
for the furniture and equipment, but they co-operated among themeelves and 
with us to see that the furniture and equipment was satisfactory and that the 
installation was fully acceptable. 





We would like to commend these dealers for their sense of civic responsi 
bility as evidenced by their handling of this entire matter. 


Very truly urs, 


MAYOR Robert S. Carr ex /~ ay 


™ 
the city’s appreciation | 


esses 
Robert S. Carr 
Mayor 


dealers for satisfactory 

rk and sense of civic 

sponsibility as evidenced by 

heir handling of this entire 
er 








HE “Orlando Story” is an object lesson for other 
dealers in the nation, who too, could do jointly 
what might not be accomplished individually 
The seven firms provided planning and equipment 
for an imposing reinforced concrete building faced with 
precast terrazzo stone a structure which is 138 feet 
high, has a 40-foot tower and which is so designed that 
five additional floors can be erected above the second : " 
floor of the north wing when needed ~ 4 
To these dealers, each one a taxpayer with pride in 
the city, went the contract for providing the office liv 
ability and workability in a city hall, the construction of 
which consumed approximately 21 months and the cost 
of which was nearly $2 million 
The Orlando office equipment firms told the city “A 
ouncil that they would act as “‘office engineers” and as 













the city’s buying agents, providing the choice of any PARTICIPATING in the project (left to right) were Millard 
brand of equipment desired and thus supplying the com- Smith, Smith-Wilson Co.; J. L. Fletcher, F. & R. Office Supply; 


George L. Stuart, George Stuart, Inc., Tim Merrill, O'Neal Branch 


bined “know how’ of the nation’s leading manufac- . . “ : 
Co.; Jack Kline, Orlando Office Supply, and Bill Bishop, Bishop 


fire 

— . Office Equipment, together with Simpson Penney of Penney Book 
Chairman of the dealer group was Tim Merrill of Store (not shown). Merrill is presented plaque as chairman 

O'Neal Branch Co Working with him were George L Similar Orange County courthouse project is now under way 


Stuart, George Stuart, Inc.; W. D. Bishop, Bishop Offic« 
Equipment; Millard Smith, Smith-Wilson Co.; J. L 


Fletcher, F. & R. Office Supply; Jack Kline, Orlando More about Orlando Story Turn page 
Office Supply, and Simpson Penney, Penney Book Store 
The office equipment committee named by the coun 
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WAITING ROOM for mayor's ffice 1S esigned for con 

fortable seating of those seeking a word with the Orlando 
chief executive. Furnishings include Stow-Davis chairs, 
Steelcase desk-high files and Leopold d near the en 
trance 






















MAYOR'S OFFICE, a study in traditional dignity, 
features Stow-Davis Kent series wide overhang desk 


Credenza, chairs and settee are also from Stow-Davis 
Large expanse of paneling and draperies provides 
imposing wall treatment 


il included Tax Assessor E. Glenn Hennig, City Pur 
chasing Agent Ira Suggs and City Commissioner Wilbur 


Strickland. This group met with the dealers’ executive 


committee composed of Merrill, Kline and Bishop 

How was the job done? Let Bishop tell it concisely 
to this OFFICE APPLIANCES’ editor 

In May of 1958, the Orlando Office Equipment 
Dealers Association had a meeting for the purpose of 
discussing the needed equipment for the new city hall 
building 

The main purpose of this meeting was to mutually 
igree that we, as the office equipment industry of Or- 
lando, had a duty to try to perform. That duty was to 
attempt, as much as possible, to be sure Grade A equip 
ment was installed in this new building 


Several meetings were held to determine the proper 


approach to this proposal. Several discussions were held 
with members of the city commission and finally a pro- 
posal was presented to them. They were in accord with 
our feelings that they also wanted to be sure that they 


were making a wise investment for the city through the 


4 competent factory engineer was called in to re 
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WORK AREA in front o 
nance Director Hall's pr 
for efficient record keeping 
lizing Globe-Wernick« 
Shaw-Walker files, General 
proofing chairs and Yawn 
Erbe files for document. stor 


and easy access 








tote teno.% 3 ae 

ANOTHER CLERICAL SPACE, in front of Assessor Hennig's office is 
equipped with Globe-Wernicke and Art Metal modular type desks, General 
Fireproofing aluminum chairs and Shaw Walker counters and filing cabinets. An 


ncrowded efficient work space with adequate filing facilities has been achieved 
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DIRECTOR OF FINANCE Hall was furnished with 
Leopold desk and credenza and fortable leather 
pl t {| Stow-Davis chairs of varied arm and swivel 


mmend different types of equipment and based upon 
his recommendations, the plans and specifications were 
drawn. Requests for bids were made and the Orlando 
Oftice Equipment Dealers Association was the success- 
bidder on the job 

The contract secured, what was the next step? Ex 
plains Bishop 

Our association then engaged a competent man to 
supervise the complete installation of this job. Schedul- 
ng of the equipment was done and a deadline date was 


set for the greater part of the installation. Naturally, 


there wet iny little problems which arose from the 
iob, how for the greatest part, it went oft smoothly.” 
Satisftact 
The city is well pleased with the installation,” as- 


serts Bishop, ‘‘and we as a group also feel pride in hav- 
ng done it properly 

In every successful installation there must be a co-or- 
1 itor. Su h 


u 


man from the standpoint of the city of 
Orlando was E. Glenn Hennig, tax assessor acquainted 


with th ities of the city hall and appointed by the 
municipal government as chairman of th office equip- 
nt committee 
The dealers were so pleased with the help given them 


that they esented a desk set to Mr. Hennig with mes 


Sage engt 1, “For His Patience and Courtesy.” 
Concerning the city’s reaction to the joint project, 
Hennig told OrFicE APPLIANCES: 
W r 1 the benefit of expert advice, and saved 
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TAX EQUALIZATION board members Jim Hackett (left) 
and Don Dudley (right) discuss a problem with E. Glenn 
Hennig over his Globe-Wernicke executive desk. Chairs are 
General-Fireproofing. Mr. Hennig was chairman of the mu- 
nicipality’s committee in the equipment project 





the price of an efficiency expert. In addition, we re 
ceived national discounts which can not be surpassed in 
today’s buying, and at the same time we received th 
best item that each respective dealer had to offer 

“This is truly a perfect example of the ability of sev 
eral office equipment dealers to be able to band together 
for one common purpose, so that the City of Orlando 
(taxpayers) would receive tremendous savings. We esti 
mated this savings to be $15,000, brought about through 
the efficient and expert guidance in preparing the speci- 
fications . . . we not only received the lowest and best 
bid to the City of Orlando, but we were able to deal 
with local merchants who have been established in Or 
lando for a long time, and who have large inventories 
and service departments, thereby assuring the city of 
fast and immediate service as needed 

Mayor Robert S. Carr had signed the contract for the 
structure (sale of bonds secured by cigarette tax reve- 
nue) on December 3, 1956, soon after taking office 

Richard Boone Rogers, AIA, one of the outstanding 
architects in the South, designed the building. Interior 
decorations were by Flambeau Studios and the equip 
ment dealers brought in Dorothy Flambeau on a con- 
sultant basis in liaison with the architect, the city offi 
cials and themselves in the complete co-ordination of 


equipment, draperies, carpets and wall coverings 


The equipment was shipped direct from the manu 
facturers to the city hall and the dealers’ association em- 
ployed a man who was responsible for receiving the 
many shipments and scheduling the uncrating and in 
stallation in an orderly manner. 

Supplied by many well-known manufacturers of the 
industry (listed at close of this article), were 95 desks 
together with 413 chairs, 10 counters, three Techni-plan 
units, four partition sections, 16 drafting tables, and 61 
tables in addition to filing equipment and hundreds of 
smaller items for complete furnishing. 

In round figures this was about a $187,000 project 
including the separate installation for the Orlando 
Utilities Commission housed in one section of the city 
hall. 

Asserts Tim Merrill, chairman of the dealers’ group: 
“I strongly recommend a co-operative effort of dealers 
when something of this nature comes along and tax- 


payers’ money is involved. It is a chance for them as 


well as the dealers to profit. 
We found that it was the feeling of the city fathers 


DIRECTOR CURT STANTON of the utilities commission 
selected Stow-Davis furniture to gain plenty of conference-type 


working space. Executive chairs are from DoMore 











én we 


COMPTROLLER’S OFFICE in the utilities’ section 
s largely a Shaw-Walker installation in crystal 
chairs and filing 
iets. DoMore supplied executive chairs 





reen finish furniture, aluminun 





that they wanted the tax-paying stationer to make this 
installation. The award was around $30,000 less than 
the original estimate. 

[ found that in spite of the fact that dealers day to 
lay find themselves competing with each other on a 
very keen basis it can be surprising and gratifying to see 
how well they can work on a co-operative endeavor like 
this. I strongly recommend such a method for a local 
endeavor on a city or county level.” 

Says George L. Stuart, who was a leading figure in 
original negotiations with the “‘city fathers’, ““The city 
council and the building equipment committee of the 
ouncil had complete confidence in the dealers and the 
rs whom they represent. They knew that an 
ould be accomplished at a reasonable margin 


manufacture 
honest job 
of profit as the basis upon which the project was put 
together 

And Jack Kline, another of the co-operating dealers, 


omments, “We knew from experience that competitive 


bidding vieces’ of any large public job can only re 
sult in many compromises on quality, function and ap 
Carance 

The proper ‘follow through’ in the installation of 


furniture and equipment and the minor adjustments and 


changes that will be necessary can only be handled in a 


unner by local dealers.” 


Satistactory 


Such is the Orlando story 
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THE SUPPLIERS 


All Steel Equipment Co.—Steel shelving and steel storage cabi- 
nets. 





Art Metal Construction Co.—Clerical desks and tables. 
Artistic Desk Pad & Novelty Co.—Costumers. 

General Fireproofing Co.—Steel shelving and steel storage cabi- 
nets, executive swivel, stenographer and clerical chairs. 
Globe-Wernicke Co.—Steel shelving and steel storage cabinets, 
clerical desks, metal executive desks, metal bookcases 
(units), Techniplan units, partitions, wastebaskets, letter 

trays, legal trays and filing cabinets (letter and legal). 


Gregson Mfg. Co.—Executive chairs (overstuffed and uphol- 
stered). 

Griggs Equipment Co.—Council room seats furnished through 
Universal Seating Co 

Hamilton Mfg. Co.—Map files 

K. F. Kline Co.—Steel shelving and steel storage cabinets. 

F. H. Lawson Co.—Sand urns. 

Leopold Desk Co.—Wood Furniture 

Lyon Metal Products Co.—Map cases. 

Meilink Steel Safe Co.—Machine stands 


Monarch Furniture Co.—Executive chairs (overstuffed and up- 
holstered). 


Myrtle Desk Co.—Wood Furniture 


Nucraft Furniture Co.—Metal bookcases (units), wood furni- 
ture. 


Shaw-Walker Co.—Counters, filing cabinets (letter and legal). 
Smo-King Products, Inc.—Smoking accessories 

Stacor Equipment Co.—Drafting tables. 

Stow & Davis Furniture Co.— Wood furniture 

Steelcase, Inc.—Tables 

Vogel-Peterson Co.—Valet racks 

Yawman & Erbe Mfg. Co.—Filing cabinets 





‘Have shop ee @ 
WILL TRAVEL’ 





982) WAVE SHOP. Ml TORY 


Virgil E. “Mitch” Mitchell, Fresno, Calif:, office ma 
chine sales and service technician, has built a complete 
office machine repair unit, ready to operate anywhere, 
into a Volkswagon bus. 

Mitchell travels an estimated 1000 miles per month 
on service calls in the central San Joaquin Valley area. 





His mobile unit has prompted the slogan, ‘‘Have Shop 
Will Travel.’ 


“I began to dream about a mobile office machine re- 


1 MITCH’S DAY begins with a list of service order 


his secretary the day before 


pair unit when I was working in the Mojave desert 





area,’ Mitchell says. 

“Inevitably I'd be 100 miles from the home shop and 
run into a service job for which I had no parts or facili- 
ties to handle on the spot. As a result, the customer was 
without the use of a machine for several days while I 








made a 200 mile round trip to the office and back with 


the machine ‘ 

Inside the bus, Mitchell has installed a desk-type, : 
formica topped workbench which occupies one side of ‘ 
the bus from the drivers seat to the rear panel. He put is 
a small desk for paperwork where the passenger seat : 


originally was and built in cabinets with sectioned parts 
drawers to the right and left of the workbench. 

A locking turntable, enabling him to rotate and lock 
office machines in any position to be worked on, is part 
of the workbench installation. Adjustable lights and a 
compressed air outlet are suspended from the ceiling to 
the left of the workbench. 

A single-wheel luggage trailer, covered with an alumi 
num canopy, is also part of the unit. This trailer houses 
a four horsepower, 2000 watt, 110 volt generator, an 
air compressor, and a 15 gallon agitator cleaning tank 
with rinsing and lubricating fluids 

A panel of switches behind the drivers seat enables 
beens Mitchell to start and stop the generator and snap on the 
es Pi pits air conditioning unit which is located in the rear win 
ye = > , dow of the bus 
~~ The entire interior of the mobile shop has been in 
27> gt sulated with 11/4 inches of fiberglass which with the 


“A 


air conditioning, keeps inside temperatures comfortable, 


3 MOBILE SHOP is fully equipped for all repair jobs 


even when outside air temperatures reach 100 degrees 
or more, as they often do during San Joaquin Valley 
summers 

Mitchell notes that in building tl 
had no blueprint or previous example to plan and work 


with. He had to solve most of the building problems by 


e mobile shop he 





using the trial and error method 

The office machine dealer explains that besides ex 
pediting service calls, the mobile unit also makes a good 
attraction for field demonstrations of various machines 
to prospective customers 

It helps convert suspects to prospects,’’ he says 

I have yet to go to a prospective account and show 


them the mobile service unit and not get their business 


4 PAPER WORK is kept up to date at desk in mobile shop sooner or later 
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L&L Typewriter C 


Small dealer 
makes big installations 


HE market for complete office installations holds 

just as profitable a potential for the small dealer as 
for the larger firms, says Alfred Loveless, of L&L 
Typewriter Co., Denver, Colo. 

Loveless’ company, with a quarter of a century of 
experience in business machine sales and service, went 
nto the office furniture market only two years ago, 
leasing a tiny 40 x 20 foot shop around the corner from 
the typewriter shop but in the same building. 

While this tiny space is definitely Denver's smallest 


off furniture show room, there was nothing small 
ibout the company’s approach 
From the beginning, the firm has specialized in com 
plete office installations. Since then it developed a staff 
three experts, anyone of whom is capable of selling, 
gineering the job, making up all of the layouts, and 
olor presentations, and overseeing the actual installa- 


tion. The three include Loveless, Jess McGruder, and 
James A. Shield; the latter two veterans of more than a 
entury in the office furniture field, and all 
ipable of handling every aspect 
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The L&L name, long established in the Colorado 
capital, provided something of a door opener in pros- 
pecting for new customers, but Loveless hasn't been 
content to “get by” entirely on past reputation. Instead, 
the firm does an aggressive selling job, developing all of 
its prospects from bid sources, which indicate the need 
for new office furniture and more recently from refer- 
rals. The hope of the firm was that one job would sell 
another. This has proved to be exactly the case. 

“We sell a top line of office furniture with the 
emhasis on functionalism, grouped pieces which have a 
definite place both from the decor and use standpoint,” 
Shield said. “That's the big item which we offer. 

‘Next, we realized that we would have to have some- 
thing extra to offer our prospects. That something extra 
comes in the form of servicing each job far beyond the 
ordinary. Each of us sell one job, stay with it until it is 
installed, before we go after another. We may put in 
anywhere from eight days to two weeks on the project. 

“Working closely with the prospect in this way every 
day, bowing to his tastes for color and general decor, 
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RECEPTION AREA 
is another example 
showing that a large 
staff is not necessary 
to make a smart in- 
stallation 





handsomely done up in color with a colored cover. We 
use the traditional method of offering the customer the 
presentation for his decision. Even if the job is what | 
call a ‘half-package,’ involving only one end of a large 
office, we still make up the presentation as elaborately 
as possible.’’ 


Some idea of the success the company has gained 
through servicing every job in this way, and the 
individual design work of each man, may be seen from 
the fact that 10 package installations were sold during 
one month, all above $5,000 and some of them amount- 
ing to $10,000 sales. 


JAMES A. 
SHIELD, L&L 
salesman, does his 
own job of de- 
signing. 





Shields, a 36-year veteran in the office furniture 
field, handled only two jobs during August, both 
amounting to $8,000 contracts, and he spent a full 
; two weeks on each before the final furniture was in, the 
. continued 
last decorating touch achieved, and the customer's check 
etc., makes it the sort of personalized selling job which received. 


‘ s talk about.”’ : ; 
en re McGruder sold a $10,000 job, and devoted more than 


With space a serious consideration, the problem of two weeks to the installation. 
making up the sketches, overlays, presentations, etc., has . 


any Naturally we will deal with other prospects while we 
been handled by building a desk top drawing board, SOMERy We Wen yee Yom Canes peoepacts Waite 


are busy with the current installation,” Shield said. “For 








which folds up out of the way when not in use. Actual- 
ly, however, it is in almost continuous use as each of the 
L&L salesmen continues to sell impressive jobs. 


“I personally make as many as 10 sheets on each 
layout, beginning with the original plan for the office,” 
Shield says. “Take-offs from blueprints are only one 
step. We go further by making up separate sketches 
which cover everything from the draperies and pictures 
on the wall down to the basic desk, etc. 


“Then, all of these sketches go into a presentation, 
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the most part, however, these are tabled until we can 
get around to doing a full job on it. We feel that if we 
achieve the sort of reputation which we are shooting 
for, we will get the contract, no matter how small the 
showroom may be. 


Despite its tiny size, the showroom is split up into 
three model offices. Yellow drapes, suspended from the 
ceiling of the building to the floor, are easily moved on 
tracks and slide out of the way if necessary. These 
drapes form “‘walls’’ which divide the interior ideally. 
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Pomerantz practices 
what it preaches 





Efficient systems, sold by dealers, 


REMITTAPECE ADVICE 
can be applied to their own business . vateiniiiies ite oad; 
Ihe Frrtnasmani Pirate See 


25 CHESTNUT STREET © PRHLADELPRHA 2 FA 


\ Pomerantz & Co. in Philadelphia prides itself 







































































on being more than just a retail dealer selling ; 
office furniture, equipment and supplies. This aggres 
sive dealer has long established itself in the Philadelphia - ——— — = —— 
REA urea, not only for the quality lines it features and the - ec romana: | _— ia 
size of its display area, but it has built a reputation as 
rg the Business Man’s Department Store.” 
a In all of its operations, Pomerantz features modern 
r decor, efficient methods, and its ability to operate with 
businessmen on a business-like basis in all operations. 
The company not only preaches and sells modern, 
efficient systems, but also practices them 
Because Pomerantz has a permanent research project eae 
of investigating each operation periodically for methods 
, of improvement, the accounts payable operation recently 
' came under the scrutiny of the team’s task force. They ~ I  ae pied 
I found that the growth of the business had made their Bear eer O | 
present payment system almost obsolete aaa DEED EEE 
‘ Payments were slowing up and subsequent reference = * 
to purchase records was difficult. Three separate writings = Se MR ee am 
were involved in the old system, to record all data S=T=T=teT=} Wee LeoceR =SELEEE 
d Using the vendor's statement as the source record, a rr ee | 
I typewritten check was prepared; this was followed by a — 
n handwritten entries in an accounts payable ledger and | | | 
p n a purchase journal | | 
System for Today and Tomorrow —=——} Lay | 
Pomerantz decided to standardize on a system that } a | 
by would give it a modern records system for the present as SES ESN EE ERNIE _—_——- 
- well as for the future expansion expected REMITTANCE ADVICE FORM, a two-part, carbon-ready state- 
A Aa accounting maces wes inttalin’d ond 6 eon ment (above), is prepared along with the purchase journal, ac- 
ie : ‘ counts payable cards and distribution ledger cards in one operation 
L lesigned record was used. Under the new system, the on Pomerantz’ accounting machine 
purchase journal, accounts payable ledger cards, a two- 
art carbon-ready statement and remittance advice form, 
plus distribution ledger cards are all prepared in one 
operation is stapled to the paid invoice and filed alphabetically. 
The distribution ledger card is inserted into the right By using the two part carbon ready set, extra carbon 
side of the accounting machine where the data inserted handling is eliminated, correct registration carries 
the left side is automatically posted onto the ledger through to all records. No time is now lost in balancing 
On the left side, the accounts payable ledger is inserted as all records are proved simultaneously with the ac- 
nto the carbon-ready remittance advice which uses a counting machine. Since Part 2 of the remittance advice 
luofold carbon to copy data onto the ledger card and is filed with the paid invoice, instant reference to in- 
‘ onto page three of the remittance advice. The large pur- voices, after payment has been made, is possible to pro- 
hase journal sheet is also inserted into the machine. vide information to questions that may arise. 
The account data is entered onto the machine where Thus, Pomerantz now has a system geared to meet 
h t is posted onto all the records. When completed, the present and future needs they handle accounts pay- 
Part 1 of the remittance advice is sent with a check (pre ables on a business like basis, and the new system is in 
st pared at th nd of the month, using the remittance keeping with their objective of being the most efficient 
1 is the source document) to the vendor. Part 2 retailer in Philadelphia. 
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accessories 












ITALIAN IMPORT handcrafted ceramic base in blues ae 
and greens, or orange, beige and browns. Matching accessories oo 
also available. Over-all height of lamp is 37°’. From Richards 

Morganthau Co., 225 Fifth Ave., New York 10, N.Y 





















Lamps to fit any office 


; he aura of individuality sought in the 


executive office can often be achieved 


by the judicious choice of a lamp 

The more individual you can make each in 
stallation, the less apt you are to be labeled 
a ‘formula designer.” 

If you are seeking an accessory for a 
modern, austere office, you may want 
a plain wood base with only the 
subtlety of grain calling attention. Or 
if modern, bright colors are wanted for ac- 
cents, geometric designs on ceramic may be 
had often with matching desk items 

There are many lamps designed to 
fit a traditional decor. So many, in fact, 
that it is unneccessary to use the same 


model again and again. 






FEDERAL .. . an- 
tique brass eagle 
and mount are en- 
closed in staz cut 
glass. On wood 
base, lamp stands 
38". From Dumont 
Lamp Co. 100 
Metropolitan Ave., 
Brooklyn 11, N.Y. 
List price—$50. 





Period pieces (such as the Federal and 






Oriental shown here) are also offered in a 






wide \ ariety 


Then, too, there is a great selection of 






shades, mountings and finishes all of 





which can alter the character of any 







lamp. When ordering, all of these factors 






should be kept in mind. Catalogs with 







full specifications are available from the 
suppliers listed on this spread 




















ORIENTAL COLUMN that fits u any traditional settings 
gh. Finished in tw styles, antique bronze or 
Made by the Haegger Potteries, Inc., Dun 

$ 
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ORIENTAL temple candlestick 
with handles. Brass with polished black 
patina. Tallow color candle. Imported 
by Chapman Manufacturing Co., South 
Braintree 85, Mass. List price—$95. 














DISTINCTIVE BOWL of vitrious china is available 
with either satin finish brass or walnut wood mount- 
ings and tapers. Height is 371/,". With white or 
buff shade, from the Bradley Manufacturing Co 
412 N. Orleans St., Chicago 10, Ill 








AUSTERE BEAUTY of five inch square walnut 
base completes most modern installations. Clear satin 
lacquer finish with white linen or polyplastic shade 
Designed by Nessen Studio, Inc., 317 E. 34th St., 
New York 16, N.Y 
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Here’s legal status 
of functional discounts 


Troublesome questions are 
answered by wholesalers’ counsel 


O sphere of governmental regulation of business 
causes more confusion than the attempted regu- 


lation of pricing practices. The attitude of the 


courts and the Federal Trade Commission has not been 
consistent over the years with the result that neither 
business men nor lawyers are able to predict with any 
certainty the legal consequences of proposed pricing 
policies. (1) 

(Note: Numbers in parentheses are keyed to notes 
found at the end of the article.) 

The anti-trust laws (like the federal tax laws) cut 
across most major business transactions in every indus- 
try and cannot be ignored. It is especially important 
that every manufacturer, wholesaler and dealer of office 
supplies and equipment, school and art supplies, sta- 
tionery and sundries have a working knowledge of 
these laws. Their purchase and sale contracts, their 
price lists, their methods of sale, their discounts and 
other allowances to customers all have anti-trust impli- 
cations. (2) 


The Functional Discount 


The ‘Functional Discount’’ or the “‘Jobber’s Dis 
count” is a subject commonly discussed in our station- 
ers’ products industry, but there is plenty of evidence 
that very little is understood about the legal “rights and 
duties” with respect to these discounts. 

In 1955, the Attorney General's National Committee 
to Study the Antitrust Laws defined a functional dis 
count as follows: 

“The typical functional or trade discount system 
provides for graduated discounts to customers clas 
sified according to place in the distribution chain 
—e.g., the seller’s schedule may specify percent 
age reductions to wholesalers, jobbers, and retail- 
ers in diminishing amounts. Since such discounts 
prevail irrespective of the quantities involved in 


any particular transaction or even of the aggregate 


volume over a period of time, they reflect rough 
and long-range estimates by the supplier of the 
economic advantage of dealing with broad cus 
tomer classes performing characteristic marketing 
functions.” (3) 


The Background 


By the beginning of the present century, there had 
developed in most industries a fairly standardized sys 
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Legal counsel for the 
Wholesale Stationers 
Association, Inc.; mem- 
ber of the New York 
and Illinois Bars; mem- 
ber of the Anti-Trust 
Section, American Bar 
Assoc.; Yale Law School, 
LL. B.; author of vari- 
ous articles on legal 
subjects in national law 
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tem of distributing from the manufacturer to the con- 
sumer. This was, of course, the typical manufacturer- 
wholesaler-retailer-consumer pattern, and it was predi- 
cated upon a functional division of the distributive proc- 
ess. It was common practice for the manufacturer to 
allow a price differential to a wholesaler in the next 
lowest level of the distributive hierarchy by way of 
recognition of the function performed by the wholesaler 
In those few cases where manufacturers sold directly to 
retail dealers, the manufacturers were careful to protect 
their wholesale customers by charging the retailer a 
distinctly higher price for the goods than that charged 
the wholesaler 

Functional discounts became traditional pricing tech- 
niques by means of which suppliers compensated buy- 
ers on different levels of the distributive hierarchy for 
services performed. Once an individual buyer was clas- 
sified in the distributive chain, he was generally entitled 
to the discount for the class, without regard to the ex- 
tent to which he actually fulfilled the class functions. 
(But this is changing, as we shall see.) Under the orig- 
inal Clayton Act, functional discounts were generally 
subsumed under the blanket permission given to quan- 
tity discounts and thus ‘enjoyed a sheltered legal posi 
tion (4) 


The Economic Changes 


The appearance of large retail buying organizations, 
such as corporate chain stores, mail order houses and 
department stores, materially altered this picture. Because 
these new types of retailers were able to perform some 
of the functions normally associated with the whole 
saler, they demanded and received from manufacturers 
a price approximate to that charged wholesalers. This 
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naturally hurt the small, independent retailers. This | 
condition also developed in the stationers’ products in- 
dustry 

The increasingly complex character of American 
economy created powerful incentives for new methods 
of distribution and marketing. As costs of distribution 
became a more significant part of total costs, producers 
sought the economic advantages of more efficient dis- 





tributive methods. New marketing techniques—combin- 
ing distributive services with the supply of goods 
became important competitive devices 

Since many of the new methods adopted were, on 
their face, similar to those used to establish monopolies 
or other market controlling combinations, it became 
more difficult to determine whether an attempted change 
in market structure would benefit consumers by lower- 
ing distribution costs or harm them by obstructing com- 
petition. In addition, substantial policy considerations 











were advanced in Opposition to any change which harms 
small competitors, even though the harm they suffer 
might be attributed to their inability to improve their 





own efficiency. To accommodate these goals—seeking 
greater efficiency, protecting competitors, and preserv- 
ing competition—Congress enacted the Robinson-Pat- 
man Act. (5) 

Now, in light of what has been said above, let us 
try to answer specific questions being raised currently 
in our industry about the general subject. They are as 


follows 


1. Is the Functional Discount Legal Today? 


ij It certainly is, and the discount must be limited to 

those wholesalers actually performing the required 
0 services. Since the Robinson-Patman Act made no spe- 
xt cific mention of the functional discounts, it was first 
thought they were prohibited. In fact, several times since 
1914, the Federal Trade Commission had sought to 

















7 declare the functional discount illegal, but they have 
ct been overruled by the courts. The principle is now 
a clearly stated that the functional discount may be al- 
lowed to those firms who establish their identity on the | 
haracter of their own selling performance and not on 
hy the character of their baying. (6) 
} Latest court decisions and commentary of legal scholars 
yf have effectively changed the nature of the functional 
S discount from one granted to a class of distributors to a 
d discount granted on an individual basis, depending on 
x the actual services performed by each distributor. (7) is ne : 
. MODULAR, WORK CENTER IDEA “a 
a 2. Must Manufacturers Grant Functional Now 35-008 enles of Geilea:eitiies eneieeens 
} Discounts ? are built around this modern concept. The z 
Unless a manufacturer clearly offers to sell his prod- idea, now employed by leading desk makers, = 
to every type of buyer in the entire marketing area is gaining in popularity and acceptance. 8 
(and scarcely any manufacturer does), it is the writer's H-O-N modular units are designed and priced z 
opinion that a manufacturer must provide a functional to cover the greatest potential market - m 
. discount for wholesalers. Otherwise, the manufacturer's | for the economical executive office and for me P4 
d no functional discount policy” will injure those retail- | complete departmental installations. “4 = 
. ers who are unable to purchase direct from the manu- Lal 


facturer, and who must thus buy at a higher price from 


a wholesaler 
In support of the writer's opinion that a functional NO. 1 OF 7 NEW COLORS 


liscount is required in most cases today, and to clarify 








HON 


MUSCATINE, IOWA 
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... continued 

this situation, House Bill No. 2788 was introduced by 
Congressman Osmers on January 19, 1959. This Bill 
would expressly require every seller who restricts the 
number of his customers to grant a functional discount 
to ‘egitimate wholesalers. 


3. What Must be the Size of the Functional 
Discount? 


It is also apparent that a functional discount must 
be a reasonable one roughly approximating the cost 
saving that the wholesaler’s ‘selling functions’ bring 
to the manufacturer who otherwise would shoulder 
those functions himself. The functional discount must 
also be measured in terms of whether it achieves the 
result of placing the wholesaler’s retailer customers in 
fair competition with those retailers who buy direct 
from the manufacturer. (8) 

Of course, no manufacturer must use functional dis 
counts to prefer his favored purchasers over their com 
petitors. A manufacturer is required to offer his func 
tional discount to all competing distributors who are 
able and willing to perform the service for which the 
discount is given, at least after the service has been de- 
veloped and tested. The manufacturer today is required 
to police his contracts to assure himself that each dis 
tributor substantially performs. And the discounts 
should be held invalid if it appears that they are not 
reasonably related to the value of the services or that the 
manufacturer in fact did not attempt to fix their value 
in good faith. By these safeguards, all distributors are 
protected from bogus services and other unfair prefer 
ences. 


4. How May the Manufacturer Treat the 
Large Scale Retailer? 


In answer to this question, a manufacturer of station 
ers’ products obviously cannot grant a wholesaler’s dis- 
count to a retailer no matter how large he be. It is per 
mitted for a manufacturer to have a quantity discount 
schedule that would greatly favor the large retailer or 
large buyer. But it is clear that a manufacturer may not 
sell a large-scale retailer at a price lower than a price 
at which he offers the same products to a wholesaler, 
even though the basis for so doing is the quantity pur 
chased. 

The retailer cannot legally receive a lower price than 
a wholesaler in cases where the retailer is in competition 
with customers of the wholesaler. The Robinson-Patman 
Act condemns discrimination in price between pur 
chasers where the effect may be to injure competition 
with “any person who either grants or knowingly re- 
ceives the benefit of such discrimination, or with cus- 
tomers of either of them.” (9) 


5. How May the Manufacturer Treat the 
Discount House? 


The manufacturer risks prosecution under the Sher- 
man Act when he seeks to control the prices at which 
the retailer sells his product. Resale-price fixing is in- 
compatible with the tenets of a free and competitive 
economy. (10) 

A discount house is a retail store which sells products 
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at a price below the list price suggested by the manu- 
facturer. There is an increasing number of such stores. 
Legally, manufacturers and wholesalers cannot discrim- 
inate against such stores. In the absence of enforceable 
Fair Trade laws, the manufacturer or wholesaler cannot 
control the price at which the retail store resells. On 
the other hand, manufacturers and wholesalers are per- 
mitted to select their customers and need not sell to all 
retail stores. Thus a manufacturer may choose to refuse 
to sell to a discount house on the ground that such re- 
tailer’s practice disrupts the sales program of his other 


retail customers 


6. How May a Manufacturer Treat a 


“Pooled Order”? 


The courts have condemned the granting of a whole 
saler’s discount to a buyer who has pooled the orders 
of a number of separate firms. It is pointed out that 
this results in unfair competition with those firms that 
buy individually. A recent case involves certain jobbers 
seeking to “‘pool’’ their orders to obtain a larger dis- 
count. The commission pointed out that the only dis- 
tinctly distributive function performed by the jobbers 
who had grouped their orders was that of receiving bill- 
ing at the group office, and that they assumed no other 
functions which indicated that they should be placed on 
a distributive level different from that of the individual 
jobbers. 

In this decision, the commission seems to have 
adopted the law of the aforesaid Attorney General's 
committee and of the Supreme Court that any classifica- 
tion system of customers for the purpose of determining 
discounts must be realistic in terms of functional classes 
within which competition actually exists. (11) 


7. How May the Manufacturer Treat the 
Purchaser Who is a Combination Wholesaler 
Retailer? 

It is clear that functional discounts are to be granted 
to “dual function distributors.’’ Sales to purchasers per- 
forming both wholesaling and retailing functions under 
the Robinson-Patman Act were first before the Com- 
mission in 1938, in four cases involving the sales of 
agricultural supplies. The Commission, after approving 
a classification of customers based on the character of 
the selling of the customers, recognized that a jobber’s 
discount could be given to a jobber who sold to both 
retailers and consumers on the goods sold to retailers 


by stating that ‘where, in fact, jobbing services are ren- 


dered nothing herein contained shall preclude job- 
ber prices on that portion which is jobbed (12) 


Therefore, by 1943, it seemed clear that a functional 
discount could legally be granted to a distributor who 
also performed the function of a retailer if the seller 
could establish that the discount was granted only on 
goods with respect to which the purchaser actually per 
formed a wholesale function, i.e., goods which were 
resold by the distributor to retailers 

The courts recognize that the problem becomes one 
of balancing the interest of the seller in being able to 
quote his own prices to retailers and being able to offer 
reasonable discounts to wholesalers against the possible 


adverse effect of such freedom on the competitive posi- 
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of direct buying retailers. In striking this balance, 
was noted that in this situation the wholesaler and 
the supplier are in direct competition for the patronage 





the retailers 
\ contrary legal rule disqualifying a combination 
, vholesaler-retailer from receiving a wholesale discount 
ly because he sells at retail, forces the distributor 
to rfor these wholesale services free of charge. To 
this point, the Attorney General's committee said, ‘the 
value of the service is pocketed by the seller who did 
wt earn it. Such a rule proclaims as a matter of law 
that the integrated wholesaler-retailer cannot possibly 
perform the wholesaling function; it forbids the matter 


to be put to proof.” (13) 





8. How May a Manufacturer Treat a 
Chain Store? 

















Some functional discount may be granted the chain 
store. but not the same degree of discount granted the 
ditional wholesaler who has extra tasks of selling to 
; ny independent retailers. Take the manufacturer who 
wants to ha his stationers products placed before the 
public in as many selling areas as are feasible. In most 
ises he is not equipped to make delivery or assume 
the credit risks involved in so placing his products In 
this light, then, the wholesaling function becomes merely 
ne of taking bulk delivery of the manufacturer's prod- 
1 placing it so that it is offered to the public for 
sale; this is the marketing function for which the manu 
facturer is willing to allow a discount 
. It is absurd to think that a manufacturer is willing 
allow this discount only to those traditional whole 
5 salers who distribute his goods via independent retail 
stores, and is not willing to allow a discount to those, 
such as corporate chain stores, who perform identical 
services terms of distribution of his product, except 
that th ds are offered to the consumer through a 


Dranch i store. (14) 





9. How May a Manufacturer Handle 
Promotional Services ? 














Tradit lly, payments for promotional services are 
section 2(d) of the Robinson-Patman 
Act and are limited by several strict requirements: they 
L in be made only for services not merely contracted for, 
but actually performed; and each payment has to be 
isonably related to the value of the service, determined ay ey 
by object standards. In a recent case where General y Meet 
Foods s t to give an extra discount to wagon dis COLOR SELECT 
ributors, t xtra discount was declared illegal. sateen mm 
General Foods agreed to grant a discount in return Color, warm and exciting, dramatizes > 
lor a of services and, the Commission noted, H-O-N’s “Million Line” desks. On these 8 
lid not pol ts contracts to insure that the wagon dis seven consecutive pages you see the seven | z 
itors performed. Moreover, although some distrib coless in Duce Viest Ghidh cover Ge | 8 
ms | greater services than others, all received drawer fronts and panels of H-O-N desks. Fr 
the sa liscount; the payments, consequently, could =} 
Any of these colors may be selected to har- » 
h n reasonably related to the services per ‘ , sin 
eae > in 6 eel antes Dion important, the monize or contrast with one of three body $ 
d were. by their nature. not susceptible colors and with one of three top patterns , 
» definit iluation. (15) 
Alsi ler the subject of promot onal efforts is the Ht O-N| 
cturer who ofters an extra 10% dis NO. ? OF 7 NEW COLORS = 2 
MUSCATINE, IOWA 
ved on page 57 
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“Sb. 
Smith-Corona’s new Electra 12 


wraps up a great new 
‘electric typewriter market! 











Here is the first electric typewriter specially 
designed for the professional man’s office . . . the 
small business office! Compact... takes half the 
space of bulky office machines, yet has a full 12 
inch carriage. Convenient... half the weight of 
heavy office machines. Easy to move from desk 
to desk . . . to take home in trimline carrying case. 
Economical...half the price of other electric type- 
writers...even less than manual! office typewriters. 





Build your profits with the typewriter that’s 
building a great new market! Stock... feature 
... promote the new Smith-Corona Electra 12! 


© $4790 


Casts ieee thar any other office ty pewrte ™ ae 
electric or manual Send { t « 





maly 8179.50 gives you the 4 
writer specaly dengaed ‘or 
man's office. Faster. can 
part-time typuste Curt, ov’ 











Telling and selling a ready-made market with continuous adver- 
tising. Next ads appear in: TIME (Nov. 9), KIwaNnis (Nov.), 
NATION'S BUSINESS (Oct.), LIFE ASSOCIATION NEWS (Nov.), 
ELKS (Oct.), ROTARIAN (Dec.), AMA NEWS (Dec. 14). 


SMITH-CORONA 
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ount over the normal discount offered other buyers if 
a buyer promises to push the line over competitive prod- 
icts. In such instances, the manufacturer can be found 
ty of creating a monopoly and lessening competi- 
on. The buyer can also be found guilty, if he is held 


have knowingly induced or received this discrimina- 


10. May a Manufacturer Have Exclusive 
Territorial Distributorships ? 


Correlated with the problem of functional discounts, 
the question is often raised whether a manufacturer 
nay enter into an exclusive territorial agreement with 
wholesalers. In such instances, he must consider Sec. 1 
of the Sherman Act that makes illegal every contract 


that unduly restricts a given market. Obviously, every 


agreement excludes certain competitors from a market. 
However, where an agreement can be said to be reason 
ably necessary to protect the lawful business purposes 


f the parties and is not a part of an attempted monop- 
olization or fixing of prices, it will be sustained. (16) 


11. May a Manufacturer Sell Only to 
Wholesalers ? 


It is clear that the manufacturer of stationers’ prod- 
right to refuse to sell to retailers at all, and 
to sell only to wholesalers 

Another basic principle is that each dealer or whole- 
saler should be free to buy only those products which 
he wants from a particular supplier. He should not be 
required to take all products in the line 

A further principle of the trade regulation field is 


that a dealer or wholesaler should be able to buy his 
supplies as cheaply as his competitors. If he has to 
pay a higher price, it should be no more than the dif- 
ference in actual cost to his supplier, caused by the 

anner in which he, the manufacturer, sells or delivers 


his goods to such dealer or wholesaler as compared to 


that competitor. (17) 


12. How Can the Manufacturer Be Sure the 
Purchaser is a Wholesaler? 


W pointed out that the inevitable result of 
the increase in the number of distributors who perform 
Varying rketing functions was to force the courts and 
the Federal Trade Commission to any inquiry into th 
legality of functional discounts onto an individual basis 
The Fed Trade Commission is today willing to listen 
n of functional discounts based on actual 

tions performed by the customer 
For le, a manufacturer, in order to justify a 
tion liscount granted to a dual-function distribu- 
will at least have to fulfill the following require 

ts in regard to each distributor 
Establish a “reasonable relation’’ between the 
unt of the discounts granted and the services 
lities furnished by the distributor; 

Make periodic reappraisals of the value to th 
ler of these services or facilities and adjust 


he amount of the discounts granted according 


;. Avoid any indication that the discounts granted 


NHed On page 59 
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MODULAR UNITS 


The basic units in the new H-O-N line are 
desks, tables and credenzas. Various combi- 
nations of these units can be arranged to ob- 
tain L—U —or parallel type work centers. 
Three leg styles, 8 top sizes, and 3 pedestal 


depths assure great flexibility to fit all needs. 


NO. 3 OF 7 NEW COLORS 
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A Royal 


Invitation... 








to our dealers and friends 


Hearty congratulations are in order to the hundreds of 

R. Dexter Brown Royal Dealers who shared with us the finest year in our history. 
President = aa é 

The 1959 NSOEA Convention gives us the opportunity we have 
been looking forward to . . . to thank each one of you personally 
and find out what we can do to help you enjoy still greater 
volume and profits in the year just ahead. 

Plan to visit our display of Royal Register products in 


Booth 187. A Royal welcome awaits you! 
Stanley Brown 


Vice President Cordially, 
\ R. Dexter Brown 
\ Bart Christopher President 


\ General Manager Makers of Snap-Apart Forms, 
Standard and Custom Regis- 


ter Forms, ITS One-Time Car- ry ~, 
bon Copy Sheets — Registers Sv 
> 
| cyare 
for catalog, samples and prices, write REGISTER =OMPANY 
NASHUA NEW HAMPSHIRE 





132 Simon Street 
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are considered as price reductions rather than as 
payment for services or facilities furnished. 

The Commission and the courts have recognized that 
functional discounts are as important to our system of 
distribution as are the cost justifications expressly al- 
lowed elsewhere in the Robinson-Patman Act, or the 
right to select customers. It is clear that a seller may 
legally grant a functional discount to a purchaser when 
the amount of the discount is determined by that per- 
centage of the distributive function which ts performed 
by the purchaser on those goods for which the function 
s perform 

The court cases today are centering on the more com- 
distributors—distributors whose functions 


plex types O 
ranged from only partial performance of the whole- 
sale function to those who are almost wholly integrated, 
that is, who are both wholesalers and retailers and often 
onsumers as well. (18) 

The Commission will tolerate no subterfuge. Only 
to the extent that a buyer actually performs certain 
functions, assuming all the risks and costs involved, 


should he qualify for a compensating discount. The 
amount of the discount should be reasonably related to 
the expenses assumed by the buyer. It should not ex- 
ceed th sts of that part of the function he actually 
performs on that part of the goods for which he per 
forms it 


The question then arises as to what steps must each 
manufacturer take to assure himself that he ts granting 
functional discounts only to firms performing such func- 
tions—or wholesalers’ discounts to wholesalers. Manu- 
facturers are being aided by reference to compilations 


} 


of reports about the actual performance of wholesalers 

reports based on certified statements from the whole- 
alers giving the number of their salesmen, the number 
of retail stores called upon, the size and date of issuance 
of the wholesaler’s catalogue, and other details under 


wring the wholesaler’s actual performance 
Benefits to Retailer and Manufacturer 


Functional discounts from manutacturers are neces 
sary to a healthy marketing economy, benefiting manu 
facturer tailer, and consumer alike. How this “func 
tional discount’ aids the manufacturer and the small 
etailer was succinctly stated in a brief filed recently by 


ittorney Chester Inwald with the House of Representa 


ves Anti-Trust Sub-Committee 
Only the small non-direct buying retailer offers the 
lities for pin-point distribution and market satura 
The larger retail aggregates (such as chain stores, 


liscount houses, supermarkets, and the like) offer com- 


ehensiv rieties of merchandise at widely separated 
geographical areas. The small retailer, on the other 
hand, offers a specialized variety of merchandise in a 
sely knit network, covering the country. And it is 
tn | ‘ Knit n twork which manufacturers depend 
ipon to stimulate interest in new brands and to sustain 
mand for older products. That this is so is demon- 
strated by the fact that promotion of new | rands is done 
narily through the small retailer. The larger entities 
will not stock a brand until it has demonstrated its 
ftectin 1 saleability in the common market place 
(ed on page O1 
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MEDIUM PRICE RANGE 


The fine quality and handsome appearance 


of this new H-O-N desk line are apt to sug- 


wWooe iv 33S 


gest a high price. Actually, prices are in the 
medium range. For example, a 30” x 60” 
single pedestal desk, with 38” x 19” side 


unit, is priced as low as $193.50 list in 
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Wait you see what weve got 
under our hat for Christmas 


_ tie in and cash in withRQYAP portables. 
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1 new items can be fours 


I | n 8) only on the 
small retailer 
And { { Ss a tact that the 


in the comprehensive variety of special 


small retailer cannot 
t stocd i rd i 
St stock and store in order to render 


to the manufacturer. One factor alone 


p in business—the wholesale dis 
haracter of l g, makes the 
le 
Th st majority of retail outlets are severely under 


hey require and constant 


inventory 


frequent SeCTY 


The wholesaler, by regularly 


anvassing their needs, by extending 

lit tating their stock, by advising on new met 

lis techniques, keef pen indispensable 
ryoOuIT }) ‘oO? Dé Widhnhilacinvrey y 

Be ifacturer and the dealer in stationers 

ts profit from the functional discount granted the 

i] Functional discounts are not unique¢ 

iry in the processes of our marketing 

Th simply provide for a differential in the 

lisit t, trom the manufactur which two 


istomers buy, based ups their status 
onomy 
What rprising is that 


who continu 


there number of 


to countenar the obvious 
cing system which allows no differ 
tion of the direct buy 


ng retailer and 
The fact that 


number of 
sently recognize functional discounts 
ndamental differ 


functions of the two cat 


icknowledging the fu 


conomic 


s of d purchasing buyers indubitably under 
s tl ssentiality 

lt rs, serving a majority of the nation’s 

tailers, have in addition to the same 

by a favored, direct-buying, integrated 


nsibility of presenting the product to 
soliciting, on behalf of the manufacturer, 

purchase. It 7s at f nt that ti 

“yr i cess 

7 nd ti vi 1? it strikiny 

After t inufacturing process is completed, the 


lifficult assignment is that of selling the 


ng its ready accessibility to a max! 


; | 


potential consumers. In addition to pet 


g tl iles function for the manufacturer, whose 


ent of his product in as many retail 


(a tunction which the manufacturer 


himself when selling to the favored, 


tegrated retailer), the wholesaler must 


bility for other functions that the manu 


s for himself when sales are made to 


puying retailers 


Stationers functions and activities in 
} 


1 | 
Nnasing, assembDling DI 


king bulk 


issuming risks, pa king, warehousing 


rnishing information about goods and 


wholesaler members of WSA, for instance 


ly 34 million sma hipments, an 
is received from their suppliers in larg: 
mn make an aggregate of 14 million 
s h year. (20) 
4 }] Pa e 63 
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STRUCTURAL FEATURES 


Removable drawer fronts permit a color 


change, any time. The plastic top is resistant 
to burns, mars. Inner body surfaces are 
coated with a silencing material. The hard- 
ware is anodized aluminum. Drawers move 
smoothly on nylon rollers. Snap-out tracks 


permit any drawer arrangement. 
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by JIM RICE display expert 


T MAY become necessary at certain intervals to 
I clear stock and let display help dispose of such 
out-of-date lines as have remained unsold at the end 
of the season. In a case like this let us make our offer 
particularly advantageous. 

Let us not disguise the fact with misrepresentations 
of any kind, but on the contrary make a bold approach 
and lay down a reasonable price policy as warranted by 
circumstances. 

When planning a sale think of how much it may cost 
you in the loss of the customers confidence if the cam- 
paign is not handled correctly. No one can afford to risk 
losing customers, and we might as well repeat: The 
future prosperity of the store is more to be considered 
than the immediate result of the sale. 

The display should carry a theme with a strong ap- 
peal. It may take the form of a smart slogan, stylish 
decoration, or a build-up of the merchandise indicative 
of its quality, usefulness and desirability. The sales mes- 
sage must be convincing, the price tags clear and legible 

I repeat, the promotion should carry a theme with a 
strong appeal. Some months ago I conducted a special 
promotion and gave it the following theme Bushels 


of Bargains . while They Last 


Selection of Merchandise Important 


One store in particular was chosen for this promotion 
The store manager’s responsibility was to go through 
his existing store merchandise and determine what he 
wanted to close-out, likewise he paid a visit to the com 
pany warehouse and pulled merchandise for this partic- 
ular promotion which he thought would be good “‘come- 
on”’ sales appealing items. 

Every window in the store was planned and scheduled 
for this promotion. Large horizontal paper banners ap- 
proximately 8 feet by 30 inches were painted and placed 
at the top level of each window glass—using the same 
bold theme on each one—''Bushels of Bargains 








isplay Views 


Monthly discussion of window and store problems 
as well as opportunities in display, promotion 


Busheilss of bargains 


while They Last.”” The copy was in bold black and red 
block style lettering and was readable some 100 feet from 
the store 

To follow through on the chosen theme, some 80 
to 90 wooden bushel baskets were purchased from a 
local produce merchant at a very low cost. Each window 
was trimmed in a step-style manner, using bushel bas- 
kets exclusively. In each window, three to four electric 
turntables were placed in motion to create activity. 

The baskets were “dummied” up with paper and 
showing merchandise on the top layer, giving the ap- 
pearance of being full bushels of merchandise. Carefully 
selected items were displayed throughout each window. 
Small 514, x 7-inch cards with preprinted headings of 
the theme were used. The regular price-item description 
ind the sale price were lettered by hand with a dark 
crayon, 

Baskets Form Main Display 

The interior of the store likewise consisted of bushel 
baskets filled with merchandise and descriptive cards. 
These baskets were placed up and down the aisles, on 
top of available counters etc. Also 19 x 50-inch double- 
faced paper pennants were placed on overhead wires 
and carrying copy of the over-all theme 

The sale was a tremendous success. During a good 
part of the time the sidewalk traffic was three and four 
deep in front of each window. The sales people were 
run ragged, and the store manager and his assistant were 
everlastingly busy keeping the baskets filled and re- 
moving items from the windows and replacing them. 

Each day of the sale between 11:00 A.M. through 
2:30 P.M. the store was so “swamped’’ with customers 
it was necessary to recruit additional personnel from 
other stores within the chain. The sale was a tremen- 
dous success—for the one week period in which the 
promotion was run the store had a 102% cash sales in- 
crease above the previous year. Store charges were in- 
creased approximately 75% above the previous year 
I believe this promotion had once again proved the 
‘shopper’ loves a special “gimmick 

With a well-thought-out plan you, too, ‘Mr. Stationer, 


prom tion 


wherever you are’ can also be on the way toward in- 


¢ reased sale S 


62 OA-10/59 





Moreo\ the wholesaler as we cannot too often em 


pis nasiz t also extend credit to his independent 


on their purchases of the manufacturer's 





Again, we encounter a situation where the 
ufact requires a service of the wholesaler but 
hit tf, assume responsibility for it when selling 


direct-buying retailer 
he extension of credit on behalf of the 






































products is concerned, the wholesaler is, 
S banker and financier for the retailers, : 
is well as for his manufacturer supplier. He provides : 
promptly for the manufacturer upon the shipment 
rds iddition to extending liberal credit to the 
lependent retailer. 
xtent to which the wholesaler ts performing the 
as well as the credit function for the manufacturer, 
s the latter of financial responsibility, is incalcul 
In terms of capital investment, alone, the amount 
led in rendering these two services substantially 
e lerwrit ibility of the manufacturer of nationally 
” listributed 1 brand advertised merchandise to bring 
produ { to consumers at minimum cost 
- It 1s rt ly not necessary to further document thx 
| se questio! l ilu of these services to the manufa 
ates to tacitly record the mark d differences 
an tween tl wholesaler’s function and that of the 
—_ red buying retailers. All too often, semanti 
is uninformed laymen to the deduction 
ne that these two different levels of the distribution eco 
“} my OF t identical fashion 
lly 
Ww Conclusion: 
ol 
mm To su p, functional discounts must be measured 
a gainst tl Robinson-Patman Anti-Discrimination Act 
the sat nanner as the retailer's discounts to his 
stomers measured. The office supply dealer knows 
‘ay hat when |! ves a 15% flat discount to a potentially 
- p ull purchases regardless of quantity becaus¢ 
“ ss he hopes to get, that h subjects himself 
. $ fine—1 year, or both, unless all his cus 
“a a purchase commodities of like grade and 
' 15% discount Granting a rebate to 
1 excluding other customers constitutes a 
- tment of the Sherman Anti-Trust Act 
f the 19th century to the present, Con 
ontinuous concern with the preserva 
pportunity. The Clayt Anti-Trust Act 
r Fed rade Commission Act, the Robinson-Pat —— 

Act had the same specific objective in mind A COMPLETE UNIT PACKAGE 7 
gh prot of free and fair competition. The ae ™ 
a R ° » Act Gd eee to foosnall aimectel This new H-O-N line is illustrated and cata » 
- oregat buying power from obtaining price con loged as complete units, but components are : 8 

ns f the manufacturers for the purpose of de also individually available. The most popu - 
h vata lar combinations of L and U units are shown : 

all said above, I hoy ou will see that 
ecnumt is an intesral part of cus dis as complete models, but dealers can also 
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I ey Rie 
but racy. and brings unlimited benefits to al] create and design “custom” arrangements for 

, tailer inufacturers of stationers’ products individual offices. 

' 
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R.C. Allen 


CASH REGISTER 


Model 8310... 


first 

in a line 

of several 
specialized 
models... 
designed fo 
serve 

business better 
through constant 


cash control. 

















For information on available Cash Register 
Dealer franchises, write: 


7 
» Rae 


R.C.Allen Business Machines, Inc. 
680 Front Ave., N.W., Grand Rapids, Michigan 


Adding Machines e Bookkeeping & Analysis Machines 
ni Typewriters * Cash Registers * Safes and Insulated Files 
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FOR EXECUTIVE OR 
GENERAL OFFICE FURNITURE 





there isa 
JASPER OFFICE 
ie grouping to meet 
ee every 





¥ 


es 8, 


customer demand acemiaslr 


SERIES 





IN MODERN, MODULAR OR . ideal for multiple installations! 
TRADITIONAL STYLING Competitive with amy other general office 


furniture ... yet with normal dealer markup! 


luxury of WOOD! 





SENIOR OFFICE MASTER GROUP — A practical combina- OFFICE MASTER GROUP — Pleasing, functional and 
tion of modern styling and space-saving modular wood economical wood office furniture ... for private or gen- 
office furniture. Basic units provide individual desks and eral offices. Features quality, construction and design 
accessory combinations for executive and personal offices. you'd expect to find only in higher-priced desks. 








Cr 
lo’ 
It 
m< 
tic 
co 
tic 
a 
AMBASSADOR GROUP — Unmatched in traditional styl- 
ing. Selected cabinet woods; warm lustrous finish; Eng- 
lish antique finish hardware. Rich in feel; substantial Ne 
in appearance. st: 
CLASSIC GROUP — Contemporary wood office furniture an 
at its finest. Rich walnut finish; cast-brass hardware; an 
Write, wire or call — TODAY — for full cane backs standard on all desks. st 
information on Jasper’s complete offering! se: 
SPACE No. 515A ® NSOEA Convention 
JASPE F OFF ICE FURNITURE COMPANY, Jasper, indiana 
oe] 
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Tic ne 


CRITERION 


SPECIALIST IN SEATINGLAND SEATING 


Crit n 1 “a standard to fol- 
N vas ever better named. 
he pattern for today’s and to- 


~ ept in styling and func- 
freedom factor in 

utionary construc- 

fo. htr and strength and 
for inventory and 


New unitize “d construction ... This new 

gives the pleasing 
ever arm styling 

th even greater 

gh one-piece welded 


ing. Supports 
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over 200 pounds on its futuramic arms 


alone, 


New upholstery wrap-around design 
looks better and retains 
the famous Harter deep molded foam 


eat and back. 


longer — 


New tilt-back torsion control .. . No 

uulky springs 

ghter, stronger, simpler to adjust - 
re positive, too. 


and retainers. Cleaner, 


New Criterion lightness with alumi- 
num base...and integrally cast steel 
nserts retain all of the Harter tradi- 


tion of strength and durability. 





Self-leveling, . . . decorator-slim steel 
legs in side chair companion. The tri- 
tapered look is a new criterion in itself, 
But there’s more! This chair has self 
leveling glides and precisely calculated 
flex to keep it firm aground, always. 


A new price, too? ... No, Criterion 
heralds Harter’s new leadership — but 
it’s still in the same price range as the 
ever popular C-1500. 


You'll get your literature by return mail if 
you just attach this coupon to your letter- 
head and mail t 


HARTER CORPORATION 
1025 Prairie Ave., Sturgis, Mich. 
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office interiors 
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Distance No Barrier 
For Texas Dealer 


The Suniland Furniture Co. of 
Houston, Tex., recently desigried and 
completed the entire installation of 
furnishings for the new home office 
building of the Bankers Life Insur- 
ance Co. in Lincoln, Neb. Ignoring 
the mileage barrier, Suniland co 
ordinated orders with the Boling 
Chair Co. of Siler City, N.C., and the 
Myrtle Desk Co. of High Point, N.¢ 
Though the majority of the furniture 
installed was from standard stock, 
Myrtle Desk designed a circular con 
ference table (bottom of page) for 
use by general agents which measured 
eight feet in diameter. Boling chair 
produced a special version of a stand 
ard swivel chair for a junior executive 
of unusual height. The conference 
room (above), executive offices (top 
right), and junior executive offices 
(center) were all furnished with 
items from the manufacturers’ stand 
ard lines. 
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PEERLESS YI, iii? COMPANY 


RPORATED 





(,ene (J itice and Fac lor’ Peerless Place 


Ne wark a. New 


1 


i 


., 


ypewriter ribbons, 


Jersey 


link iu ULL One 
ym paper ribbons, carbonized rolls, 


Peer.ess rubber keys 


X 


receive Cart { pers, Our Cas) 
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Mr. S. Semel, President of the Office Supply Co. of 
Norfolk, Va., reports on 5 consecutive calls he made: 


“Following a demonstration, 3 of the 5 bought 
CRESCENDO on the spot. The 4th and Sth, after making 
their own tests, promptly ordered, too. Consumer 
enthusiasm for this carbon paper is amazing!” 


Thanks, Mr. Semel. Thanks to al! our dealers for 
the support you've given CRESCENDO. 


CRESENDO types Blacker, Sharper — longer. 
You get up to 15 clear copies even on a portable. Try 
this test: Type 3 times over a single spot on an 
ordinary carbon. Dollars to doughnuts, the color 
disappears. Try it with CresceNnpo. The color holds 
and holds and holds! Write today for samples 


to-read House Organ, drop us a note No obligation 
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Traditional furniture tastefully combined with modern architecture 


The W. D. Campbell Co., office furniture dealer 
located at 1014 15th St., N.W., Washington, D. C., 
recently installed traditional furniture in the new, 
modern home of the First Federal Savings and Loan 
Association in Washington, eX 
desks in the above photo are from the Jasper Office 


The Chippendale 


Furniture Co. The board-room table in the lower 


picture was designed by the Campbell Co. and made 
by the Excellent Cabinet Works Co. of Brooklyn, 
N. Y. All chairs in the installation are from the W. 
H. Gunlocke Chair Co. The installation is but an- 
other proof that period furniture can be tastefully 


combined with uncluttered, modern architecture 
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POPULAR SLIM JIM ATTACHE CASE 


and nothing sells like a S*#eWeo case 


Profit is built into every case because retailers find there's selling magic in the 
famed Stebco name. Customers love that wonderful Stebco quality so evident in 
every case. Especially when it's TUFIDE (exclusive with Stebco) the covering 
that out-performs its promise. TUFIDE looks like leather . . . feels like leather 

. outwears leather 5 to 1. And only Stebco’s 40 years experience can back its 
Unconditional 5 Year Guarantee. 


Do yourself a favor and see Stebco Business Cases for yourself . . . remember, 
profit is a case of sales—and nothing sells like a Stebco Case. 


STEIN BROS. MFG. CO., 1401 W. Jackson Bivd., Chicago 7, Illinois 


Over 40 years of superior quality and experience 
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precision built, of course 


A\UDLLLE UR 





Cash in on the holiday trade—sell the lightweight, S 


precision-built Adler Portable. It gives big machine p 


performance. Two-tone gray finish with carrying case. tl 


Write: “addo-x inc”, 300 Park Ave, New York 22, NY V 


B Adler Portable <a 
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weight, Sell the world’s best buy in manual machines——the Sell the prestige machine that will produce prestige 


Lachine precision-built Adler Universal typewriter. It has all letters—the Adler Electric typewriter. It has plenty 


1g case, that “secretary appeal” which makes it easy to sell. of “secretary appeal” which makes it so easy to sell. 


22, NY Write : “addo-x inc”, 300 Park Ave, New York 22, NY Write : “addo-x inc”, 300 Park Ave, New York 22, NY 


p> Adler Universal <q pe Adler Electric <a 
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New Products 





This new Ace Cadet stapler-ta ker Meeting requirements of the social security 
staples, tacks, pins with a movable anvil ind income tax laws, this payroll reco 
and fits the hand for use as a pli Chis designed for employers of five to 60 people 
device is chrome-plated, has rubber feet All records including cash or check pay 
to protect finished surfaces and features ments may be posted, referred to and 
instant ‘flip-top’ loading. Throat depth stored in this compact book, which 
is 2-9/16 inches and the length is 51 small enough to be kept in a safe 
inches; available in four colors. Mam or desk. drawer. Made by the 
factured by the Ace Fastener Corp Craft Corp., 831 Cobb Ave., Kalama 
3415 N. Ashland Ave., Chicago 13, III F, Mich 


Inquiry Card No. | 








This new table model folding machine is 
capable of handling sheets as large sl1/x 
22 inches at speeds up to 9,000 folds per 
hour. This device processes singl 101 
ble parallel folds on sheets fro x 


inches in size to 17 x 22 inches 


be made as small as 1% inches. Manufa 
tured by The Challenge Machinery C 
Grand Haven, Mich. 

Inquiry Card No. 6 


I is can 
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Inquiry Card No 


This new 
book cart is 


Supreme 
Steel 
made of heavy- 


furniture 





steel 15 inches 
wide 4inches 
1ee} 46 inches 


high. It has three 
shelves on 12 inch 
centers steel end 


pane ls 


round-edged 
end handles and 
rubber composi 
tion swivel casters 
Manufactured by 
Steel 
Equipment Corp 

rd St. and First 
Ave., Brooklyn, N 
Y 


Inquiry Card No. 4 


Supreme 


Ma ror sealing heavy 
artons, the new Scotch 
Sure-sensitive tape meets 


ilations for overs 


vater and moisture resistant 
in a cutter box for 


colored, 14 


kraft inches 
inches long 
ing and Manufacturing Co 
Minn 


Inquiry Card No 


St. Paul 6 


For More Information Use Inquiry Card on Page 75 


Wide 
Made by the Minnesota 


900 Bush 





Incorpo a 

in a por ecter 

stand is made of solid 
assembled with bolts 

lar steel tripod legs and flanged 





ri 





r¢ 


as pacKagin 
scat 


easy application 





Master 











that the 


Framed with solid steel 
bag will remain expanded once it is opened 
Manufactured 


2320 S. Western Ave., 


assuring 
In suntan o1 colors 
by Leathercraft, Inx 
Chicago 8, Ill 
Inquiry Card No. 3 


Linge! 


rating features desirable 
table lectern, this new 

steel and 

Its tubu- 
steel top provide sturdiness 
able to withstand leaning habits 
Although light in 
moved, the 


Of speakers 
weight and easily 
company claims this lectern will 
heavy 


support several large 


books on its 11 x 18 inch steel 


top. It stands 42 inches from 
the floor. Manufactured by John 
Ernst Enterprises, 109 S. Di- 


W isc 
Inquiry Card No. § 


vision, East Troy 


Dae 





A revolving rubber Stamp holder 
provides 10 slots for stamps and two 
sections in a center bowl! for rubber 
bands and pay clips. Called the “3 in 
1 Handy Holde:s it is made of high- 
impact plastu an is 6 inches wide x 
414 inches high. Manutactured by the S & 
G Products ¢ 39 NW lst Place, 


Miam: 37, Fla 
Inquiry Card No. 8 
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OFFICE APPLIANCES 


* 
INQUIRY CARDS Please ask the manufacturers, indicated by the key 


numbers | have circled, to send further information 
without delay. 


\A's 





This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 











New Products 


























To obtain more information about any of the NEW PRODUCTS 
new products in this issue which carry the 23 485 6 7 8 9 10 th 12 13 14 «08 
key numbers 16 to 90, simply circle the cor- 6 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
responding key mbers on the card at the 3! 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
tae wal of enen Your ates wll be 46 47 48 49 50 SI 52 53 54 55 56 57 58 59 60 
ght and mai ee 51 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
forwarded without delay 
SALES STIMULATORS 
the 101 02 03 104 105 106 107 108 109 110 
pene iti 112 113 114 11s 116 117 18 119 120 
oe _— NEW CATALOGS 
Sales Stimulators 2) 122: «123° «124 «125)«126s27)—s128129 «130 
To obtain more information about any of the . 32133 134 135136137138 1D 148 
manufacturers’ sales aids described in this 
” ; at ine Sited eee on the card at October 1959 issue of OFFICE APPLIANCES, 
sirable — issue, circle ey pers on Ms Card void after December 1, 1959 
s new right which correspond to the numbers as 
land © signed to the Sales Stimulators. Mail the card 
tubu P : 
er promptly. Name 
] Position 
apits Company 
2 in 
Business Address 
rn will City Zone State 
, , New Catalogs SSE SSE S . 
steel 


from To obtain copies of recent catalogs or price 


») John . ‘. “1 = sh? . . | . k ‘ 
ists described i: lis issue, circle the key B 
oe Serwice Buroau.. . 


numbers on the card at right which corre 

pond to the numbers assigned to the New 
Catalogs. These requests will be promptly OFFICE APPLIANCES 
forwarded to the manufacturers 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 




















*This service is restricted to dealers and whole aa 
tolers in the office equipment and supply field This service is restricted to dealers and whole- 
salers in the office equipment and supply field. 
NEW PRODUCTS 
3 @ 86 * SS Ot ee eee 
6 7 18 19 20 21 22 23 24 25 26 27 28 29 30 
} 32 33 34 35 36 37 38 +39 «40 41 «42 «43 «44 «45 
46 47 48 49 50 51 52 53 54 55 56 57 58 59 60 
‘eee 61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 
I SALES STIMULATORS 
01 02 103 104 105 106 107 108 109 110 
T 12 113 (14 115 116 117) 118 «1N9)) «120 
NEW CATALOGS 
ices 21 22 123 #124 «#4125 = «#126 27 +128 #4129 ~=«130 
CW 3 37 133 134 135 (36 «#4$137 0 «#6138 6=«6139~=«6140 
eg October 1959 issue of OFFICE APPLIANCES, 
“page Card void after December 1, 1959 
ne + & 
Place 
Nome 
Position 
Compeny 





Business Address 


0/ 59 City Zone Srote 













































































See other side 
for Quick Service 
Inquiry Card 
sales aids in 

this issue 


covering new 
products and 
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| world 
headquarters- 
filing equipment 


boy 











INCREASE FORMS SALES... 
attend HANO SALES SCHOOLS 


To provide more profitable working knowledge, in a con- 
venient package for Hano Dealer Salesmen, a new expanded 
Hano Sales School Plan has been developed and now is 
offered to all Hano Dealers. Based on experimental programs 
tested during recent years, the new plan includes these features: 


¢ Two separate courses: Basic Training in Hano product 
information; and Advanced Practice in forms design, es- 
timating, pricing and selling techniques. 


e 2\4-day compact schedules in day and evening sessions 
require minimum time away from dealers’ home and office. 


® Schools will be run at Hano factories in Holyoke, Mass., 
and Mt. Olive, Ill.,and in suitable locations in other cities 
of the country on preannounced schedules.* 


e Instruction will be by experts with long experience in the 
field of record-keeping. 


© Graduates will receive Certificates qualifying them as Hano 
Form Specialists. A continuing information service, fol- 
lowing certification, will be provided to supplement their 
knowledge with up-to-the-minute information of products, 
form uses and other information. 


ENROLL NOW FOR 
HANO SALES SCHOOLS | ¥@ReResesexexexesexeeee 


Balance of 1959 






Chicago Advanced Sept. 25 S, 

Holyoke Basic Nov. 16,17,18 | BE 
During 1960 Z- Q Fit 

Atlanta Basic Jan. 25,26,27 | SS . + 

New Orleans Basic _—‘ Feb. 1, 2,3 . Chis Certifies that 

St. Louis 

or Mt. Olive Advanced Mar. }, 8, ? ’ Having puntdihes nu their Gabatins bitch, totes ded o 

Holyoke Advanced Mar. 21, 22, 23 SORA, CONTDANNG WTTURPULD ead CARSON DITRRLEAWED POnaae 

Detroit Basic April 18, 19, 20 : MARGINAL PUNCHED CONTINUOUS FORMS—ead heveng proves wsll vert in 


Milwaukee Basic May 9, 10, 11 
Minneapolis Basic May 16, 17, 18 
St. Louis : 
or Mt. Olive Basic June 13, 14, 15 
New York City Basic July 25, 26, 27 S WY 
Holyoke Basic Aug. 22, 23,24 [Sa — — = | 











LIP 


STETAG 


MAIN OFFICE AND FACTORY 
Holyoke 101, Mass. 






COMPANY, INC. BRANCH PLANT 
Mt. Olive 101, iil. 
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‘romBELA! 


the totally new 


ne aly new 


Tablet Arm Chair 


1 versatility and e ior 


« Schools & Colleges * Bandroc 
>t hes e Visual education 
¢ Secretaria 
stry & Commerce Conference room 
t Meeting rooms 
« Assembly 
¢ Auditor 





Most versatile folding chair ever developed, the all-new patented 
Belaire with Magic Fold Tablet Arm fills every important seating 
requirement today . . . and in high style! The Bélaire with 

Magic Fold tablet arm moves into ‘‘up"’ position or folds away at a 
mere flick of the hand. Truly a dramatic step forward in 
multi-purpose seating. Available in a choice of 25 steel, 
plywood or upholstered seat styles . . . duran, nylon or 

a ' mohair upholstery . . . 7 baked enamel frame colors, 

or chrome or gold bronze plating. The Belaire line also 

Ss, includes the molded fiberglass chair and comfortable Belaire 
BELAIRE” | CHAIRS chair with contoured plywood seat and back. This 
iat aie eli complete BeLA series is already meeting with wide 
jire with mult acceptance across the country! 


ei 
a 


finishes. 7 1 FEATURE FOR FEATURE the Beélaire series, manu- 
hrome factured only by BeLA, surpasses all other seating! 
® exclusive Magic Fold 


* The new Belaire sculptured fiberglass ° ofa a 
chair with long-life molded fiberglass Oe Se a eee 
seat and modern tubular frame ® maximum comfort and economy 
answers ultra modern seating ® greatest tubular strength—LIFETIME GUARANTEE! 
requirements ... surrounds 
\ an user with contour comfort! 














1 


; AND SERVICE 
span as un ab ob Gna eee 
BELA DIV., J & J TOOL & MACHINE CO, 
9503 S. Prairie Ave., Chicago 28, Ill. 


i 

. i 

SEE THE ALL NEW BeLA MODELS ; Bé + 

particularly the BELAIRE FOLDING Write us or your BeLA distributor ' 
TABLET ARM at the N.S.O.E.A. j for FREE BROCHURE! 

BeLA DISPLAY! i ‘ 

Booth 535A—536A, Conrad Hilton , Name — a - — —— f 

Sept. 26-30 , Address , =: ‘ aa i 

i City ee __State i 





am am an oe oD om OP GS GS Oe oe Ge ee oe es a a os 
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Newest FULLY ACCEPTED member © 
seERIES JOO } ofa long line of Quality Office 


Nev 
Furniture from INDIANA DESK! | 
a 


“f 
af 
- 
3 





Rol-Lak 
a 47e-ul 
} width 
includir 
heir t 
a new < 


Filing 
Garden 


With all the richness and warmth 
found only in WOOD! 


For any office 


. ’ inother outstanding series designed by J]. Charles Dergins 
morr.. . ere s & & é 
an Indiana Acceptance of the new 700 Series was immediate in offices every where. 
° ; Its functional, modular components permit space-saving, efficient office 
series fo planning. Selected woods; contrasting and matching walnut grain plastics; 
match all a deft touch of metal . . . combine for finely fashioned offices of distinction. 
requirements Everything — and probably more — that you might hope for j 


in a moderately priced series! 




















eeeeee#ee#eeee#ee#e#e#® a 

anegnnees = ||ND IANA = : 

AND DETAILS OF 4 .)!) ‘Pp 0 TNT entifies ° 

ao aackeo BY OVER [i Sus Doo Julbo Quality Furniture ; 
50 YEARS OF SERVICE JASPER, INDIANA 

s 
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New Products ... <ov/inued 


The conterence 
wall tor executive 

offices consists of ‘ 79] 
a valance which 
conceals _ lighting, 
maps, charts and a 
movie screen; slid- 
ing panels with 
chalk boards and 
screens; chalk rail; 
and shelves’ for 
storage. Suspen- 
sion poles avail- 





able in 95-, 100- Although slim and of delicate lines, the 
and 106-inch Lindy retractable ball point pen carries 
lengths, with a a standard size ink cartridge, with U. S. 
five-inch extension Government Spec. TT-I.-562 permanent, 
Made by the Hen- non-smudging, non-transferable blue ink. 
ry Miller Furni- Comes in assorted colors. Manufactured by 
ture Co, 18 E the Lindy Pen Co., Inc., 9601 W. Jefferson 
50th St., N.Y. 22. Blivd., Culver City, Calif. 

Inquiry Card No. 9 Inquiry Card No. 10 









% 


The above featured tray also comes in 
single and “build-up” styles and is large 
enough to hold file folders. Double 
notches afford easy accessibility of papers 
from either end of tray. Available in sil- 
ver-grey, mist-green and coppertone. 
Manufactured by the Deluxe Specialties 


all 


Che Stuzzi Magnettee is a fully transistor- 
ized battery-operated, completely portable 
broadcast-quality tape recorder and weighs 





Rol-Labels No. R444 will be changed from ight pounds. It features a self-contained Mig. Co, 221 & Welae, 20. Sie ae 
s-inch width t standardized 31-inch high-flux loud speaker system which the Hutchinson, Kan ; 
ie al f ; Inquiry Card No. 13 
vidth—wide en for all label needs ompany claims provides superior tone quis ; 
Aciuding ust n third cut folder tabs juality for music, dictation, or conference 
Their traditiona pensing box will bear recording in any position. Manufactured 
new design. Manufactured by the Oxford by the Ercona Corp., 16 W. 46th St., 
Filing Supply ¢ In Clinton Rd., New York 36. N.Y 
Garden City, Long Island, N.Y Inquiry Card No. 12 


Inquiry ¢ ird No. 11 





Featuring an inter 
king prong 
chanism with a 
spacing step, this 
Premo file is de 
signed to make it 
isier to leat 
through or trans 
rer papers Made 
hiefly of flexible 
plastic, it will not 





tch desks of 





cra 
Ives Supplied Self-sticking Zip-A-Line tapes are designed to eliminate 
in standard design tedious line work on charts, layouts, graphs and other visual 
with decoration up presentations and come in a self-dispensing package. The 
n request. Patent tape unwinds from a plastic reel base which may be hung 
pplied for. Made nearby. Available in 17 solid and patterned colors. Widths 
Aktiebolaget P vary from 1/64 to two inches on rolls of 360-inch and 650- 
es Herzog & Soener, inch lengths. Tapes are shrink-resistant and are said to main- 
Vasagatan 16. Stock tain original colors indefinitely. Made by Para-tone Corp., 
e Sweden 512 W. Burlington Ave., LaGrange, Ill 
° ‘ Inquiry Card No. 14 Inquiry Card No. 15 
& 
) 
P . 
e * For More Information Use Inquiry Card on Page 75 
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REWIND FORWARD DICTATE LISTEN STOP Ww 


eR gee = “ 
| |=—j— | 2 
Hi (-|-[2] =] °] 


SS cs ee Se ee Se TT 


in the business mach 












STENORETTE®. New and improved, 1 JURA STENORETTE® COMPANION. 4 Ded 
the best selling magnetic dictating E | pletely new self-powered portable that 
transcribing nar hine i7l Ame rica to works as a com patible di tating system GRur 


day—now fully transistorized with all Stenorettes—fully transistorized 


De]UR-Amsco Corporation, 45-01 Northern Blvd., Long Island City 1, N. Ys Regist 


OA-10/59 OA-1¢ 


: why DevUR 


° 99 
‘tating 


The company that really put the 
dealer in the profitable dictating 
equipment business from coast- 
to-coast—De ] U R— now presents a 
completely new line of office and 
portable dictating systems. This is 
why De]JUR is the most valuable 
franchise in the business machine 
field...setting a standard in value, 
DeJuR 
I ERunvic quality and originality that has 


Th never been reached before. 


And DeJUR’s long background 
in engineering and electronic in- 


genuity has contributed a wealth 


of “first time ever’’ ideas to the 


=| ia A ig design and functional improve- 


ments of the new line of dictating 
machines we are introducing. 


—_ 





whine field @ 


-) 
—_ 
; 


see the complete line wn 


BOOTHS 
DedUA STENOMATIC. Using magnetic 391W-322W-323W 





A com 
le that | “Steno-Sheets’; this machine permits in the Williford Room at the 

system |} easy apportioning of large-volume 

orized transcription loads—full transistorized. NSOEA SHOW 


(And while you visit, make sure to see the fabulous 
1, N. Yo Registered Trademark ¢ DeJ UR-Amsco Corporation 1959 DeJUR-TRIUMPH TYPEWRITER LINE.) 
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New Products 





rl 1ew portable a 
t tic stitcher works 
f njunction with the 
Rot itic and Gather 
t ollators by 
TI} is oO is a sepa 
ite hand-feed stitcher 
thus, collating and 
stitching can be don 
tely automatical 
It aisO equipped 
vith a counting mech 
5 ind materials ar¢ 
itically stacked 
i eiving bin. This 
levi is 17 inches 
O14 inches il 
ng and 5214 inches " i 
gl Made by Choma ; 
( tor Industries 7 
Ir 10 Church St 
N York 7, N.¥ 
Inquiry Card No. 16 





Swingline has designed a 
mover which can be used on tl 
onionskin without leaving holes 
All metal parts are finished in 
chrome. This new device « 
finger nails. Manufactured 
Inc., 32-00 Skillman Ave., Long | 
eg 


new 


iiminat 


Inquiry Card No. 18 





This new ball pen desk set feat 


designed to keep the point clean a: 
for instant use. The “tapered 

is contoured and ribbed for nat 
grip and balanced for writing 
visible-supply cartridge contains f 
Arco ink in blue, red, green o: 

by All-Rite Pen, Inc., 241 H 


Hackensack, N.J. 


Inquiry Card No. 21 


84 


by Sw 





An improved mode tf the “Stenomastet 

§ to provide error-free dictatior tX 

ree hours which an be re ) d 1 the 

{ tracks of a single 3 inch reel of g 
ring netic tape. The automatic microphone has 
ger-tip control for dictating 10ns 
[ Start fast-rewind fast-forward and 
ybach Made by the GBC American 

1 Corp., 89 Franklin St., New York N.Y 

Inquiry Card No. 19 

hase Providing work and conference facilities 

{ his executive modular desk furnishes slid 

ng d abinets with adjustabl shelt 
r¢ S vy drawers, and deep double drawers 
\ r tv ywws of files which may be joined 
st-drying her with a continuous top. Insert of 
Mad [ vith eithe grass loth acquer 

5 St § valnut on both sides. Made by 

Robert John ( ) S. Hutchins St 
I icipnl Pa 


Inquiry Card No. 22 


For More Information Use Inquiry Card on Page 75 








Beside standard del available 
in 18 f- and 30-in heights, the 
Krueger Co. has added four models 
of benchwork stools with a horizon 


tally adj istable backrest and/or ad- 


justable telescopic legs which raise 
the seat nine inches in one-inch in. 
crements [hese stools are quickly 
adjustab to the sitters comfort 
The ste seat 1s 14 inches in diam. 
eter and has a fully-beaded bottom 
edge to safeguard against injury of 
clothing damage. The seat panel is 
ot Masonite Adjustable back rests 
feature a _tubula frame with 4@ 
curved, form-fitting steel panel. Man 


ufactured by the Krueger Metal 
Products Green B W isc 
Inquiry Card No. 1 





The Bassick ¢ is introducing 5-inch and 
6-inch light duty alumim asters with 
sealed bearings and 2-inch wide Neoprene 
rubber tread wheels. The BT rigid caster 
(left) and BS swivel caster (right) are de 
signed for use in plants wi MTOSIVE 
conditions prevail or where sters are reg 
ularly left outdoors. Whe« 1 swivel bear 
ings are sealed. Horn surfaces a smooth 
with no cracks ir projectior to catch 
dirt. Made by the Bassick ¢ Bridge 
port 5, Conn 
Inquiry Card No. 20 





Addo-X, Inc., has announced two additions 
to their machines; the hours nutes ma- 
chine (right photo) and the feet/inches 
machine. In the hours 5 achine, 
carry-over to the hours \ (third from 
left) is eftecte hen the first t c nns 
from the left exceed 59 es. The sameé 
applies to the feet/inches machine when 
first column lett exceeds Made 


by Addo xX In }0 Par A New 


York 22, N.Y 
Inquiry 


Card No. 23 
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UPPLY co., 


atalogs imprinte¢ 


ORD FILING S$ 


Order tnese * 


OXF 


INC. CLINTO 





N ROAD, GARDEN CITY, N.Y: 


1 with your name instead of Oxford's name 


_Full-Line Oxford d 
ry: have the selling ao 
a this new full-line Oxford 
g supply catalog to work 








a4 
4 
a 

“a2 
a 

€? 
a 


HOW TO 


CABINETS 






4152x2 
4153x2 


BOX BOTTOM FOLDERS 


Bulky tariffs, catalogs, or any large 
quantity of bound papers are best filed 
in box bottom Pendaflex folders. Fur- 
nished in 2”, 3” and 4” capacity, letter 
and legal sizes, Other sizes readily made 
to special order. Tabs are not supplied 
with folders. By ordering tabs sepa- 
rately, you have your choice of nine 
tab sizes. 





PENDAFLEX GUIDES 


For use in systems where the folder in- 
dexing must be supplemented by addi- 
tional guiding. 

Letter, legal and invoice sizes can be 
combined with any of the nine Penda- 
flex tabs. 





4012 
ONE DRAWER A-Z SYSTEM 


Recommended for the business with very 
little filing, or the individual with very 
much filing! Can also be used as a trial 
drawer installation in a large system by 
relettering the A to Z headings. Frame and 
50 folders are supplied, 25 folders with 
A-Z headings, 25 blank. 





Letter No. 442 


“PENDAF LEX se tel tee a, 


YOUR FILING 


Step 1: INSTALL PENDAFLEX 
FRAMES. Orde: | frame for each cabinet 


drawer. Frames are adjustable to drawer 
length, and are carried in seven sizes, in 
cluding letter egal nvoice, check and 
jumbo siz pecial sizes made to order 





4550 NT 
CHECKFILER FOLDERS 


These folders are interlocked to form a 
continuous chain of filing pockets, mak- 
ing it impossible to file between folders. 
Most banks report time savings of 25% 
to 50%. Also ideal for filing or sorting 
IBM cards, toll tickets, vouchers, sales 
checks and other check-size documents. 
Notch in bottom of folders gives novel 
“quick-purge” feature for simultaneous 
push-up of contents of all folders. 





INTERIOR FOLDERS 


Used to segregate different classes of 
papers within each Pendaflex folder, 
and for transmission or transfer of 
papers, without removing Pendaflex 
folders from file. 

Manila Folders are 9%” high. Inside 
flaps are color tinted, to help avoid fil- 
ing between folders. Made in letter and 
legal size in various tabbings, or tabbed 
to order. 


4 it 
| : =~ oe 


& } 
47 7 48L 45 
LINKS, = BRACES, STOP CLAMPS 
These are cece f to LINK 
folde rs togett accor T tvVvie to 
BRACE frame T irawer t prevent de 
sway, and to STOP rearward le of fold 
ers in a part filled drawer 


COLORED CELLO eos 


For use in Pe ving 





41534 





41 52 i letter 


Step 2: HANG PENDAFLEX 
FOLDERS. For letter size filing, order 


No 4152 1 2” tab), or No 4152 1/3 
3} 1/2” tab For legal filing, order N: 
4153 ] r No. 4153 1/3. 

These popular sizes are package 

piast tabs cluded. 


FOR ALL oruen SIZES: Folder bodies wit/ 


out are stocked in letter, lega 
voice, check and jumbo sizes 

Order these and any of the tal how! 
below to get the combination of 


folder perfect for your special hiing 


PENDAFLEX TABS 


© 
Ve \WYV\ 


2?” Plastic No. 42 3's” Plastic Tab No. 43 


‘ 


a 


3” Plastic Tab No. 438 
Hlow tab %” high 


2” Plastic No. 428 
low tob %” high! 


) \ 


2° Fiastic No. 421 1” Plast, No. 14 


low tab '4«” high 
3'4” Meta! Tab No. M43 


2” Metal No. M42 


\ > = = = 
a 


— = 


% ' Plastic Full Length Tob, No, 448 


For those wanting plastic tab folde: 

‘ ther than letter or legal for 
those wl refer metal tabs, Pendaflex 
tabs are packaged separately, be o1 
dered with a like quantity of the 
hod re | 
Nine tal ‘ are listed on page ¢ 
When combined with seven available Per 
daflex folder bodies, the user has a choice 
of more than 60 Pendaflex folder style 





Instead of typing it yourself, get printed, 
easy-to-read headings of the Alphabe 
States, Days, Months. These are listed 
page 


contents by cx ( 7, re gree! 
yellow, blue r and re Clear win 
dows also ay e for metal tal 


Stock numbers and prices: page 6 of price list section. 
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PEN 
Take the 


executive 
to meetir 
flex folde 
double w 
No. 492 « 


415: 


FOL 
Sliding s 
to set the 
contents 
a desk-si 
orders, ( 
pects, if 
productio 


i 


4225 
4227 


PEN 








HOW TO 


“PENDAFLEX- FILE” 


AT YOUR DESK 





From this wide assortment of files designed expressly for DESK DRAWER OUTFIT* 
Pendaflex hanging folders, you can select a file of just the GREY ONLY 
right capacity. Stainless steel side rails are built-in. No 
frames needed. Fits deep desk drawer for instant 
You will enjoy instant effortless reference to desk papers, reference to desk data. Steel tray 
in mobile files of the highest quality and finest appearance. | complete with 25 Pendaflex folders 
Ideal for Project Files, Mail Sorting, Work Organizing, and 100 printed headings 
Suspense Filing, etc. Letter No. 4042 — Lega! No. 4043 

Trays may be purchased empty 





BRUSHED ALUMINUM HARDWARE, BAKED ENAMEL FINISH 


Desk Top 
Pendoflexer 


11%° of filing space 
with lock for privacy 
rubber buttons tc 
| prevent cesk top 
damage. Cover slides 
| back out of the way 
Letter No. 452 
empty, grey only 


Economy 
Pendaflexer 


Same as No. 462, but 
without lock or steel 
cover. Contents pro- 
tected from dust by 
optional vinyl cover. 
Offers 17” of clear 
filing space. 28%” 
high. 

letter No. 412W 
empty, grey only 

Vinyl cover No. 49 





PENDAFLEX CARRYFILE 


Take the papers with you! Salesmen, 















range hy materi venting A STAINLESS STEEL SLIDE-RAILS ASSURE EFFORTLESS FOLDER-GLIDE! 
flex folders. 9” filing space. Brass lock, . . 

double walls, piano hinge. Letter size 18-inch Tu-Dror 17-inch 

No. 492 desert tan only, folders extra. Pendaflexer Pendofiexer 


This Junior mode) 

| has 17 inch capacity, 
fits snugly beside the 
desk for fastest ref- 
erence. Sliding top 
ocks for privacy 
Shipped empty. 28 ++" 
ngn 


—— un Bottom drawer gives 
double capacity at 
less than double cost. 
Sliding top locks for 
privacy. A total of 
34 inches of filing 
space. 29%” high. 





4152B2 Letter No. 472 
15%" wide Letter No. 462 
FOLLOW-UP FOLDERS Legal No. 473 13%” wide 
Sliding signals in each tab permit you 18%” wide legal No. 463 
to set the month and day when folder ”" wide 
contents require attention. Ideal for empty, grey only — 
a desk-side follow-up file on purchase poy a tun . 
orders, correspondence, sales pros- 
pects, insurance policies, projects, FLOOR MODELS HAVE STYRENE, SMOOTH-ROLLING CASTERS 
production control, equipment service. 
24-inch Tu-Dror 24-inch 
Pendaflexer Pendofiexer 
Full suspension bot- 28” high with cover 


closed. As on all 

P + r “over 
Pendaflexers, covet 
| has card holder on 
| hinge plate for list- 
ing “frequent refer- 
| ence” information 


| Shipped empty 


tom drawer. A total 
of 46 inches of filing 
space. Sliding top 
locks for privacy. 
PENDAFLEX FOLDER SETS son ate toe 

A set of 25 letter size fold- brake, shipped 


4225 
4227 





ers, with A-Z tabs attached. ‘ “Ws 

Perfect for straight alpha- empty. 29%" high. Letter No. 422 
betical ww or as a Letter No. 432 13%” wide 
for Pendaflex name folders all i 

in your desk-side Pendaflex- = ; = <= 
er. Also supplied in a House- Legal No. 433 16" wide 
holders set, with 10 division 182" wide grey or ton 
A-Z, and 15 most-used sub- grey or tan 








ject headings 





Stock numbers and prices: page 7 ¢ price list section. 
















The NEW 
@) Veo 


IMPRINTED 


Oe axe! 


CATALOG 


comes out 
in the 


FALL! 


¥& 56 Pages 
¥ Four-Color Illustrations 


¥ Full Information On 
All Oxford Products 


¥& Nine Full-Color; Two-Page 
Spreads Showing: 


PENDAFLEX 


FILE FOLDERS 
FILE GUIDES 
INDEX CARDS 
CARD GUIDES 
FILES 

RED FIBER 
FLEXINDEX 
SPEED INDEX 
SHELF FILING 
ROL-LABELS 





ORDER 
YOURS NOW! 


a y.. 


» . (pxford 


rineT NAME 
IN ruined 









INC. CLINTON ROAD, GARDEN CITY, N.Y 
ir name inst ad ol Oxford's 


O., 


name 


OxFORD Fi 


prir te 


LING SUPPLY Cc 


_Full-Line Oxford 
Ps this new full-line Oxford 
g supply catalog to work 
for them this fall. 


as ord 


: 4 


emery 
* 


The Vangu: 
transcribing 
sound lette 
tion magne 
a touch for 
can be dict 
ish automat! 
corded ma; 
crackle. Ma 
Equipment ‘ 


1 | 
é — rat) 


OXFORD, Garden City, N. Y. 


QUANTITY COST 
1000 13¢ EACH 
500 log” 
200 “ * 


[_} lama franchised Pendaflex dealer, and sell the Oxford 
general line. (If not, and you want to qualify for the 
catalog, write for details.) 


[_] Here is my order for catalogs. 


The imprint (Store name, address, telephone) should 
read as follows: 


NAME 


ADDRESS 


a ; ford 
i4 Opft 


i t 
Signature FIRST NAME 
IN FILING 








New Products 





Designed for girls who work in 

ffices, this new han ner re 

oves grime greas¢ carbon 

smudge, duplicating and printing 

nks without water or other addi 

tives. Called Creamee, this new 

ula includes lanolin and sili 

one to help make skin soft and 

ETE liminates frequent hand-washing 

— vith harsh soaps OI! cleaners. De 

ne ened to combine hand-washing 

—— nd application of skin lotion in 

ne product. Made by the Royal 

a a McBee Corp.., West st Ave 

S Port Chester, N. Y 

, Inquiry Card No. 24 








This new accordion wallet 
insert will flex and bend 
without cracking. Made of 
tough transparent vinyl plas- 
tic, it will not discolor, and 
all identification and favor- 
ite photos are visible at a 
glance. Designed to “take 
the bulk out of your wallet,’ 
insertion made easier by 
a plastic tab. There are no 
metal parts to rust and it 
will not discolor. Displays 
16 cards or photos, 4 dozen 
to a display box. Made by 
West Coast Sales, P. O. Box 
64, Los Gatos, Calif. 

Inquiry Card No. 


is 


25 





This new Mark IV Photocopy and Offset 
Plate-making makes single or 
multiple photocopies by transfer process, 
prints material 
and copies book pages without additional 


machine 


diazo from translucent 


rl pletely signed 36-inch cabi equipment or accessories. It reproduces 
S née h is ideal for nting office ma black and white copies of ballpen, colors 
Peneety hin for stora f small tools spirit duplication and stamped copy 
“ Bac and end ns are integral Made by International Photocopy Corp 
». which mav be inverted and 564 W. Randolph St., Chicago 6, Ill 
oe flat working ; Made by Inquiry Card No. 28 
es M Products, In Plant Ave 
A I 
Inquiry Card No. 2 


1inin bHif hairs 
1 wa h hold 
tnis npa 
Kage as nient 
pply of ting 
? It 
nates t we of 
rrowin ft s tre 
ror S ste | 
plat k an 
tac if in 
he 1 tl 
mrs oor’ 
air 
entary fab 
an wit 
plast the 
Titcl ( Cort 
N. Y 
Inquiry Card N ry 





rhe new styling of Shepherd 


floor saver caster is similar 
to the spherical shaped car 
pet saver caster It has a 
three-inch in diameter rub 
ber tread, covering only the 
part of the wheel coming in 
contact with the floor. Im 
proved stain-resistant, non 
marking cushion tread as 
sures east of movement 
floor protection and longer 
life. 1 different stems or 
plates in five finishes: an 
tique copper, bright chrome 
satin chrome bright brass 
ind satin brass. Made by 
Shepherd Casters, Im Ben 
n Harb [ Mich 


x0 





Inquiry Card No 


For More Information Use Inquiry Card on Page 75 
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DEALER'S OWN LABEL INSIDE BOX @ 
NATIONALLY ADVERTISED DEALER'S BRAND NAME e 





STATESMAN 








SILK! UNBEATABLE FOR QUALITY TYPING ° 
FOR USE ON 


AND EXTRA LONG WEAR 
THE MACHINES THE RIBBON FITS — PLAINLY LISTED N O l Ss E 3 ES Ss 


ON FACE OF PACKAGE. EASY-TO-SEE STOCK NUMBER FOR 0 etait 
CONVENIENT REORDERING ° « UNDERWOOD ten 
e UNDERWOOD 150 






























Sparkling Pastel Blue Plastic RE-USEABLE 
BOX with removable label. Dainty, but sturdy, 
clear plastic hinged cover. Loved by secretaries 















... for their sundries, clips, hairpins, coins, ete. e 
s 
4 
. 
« 
COMPLETE-LINE STATESMAN SELF-SERVICE DISPENSER 
A complete compact ribbon “department’’. All Statesman boxes 
in full view. Answers all questions. 
* 
Both Exclusively Yours! Get full details on how you 
and ONLY YOU — can handle fast selling, high profit 
STATESMAN products in your territory. Please write on your 
letterhead to — 





“Always include an extra courtesy carbon copy” 


WRITE, INC.,420 Lexington Ave.,New York 17, N. Y. LE 2-6171 Factory: Bridgeport, Conn. 


makers of fine typewriter ribbons and carbon paper 
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COMING FALL I959 


A ROUSING OPPORTUNITY 


*** BBERHARD FABERS *«** 











THE CARNIVAL OF COLOR PROMOTION xr, 
KIT HAS EVERYTHING TO HELP YOU ss 
MOVE MORE COLORBRITE... MONGOL :~x¢ 
COLORED... COLORAMA PENCILS... ‘“. 


rite, wire or phone 


your Eberhard Faber 


NUPASTELS. KIT CONTAINS... Os salesman for complete details 
2 CRS of Eberhard Faber’s big ‘‘Car- 
‘ PENCI oe ore See AS" nival of Color” Store Promo- 
PENCIL © DIRECT MAIL CIRCULARS ~~. : 
© WINDOW STREAMERS © NEWSPAPER ADS iM “ri o08 age idea wenn 
® BANNERS © SUGGESTED DIRECT MAIL = apy boost traffic in your store cure 
@ WINDOW TRIMMING LETTER ae ing the important Fall selling 
NSER _® BALLOONS @ RADIO AND TV SCRIPTS Nop season. 
; @ EXCITING CARNIVAL @ SUGGESTED WINDOW 4 
| boxes WHEEL DESIGN wr 





© ©. ©. 0.0.0. F. 0.0. Oo. 0. 0.0. 0. 0.0. 0. 0. 0. 0 Oe NA | 











EBERHARD FABER | PRIZES! DAILY DRAWINGS!! PRIZES!!! 





"a SEE EBERHARD FABER’S = FREE Polaroid CAMERAS 
you sr GARNIVAL OF COLOR — 7. | _endy coupon in EBERRARD FABER ballot box | 
iN ‘ | at Booth #95, N.S.O.E.A. CONVENTION. 

EXHIBIT AT BOOTH #95 AT 7 | company —— ; | 

é, \° : ADDRESS ___ | 

“THE N.S.0.E.A. CONVENTION. =| o™™— -Z0NE___staTe____ 





WILKES-BARRE, PA. © NEW YORK e TORONTO, CANADA 


paper 
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New Products nued 


ee 


wim 


ments j 
control system, equip 
ped with Sargent & 
Greenleaf combination 
locks, have been an 
nounced The pro 
ision of combination 


2 ee sea SG 





locking eliminates the I} ather-proof adam 
only problem key in he e wood = 
key control the ke sun vate stant a 4 
which locks the cabinet ftecti n canvalll 
holding all the other ind ther Non vainiall 
keys in the system t la 


ie 
ae. 


Fits 
ta a 


n » #0: mis ae 
and increases the sé 
curity and convenience 
of TelKee_ systems 


Made by P. O. Moore 


nrotescs nN res t< if 
O lOnal I ! in d 


dd epair or constructiog 
work Made by TI ¢ arter® 


Inc Glen Rid lle Pa Ink { Can brik ve Mass 
Inguiry Card No. 31 Inquiry Card No. 32 














[The #83 double 
holder holds a #24-I 
Stencil cutting blade on 
one end and drawing 

fron H to 6B on the 
other It also nas a safety 
feature which allows 
the blade and the 





retract into the handle 


when not in use. [| 














the printer: artist 
a worket copy A k 
of posit f oft v 
student lithograpl 
‘ photographer and 
Electro Dial is an integral part of the cab others. Manufacture 
net and operates only when the prop: the Griffin Manufactus 
combination of numbers is dialed. You Co., 1656 Ridge Rd., East 
actually dial into an electrical circuit which V Webster, N.Y 
unlocks the cabinet. It may be installed or ' Inquiry Card No. 34 
filing cabinets, desks, cash drawers ; 
electrical office equipment, safes 1ults With a permanent adhesive on the base 
and doors. Can be wired to give an audio that sticks to an and a tough 24- 
or visual signal at any time the cabinet is in. gold-finish chain, t ink 
opened and left unlocked. Made | ‘tik ‘n’ holde nswer to the mis 
Electro Dial, Inc., 7039 Sunset Blwd nlaced pen prob! Made by Mi ropoint 


Hollywood 28, Calif. Inc., 620 E. Ta St.. Sunny ( f d 
Inquiry Card No. 34 Inquiry Card No. 35 


S SES 
Vik 
< this 
En 
[This new it for the office dates cash 
memos with the push f a button 9 on 
and is good for 50,000 impressions t pai 
without adding ink. The device uses 5 ns 
stampin its ] I new s giste 
micrope plastic Pore S M ER9 
lon This ntheti resinous (4) ord 
terial ent 1k ts | $ and ndi 
releases it nly whe sought in lants 
contact Viti tne Surface to be f \ ‘ ¢ 


printed. Manutactured by S. C. John 


son & i Racit W is 
Inquiry Card No. 3 





For More information Use Inquiry Card on Page 75 
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ONLY 


Model 677 
Secretarial Chair 
with tilt-back 
mechanism 


now we can serve more select dealers with 


that give QUALITY a new meaning! 


ihe demand |! Precision-Posturect Chairs has been increas 


» rapidly of late, that we have been required to expand 


productior ilities. This we have done—and now we 


nes as many of these superb office chair 
t dealers who prete! to sell quality prod- 
ifford them large profit margins are joining the 


Precision-Post 


DESIGNED A 


family of dealers in great numbers. 

ND ENGINEERED to the most rigid standards of 
s complete line of oflice and institut 
f you are looking for 


es Satisfaction 


ial seating is a 
e that's satis 


I irar 
l in 


the year 


Precision-Postureet Chairs 


OA-10/59 


cabistaction 


PRECISION-POSTURECT 
presents Model 1210 
Executive Swivel Arm C! 
Superbly 
Nair, slieekly contoured, smartly 
tunctional in upholstery colors 

and fabrics for any office 


omfortable exe 


Model 1215 
Executive 
Swivel Chair 


See the Gold Secretarial chair and 
all Precision-Posturect models during 
NSOEA convention in 650-A., 


FREE joa limited LTOUT 7 


Mail this coupon today; it will bring you the 
Precision Four-Caster and money-making details 
on the line that’s soundly made, satisfyingly profit- 
able to sell 


the office chairs 


; 
ae, aiers 


rat encom ee 
FOURKCASTER 


PRECISION-POSTURECT CHAIR CORPORA’ t 
Department OA-98, 3100 West Carroll Ave 


Chicago 12, Il 


ventlemen: We want complete information Precision- 


et line of seating the line that give quality meaning 


city ZONI STATI 


ae ee ee ee ee ee ee 
| ee 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 




















* QUALITY PROTECTEI 
BY LYON 
“POINT-CHECK" SYSTEN 


Vv FABRICATING | ¥ ASSEMBLING 
v FINISHING Vv PACKAGING 


Look for the "'QP”’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 


SHO See your Lyon Dealer 

DRAWING TABLES for prompt delivery of 

the world’s most diversified 
line of steel equipment 


LYON METAL PRODUCTS, INC. 
General Offices: 1028 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 






THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 
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MAKERS OF THE WORLD FAMOUS 
PATENTED “STA-CLEAN” METALLIC 
PROTECTIVE COATES MASTER UNITS 


U.S. PAT. 2.671.784 


ROSE research in the past has produced such innovations 
in the duplicating field as: 


® “STA-CLEAN” master units. 


® “Gold-sealed”? master units (edges of master units 
sealed to protect against rub-off). 


® Precision-perforated welded master units, which 
make possible exact registration. 


® “Ultra Sta-Clean Blue” and ‘Ultra Sta-Clean Pur- 
ple” master units . . eliminate stain or smudges 
even when protective coating has been broken. 
Non-water soluble. 


Continuing emphasis on research at ROSE, with aug- 
mented research facilities, insures many more product de- 
velopments in the future — developments that could be 


important to you. 
° 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


* 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ROSE RIBBON & CARBON MBG. CO., INC. 
HARRISON, NEW JERSEY, U. S. A. 





A subsidiary of Bemis Bro. Bag Co. 
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New Products 


Styled in the Scandanavian mann 
lounge chair is designed for gracio 
in executive offices, club lounges 
ception areas. Available in all 
leather or mnaugahyde. Manufact 
Niemann, Inc., 469 E. Ohio St., ¢ 
Ill. 


Inquiry Card No. 38 





These diversified caster cups and glid 


non-shattering plastic 
signed for permanent mountings 
furniture marring floors. Availabl: 
suit furniture legs, in small si: 
desks or other f 
Caster Cup ( 


iImpe rvious 


size for heavier 
the United States 
City, Mo 


Inquiry Card 
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N 


nis 1 file index may be used iprig 
vith cards in a horizontal position, « 
be tilted so that irds are verti 
Ma by the Cardway Corp., subsidia 
Cus n & Denison Mfg. Co., 730 G 
St.. Carlstadt. N.] 
Inquiry Card No. 39 
type is¢ This n t } 
' ‘ j n ts 
S pounds nhiing i f st 
e red b burst _ 
‘ ibic elf forms. I 
1 hatt Designed posts lock 
lict I rd otion and are €asi 
' ‘ th emoved for 
} Dusi f pages Pag 
Ips I V( | ‘<< 
t [ if f eas 
[ ptior thus, the 
ses t t a 
t I type t } 
s hea 1 rewe v 
Stoy tr s Ss ports. M AR 
M Michigan | CO In \ 
I N. I n Congress | 
Cl g I Chicago 7, I 


Inquiry Card No. 42 


In t vider lin 
VS 1 ontract w 
n ere | idity 
tl I nul channels 
tach t f the frame, tl 
s10n These ro 1c 
ns t in hardboard, | 
tir Dination ot 
Miade b B M yr Ce 134 W 
Inquiry Card 
1 new rketing ! 
€ of roding k felt-nib marking 
n s D ’ 
| nich e€liminat 
( na black Ink 
C are nterchangs 
S 4 marker brushy 
. } 
\ . s Man factured 
St., BK St.. I nd Hill 18, N.Y 


This double 





swing either t1 
one of several 
walnut laminat 


light scale desigr 


trained waln 


Products, Inc 


Inquiry Card 





Inquiry Card N¢ 


For More Information Use Inquiry Card on Page 75 
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Sets an office apart... 


ute 
> 












Meridian V Executive Desk in Metallic Gray 

and Pine Green. Its large top with 
generous overhang serves comfortably for 
conferences. Matching credenza is typical of 
many possible cabinet arrangements. 


The Meridian Collection / by COLUMBIA 


STEEL OFFICE FURNITURE 


For the modern offices of modern-thinking men. Simply, strikingly 
engineered around human working habits, to give you your own world 
of workspace without robbing you of floor space. With this versatile 
" group you can design your own executive work center . . . choose from 





150 color combinations in either Meridian V or VII styling. 


De gned t nserve time and energy 
for the t vy executive. this Meridian VI! oy ay ra 
59 desk mbines a functional organization of 


work with outstanding modern styling 








| 
i 


Nine-to-Five / by COLUMBIA... 


THE ULTIMATE IN CUSTOMIZED MODULAR WORK CENTERS 


Better work comes naturally with more efficient office furniture, and a company’s appreciatif 
of its employees is demonstrated by the working conditions it provides. The speed and pressuy 
of business today leave no room for makeshift furnishings when profits are at stake. 

Nine-to-Five fits beautifully into this scene, providing all you could ever hope for in comfg 
and efficiency for both executive and general office personnel. 











This space-saving executive unit 
in Pine Green with Vogue Green trim 
has a generous 70” desk, pilus 55” of 

work surface on the return top 

A 70”credenza completes the 
arrangement. Tops in Mist Green 
linoleum. E21 Executive Swivel Arm and 

E31 Executive Side Arm Chairs in Pine Green 

with Yew Green Naugahyde and 

Hemlock Green Gros Point 





i=: @& eo, 





Designer’s Work Center 


- a ‘ 
YTERS NEW IDEA FOR THE DESIGNING MAN 

What an idea! This spanking new Designer’s Unit is for the architect, engineer, designer, 
Clatif art director or stylist who’s a cut above the rest. For the man who appreciates . . . and 


essuy deserves equipment that makes the most of his creative ability. Smart investment, too. 
Think how a man’s efficiency can go up when he sits down at a unit like this. 

Features galore, including a famous Emmert drawing board with fingertip counter- 

balanced tension and full 75° tilt. Desk has a large blueprint drawer. Drawing board 

convertible to either side. Dozens of color combinations. Offered in four sizes. Model 


t yr 


lustrated has 70” x 30” desk with 42” x 30” drawing board. 


‘omf¢ 


Columbia Designer's Unit Model DU4 























| 
\ L— a = 
: ~ L = — 
: ‘o 
; 
; 
Emmert drawing board will accommodate Large drawer for sketches and prints Two instrument drawers, each with two 


any drawing machine. Quarter turn has hood at rear and drop compressor at front vertical dividers, keep drawing instruments 
ck adjusts counter-balanced board, to keep contents flat. inside dimensions: 


handy—and neat. Top drawer has 
which has 10” vertical traverse 364%" w., 244%" d., 2%" h convenience tray, optional lock. 















puts office space to work...beautifully! 


Nine-to-Five units are custom-assembled from a large selection of modular components. 
| Each unit is tailored to the user’s requirements of work and comfort. Waste motion is greatly 
reduced, since each unit is planned to fit a particular purpose and person. 
Smooth, broad work surfaces of the correct height and design; ample leg and knee room: 
drawers and files conveniently at hand—all combine to make a personalized unit that embodies 
better organization of the job function and provides the most in comfort and convenience. r 





As attractive and efficient as the girl who may work here is this 60” Secretarial desk with a 40” return top at typing height, shown in 
Seamist Green with Mist Green linoleum top. This unit is made with only 6 components. P71 Secretarial Posture Chair in Seamist Green 
with Palm Green Naugahyde 


A 


Tops in efficiency for the executive an oversize desk—80” with 12 
Storage. This unit is Satin Black and Sandpiper Tan, with Beige Formi 
in Satin Black and Flame Naugahyde 


overhang—and a 55” return unit, ample for conference and 
a Top. Chairs: E21 Executive Swivel Arm and E31 Executive Side Arm, 


Desks of Distinction / by COLUMBIA 


COLUMBIA makes so many kinds of desks there’s no question 
of getting just the kind you need for every job. But they’re all 
alike in one respect—construction. Good engineering, best mate- 
rials, careful manufacture—that’s the COLUMBIA quality story 
in a nutshell. Now it’s easy to make dingy offices look new, with 

ty sell Se ool desks (and chairs) in COLUMBIA’s thirteen specially selected 


center drawer and two reference slides office colors. 


Executive Double Pedestal Desk—76” x 30” with ample conference overhang. (Model DP-76.) Credenza in standard COLUMBIA Nine-to-Five 


components. In Sandpiper Tan and Blond Tan with Beige Formica tops. Chairs: E21 Executive Swivel Arm and E31 Executive Side Arm in 
Sandpiper Tan with Coral Naugahyde and Terra Cotta Gros Point 








in 3 cartons. 








SPACE ECONOMY ECONOMY PRICE 


New AMPLA desks /by COLUMBIA 


There is something better in budget-priced desks... AMPLA by COLUMBIA—as efficient to use, 
they are pleasant to work with! Crisp, modern styling, with two personal drawers replacing 
center drawer, lets you put desks 6 inches closer together. Six AMPLA desks will fit comforta}j 
where you could only put five before. That’s equivalent to a 20° increase in floor space! AMP 
desks are budget priced, too, and if you buy them K.D., that means still more savings. 

But make no mistake, AMPLA desks are regular COLUMBIA quality. No skimping there. Ty 
same heavy gauge steel, the same strong compound channel construction, the same care in ever 
stage of manufacture. Save handling and storage costs. If AMPLA desks are shipped K.D. in carton 
they take 40° less space per desk than assembled units. 


Two 60” double pedestal desks (ADP¢€ and one 60” single pedestal (ASP¢€ n Desert Sage and Vogue Green, Mist Green linoleum ty 
P70 Secretarial Posture Chairs, J41 Jr. Executive Swivel Arm Chair and C80 Side Chair—Vogue Green and Ebony Naugahyde 
‘ ~ G: 4 
hag 5 ua } 
* 4 : - 
et 





_~ 











ASSEMBLE THEM AS NEEDED from stocks on hand. Scheduling deliveries of ne 
— furniture can be a problem when moving into new offices. AMPLA desks can be stored i 
complete original cartons and assembled as needed in only 15 minutes. All bolt and screw holes ar 
pierced by precision dies, guaranteeing easy and accurate assembly of top, pedestals ant 


K feet. A wrench and a screw driver are all you need 


... for the finest in office furniture... for extra sales appeal... for extra profits! 


COLUMBIA-HALLOWELL Division 





JENKINTOWN, PENNSYLVANIA © SPS WESTERN, SANTA ANA, CAl 
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New Products continued 


A letter tray blending modern 
styling with functional de- 
sign provides additional space 
without taking up valuable 
desk area. There is a center 
groove in the bottom of each 
tray so you can slide your 
hand under papers and maga 
zines. Another feature is that 
the bottom of the tray area 
slopes backward to prevent 
papers from slipping out 
Available in grey, beige and 
mist green. It is 101 inches 
wide, 12 inches long and 
three inches deep. Made by 
Rubbermaid Inc., Wooster, 
. aa Ohio 

Inguiry Card No. 46 
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Made to facilitate billing in doctors’ offices, the new system 
\ ‘ permits sending an exact photocopy of the itemized ledger card 
to the patient as a statement of his current account. Made by 
American Photocopy Equipment Co., 1920 W. Peterson Ave. 
Chicago, Il. 
Inquiry Card No. 47 


Employing the principle that 
teaching through the eye is 
the most effective way to 
present facts, this new port- 
able aluminum presentation 
easel is designed for sales 
use. The easel is made of 
anodized tubular aluminum, 
weighs 12 pounds, stands 
72 inches high, with legs 
adjustable to any lower 
height. Additional features 
include a green board for 
“chalk talks,” hooks to hold 
a 27-inch by 35-inch 
paper pad, and a_ spring 





This 42-inch high swinging-door cabinet has a central, single 


heavy duty handle with a built-in lock. Doors have three-point paper holder. Made by Busi- 
latching and swing completely open for full accessibility. Shelves ness Equipment Products, 
ire adjustable on 2-inch centers without tools, nuts or bolts. 36 5175 Bath Rd., Dayton 24, 
inches wide, in depths of 18 inches and 24 inches. Manufactured Ohio 

by Bor g Mfz. Co., 3002 N. Burdick St., Kalamazoo, Mich Inquiry Card No. 49 





Inquiry Card No. 48 
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; of ner 
stored 
roles af 
tals an A new pad for electric typewriters and 
heavy calculating machines designed to 
prevent skidding and absorb all the vibra 
‘ i tion and noise of office machines. Made of Sprayit 408", air cleaner for maintenance 
ofits Nev , hard, compressed, animal hair felt. Lamin of office machines, is designed to solve on 
a ew Super Quink is compatible with other , 43 " 
sere mah ee wr ated with 1/-inch foam rubber. It is %- the-spot appliance and business machine 
a inch thick and 14 inches x 17 inches. Made b 
and es. Mz : , ms. F , - 
Tt eta Gnatn ding to the pen fir reagetreiagg Hat ecm Beet cleaning problems. Floats off clogging dust 
4 Packag blue diamond” bottles, it is y a: nag 1 te Fe ~ and dirt without disturbing the vital 
fer lection of hues. Mad W. Washington Blvd., Los Angeles 15, lubricants of delicate mechanisms. Made 
e selection o } ade ; ru 
} Calif by Thomas Industries Inc. 410 S. Third 
Pen Ci Janesville, Wis I ( iN 51 . 
) Inquiry Card No.~50 _yeeee —— om St., Louisville 2, Kentucky 
Ng ara iNO, . : : 
Inquiry Card No. 52 
4, CAL 


For More Information Use Inquiry Card on Page 75 
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GrayLine | NYLON POST BINDERS , 


s 


FOR BURST OR UNBURST TABULATING SHEET 


— x 









aa, ae 


DAD EASIER 


<i a 
ed 
























Thi 
indi 
trea’ 
muts 
box 
nt 
tion 
leve 
man 
. ae ae * A f 
lp wt 4 # 
= San men 
HOLD M nd 
and 
new 
vith 
ion 
| GrayLine | nyton post BINDERS Mar 
MAKE IT EASIER TO FILE, STORE, ANALYZE OR 
' 
REFER TO MACHINE TABULATED RECORDS 
: OF 
No more rigid steel posts. Just bend the strong, flexible Nylon posts ve 
and plug in. In a single binder you can load as many as 3000 sheets rhe 
and they all lie flat when the binder is open. No hidden entries or Che 
wasted margins because the arch is in the posts not in the pages. ~e 
No protruding posts or locking mechanism. The new flat-top lock is “ie 
flush with the surface of the top cover. Binders stack level, one on top anal 
of another and slip easily in and out of erowded shelves eree 






Your office or tabulating supplies dealer will be happy to de . Emp 
strate these features to ail Call him pal If he pg Pa nana ATTENTION DEALERS: 


once mail this coupon. Advertisements like this are telling your cus- 


tomers with tab departments about ‘‘GrayLine’ 
WILSON JONES (ij 


Nylon Post Binders every month. Let them hea: 
TABULATING FORMS AND BINDERS “> the complete story from you. OA 









continued 


New Products 





This wall unit has feature-strip canopy for 


ndividual and unusual decor and color 
treatment. New 21-inch canopy shelf per 
nits better distribution of light. Book and 


box inserts can installed quickly and 


standard Bulman shelves. Three-posi 
tion shelves are bracketless adjust to up 
evel or sloped position. Made by The Bul 


Grand Rapids Mich 
Inquiry Card No. 54 


an Corp 


A new line engineered office equip 
nt includes ibinets and desks, re 
gene s tures of attractiveness 
i space saving. Shown in the company’s 

talogue nick an be in printed 

the de ers name for local distribu 

n, the equipment is more durable and 
| mstruction features 

Manutactured | M Steelcraft Inc 

Cropse \ Brooklyn, N.Y 


Inquiry Card No. 57 





Office chair pad ve been added to Mira 
t $ toa rubt lecorator cushion line 
S is verings of corduroy 
[I ire box nd are an extra-thick 
two-it mold Size These washable 
rs cof in the secretary styles of gold 
cI ugne, and green. Executive styles are 
wvailable in g mpagne, brown and 
green. Manufact 1 by Mirafoam, In 
Empire State B ling, New York. 
4 Inquiry Card No. 58 
cus- 
ine” 
ed 
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with a spherical-shaped horn of formed 
and drawn steel 
ball-bearing swivel construction, it is made 


by the 





( 175 Fifth Ave 


By eliminating the center drawer common to ordinary office desks, 
this desk concept adds the usable space of the “push back” area 
needed to pull out the center drawer. This enables close place- 
ment within an office, picking up one unit in every five-desk area 
based on standard designs. Another advantage of the no-center- 
drawer feature is the way the arms of swivel chairs now fit freely 
under the top and can be pushed under the desk when not in use. 
35 or more different model variations can be assembled in various 
knock-down and “set-up” forms. Available in single or double 
pedestal models and standard top sizes. Steel Ampla desks feature 
a wide range of single colors and two-tone combinations. Manu- 
factured by the Columbia-Hallowell Division of the Standard 
Pressed Steel Co., Box 918, Jenkintown, Pa. 

Inquiry Card No. 53 





The wheel of this caster is a two-inch ball 
f non-marking, stain resistant rubber, 


Incorporating the double 
vith three types of stems—for wood bases, 


bular metal bases and cast bases. Made 
Faultless Caster Corp., Evansville 





me These heavy-duty adding machines are 


power controlled. Model 169 has a full- 
keyboard; it adds, subtracts and multiplies 
up to eight digits. Model 148 is 10 keys 
and does all of the above except show a 
credit balance. Model 269 is a full-key- 
board and has a visual credit balance, 
dividing eye and extra capacity key. Model 
248 is a 10-key machine with a credit 
balance. Made by the Clary Corp., San 
Gabriel, Calif 
Inquiry Card No. 56 


Inquiry Card No. 55 


The complete line of Bela folding chairs 
is now fortified by a lifetime guarantee, 
which states that any steel frame breakage 
due to defective materials or workmanship 
occurring during the first five years of use 
will be repaired or replaced without charge 
to the user. Breakage occuring during this 
period will be further covered by trans- 
portation charges to and from the factory 
being paid by Bela. Subsequent necessary 
repairs of frame breakage will be made 
without expense to the user, with the lat- 
ter paying transportation charges. Made by 
Bela Division, ] & J Tool & Machine Co., 
9505 S. Prarie Ave., Chicago 28, Ill 
Inquiry Card No. 60 


This desk has genuine walnut steam-bent 
panels and four vertical anodized brass 
oldings at the front in place of the 
Desk top is of Nevamar 
astic and has eight adapters imbedded 
n the underside for easy attachment to 
pedestals of the drawers. Manufa 
by the Williams Office Furniture 
New York 10, N.Y 
Inquiry Card No. 59 


i sual posts 


For More Information Use Inquiry Card on Page 75 
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NEVER BEFORE! § 
A QUALITY 
STANDARD 
1D) Dw) Stee Bava ODA 


woly AD 















































olivetti 





The hand-operated Summa 15 adding machine (top right) and 
the electric high-speed, high-capacity adding-machines, the 
Electrosumma 22 (above), and the Multisumma 22 (with 
multiplication) are among the nationally advertised and un- 
usually profitable Olivetti office machines now available to 
dealers in many areas. For information, write Olivetti Corpo- 
ration of America, 375 Park Ave., New York 22, N. Y. 










y | 
| 


TO CLEANER, 
FASTER, SHARPER 
STENCIL CUTTING 


No Static 

No Chop Outs 

No Eye Strain 
No Type Cleaning” "= 
No Ragged Tracings “Me. 


No Mess...just press the patented 
Red Dot to seal the film... it’s fast, 
no sticky fingers, no gummy files. 
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Products ntinued 
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t x ird May 
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r S Ma 
Martin-Y: Inc 2 
. Ve Fultor st Chicag 
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i 2. Inquiry Card No. 62 










Carbon Second Sheets wit! 





bon in snap-apart fos 
handling and jogging fo 


sertion. Each carbon is bt The Per ll-w 125 
for a clean, sharp copy. Wi vantage fili 
as 10 copies on an ¢ t t ter esigned for double duty . of file Plast t s re] 

Available from Rogersn oS 2 { ' iting roo hair. } sina clad stan lat { tt ind | fo] 

10425, Dallas 7, Tex pholsteris nea, “ae Can bi visil ndexing 

Inquiry Card No ; : lel Eram ¢ Ri fe J lB M t sal 

( P.O. Bi 395. 7 O ing sheets. M y O | 12 S 

Inquiry Card No. 64 ply Co., I ‘ I ( r ¢ 


Inquiry Card No. 


For More Information Use Inquiry Card on Page 75 
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M 
y t is 
| tr ] str 
No 
Ti 
I the mplete Stanley family of fine furniture, request cata- 


r from Stanley Manufacturing Company, 2310 North Main Street, 





NEW VERSATILIT) WIT 








TY WITH THE “DELEGATE” 
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STANLEY MANUFACTURING COMPANY 





2310 NORTH MAIN ST. 








+o eM eee 





out | 


FORT WORTH, TEXAS , mg 
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sales Stimulators, Catalogs 


rhe new #99 stapler is now Borden's Holiday Glitter Kut 

; is an attractive, stand-up 
package, popular throughout 
the year. Used to add sparkle 
to greeting cards, gift wrap- 
pings, and similar items, the 
kit contains two pencil-like 
tubes of Elmer's Glue-All, an 
all-purpose household adhe- 


offered on a wire rack dis 
play, which holds 18 ma 
chines. It is designed t show 
the 99 attractively while mov 


ing the staplers off the coun 


ter. The assortment of colors 
offered in the stapler en 


hances the presentation, which 


occupies an area of 14Y sive, and three shaker-top 
inches by 1114 inches. Sup vials of various colored glitter 
plied by Swingline In 32 powder. Available from Bor- 
OO Skillman Ave Long Is den’'s, 350 Madison Ave., 


New York 17, N.Y 
Inquiry Card No, 102 


and City 1, N.Y 
Inquiry Card No. 101 





new package A new display rack 
and package for the 
CA-8 package of 
Cleer-Adheer has 
been introduced by 
the Chicago Desk 


has been ae 
for the new 
tt plastic 
pen These 


shape d 


come in Pad Co. The full 

ine pastel color package con 

es and are de tains seven sheets 
the la of Cleer-Adheer cut 

Choice to 4-inch x 5-inch 

ors of size; perfect for 

perma snap-shots, ID cards, 





licenses, clippings, 





rs by the Han Reproduced above is the new four-color etc. Supplied by the 

Pen ( Han i4-page booklet describing the efficiency Chicago Desk Pad 

and economy of plastic binding. Avail Co. 4640 North 

Inquiry Card No. 103 able fr the General Binding Corp., 1101 Oketo, Chicago 31, 
Skokie Highway. Northbrook Ill Ill 


Inquiry Card No. 121 Inquiry Card No. 104 






The |} ze Mtz - ; A free catalog and ready ref 
: “= “25 “2 
or f Co. is again making i t “gE os = erence chart for architects, 
. - 
pe availaD their postal “ . “4 e E engineers des gners e.. & 
> 
scale sf Chis <i 2 z Sx offered by Alvin & Co., In 
SILVER DOLLAR” TEST levice vs deal . This giant, indexed catalog 
od eres x: ers 5 a _ et is fully illustrated and con 
piete ine of -—-——— -= x wg tains many handy charts such 
I —— : = 
% scales inch as fraction-decimal equiva 
. ik es x eight inches of ; — — ———" lents, architect symbols and 
= — ’ : a] : 
} nter space. Of- : iow ee tap drill sizes tor drawing 
, = lard 
fered by t Pelouze = LS tee standard identification lines 
——_—_ - = = seers 2. 
" Mfg ( 718 ge oy Hangs on the wall over desk 


Chi : Av« he — or table for ready reference 
Evanston, | were |= fp plied by Alvin & Co., Inc 
Inquiry Card No. 105 queeeeeneeememeceem = 61! Palisado Ave, Windsor 


<_——o neers Conn 


Inquiry Card No. 122 


A t ack-te A upon offering a free A fully-indexed new cata 
sch sales promo lemonstration and trial in log has just been released 
tion | been an offices is contained in a by Modern Steelcraft Inc 
nounced by the new booklet called Sort Featuring full descriptions 
Carter's Ink Co o-mat. This demonstration and photographic material 
Part oO is designed to show elimi on their full suspension, 
tion point-of nation of sorting bottle steel file line, this booklet 
purchas« lisplays necks of papers work, how includes photographs of 
for a unnels of to speed up prefiling, et the inside of the file and 
listribution. Avail Published by Yawman & illustrates the mechanism's 
ib t gk the Erbe Mfg. Co., Inc., Roct construction fully Pub- 
Carter's Ink Co ester 3, N.Y lished by Modern Steel- 
Cambridge, Mass Inquiry Card No. 123 raft In 2973 Cropsey 
~ Inquiry Card No. 106 Ave., Brooklyn 14, N.Y 





Inquiry Card No. 124 


For More Information Use Inquiry Card on Page 75 
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THE 
PRESIDENT 
OF 
SWINGLINE 





SHOWS YOU HOW TO REALLY SET SALES IN MOTION! 


You’ll really “ride the profit crest’"—when you stock and display SWING- 
LINE Staplers! Item by item, SWINGLINE has the fastest-selling staplers 
in the field...the latest developments...the newest designs. Large vol- 
ume, high turnover plus top profits make the valuable counter space 
you give SWINGLINE really pay off for you. In fact, more people buy 
SWINGLINE than any other brand! 

SWINGLINE backs you up, too— with see-worthy, large-space adver- 
tisements in national magazines with multi-million circulation...spe- 
cialized promotions...constant promotional efforts. SWINGLINE pre-sells 
the public, builds demand, helps you make sales that are really worth 
their salt! 

And...SWINGLINE supplies al] the tools: counter cards, streamers, 
mat ads, selling displays, point-of-sale material to increase impulse sales 
and “net” all those important “extra” sales! No wonder SWINGLINE is 
the world’s largest manufacturer of staplers for home and office use! 


o 4 z 
Swinglkne INC. LONG ISLAND ciTy 1, NEW YORK 














PROVE IT TO YOURSELF! 


Visit the SWINGLINE Booth at the NSOEA Con- 
vention and see the most “nautical and nice” 
Sales-winning innovations ever 


Exciting new Staple Remover with beautiful, 
modern-design display! 


e New Tot 50 Dispenser! 


eHandsome new SWINGLINE <3 and #4 
Staplers with redesigned caps! 





e Surprises, surprises, surprises! 


> ce emma 


§ 


In Canada: Soxon Office Equipment, Lid., 156 Evans Avenue, Toronto! 4, Canada * World's Largest Manufacturer of Staplers for Home and Offer 
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Superbly beautiful colors and patterns to enhance the dec- 


‘ 1) ™ S | eC y 


pid a | ly nary soap and water to reduce maintenance costs! Long 
UY U 


wear and scuff-resistance to keep replacements at the 


irreducible minimum. All of these advantages are yours 


n A | r) () S eC S with furniture upholstered in elastic fabric back Masland 
' LA \ } 


Duran. Be sure to specify this top quality vinyl for new 


installation or reupholstering. Write for samples. The 


4 () | } [O b | e IY) S Masland Duraleather Co., Dept. 59, Philadelphia 34, Pa. 
if 


ELASTIC FABRIC sack /Masland Duran 


viny! upholstery 


Secretarial Chair by 
Office Furniture Division 
HAMILTON COSCO, INC. 
Columbus, Indiana 


1/5 oa-10/59 














The 


BIC 


CHAIR 


Solves extra 
office seating 
problems 





The BTC Four-Pack is a con- 
venient combination of four 
new BTC Decorator Chairs and 
an attractive, chrome - plated 
wall rack. It is expressly de- 
signed to help today’s high-rent offices efficiently 
use every square foot of floor space, by reducing 
the need for bulky, infrequently-used permanent 
chairs. 


The Four-Pack provides highly comfortable, 
decorator-styled folding chairs for visitors and 
employees at a moment's notice . . . is ideal 
for meetings in rooms that normally seat only 3 
or 4 persons. 


Space- and effort-saving Four-Packs can be at- 
tached to the wall of an office or corridor, in a 
conference, reception or supply room, or a lounge 
or cafeteria, where they are easily available to 
all. Rack arms fold flat against wall when not in 
use. 


The slim, modern lines of The BTC Chair blend 
perfectly with contemporary office furnishings, 
and complementary colors and fabrics match 
any decor. Comfort is assured by the full, up- 
holstered back and seat, cushioned with foam 
plastic. 





For further information on the new BT 


THE BREWER-TITCHENER CORPORATION 
FURNITURE AND EQUIPMENT DIVISION Cortland, N. Y 
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GR Products Installation 
Helps Insurance Sales Push 


When the Northwestern Mutual Life Insurance Co 
home office in Milwaukee, Wis., recently installed an 
IBM 705 machine the result was a substantial reduction 


in paper work it g neral agency offices across the coun 
try 
With the IBM 705 handling details involving the 


collection of premiums, payment of commussions and 
policy informatio! reduction of more than 55° 
lerical work will be realized at Northwestern Mutual's 
office in Kalamazoo, Mich., according to General Agent 
Ralph W. Emerson 

The Kalamazoo office, which for 32 years has been 
located in the American National Bank Building, serves 
14 southwestern Michigan counties. Ten special agents 
and four clerical employees use the office which also is 
headquarters for the members of the sales organizatios 
in the other thirt counties 

With the prospective transfer of th burdensome de 
tail work to Milwaukee, the opportunity presents itself 
to strengthen the sales eftort through an efticient rear 
rangement of working space for the special agents anc 
a more attractive decor to provide pleasanter surround 
ings for clients coming into the office. The first stey 


accomplishing these objectives occurred when Mr. Emer 


son contacted Gerald L. Hamilton, manager of the 






THE SOUND-ABSORBING qualities of Sous x partitions 
inufactured by GR _ Products, Inc., Grand Rapids, Micl 
greatly reduce noise and disturbances from a ning cleri 
space in an office shared by special agents in the Kalamaz 
Mi f N estern Mutual Lite Insurance ( 
tract department of Michigan Office Equipment I: 
Kalamazoo, Mich 
Mr. Hamilt lanned a functional office crrange 
ment out of an existing clerical office space which meas 
d 30 x 30 f ind was broken only by an L-shaped 
counter, a p llar in the center of the room and pictur 


molding and baseboard extending around the ro 


Movable walls and portable partitions manufactured by 

GR Products Ii Grand Rapids, Mich wcre used { 

transform tnis area into an attractiy [ prion ro 
OA—10/59 
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Graffco 


... the Complete Line of 


















File Signals 
and Maptacks 


Specify Graffco —for file signals and 
maptacks in every size, shape and color. 


Outstanding dealer support includes: 
modern packaging, national advertising, 
display panels for counter or window, 
color catalog sheets, sample cards 
and envelope stuffers. 
Graffco Products are sold only 
through the Office Supply Trade. 





Write for details on products and sales aids. 





G raf fe o 
MAP FLAGS 


| We 









marmens® 





OA-—10/59 121 











Latch onto this hot profit 





Selling like wildfir: 
suggested list price 


Slightly higher West of the Mussis 


Leaves both hands free while telephoning 

Permits others to participate in important calls 

$10.00 extension speaker included at no extra cost 

No wires, no installation . . . operates on a battery 

and transistors 

@ Instantly ready... 
ume adjustable 

ws Easytooperate...place phonereceiveron 
MAGNA- phone, then answer or dial 

® Portable... takes up little desk space 

8 Invaluable in offices, file rooms, order depart- 
ments, stock rooms, where-ever there is a phone 
in use 

8 National advertising program generating greater 
interest in MAGNA-phone preselling your 
customers 

@ Newspaper admats and folder to be available free 

of charge to dealers Midget : 


no warm-up required .. . vol- 


racle of electror 





mail this coupon today 


Test-try the new MAGNA-phone . . 


MAG NA- phone cables co. 


301 N. FOURTH AVENUE, ROME, GEORGIA 


Rush my personal macNa-phone for a 10-day trial at my desk 
If I don’t agree this is a terrific value, I will return this unit 
for a full refund, no questions asked. Complete money-back 
guarantee. 

[} I enclose check or money order in the amount of $59.50 


It is understood dealer discounts w illowed on this unit 


if I become a MaGNA-phone dealer 


| Please send MAGNA-phone C.O.D. | enclose $10.00 deposit 


I will pay balance on delivery plus C.O.D. charges. Same 
money-back guarantee and dealer discount arrangement 
NAME TITLE 

COMPANY 

STREET 

CITY ZONE STATI 
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general office for clerical work and an office for three 
special agents 

The GR Products installation consists of Budgex 
Soundex partitions in spring green. The Soundex parti 
tions are used in the private office shared by the special 
agents. This is because the sound-absorbing qualities of 


the Soundex partitions greatly minimize noises carrying 


/ 


and 


from the adjoining clerical space. The remainder of the 
partitions are Budgex which is the same basic construc 
tion as the Soundex only without the sound-absorbing 
qualities 

A Dutch door Opens trom the reception room into 
the clerical office. This enables the clerical office to be 
locked at night. When the clerical office 


ever, special agents are able to pick up their mail and 


IS locked, how 


other communications from pigeon holes in an 18 inch 
square mail box just to the left of the window 

The 42 the and 
measures 24 x 30 inches with a plate of glass 15 x 24 
inches. A counter, which also is part of the GR Prod 


window begins inches from oor 


ucts installation, extends from either side of the window 
412 inches high. The counter is used to serve clients and 
others with files kept underneath it for quick reference. 
The walls extend 91/4, feet from the floor to the ceil 
ing with borrowed light filler utilizing glass and alumi- 
num molding along the top. Also, special adapters made 
available by GR Products make it possible to avoid dis- 
turbance of the picture molding and baseboards 
Although it has been the usual practice, in the past, to 
construct walls of a more permanent type in the build 


ing, Willard M. Cooley, assistant vice president and 
building manager, was pleased with the installation of 
GR Products movable walls which were installed in a 





matter of hours without disturbing the existing walls or 
disrupting the activities in the offices. Also, Mr. Emer- 
son was convinced that it was a good investment, since 
the walls are owned by him and can be moved if he 


should decide to change location 


Eberhard Faber Starts New Addition 





The Eberhard Faber Pencil Co. has begun construction of 
an addition to its $2.5 million plant an adquarters in 
Wilkes-Barre, Pa. The new building, adjacent to tl 
acre main factory, will house a rubber-products finishing 
plant. Participating in the agreement for construction of the 
expanded facilities ; seated from left, Frank L. Will 
EF treasurer; Louis M. Brown, president; William O. § 
president of the Greater Wilkes-Barre Industrial F an 
Frank Burns sident of Committee of 100, a Wilk 
Barre cin £ Standing from left, all representing 
Eberha Fal John Howley, attorn Eric Q. B n 
pr it facturing in D ( I f 
tar 
oA-10/59} OA 
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Your customers will appreciate the beauty and 
rugged dependability of the Olivetti Lettera 22 
(left) and the Studio 44 (right). Both offer the 
kind of full value that makes satisfied custom- 
ers and increasing sales. Both offer full profit 
to dealers on every sale. To find how you can 
become an Authorized Dealer, write to Portable 
Division, Olivetti Sales Corporation, 375 Park 
Avenue, New York 22, N.Y. 


olivetti 
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Brand new! 
PAPER TRIMMER and 
CUTTER combined CUTS 
UP TO 50 SHEETS IN 
ONE STROKE 








4 MODELS: ’, 22”, 28” and 28” (foot model) 


KUTRIM MER 


ALSO CUTS cardboard, fibreboard, foils, rubber, fabrics, 
leather, linoleum, felt, thin plywood, thin soft metal and 
many similar materials. 

FOR EVERY BUSINESS: offices, plant, 
schools. banks, photography, and homes. 


See KUTRIMMER at your local dealer or write to 


MICHAEL LITH sales corp. 145 West 45th St. N.Y. 36, NY. 


shipping, 


most advertised... 


most asked for 
MANIFOLD CARBON PAPER SETS 


HuYon ia 


‘, Bigger profits and repeat sales are 
yours with America’s most widely 

— advertised line of manifold carbon 

paper sets. 

We give you: FREE DIRECT MAIL PIECES 

FREE SAMPLE FOLDERS 

FREE EASEL DISPLAYS 

FREE AD MATS 









*Licensed under Kerr Potent No. 2,557,87 


PORT HURON SULPHITE & PAPER CO 
PORT HURON, MICHIGAN 

Available in Canada through 

APSCO PRODUCT TO., Toronto, Canada 
HC-11 A-] 


Immediate shipment from 
stock reduces your inven - 
tory cost. Write for dealer 


information and samples 
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Office Machines and Equipment To Play 
Big Role in British Exhibition 

The biggest and most complete display of the British 
office machinery and equipment industry ever shown in 
the United States will be part of a 17-day British E» 
hibition of industry, technology, science and culture in 
the New York Coliseum June 10 to 26, 1960 

Sir Norman Kipping, director general of the Federa 
tion, said that applications for display space already 
received “assure us of the first comprehensive British 
exhibition ever staged in the United States and a most 
outstanding event 


D. A. Lamb, 


the displays will show all that iS best and most ad 


general manager of the exhibition, said 
vanced in British industrial products—both consumer 
and capital goods 

The display of office machinery and equipment will 
be one of the most extensive with leading firms in the 
fields showing their newest lines of modern equipment 
designed to provide greater efficiency and more beauty 
in today § offices 

Lamb said the wide array of exhibits will give th 
American public a chance to know Britain better and 
otters the American buyer the opportunity to see for 
himself the enormous range of goods that Britain can 
provide 

A special exhibit by the British Government will pr 
vide a physical and thematic introduction to the rest 
of the exhibition by demonstrating Britain's front rank 


position in scientific and technical research 


‘‘Made in San Antonio”’ Plugged 


Three San Antonio, Tex... office equipment firms 
the Paul Anderson Co., the Clegg Co. and Maverick 
Clark cooperated with “Made in San Antonio’ dis 


plays during the recent ‘San Antonio Unlimited” weeh 


Display Area Proves Clincher 


a, 
(abe —— | ma E 





THE COASTAL EQUIPMENT CO. of Ft. Lauderdale, I 


finds that this well-lighted display area 1 
ing tactor fn a Sa When a prospect is not fully 
buying, a tuur of t lisplay area and tl 
quipment shown | rently clinches tl Sa At tl 
S photo was take! ill of the equipn 
Lyon Metal Products, Inc., line 
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PROFIT 


Line! 





-TANG 


Loose-Leaf Covers 





Whenever you see a tantalizing and colorful array 
of loose-leaf covers, you can be sure they carry the 
familiar emblem of DUO-TANG. 


Creating covers that sell has always been our spe- 
cialty. Performance for your customer is the proof. 
When he wants a binder with beauty at a price to fit 
a budget, you can be sure he asks for Duo-Tang. 
Stock the full line and make more money. 


“Pama te ful covers to 








200 South Peoria St., 


Chicago 7, Illinois 





























COVERS 
FOR 
DISTINCTIVE 
PRESENTATIONS 



















COVERS 


CATALOGS 





COVERS 
FOR 
MANUALS 
















UTLITY (-——| DD —& 

Pel ” ne 

COVERS | \ ay 
AND \— | 1 
OTHERS 1 —_ 





200 S. Peoria Street, Chicago 7, Illinois 
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COMPARE THEM ALL .--: >: you’Lt CH 
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LIFETIME ACCESSORIES 







No. 204-GM 
Garment Master 
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1311 ANN AVE., ST. LOUIS 4, MO. phone PRospect 6-2660 
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No. 56-8 
Regal Sand Urn 


Write today for the complete folder 
that contains all specifications and 
price data of the complete VALCO 
Line. It’s designed to fit a standard 
file and includes separate reproduc- 
tions of each item. 


No. 504-WGM 
Wall Garment 
Master 













No. 1900 WGR 
Bel Air Wall 
Garment Rack 
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MAIL THIS COUPON NOW 





same FOR FOLDER of ENTIRE LINE 
Stand 
« Valco Company, Dept. 1059 
e 1311 Ann Ave. 
e St. Louis 4, Mo. 
® Please rush file folder that contains spec. sheets and price infor- 
LIFETIME . f your entire line. | understand | am under no obligation. 
OFFICE ACCESSORIES * NAME TITLE 
7 
. OMPANY 
* ADDRESS 
. 
CITY ieitiia STATE 
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ECSS Plans for 
Its Biggest Exhibit 


Show. to be held 
Show Bldg.., 


was in the 


The Eastern Commercial Stationery 
October 17-20 in the New York Trad 
promises to be even more successful than 
two previous years. 

This third annual event, sponsored jointly by the Sta 
tioners Association of New York and the Metropolitan 
Travelers Club, already has a substantial increase of 
exhibitors over the successful show held in 1958 

Carl C. Judkoff and Martin Moldow. co-g 
men, say they expect attendance to go up this year also 


neral chair 


This expectation is based on th ped-up advertising 





NEW YORK TRADE SHOW BLDG., sit 
of the Third Annual Eastern Commercial! 
stationery Show 


available from the more than 200 exhibitors will make 
the show a success to those who do attend 

Dealers will have the opportunity to see the latest 
in filing supplies, writing instruments, school supplies, 
business forms, desk and office accessories, specialties, 
furniture and machines. While talking to representatives 





and publicity programs which | been launched for of the many suppliers, dealers will also learn of merchan- 
this show. dising programs, new catalogs and sales aids which manu- 
Increased attendance or not, Sophia Ehrlich. executive facturers are planning for the coming year 
secretary, says the wealth of product information to be Invitations have been sent to commercial stationers, 
Exhibitors in Third Annual Show 
Acco Products B7 Julius Ban & Co., Inc. B53 Eagle Pencil Co R330 
Ace Fastener Corp B Banov-Bernsley & ( Eastern Numbering 
Ace Lite Step Co R4 In B26 Machine B95 
Accucraft, Inc B Barkin Expanding Env. Co. B87 Eaton Paper Cory 0331 
Acme Lite Products Co. ..B1 The Bates Mfg. C B3 Empire Pencil C B 9 
Advanco Products, In R 3 Bausch & I b Optical Eraser Co B32 
Aigner Index Co., In R3 Ce R316 Esterbrook Pen (¢ R33: 
Albany Novelty Co R33 Bur ghs ( p R403 Eureka Spec. Ptg R304 
All American Ascorp R44 I Carter's Ink Ci R337 Exec. Products, In¢ R409 
Allen & Co B Challenger Steel P Expanding Enveloy B13 
Alliance Rubber Co B7 Corp B Ezyindex Products B66 
All-Matic Corp. B2 Clarotvpe ¢ In R441 Eberhard Faber R343 
All-Rite Pen, Inc B74 I ( n Ass t R44 A. W. Faber-Castell R34‘ 
Alvin & Co R415 ( St Equipment (¢ R308-9 Fibre Form B62 
Amberg File & Index Co. R444 ( fort Cushion Cx B3 Foley Industries BG 
American Kleer-Vu Convoy. In R441 General Photo Prod K 
Plastices R4 Cooks’ In B&o General Metalcraft B33 
American Pad & Paper Coronet Industries B Gold Seal Chair B34 
Co B Crownola Loose Leat B32 Guide System & Sup} 
American Writing Paper Cushman & Denison Mfg Co. B&83-84 
Corp B ( B72 C. S. Hammond & (¢ B92 
Angler's Co B Delta Pt B54 Philip Hano Co I R445 
Apsco Products B D 1 Mfg. ¢ R34 Harrison Home Pr B49 
Arrow Fastener Co., In R34 Dictation Disc ¢ R411 Harvid Sales R40 
Arrow Rubber Corp B4 loseph Dixon ( Higgins Ink C Ir B75 
Art Steel Co B40-4 ( R34 Hodgman Rubber ¢ R334 
B42-4 D n Metal Pr In B j Douglas Homs (¢ a3 
Artistic Desk Pad & D Publishing (¢ B38 Hormel Corp B30 
Novelty B Doringer ( In R4 { Howard Hunt Pen ¢ R34 
Bainbridge Kimpton Douglas Furniture ¢ R4] L. Hyman & Sons R30 
Haupt B P. Nathan Drat R3 IDL Mfg. & Sales ¢ B32 
Baltimore Salesbook B Dri-Marl Bil Jayem Sales Corp B28 
OA—10/59 
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off supply and equipment dealers, department store 
ommercial stationery buyers and college book store com- 

rcial stationery buyers throughout the area including 
Metropolitan New York, the New England states, and 
Middle Atlantic states 

Last year, dealers trom as far away as Japan came to 
the show and officials do not expect the attendance to be 
limited to the Eastern states this year. 

Two sets of theatre tickets will be awarded each day 

the show, giving dealers an opportunity to see a hit 
Broadway show while in New York. 

Committee chairmen who have been working on the 
details of this show along with their committee mem 
bers, and are still hard at work, are: 

Executive committee, Carl C. Judkoff, Manny Klein, 
George Reichman and Irving Steinholtz representing 
the Stationers Association of New York, Inc., and Emil 
Contreras, Jerome Savage, Martin Moldow and Milton 
Stone representing the Metropolitan Travelers Club; 

Registration committee, William Lowenthal, chair- 


Exhibit committee, George Reichman, chairman; 
Finance committee, Irving Steinholtz and Jerome J] ' 
Savage, chairmet 

Budget & Audit committee, Harold Hein and Herbert 


Grayson, chairmen: 





\ N 
Carl C. Judkoff, 
General Chairman 
President of 
Stationers 
Association of 
Ne u York Inc 





o \ 


Sophia Ehrlich, 








Martin M. Moldow, 


General Chairman 





Exec. Secretary 
Sales committee, Manny Klein and James T. Hurley, 
. hairmen , . 
Advertising committee, Irving Judkoff and Sam Le a ere 
chairmen Metropolitan 
Publicity committee, Wally Fisher, Fred Steinhilber Travelers Club 
1 Bob Shearman, chairmen. 
Jay-Ess Mfg. Co B79 Nobema Products Corp. R312 Seal-O-Matic Corp B63 
K ket Cory R40 Noesting Pin Ticket Co. ..B58 The Shallcross Co B64 
Klick Leat Good: B73 Norma Pencil Corp B31 Silber, Jack, Co R429 
Korest Mtg. Cory R327 Nu-Craft Products Co B19-20 Smokador Mfg. Co., Inc. B10 
Krayer Mfg. ¢ R305 Ottenheimer Publishing Co.R402 Speedry Prod., Inc R324 
( Leor 1, In B32 Oxford Filing Supply Co. B56-57 S. S. Stafford, Inc B86 
l Pag R323 Paper Mate Co R405 Stationers Loose Leaf Co. R335 
H in M. | In B73 The Parker Pen Co R321 Steel Parts Mfg. Co., Inc. R441 
Litton-Kepy A iates B3 Perfect Rubber Seat Stein Bros. Mfg. (Stebco) R401 
ly Pen (¢ B85 Cushion B21 Stock Forms Co B48 
t-Ning | ts ¢ B 1 Sidney Pomerant: B73 Stone-Newman Assoc B1,2,68 
R438 Port Huron Sulphite C R443 Storch-Tepper Assox R447 
M St ( B78 Ray-Dex Products R420 I & M Sutrin R326 
M Leaf Mfg. ¢ R441 Red Raven Rubber Co R432 Swingline, Inc B89 
Marnay S & Mfz. ¢ B § R Rope Stationery Tavella Sales Co B73 
M Stet Machine Co. B ; Ind., In B39 Technical Tape Corp R344 
Mast sé raft, In R33 Redi-Record Payroll Tiffany Stand B50-51 
Map Corp. of America R318 Systems B32 Tops Business Forms R435 
M Tag & Label Corp B22 Redi-Record Products Co. B301 United Cutlery R439 
a M ( In B17-18 Regency Thermographers ..B81-82 Universal Pad & Tablet B37 
Metal S; Mfz. Ce B 8 Reliance Pen & Pencil Utility Wholesale Sta R322 
M point, | Bi4 Cort R317 Vanpe, Inc R415 
M [ & Mfs Remington Rand Dealer Venus Pen & Pencil Corp. R302 
( R320 Sales B15-16 S. E. & M. Vernon, In R338 
M rn St raft, In B67 Rest-A-Phone Ci R314 Victor Safe & Equip B15-16 
Martin M. M vA Var Robinson Reminders, Inc. R440 The Warshaw Mtg. Co 
O. M It R4 Rubber Maid, In B4 In R339 
Mutual P ( Inc. BS Rubin Corp B32 Waterman-Bic Pen Cory B60 
nal Blank Book ( R34 Russel Dist R436 Westcott Ruler Co., In R441 
Eng St ( R319 Sanford Ink B93 Wilson Jones Co B34-35 
' . te Book Saxon Paper ( B90 Worcester Wire Nov. Co. R441 
( B94 Scripto, In R437 Zephyr American Corp R348 
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. the dual purpose Stapler 


with its own built-in staple remover. 


, the ideal Stapler for both tem- 
porary (pin-like) and permanent fastening. 








,,» the handy plier-type Stapler 
for dependable, permanent fastening. 
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SECRETARY 






FILE CLERK 





EXECUTIVE SALESMAN 








Yes sir, everyone who’s ever used one will sing * praises 
of Neva-Clog. 


Of course, there may be faint discord about which model 
is best. But Harney peels, cnc 
synchronized with the job it’s intended to do. 


Right there, Mr. Dealer, is where you ae 
prospect to the one Stapler ideally suited for his job. With 
N-C’s, that’s easy—you’re sure to hit the right note with 
one of the models illustrated . . and if your | 
an industrial application in ee you can 
right N-C for that job, too! e 








Ty. we + a ti ¢ 
Ns 


NEVA-CLOG PRODUCTS, INC., sripGePoRT 1, CONNECTICUT 


O. H. DAVISON & CO., Pacific Coast Rep., 609 Mission St., San Francisco, Calif 
JACK P. COOPER, Southeastern Rep., 578 Wendan Drive, Decatur, Ga 
R. C. (Bob) STRAFFORD 3rd., Southwestern Rep., 3528 Corto Ave., Ft. Worth 9, Tex 
CANADIAN STAPLES, LTD., Montreal, Toronto, Winnipeg, Vancouver 
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P. S. to dealer: 

You conserve his 
energy when you 
sell him Gunlocke. 





rerorcneriTi: 


—) ~—s Copr. 1957 by 
Cob? w H. GUNLOCKE 


CHAIR 


“Boy! That will do 


him more good than 


a trip to Florida.”’ 


COMPANY, 


WAYLAND, 


NEW 


YORK 








OA 








Dave Sigler Jim Ward 


Art Hanrahan W. S. Lennartson 


Felix Bardach 


Varied Program Set for Eastern OMDA 


An extreme! 


the Eastern R 


ried program has been arranged for 
nal Office Machine Dealers Association 
Grossinger's, N Y., October 25-27. 
f October 25 will be confined to arriv- 


ts favorite sit 
Opening day 
ind recreat as offered at Grossing rs. Then, the 


ting will swing 


to profit-packed program as offered 
by the eastern 
Ardmore, Pa 

Mr. Pfitzenmaier is chairman of the program assisted 
by enthusiasts such as Sam Stein, J. E. ON il, Noel 
Grover, Al Spaide, Sam Krivin, Bob Woletz and Sam 


H pern 


up headed by Edward Pfitzenmaier of 


1 


Speakers w lude John T. Suydam III, Burroughs 
Cort Sam Cohen, Union Business Machines; James 
Hackney, Remington Rand; Dave Sigler, Nord Mfg 
Co., W. W. Pennels, Royal McBee; Jim Ward, Ames 
Supply Cory Walter Lennartson, editorial director, 
OFFICE APPLIANCI Art Hanrahan, North American 
Phillips Corp.; Felix Bardach, Hermes Typewriter Co., 
nd a representat of Smith-Corona Marchant 

Dealers from the area and others interested can sé 

nformation about the three or five-day package 


plans by writing to the Regional Headquarters, 166 W. 


23rd St.. New York 11. N.Y 


MONDAY, October 26 


Chairman, J. E. O'Neil 
Musical interlude, John Dwy 
Welcome by President Edward Pfitzen- 
naier; invocation, George ¢ drawing 
A.M Keynote speaker, Promoting ind Mer 
handising Adding Machines lohn T 
Suydam III, Burroughs Corp 
A.M Classified Advertising Dollars’, Sam 
Cohen, Union Business Machines 
A.M Examples of Successful Dealer Promo- 
ns’, James Hackney, Remington Rand 
to Copy Machines”, Dave Sigler, 
Nord Mfg. Co 
Management Decisions Sapping 
Your Sales Strength?’’, W. W. Pennels, 
Royal McBee 
11:40 A.M N nating committ report d pres 


r sit ror next years conven- 


TUESDAY. October 


Chairman, Noel Grover 
A.M M ul Interlude, John Dwy 
4M Draw 
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J. M. Hackney W. W. Pennels 





Sam Stein 


9:40 A.M.—''Making More Profit in the Used Office 


Machine Business’, Jim Ward, Ames 
Supply Corp. 

‘Automation, Mystery or Opportunity 
for Office Machine Dealers’, Walter - 
Lennartson, editorial director of OFFICE 
APPLIANCES 

Entertainment 

“Tape Dictating Machines’, Art Hanra- 
han, North American Phillips Corp. 


10:10 A.M 


10:40 A.M. 
10:55 A.M 


11:10 A.M.—Smith-Corona Marchant. Topic to be an- 
nounced. 

11:25 A.M.—"How to Sell Electric Typewriters in a 
Competitive Market”, Felix Bardach, 
Hermes Typewriter Co. 

11:55 A.M.—Election of officers and vote on site for 
1960. 

EASTERN OMDA COMMITTEES 


PROGRAM—Edward Pfitzenmaier, chairman; J. E. O'Neil 
Noel Grover, Al Spaide, Sam Stein, Sam Krivin, Bob 
Woletz and Sam Halpern 

PUBLICITY—Sam Krivin, chairman; Wallace W. Fisher 
George A. Tice, Bud Bills and George Button 

prizes—Edgar Noll, chairman, Samuel Stein, Bud Bills, 
Jack Thomas, Paul Gross and Herbert Purvin 

ACTIVITIES—W illiam Mitchell, chairman, Bill Woods, J 
J. Edwards, Sam Halpern, Herb Toussaint, Henry Gewertz, 
W. C. McLenethan, George Headley and Hugh Ridell 

NOMINATION—J. E. O'Neil, chairman, Sam Stein, Nick 
Fucci and Edward Pfhtzenmaier 

REGISTRATION——Harold Steinke, chairman, Mack Stein 
berg. John Dwyer, Hank Silverman, George Carr, Bob 
Woletz, Edgar Field, Sam Krivin, Sam Stein, Marvin Morse 
ind Noel Grover 

GoLF—Bud Bills, chairman, Harold Gropper, Mike Back 
A Spa de and Harry Ritchix 

HOSTESSES AND RECEPTION—Mrs. Phtzenmaier, chairman, 
assisted by Mesdames O'Neil, Steinke, Noll, Toussaint, 
Stein, Krivin, Grover, Silverman, Armoston, Woletz, Morse, 
Bills, Carr and Fucci 
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Meet the Commander-in-Chief 
of the “Clean Hands- 
Quick Profits Society”’ 











* OFFICE STAIN REMOVER 


Shake hands with sales—Carter’s new 
stain-removing towelettes! 


On the spot to remove the spot — 
Carter’s OSR removes not just dupli- 
cator, ink, ribbon and carbon smudges 
... not just office dirt and grime, but 


the stubbornest stains around! 


Sweet as a rose, lanolin-ated. OSR OFFICE Se ea 


protects delicate hands, won’t remove 
nail polish. What a product — what a 
profit! 







MOIST HAND TOWELETTE 


"¢ 17 Asia hands 
without SOAP ->-WATER-TOWEL 


ee TOWELE 


Office people, artists, draftsmen de- 
mand it. So order your supply today 











—Carter’s quick-cleaning OFFICE Twe Coneumner Peche: 

STAIN REMOVER. Desk Box: 18 individual foil-wrapped towelettes . 
; Thrift Box: 50 individual foil-wrapped towelettes 

To help you introduce, demonstrate 

and build volume . . . Free 50 samples qVP, 


with each 11 boxes of the 50 pack. 
(Limited time only.) 


af \ st 





CARTER'S Always does it cleaner! THE CARTER’S INK COMPANY i 
CAMBRIDGE 42, MASSACHUSETTS 
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METALS TAN OD 


Yew IN THE MODULAR uti 


Rounding out the 
nation’s most highly 
accepted line, here are 


i. stest two new companion pieces 
urowing pal 


Metalstand Modular 


. installations for your 
Best-Sellin greater sales volume and 

monetary rewards! 
Quality 


Modular Bookcase, in 42” and 52” 
heights; and Modular Telephone Stand; 
both available in our standard and 


| 

4 custom high-fashion shades. 
office : 
Curnitlire uu. Wm cpcumentat 


Equipment = 





Now! Goldene Glide* 
Cradle Suspension is 
standard in 

our “Statesman” 
26” deep files! 


NY -t MJ alot tM ale alot totaal 2 to 5 drawers 
. letter or 


| e WA legal sizes. 


I Nelo ltiicla Melale Melia 
complete line at SEioroancnssr- 


New 28/2" deep 
NSC Goldene Glide’ 
Cradle Suspension 


BOOTH NO. 336 File; 2 to 5 


drawers; letter 
or legal sizes. 


“GOLDENCREST” 


“STATESMAN” 


Manufacturers of Steel Desks and Modulars © Suspension Files 
Non-Suspension Files © Stee] Cabinets © Hilo Typewriter Stands 


METALSTAND COMPANY 


*Registered 7520 STATE ROAD, PHILADELPHIA 36, PA. © DEvonshire 3-7900 
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ALL ABOARD FOR THE “COUPON CLIPPER” CRUISE... — be BI 


Over $1,000,000.00 worth OF 
APSCO PROMOTION COUPONS WILL 
APPEAR IN THESE THREE MAGAZINES 
OCTOBER THROUGH DECEMBER, roe 39 


Plan now to get your share of the nearly + 


2'/2 million coupons in circulation! <a 
a 









YOU GET YOUR REGULAR 6=) id — 
FULL PROFIT ON EVERY = a Z = i, Sistine. 
SALE...APSCO PICKS | 
UP THE TAB FOR 
THE FULL BONUS!!! 


© Your customers save to the 
total of the redemption coupons 
they bring in to you. 







SPECIAL Big 









| : CHRISTMAS BON, 
Sy | BRINGS BIG SAVINGS TO You: 














© You sell more pencil sharpeners. 


© When you reorder, Apsco gives 
you full cash credit for all the be 
coupons that you hove redeemed. < 4 
> 
2 


AN EXCITING NEW PROMOTION THAT ae 
BRINGS PROFITABLE NEW TRAFFIC y ieee 
TO YOUR STORE... TRAFFIC geo 

THAT MEANS PROSPECTS FOR | 
OTHER MERCHANDISE, TOO! | Beer is 


APSCO IS THE COMPANY ii 
THAT HELPS YOU MOVE YOUR INVENTORY! 





si 
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sano new 1,000,000.00 | 








SAIL RIGHT INTO BIG CHRISTMAS VOLUME 
with APSCO’s BIG CHRISTMAS BONUS PLAN! — 


Nearly 244 million Apsco redemption will be — = 
WATCH FOR priased in euqanieel your customers cupemers seni Gua ; 


through December, 1959! Many of these coupons will 
THESE ADS! be pouring into your store to boom your sales of 
THEY'LL BE APPEARING Dandy, Dexter and Giant pencil sharpeners. Be sure — 
in THE THREE MAGAZINES you ate stocked up to get your share of this meee 
YOUR CUSTOMERS profit business! Remember —you get your regular full | 


READ MOST profit... Apsco absorbs the entire bonus payment! 


SIMPLE BONUS PLAN RULES: 

1. Redeem one coupon for each sharpener sold. 

2. Coupon redemption offer closes December 31, 1959. . 
3. You have until January 31, 1960 to apply your accumulated coupons 

4. Send your coupons and sharpenee reorders rest to Apece, or Jour Apece salesman. 





2a On a Oe oe GG Ea eae eee eases wadmmnentershendeant 


CLIP THIS COUPON 
AND MAIL TODAY! 











GET YOUR FREE “COUPON CLIPPER” 
STORE PROMOTION KIT NOW! 


<i. 








Apsco Products, Inc., Dept. 20-10 
P.O. Box 840 (Mailing Address) 
Beverly Hills, California 


Gentlemen 


bank to me! Please rush my “Coupon Clipper” promotion kit and full 
bonus plan details, immediately! 


Name 





Company 





Address 





City ZORO ence UD ce 
eS SS A 





I can see w he re your Christmas Bonus coupons are as good as cash in the i 
_ 
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Industry News 








Inca Metal Products Corp. Makes 
Office Cabinet and Shelving Line 


The Inca Metal Products Corp., manufacturer of 
home cabinets located in the Dallas, Tex., suburb of 
Carrollton, is now producing a varied line of steel 
cabinets and shelving for office use 





C. D. Hannum M. M. Ray 


Merchandised under the brand name of Inca-Stor, 
the firm is offering to the trade functionally designed 
storage cabinets for office or factory, wardrobe cabi- 
nets for office, and combination wardrobe and stor- 
age cabinets for the small office 

President of the firm is E. M. Quintana. The sales 
manager is C. D. Hannum; merchandising manager 


is M. M. Ray. 


Bulman Establishes Divisional Offices 


The establishment of two new divisional offices by 
The Bulman Corp. was announced by I. C. Folger, vice- 
president of the store equipment manufacturer. 

Located in Denver and Atlanta, the new divisional 
offices were opened to mect the increasing demand for 
Bulman merchandising service and equipment, accord 
ing to Folger. He called the move ‘another phase in 
Bulman’s program of developing national distribution 
Neither branch will engage in manufacturing but will 
serve as sales outlets. 

Bulman of Colorado will serve retailers in Colorado, 
Montana, Idaho, Wyoming, and New Mexico. Bulman 
of Georgia will cover Georgia, North and South Caro- 
lina and part of Virginia. 

In addition to enabling these retailers to buy steel 
self-selection store fixtures direct from a factory branch, 
a full range of services, embracing every aspect of store 
engineering, will be offered. These services include 
market and traffic-flow analysis; merchandising; store 
layout; custom department design; color and lighting 
coordination; store front recommendations; electrical 
and plumbing details; and, financing or lease plans 
Both offices will include staffs of factory trained per 
sonnel, 

Orville Greenman, formerly the director of Bulman’'s 
product research and development program in Grand 
Rapids, will manage the Denver office. Joseph Cohn, 
who has more than 35 years experience in the store 
equipment field, has been appointed sales manager of 
the Atlanta operation 

The Bulman Corp. also maintains divisional offices 
in other principal cities of the United States and in 
Toronto, Ontario. 


NOFA’'s 1960 Convention 
Dates, Site Announced 


The National Office Furniture Association has an- 
nounced that the 14th annual convention-exhibit will be 
held March 11, 12 and 13 at Convention Hall in Atlan- 
tic City, N.J 

Convention headquarters will be in the Chalfonte- 
Haddon Hall Hotel 

Executive Director John R. Gray has informed manu- 
facturers that “every effort is being made to make the 
1960 convention an ‘Office Furniture Market’ rather 
than a ‘Showcase’ for the industry. We are planning the 
type of convention where dealers will come to ‘do busi 
ness’ and to get ideas and help on how to better market 
your products 

President of NOFA, Vernon Vallet, has appointed a 
committee of manufacturers to survey the whole field of 
convention locations to determine where and when 
NOFA conventions of the future will be held 


Hawaiian Entertainment at 
COMDA’s Coming Party 


“A Night in Hawaii’ 
will be the motif of the 
party given by the Chica- 
go Office Machine Deal- 
ers Association on Nov- 
ember 14 at the Merchan- 
dise Mart’s Merchants & 
Manufacturers Club. 

Mains events of the 
evening beginning 
with cocktails at 6:30 
include Hawaiian musi 
by Fred Venzon and the 
Polynesians, a native fire 
dancer from the Islands, 
and four Hawaiian Hula 





dancers to entertain dur- 
ing the dinner, which begins at 7:30 

After the evening's main show featuring comedian 
Billy Falbo and singer Joanne Wheatley, dance music 
will be provided by Bert Rose’s orchestra 

Ten dollars will cover the cost of COMDA’s party 
and reservations can be made by contacting Larry Wal- 
ter, Jack Weiner, Art Ames, Irving Strump or Eddy 
Samuels 


John Barnes Gets New Office 


John Barnes, representative for Jasper Office Furni- 
ture Co., Nucraft Furniture Co., Jasper Table Co., and 
the Excellent Cabinet Works Co., has moved his office 
to the New York Port Authority Bus Terminal. His new 
address is Rm. 2008, 625 Eighth Ave., New York 18, 
N. Y 
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NOW! 

THE GENERAL TIRE 

& RUBBER COMPANY 
ADDS A NEW DIMENSION 
TO MODERN 
UPHOLSTERY FABRIC 


es Available now from yourn 
- Boltafiex or Tolex dis riby 


7 re 


. By v a2 
a | Quiet: 


‘pees i ie lp 
egy 
4 + PUI ois A 


THE GENERAL TIRE & RUBBER COMPANY - TEXTILEATHER DIVISION - TOLEDO 3, OHIO 
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OFFERS YOU 








SEE THEM AT THE NSOEA SHOW 
in Chicago - Booth 84 






















7 
a marc PUNCH oe a 
+ a) <> 
—~. CU | 
emer, 
x 
ce No. 300 No. 23 
Mutual Centamatic Mutual Spacematic (2 or 3 holes) , 
DESK PUNCH HAND PUNCH 

Equipped with 2 Centamatic guides Fully adjustable. Punch is equipped Mu 
which center the paper automatically List Price $14.95 with an exclusive neutral zone which List Price $5.95 able 
Punches from one to four 4” round ther models not shown) enables parking of the center head in (Other models not shown thre 
holes in any sheets to fit standard bind- 250 Centamat inoperative position when two hole 27 Spacematic a hi 
ers, sheet sizes 542” x 3” to 12” x 9% 13.75 combination is desired. The three heads (2 a 7 holes) of f 
inclusive. It also punches two 4” round 10 Centamat on the punch have a patented ball bear- 7.95 tou 
holes in any of the following centers: 9.95 ing adjustable feature, which puts ola ' ~— 
2%", 4%”, 7” and 8%”. Punches up 400 Centamat selector heads in punching position at yt Adjustable Ssecr 
to 18 sheets of 16 Ib. paper. Of heavy 35.00 the flick of a finger. Punches up to 10 (2 or 3 holes) p = ant, 
steel construction. Individually boxed 50 2-Hole Model sheets of 16 Ib. paper. Individually 3.95 will 
Packed 12 to a carton. 3.95 boxed. Packed 24 to a carton. Suit. 
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J' A COMPLETE LINE OF 
HAND AND DESK PUNCHES 


>/59 





These high quality punches by Mutual 
serve a wide range of applications... 
in the office, home and classroom 


Now there’s one source, One quality, one 
responsibility for almost any punch for which you 
could possibly have a demand. Mutual makes avail- 
able a complete line .. . and at the most attractive 
suggested retail prices! 

MUTUAL DESK PUNCHES — This is Mutual’s 
line of office punches. They are famous because 
they center the paper automatically — save time 
ind errors in punching. They provide high capac- 
ity, too! The popular-priced No. 200 Two-Hole 
Punch, for example, punches up to 30 sheets. 
Sturdy, good looking, competitively priced 
when you sell Mutual Desk Punches, you sell 


_ sot! 
the best 


MUTUAL HAND PUNCHES — Easily adjustable, 
these punches offer a variety of hole punching com- 
binations — for virtually any standard size sheet. 





ae 


Mutual 
PERSONAL PUNCHES 





No. 121 


Mut s Personal I hes are avail- 

able f two-hole centers) and List Prices 
three-| tandard ring binders. Also, 123 Three-Hole 
a handy one-hole punch. Punches are 69¢ 

of hard 1 spring steel ruler of : 
tougt xible plastic These new 122 Two-Hole 
pu re x e that every 65¢ 

: housewife, nurse, account- 121 One-Hole 
ant, | ’ lent and teacher (48 to a carton) 
will w; P 1 24 to a carton 25¢ 
suitable for displa 


They are smart looking, lightweight, of rugged steel 
construction ... and are priced to move fast. Easy 
to operate when held in the hand, they can be used 
equally well when placed on the desk. These are 
truly versatile punches — with no end of uses! 


MUTUAL PERSONAL PUNCHES — They're brand 
new... the latest addition to the Mutual line. A 
plastic ruler and an efficient punch... all in one! 
The Personal Punch is available in two and three- 
hole combinations, plus a handy one-hole punch. 
All three punches have the big features of being 
able to be slipped over the post of a ring binder so 
that punch and binder go everywhere together. No 
more lost or mislaid punches! 


Ask about the Mutual line. Stock up on every item. 
They are top quality and top utility — fast sellers 
that will put you dollars ahead. Get the facts. 








MUTUAL, 
the first 
name 





in 
PUNCHES \ 





PRODUCTS COMPANY, INC. 


+ ‘ Y 
] 


110 Barber Avenue, Worcester, Mass. 
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Yawman & Erbe Sets Up 
New Interior Design Service 


Yawman & Erbe Mfg. Co., Inc., Rochester, N. Y.., 
makers of office furniture, systems and supplies, has 
created a new service of interior design and decorating 

With this new department, Y&E now offers a con 
sulting and planning service for office decor and fun 
tional layout which can provide all the equipment and 
accessories in keeping with modern trends in better 
office layouts. New lines have been established in order 
to help the Y&E dealer sell the cor plete office package 

The procedure as set up allows the dealer to fill out 
a questionnaire and submit a rough drawing in return 
for which he receives from the home office a planned 
layout, a collage in color and a list of spe 
recommendations. 


ications ind 


Golf and Rain Mix at Associated Outing 


Exactly at noon on Saturday, August 15, at the Glen 
dale Country Club, Bloomingdale, Ill., the first fourson 
of the 12 or 13 involved in the 26th annual golf outing 
of Associated Stationers Supply Company teed off d 
spite high temperature and equally high humidity 

A few hours later the skies opened and deposited 


enough water to change the fairways into rivers anc 


the greens into ponds. Even the hardiest golfers gave up 
and followed the dubbers into the locker rooms to spill 





~ <r’ Nha ' 
CAMERA STOPS COMMITTEE WORK Don 1 
Ted Niezgoda (chairman) and Karl § t 


water out of shoes and wring moisture from clothing 
Promptly at 6:00 o'clock dinner was served. Som 
20 non-golfers had joined the group bringing the total 


dinner attendance to 70. As nobody had completed 18 


holes of play, all prizes were distributed on the basis 
of drawing numbers from a bo» 
Ted Niezgoda, outing chairman, and members ot 


his committee, Don Larson and Karl Schultz, wer 
absolved from any responsibility for the rain in view of 
arranging for the excellent steak dinner and fine array 
of prizes. 


Uncle Abe Moves Next Door 

Uncle Abe’s Stationers, Inc.. recently moved from 
5705 Bergenline Ave. in West New York, N. J., ti 
larger quarters next door at 5709 Bergenline A 
Berkowitz is the president. 
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Casters Subject of Window Display 





SMITH & BUTTERFIELD, office equipment dealers located 


it 305 Main St. in Evansville, Ind., recently devoted its en- 


tire window display to the Faultless “Royal Roll’ casters 

Prominent in tl lisplay was a giant plastic reproduction 

of th ast vhich was mounted on a revolving stand 

Streamers f model were connected to the actual cast- 

ers on an offi hair. On the floor of tl window were 
nples of the four-to-a-box gift cartons 


Canadian OMDA Welcomes Dealers 
From South of the Border 


The Canadian Office Machine Dealers Association has 
extended a big welcome to U.S. dealers to attend its an- 
nual convention in the Royal York Hotel, Toronto, Ont., 
October 8, 9 and 10 

This year's convention will be built around informa- 
tive lectures and direct discussion with manufacturers. 
Entertainment is planned for in the schedule as well as 
special entertainment for the ladies 

Herb Blake, president of the Canadian OMDA, says 
the Ontario weather during autumn is moderate and 
lovely 

Reservations may still be had by writing T. Hagbarth, 

o Burroughs Machine Co. of Canada, 752 Bay St.. 
Toronto, Ont 


Gov. Rockefeller To Open 
1959 National Business Show 


New York Governor Nelson Rockefeller has accepted 
an invitation to officially open the National Business 
Show at the New York Coliseum on Monday, October 
19. He will be joined by other state and local officials 
for the opening ceremonies scheduled for the noon 
nour . 

Rockefeller, who visited the show last year as a candi- 
date for office, will be the first New York governor to 
officiate at the ribbon cutting since the show became the 


property of the Oftice Executives Association 
Better Packages, Inc. Names 
Exclusive Regional Distributor 


Charles L. Wishner has been named the exclusive 
regional distributor for the northern New Jersey area 
by Better Packages, Inc 

Wishner has | 


Ohio area for this Connecticut manufacturer for the 


n regional distributor in the southern 


ist four years. Before that he was an assistant in the 


mMpany s New York oftice. 
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Sell the gifts with hidden talents 





Everyone wants the gifts they give to 
have s eatur¢ ich makes them * . 
pecial! Every Esterbrook pen shown 


important something extra! 
ver, Esterbrook pens are full- 
handise. Esterbrook point re- 





eans profits all year ’round. 


A, Instant starting—smooth, even writ- 
ing 1S e! neered right into Esterbrook’s 


CLASSIC FOUNTAIN PEN. This fine 





writing instrument has been a favorite 
gift choice for years! Choice of 32 re- 
placeable points. How’s your inventory? 


ONLY $2%5t 


B. Carries spare ink supply — The 
SAFARI* Twin-Cartridge Fountain Pen 
is filled with ¢wo cartridges of liquid ink. 
Recommend it for students, salesmen 

anyone who can’t afford to have his pen 
run dry. NEW! Handsome metal cap. 
Comes in 6 colors, choice of 32 points. 


ONLY 43% t 


C. Writes FIVE times longer than ordi- 

nary ball point pens. And Esterbrook’s ’ 
SCRIBE* textured can't skip—on 

any writing surface. It’s truly depend- 

able! ¢ ce of fine er medium point. 





ONLY #1] 69t 











D. A cleaner » ay to fill your fountain pen! 
Esterbrook’s new PLUNGER-FILL! And, 





this] lunger 1s depend ( wi rks smooth 
as velvet on Nylon bearings. Comes with 
a handsome meta | Choice of 32 
points. 6 colors. Priced amazingly low 


ONLY 33951 


Handsome gift sets, too! —Esterbrook’s ESTERBROOK HELPS YOU SELL... Seventeen; Scholastic and Scholastic Roto. 
lality per nd 1 nical pencils in LOOK for Esterbrook’'s colorful, chock full ASK your distributor about Esterbrook’s 
Christma resentation gilt to-buy Christmas ads in hard -selling point-of-sale program —and 

oxes. From $4 to $6.95 T he lay Evening Post; Ingenue; order up for the rush! 


® 
tSug t price ns Camden 1, New Jersey 
*T.M. The Esterbook Pen Co 


IMPORTANT NEWS at Esterbrook’s Booths 1 and 2, NSOEA Convention. Drop in and see us. 
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Tulsa Printer Given 
“Magnetic Ink” Exclusive 


The Maneke-Kinzie Printing Co., 116 S. Boulder 
Ave., Tulsa, Okla., has been appointed as the exclusive 
source in the Tulsa area for newly established Speed-a 
Tronic Services for banks and commercial customers of 
banks. Announcement of the appointment was made 
recently by Clarence Krieger of Evansville 
dent of the Rotary Forms Council 


Ind presi 


Maneke-Kinzie may now offer banks and business 
firms which print their own checks all of the related 
printing services involved in the nation-wide trend 
toward mechanized check handling headed by the 
American Bankers Assoc. and Federal Reserve Bank 
officials. 


Rotary Forms Council, a nationwide group of inde 
pendent, locally-owned printers, has been active since 
1947 in the exchange of management and production 
information. The group represents 10% of the printers 
located in all parts of the country who were selected by 
the American Bankers Association to help evaluate and 
field test the new digits or characters to be used in 


coding bank checks with magnetic inks 


When properly printed in magnetic inks, bank 
checks can trigger an electronic reading head which can 
activate a check sorter, feed a computer, operate an add- 
ing machine, punch a tape, and perform other work 
functions, all at the tremendous speed of 15 checks per 
second. The printing requirements have been carefully 
established by the American Bankers Assoc 


Established in 1933, Maneke-Kinzie Printing Co 
specializes in business forms and systems, creative print 
ing, etc. Headed by William Maneke and Harry Kinzie, 
the firm has more than 25 employees 


Mahogany Group Shows ‘New Look’ 


Publication of a new booklet, ‘Mahogany in New 
Fashion Finishes,” has been announced by Teel Wil- 
liams, executive director of the Mahogany Association, 
Chicago. Sixteen color plates, each showing one of the 
recently developed ‘‘new look’’ finishes on various popu- 
lar mahogany figure types, were made especially for the 
booklet. 

The “new look” in mahogany 
natural color tones, a range of beige, sherry 
hues, rather than the synthetic reddish tones so often 
associated with mahogany in the past. The 16-color 
reproductions have captured, as accurately 
the rippling undertones and rich grain patterns avail 
able only in mahogany. 

Working in co-operation with 24 leading manufa 
turers of wood finishes, the Mahogany Association d 
veloped more than 150 different new finishes that tak 
advantage of the wood’s natural colors. Included are 
44 different shades of brown 

The new booklet is available from the Mahogany 
Association, 666 Lake Shore Drive, Chicago 11. Ill. 
at 25 cents per copy. 


nphasizes the wood’s 


and tawny 


as possible, 
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New Book Gives Brief History 

And Applications of Business Machines 
Today's Busine 

the American Technical Society, is one of the most re 

cent and practical books available to anyone remotely 


Machines, published last month by 


connected with office opera 
tions and the machines so 
necessarily a part of these op- 
erations. 
cheek, HESS Written by Harrison Fish- 
MACHINES er, head of the business ad- 


ministration department of 


4 ae the American School, Chi- 


cago, this book clearly pre- 
<2 | eee 


“ applications of all the ma 


sents the background and the 
ons Heme chines which are in use today 
and will be in use during the 
recent future 

The nine chapters of this 
120-page book deal with typewriting machines, mail- 
handling machines, dictating machines, microfilming 
machines, adding-calculating machines and cash regis- 
ters, accounting machines, punched card machines and 
digital computers 

Though any seasoned dealer or salesman may find 
much of the information to be rudimentary, there are 
many bits of history on each machine and its develop- 
ment that could very well round out his understanding 
of the machines with which he works. 

However that may be, the novice salesman is sure to 
find this concise presentation to be a ready source of an- 
swers for his many questions. 

Impartial to the many manufacturer's products in the 
field, the text and illustrations of the machines are pre 
sented in an order that gives the clearest explanation of 
the systems involved 

Not only is the book valuable to the office machine 
salesman, but it can also serve a customer relations func- 
tion. Its clear and complete format makes it equally valu- 
able to office personnel, from the executive to the most 


junior employec For this reason, it can be sold, or even 


given free with a complete office installation, to your 


customers. 

Illustrated throughout, Today's Business Machines is 
available from the American Technical Society, 848 E 
58th St., Chicago 37, Ill. for $4.95. 


Anderson Represents Borden Chemical 
Appointment of Willis Y. Anderson as an East Coast 


sales representative for the consumer products depart- 
ment of The Borden Chemical Co., was iin 
James A. Wold, general manager. 

Mr. Anderson is joining Borden Chemi 
years of top sales experience with such firms as North 
Carolina Seating, Johnson & Johnson, Procter & 
Gamble, and Goodyear Tire & Rubber Co., Mr. Wold 
said 

He will be responsible for the sale of Borden Chemi- 


j 


al with nine 


cal’s full line of Wiases s adhesives for the home handy- 
man, and other products in central and eastern Tennes 
North and South Carolina, and Virginia. 
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Model 210 
HEAVY DUTY 


DE LUXE 


STANDARD 


STAPLER 
YEARS AMEAD IM DESIGN ... PERFORMANCE 


The strikingly styled Arrow 210 is the most advanced @ NEW Advanced Features 
stapler to hit the market in years! So many wonderful new 

features like “Full Time” Staple Control . . . Visual Refill = NEW Modern Design 
Indicator Multiple Stitch . . . ease of operation... m@ NEW Exciting Colors 

perfect balance make it truly an outstanding stapler 

value! Every office will love the smart appearance and SEE THIS NEW STREAMLINED 


BEAUTY AT THE NSOEA and 
EASTEPN COMMERCIAL SHOWS 


1) performance of the sturdily built Arrow 210! 



















— REP. . \ 
Meo 3 mm) QRROW FASTENER COMPANY. (NC. 
TERN REP 















1 JUNIUS STREET ¢« BROOKLYN 12, N. Y. 


170 Me. Robersion Bivd 
Beverly Hills, Colif 
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COLOR-KEYED FILING SYSTEM OFFER‘ 
DEALERS 6-POINT SALES ADVANTAG 


In answer to the need for a simple, 
easy-to-use, completely efficient filing sys- 
tem, Globe-Wernicke has developed 
Safeguard. Safeguard is a color-keyed, 
ceteaincned system of filing that can 
guarantee your customers faster, more 
accurate and more economical filing and 
record management. 


Safeguard’s 6-Points 
of Superiority 


¢ Simplified Arrangement — Tabs of 
Safeguard’s guides and folders are set in 
selective “production line” positions to 
reduce and simplify filing motions. 


© Instant Visibility—The angular slant 
of the celluloid guide tabs permits instant 
sighting of tab notations. Folder tabs 
which are guide-high — project abov 
guide body and practically say, “here's 
the information you're looking for.” 

® Color-Engineered—Safeguard uses a 
color-key for attention value and visual 
speed. Color stimulates interest, cuts filing 
and finding time, and increases manual 
skill. Safeguard’s use of color so simpli- 
fies the system that your customers’ filing 
clerks can learn the procedure quickly. 


® Readily Expandable—The Saf: 
guard System provides an exclusive /re 
space which permits file expansion with 
out disarranging the Primary Guides. 
This feature alone makes Safeguard easier 
to sell to customers faced with a growing 
or expanding business. 





ory 


**Free Space’’ provides channel for adding oux 
guides which identify important sections of the file 


® Scientific Guide Divisions— Alpha 
betic divisions are based on letter values 


WER N 





ea € wa + £aa 





Safeguard speeds filing and find 


to provide proper distribution of papers. 


For example—more than 60° of all 
names start with letters B, C, G, H, M, R. 
S. and W. 


* Economy Through Automation — 
Safeguard’s precision record control 
your time and effort. 
therefore, redu es costs. It allows manage- 
in full control of the files—the 
heart of any business office—at all times. 
The \ 


new 


customers 


Saves 
ment to be 
are never at the mercy of changing. 


unfamiliar 
“home-made” filing system. 


or personnel, with a 


A Safeguard System for every 
customer requirement 


You can offer every customer a Safe. 
guard filing system that exactly suits his 
individual need: Alphabetic, Alphabetic 
Subject, Numeric Subject, Numeric, and 


Geographic. 


The efficient Safeguard filing system is 
another Globe-Wernicke exclusive. This 
after have Safeguard, 
you will get repeat and replacement filing 


means, you sold 


supplies business for many years to come. 


And. it will open the door for you to sel] 
this customer the complete line of Globe- 
Wernicke metal office furniture, acces- 


sories, and supplies, 


AS A SERVICE TO PROFIT-MINDED DEALERS 


3—records delivered in a matter c 








f seconds” 


Selling Filing Supplies Profit 
As a G/W dealer, you will have 
advantage of selling the complete lim 
Globe-Wernicke filing systems and 
plies. And, because Safeguard, Tri-G 
and many other filing aids availabk 
G/W exclusives, your customers wi 
able to buy only from you. This is 
one of the reasons you will find it pr 
able to learn all the advantages of be 
ing a G/W dealer. It can pay you w 
clip and mail the attached coupon te 








It can lead to a completely revitd 


business for you. 


The Globe-Wernicke @ 
Dept. DO-10 
Cincinnati 12, Ohio 


Information on this page a 
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| Please send me details on a 

| Wernicke Dealership. 
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Name___ <a 
; Company — 
| 

| Address —_— 
| 

; City State 
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Wilson-Jones Ups 
Earnings and Dividends 


The ard ol 
lones ‘ it a re 
25 idend, paya 
on the company 
holde record 


turer or! 
binders paid a .20 


Sales for 


manutfa 


the 
year wer! 
d with $12.( 
increase Of $928,0' 


were $2 


period 

a loss of $47,00% 

onths of 1958 
Durit 

31. 1959, the 


ry) 
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f 
g the third 


of $109,000 on sal 


Dusiness 


55 Uf 


for the 


Wilson 
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ent meeting voted a 
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stock to 
15. The 


forms 


ommon 
ptember 


and 


dividend June 15. 


nine months of 


$12,954,000 com- 


».000 last year, an 


Earnings for the 
compared with 
first nine 
larter ended July 
iny had earnings 
$4,395,000 


Ss of 


In the third quarter of fiscal 1958, the 


company showed a 


++ 


sales of $4.02 UU 


Benjamin Kulp, XW 


man of the board 
pany s | rofitable ops 
have resulted fron 
an increase in sale 


products 


I 


loss ol! 


says that 


$ 30.000 on 


ilson Jones chair 


the com 


rations this year 


reduce d costs and 


of all company 


National Lock Offers 
New Lock Series 


Four new locks 


the National Lock 


locks for office equi} 
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Egupte - the only complete line of storage equipment - 


ALL 





SOURCE 


EQUIPTO is the only complete line 






















available for general distribution by 
the Office Equipment Dealer. Don't 
sell just half a line, sell the full line. 
Save time, save effort . only one | 
catalog to handle, one purchase order 
to make, one lower combined freight 


rate, only one invoice to handle. 


EQUIPTO’s ability to provide prompt 
service, quality merchandise and a fair 
and impartial dealer policy, plus 
consistent advertising in national pub- 
lications, and generous supplies of 
free literature, makes EQUIPTO 
products a leading line with aggres- 
sive dealers. If you are not handling 
the EQUIPTO line, it will pay you 


to get full details now! 
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... whatever youre doing 


EXHIBITORS 


Acco Products 

Ace Fastener Corp. 

Ace Lite Step Co 
Accucraft, Inc. 

Acme Lite Products Co. 
Advanco Products, Inc. 
Aigner Index Co. Inc. 
Albany Novelty Co 

All American Ascorp 

Allen & Co. 

Alliance Rubber Co. 
All-Matic Corp. 

All-Rite Pen, Inc 

Alvin & Co. 

Amberg File & Index Co 
American Kleer-Vu Plastics 
American Pad & Paper Co. 
American Writing Paper 
Angler’s Co. 

Apsco Products 

Arrow Fastener Co. Inc. 
Arrow Rubber Corp 

Art Steel Co. 

Artistic Desk Pad & Nov. 
Bainbridge, Kimpton, Haupt 
Baltimore Salesbook 

Julius Bandes & Co. Inc. 
Banov-Bernsley & Co. Inc. 
Barkin Expanding Envelope 
The Bates Mfg. Co. 

Bausch & Lomb Optical Co. 
Burroughs Corp. 

The Carter’s Ink Co 
Challenger Steel Prod 
Clarotype Co. Inc. 

Leo Cohen Associates 
Cooks’ Inc. 

Cole Steel Equipment Co 
Comfort Cushion Co 
Convoy, Inc. 

Coronet Industries 
Crownola Loose Leaf 
Cushman & Denison Mfg. Co 
Delta Prod. 

Dennison Mfg. Co 
Dictation Disc. 

Joseph Dixon Crucible Co. 
Dolin Metal Prod. In 
Dome Publishing Co 
Doringer Co. Inc 

Douglas Furn. Co 

P. Nathan Drate 

Dri-Mark 

Eagle Pencil Co. 

Eastern Numbering Machine 
Empire Pencil Co. 

Eaton Paper Corp. 

Eureka Spec. Ptg 

Eraser Co. 

Esterbrook Pen Co. 


make sure your plans are 


set for THE 3rd ANNUAL 


EASTERN COMMERCIAL 
STATIONERY SHOW 


October 17-20, 1959 


New York Trade Show Building 
8th Ave. 35-36th Street New York City 


Exec. Prod. In 
Expanding Envelope 
Ezyindex Products 
Eberhard Faber 

A. W. Faber-Castell 
Fibre Form. Div. Arvey Corp 
General Photo Prod 
General Metalcraft 

Gold Seal Chair 

Guide System & Supply Cx 
C. §. Hammond & C 
Philip Hano Co. Inc 
Marrison Home Prod 


Marnay Sales & Mfg. Cx 

Marsh Stencil Machine Cx 

Master Woodcraft Inc 

Map Corp. Of America 

May Tag & Label Cor; 

Joshua Meier Co. In 

Metal Spec. Mfg. ¢ Redi-Record Payroll Systems 
Micropoint, Inc : Redi-Record Products Co 
Minnesota Mining & Mfg. Co Regency Thermographers 
Modern Steelcraft, Inc Reliance Pen & Pencil Corp 
Martin M. Moldow Assoc Remington Rand Dealer Sales 
Hormel Corp P. O. Moore, Inc Rest-A-Phone Co 

C. Howard Hunt Pen ( Mutual Products C Inc Rubber Maid, Inc 

E. Hyman @ Sons National Blank Book ( Robinson Reminders, In 
New England Sta. C¢ Rubin Corp 

New York Silicate Book C Russel Dist 

Nobema Products Corp Seahecd luk 

Noesting Pin Ticket Co Saxon Paper Corp 

Norma Pencil Corp Scripto In 

Nu-Craft Products C: Seal-O-Matic Corp 
Ottenheimer Publishing ( The Shallcross Cx 

Oxford Filing Supply C Jack Silber Cc 

Paper Mate Co. Smokador Mfg. Co. Inc 

The Parker Pen C Speedry Prod. Inc 

Perfect Rubber Seat Cus! Stationers Locee Leaf C 

S. S. Stafford Inc 

Steel Parts Mfg. Co. Inc 
Stein Bros. Mfg 

Stock Forms Cx 
Stone-Newman Assoc 


Harvid Sale Ss 
Higgins Ink Co. Inc 
Hodgman Rubber C« 
Douglas Homs C< 


IDL Mfg. & Sales € 
Jayem Sales Corp 
Jay-Ess Mfg. Co 
Kamket Corp 

Klick Leather Goods 
Kores Mfg. Ce rp 
Krayer Mfg. C 

Chas. Leonard, In 

Le Page’ 

Herman M. Levey, In 


Lifton-Keppler Associates 
Lindy Pen Cx Sidney Pomerantz 
\ 


Lit-Ning Products C Port Huron Sulphite C 
Luxco Inc Ray-Dex Products 

Majestic Staple Co Red Raven Rubber C: 
Maple Leaf Mfg. Co Red Rope Sta. Ind. In 
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SEE filing supplies, writing instruments, office furniture, office machines & supplies, loose leaf 


supplies, desk & oftice accessories, school supplies, oftice specialties, and business forms. 


LEARN about the latest in sales aids, catalogs, merchandising programs, and product informa- 


t10n 


MEET the sales & executive force of the companies you do business with. A wonderful oppor- 


tunity t talk Over your mutual interests, 1n person. 


WIN two sets of theatre tickets which are awarded each day of the show. Your chance to see a 


hit Broadway show at no cost tO you. 


COME Bring your salesmen. This show is as much for them as it is for you. 


Note the dates, time and place 
MAKE YOUR PLANS NOW! 





EXHIBIT SCHEDULE 


Saturday, October 17 - 12:00 Noon to 7:30 P.M. 
Sunday, October 18 - 12:00 Noon to 7:30 P.M. 
Monday, October 19 - 2:00 P.M. to 10:00 P.M. 


Tuesday, October 20 - 2:00 P.M. to 2:00 P.M. 











Storch-1 As 
Technical Tape Con NEW YORK TRADE SHOW BUILDING 

dys Se i 8th Avenue and 35th Streets New York City, New York 

eae a 2 

Utility WI ale Sta 

Vanpe, I: 

Venus Pen & Pencil ( 

ee Yorn EASTERN COMMERCIAL STATIONERY SHOW 

sn enn : 7 é F (Eastern Commercial Stationery Association Inc.). 

— ' aioe jointly sponsored by 

. vs Wire WN The Stationers A ation of New York Inc. and the Metropolitan Travelers Club, Inc. 
Secliee A ee 485 5th Ave., New York 17, N. Y. Oxford 7-3948-9 
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Handsome wood files in executive walnut finish to 
match MUR-MILLS famous Custom-Planned desk line. 





- tt? © > 

















--« 262" 








a 
bel 
| 
le 


| | 
! 
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+2DF 
17%" | 22” | 26%" 





2DF executive 2 drawer locking file. Tops of 
high pressure, laminated plastic in walnut 


only. Equipped with full extension slides. 
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| it ° ° 
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| 
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26%" ° ® 
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| 
| | 
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2 4 
i 33 Vy “ — 
Ww D 
H4DF executive 4 drawer locking file. Walnut tops of high pres- +4DF | | n 


33%" | 22” | 26%” 


sure laminated plastic. Equipped with full extension slides 


FEATURES: 

e FULL EXTENSION SLIDES 
* PLASTIC TOPS 

® LOCKING DEVICE 


Write for catalogues. 


INC, OWENSBORO, KENTUCKY 
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with exclusive features 











Here’s a desk calendar that answers a special need. 
| New, separate pages makes appointment scheduling 
easier at the office, in the home. Full size, 5 x 8” 


page. Half-hourly appointment spaces. Extra 


E. : , 
| pages, too, with the exclusive SUCCESS 
{ en a . ‘ORS NEW SHRINK-FILM OVERWRAP— 
be 11-year calendar feature. See SUCCESS. better display, better handling, easy 
‘ae There’s more to sell, more profit. identification, self-service. 
PA . , wren NEW SLIT-LINE TAB— 
Se For full facts, write for SUCCESS catalog. for quick, easy opening. 
EXCLUSIVE INNER BAND— 
no loose pages. 
to COMPLETE, EASY-TO-READ 
ae DESCRIPTION on dated end flap and 
co LU M B IAN WORKS, i NC. top sheet of each package. 
2300 WEST CORNELL STREET @© MILWAUKEE 9, WISCONSIN ® HANDY POCKET CALENDAR. 
when you think | ae when yow think 
of SUCCESS... think of , of CALENDARS think of 
CALENDARS SUCCESS 
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LE WINNER 


by 6 §-T-R°E-T-C-H 


-_wall OFFICE PART e 
t-a " 
way OUT FRONT WITH “SALES-APPEAL Pex y 


AS. 
Sf a 


ITIONS 43 


e FAST MOVING’ ¢ PORTABILITY 
¢ QUALITY e DURABILITY 
¢ VERSATILITY and SO DECORATIVE 


Promotionally Priced to UPSELL FOR PROFIT-PLUS PORT-A-WALL .. . 
functionally first by design to WIN BY A STRETCH... . 


' 
'_ 
7 
2 
~, 

- 

: : 

= 
a, ‘ — : = 
a Bie i.e i 
“s * 
 , ® ye 
3 
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| . 
(For a Limited Time Only) 


ORY SALE 
onus INVENT 
BIG B pen ort-a-Wal 


i ts! 

Ext Profits! Additiong! Discoun 

xtra ! . 
for your Profit making ae 

Come see US at Booth No. 4 
NSOEA SHOW ° Sept. 26 thru a 
e CONRAD HILTON HOTEL, CHIC . 

and as an added Feature see t 

so 


NEW addition to the Hemisphere Line. +> 


E You sell the best when you sell PORT-A-WALL AND IT SELLS FOR YOU! 
the MODULAR DESK LIN Available in 5 STANDARD HEIGHTS: 39”, 54”, 68”, 74”, 84” 


@ ACOUSTICAL 
different type glass, corkboard, pegboard, chalkboard or solid steel 
r © @ Completely Free-Standing. 
4 OY ALL PARTS COMPLETELY INTERCHANGEABLE. THE WINNER IN THE OFFICE PARTITION FIELD . . PORT-A-WALL. 
b Port-a-Wall office partitions 


HEMISPHERE STEEL PRODUCTS CORP. 263 Kent Avenue, Brooklyn 11, N. Y. 
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see what 


Sturgis has done! 
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Aluminum Base No. 100-AL 
Fiber Glass Base No. 100-G 
Steel Base No. 100 


This new chair control provides a smoother 
chair ride than you've ever had. It oper- 
ates on the fabulous torsion bar principle 
so widely used in today’s automobiles 
and is adjustable by the occupant while 
seated in the chair. 


| 
WELCOME TO ROOMS | 
556-A and 557-A 
NSOEA 
CONVENTION | 
Sept. 26 — Sept. 30 
CONRAD HILTON HOTEL | 
CHICAGO | 
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@ NEW large seats and contoured backrests padded 


with bonded foam. 


@ NEW armrests and bumpers of high impact 


— eee 


Polyethylene. 


@ NEW executive size aluminum base. Fiber glass 





and steel bases are optional. 


NEW torsion bar chair control. 





@ NEW thinline design. 


AND all these quality features at 
NEW LOW PRICES! 


POSTURE CHAIRS 


Manufactured in Sturgis, Michigan and Charleston, South Carolina 
THE STURGIS POSTURE CHAIR COMPANY + STURGIS, MICH. 
Address a orrespondence to 


General Sales Offices, 154 E. Erie St., Chicago 11, Ill. 
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MRS. HARBIN AND JIM HARBIN in 


his office in new store in Columb: s.( 


PENINSULAR DISPLAY AREA brings merchandise to the 


passerby and ate parking Space for two ars on €acli 


Sid 


New Harbin Co. Store Has 
Peninsular Show Window 


The most striking feature of the new quarters bu 
to the specifications of Jim Harbin, owner of the Jim 
Harbin Co. in Columbia, S.C., is the peninsular display 


window which juts from the building proper 
Open to public view on three sides, this ‘show 
extending from the front of the building, which is re 


cessed 30 feet from the sidewalk, brings t! 
niture and supplies dealer's merchandise out to the cus 
tomer. In addition to the ideal display qualities of this 
architectural feature, parking spa ; created for four 
cars, 

This openness and brightness which is an inheren 
part of the window carries over into the 7 
feet of floor space within the store. Th eiling of 
acoustical tile is covered with banks of fluorescent fix 
tures, throwing shadow-free light throughout the full 
display area. 

Harbin, who has been in the off furniture business -y 
for 25 years in Columbia, collaborated with the archi 
tects in planning every detail of the building. For all his 





efforts. his new home at 1513 Gervais St. is just what h VIEW FROM INTERIOR OF STORE looki: into thre« 
ier r R ; tor } ’ | ] 
SI isplay area. R ot sto seen below, | vides lat 
wanted — a maximum of display at ual atttiiaae tar tae diame of teat 
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Klean Write Super Emulsion Duplicating Inks! 


Klean Write Super Emulsion Inks will 
revolutionize stencil duplicating! Run 
your finger over the copy as it comes 
from the machine—absolutely dry! No 
slip sheeting, no blurring, no soaking 
through! And yet, the ink can NEVER 
dry on the ink pad! 

You've never seen anything like it! 
Copies as dark, sharp and clear as you 


get from offset printing ... and that 
holds true whether you make 15 copies 
or 15,000 because Klean Write Super 
Emulsion Inks cannot damage your 
stencils. 

\ chemical miracle from the research 
laboratories of the Frankel Manufac- 
turing Company, world leaders in du- 
plicating supplies for 53 years. 


In Liquid or Semi-Paste form, for use on any duplicating machine 


‘ 
Kiean Write 726 SE Liquid 





Kiean Write 200 SE 
Semi-Paste 
List Price $2.90 Ib 


FRANKEL 


MANUFACTURING CO. 


285 Rie Grande Bivd. - 


List Price $2.50 Ib 


Denver 23, Coilc. 


OA—10/59 
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Try it once—we know you'll never use anything else! 


Frankel Manufacturing Company 
285 Rio Grande Bivd. + Denver 23, Colorado 


Please send me a trial order of Klean Write Super Emulsion Stencil 
Duplicating Ink. If lam not completely satisfied I will return the un- 


used portion of the order and remit no payment 


Check One: 


Klean Write Klean Write 200 Sk Semi-Paste 


726 SE Liquid 


Quantity Ibs Quantity Ibs 
Name 
Firm Name 
Address 
City Zone State 
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Facit, Inc. takes pride in announcing 








FACIT ACCURACY CONTEST IN TYPING 


GRAND PRIZE: 


ALL EXPENSE PAID TRIP 
TO SWEDEN: 


FACIT ACCURACY CONTEST IN 
TYPING is an educational typing 
competition, sponsored by Facit, 
Inc., national distributors of 
Swedish-made Facit typewriters, 
calculators and Odhner adding 
machines, working in close asso- 
ciation with The Foundation for 
Business Education, Inc. 

The Facit Contest was designed 
to assist business education 
teachers by providing them with 
specially prepared Facit materi- 
als to work from—and to offer, at 
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the same time, an important in- 
centive program to interest typ- 
ing students. 

Many thousand typing stu- 
dents throughout the country will 
be competing for the title of 
United States school Champion. 
There will be local, regional and 
divisional tournaments. Empha- 
sis will be placed on accuracy (or 
perfect) copy and speed which is 
a normal and sound approach to 
good business practice, Facit 
feels. 

The United States winner, 
along with the student’s teacher, 
will be awarded an all-expense 
trip to Stockholm, Sweden, where 


the American champion will com- 
pete against top Swedish typing 
students. In addition to the grand 
prize, there will be other prizes, 
including travelling trips within 
the United States. 

Facit, Inc., feels the Facit Ac- 
curacy Contest is a significant 
step forward in the growing alli- 
ance between American busi- 
ness and business education. 

Typewriter Dealers: To learn 
how you can profit from FACIT’S 
Typing Contest, please write: 
FAC,T, INC 
404 Park Ave. South, N.Y. 16, 
N.Y. « 235 Montgomery St.,San 
Francisco 4, California 
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A completely new, all-quality carbon paper for 
all-purpose use. The crowning achievement of 
42 years of leadership. 


You are invited to ask us for particulars about 
joining the distributor organization of Old Town 
—the company which continually brings you 
stimulating approaches to progressive marketing. 


©} Re mmfe)'') Miele) ite) F-Nalel. 
Established 1917 


750 Pacific Street, Brooklyn 38, N. Y. 









What WESCO Files mean to Sheaffer Steps Up Production 
ees For Fall and Christmas Markets 
Opening a three-day sales meeting recently, Craig R. 
the Sheaffer, board chairman of the W.A. Sheaffer Pen Co., 
said the over-all production of the company’s Fort Madi- 
son, Iowa, plants has been increased 40% since June 
1. He said the reason for the stepped up schedule is to 

prepare for the fall and Christmas sales campaigns. 

“Despite some feeling in the industry to the contrary, 
the sales outlook for quality writing instruments is ex- 
ceedingly bright,’’ Sheaffer said, ‘‘and the marketing 
programs we have begun will enable us to take a larger 


QUICK SALES 
REPEAT SALES 
MAXIMUM PROFITS 


share than ever of the writing instrument market.” 
He also predicted the U.S. writing industry this year 
will produce more than 600 million fountain pens, 





mechanical penicls and ballpoints the highest total 
to date. This is an increase of five million over the 1958 
Cutaway illustrates total. 


WESCO’S exclusive During the three-day session, Sheaffer salesmen from 
interlock welded 
joint construction... 
completely eliminates 


side sway. 





all parts of the country previewed complete marketing, 
merchandising and advertising programs for the fall and 


holiday seasons 


Divisional Sales Manager Appointed 








By DeJur-Amsco Corp. ~— ft 
: William E. Griffin, Jr. has been appointed sales 5 
‘ : manager of the Stenorette Division of the DeJur- a 
: . Amsco Corp., assuming charge of all Stenorette sales a 
t WESCO Files mean to —. ow ae 
Wha 2s 68 He is responsible to Jerry DeJur, who, as previous- aN 
ly announced, has been elected vice-president, mark- oy a 
eting business equipment. a i 
the Cus Griftin was previously employed as sales manager ia |. 
Cus of the Thermo-Fax Division of Minnesota Mining 1 a 
' and Mfg. Co. Over a period of years he had served , 3 
: this company in positions from salesman to sales - 
Space-saving = } / ' manager in their Reflective Products Division, which ; 
Effici y f features ‘‘Scotchlite’’ and ‘‘Centerlite. 
Smart Eye Appeal | = i 
Prestige | = Peter Amberg Marries 
and Satisfaction | — 
; 4 
Vv 


Sturdy construction, moderate price create 
built-in sales appeal! Sell the line that 
sells with ease... SELL WESCO! With a 
size, finish and price to meet every cus- 
tomer’s demand... we invite you to check 
the WESCO line of fine office furniture. 









w 
re a 
ESTERN MFG Co Py 
‘ : x 4 —“— 
DESKS FILES CREDENZAS 9 TELEPHONE CABINETS 
. wow & rs ie 
AURORA. ILL; = 
< : : PETER W. AMBERG, sales manager of the New York 
ittice of the Amberg File & Index Co married Barbara A 
WESTERN MANUFACTURING COMPANY McLaren of New York City September 5. Amberg is the son 
Aurora, lilinois of Gilbert W. Amberg, vice-president of the Amberg firm 
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BARKLEY surevies 


FOR OPEN SHELF FILING 
experience in this field, tempered with 


ore the result de 
y surveys to guarantee installations geored 
ximum record-handling efficiency. Behind 


rT 4 


continuous conteme 
$s demand! 
traditional Barkley quality in both crafts 


to toagay 
line of filing supplies 


this modern appre 
will find no finer 


7 msnip ona rv ifer 
FOR CIRCULARS, PRICES 


WRITE 
AND ADDITIONAL INFORMATION 


Cc. L. BARKLEY & COMPANY 
It tinois 


Chicago 7, 


1220 W. Van Buren St. 





















FOR FILING EFFICIENCY .. . 


BARKLEY TAB 


FILING SUPPLIES 





















cou aad FILE FOLDERS 
Sturdy 25 pt. pressboard with a 


a eee “W" shaped 
seedy expension. 


Amber tabs. Letter & Legal sizes. 


c. L. BARKLEY & CO. 


ified 
for read-at-a-glance visibility 
ci ; 
o give full range, 90° visibility 
p< ai?) 
to conserve expensive filing space 
take continual use in active files 


TABULATOR GUIDES 


Sturdy 25 pr. — with the 
Barkley Tab. Sets of 25 to 3000 
divisions A-Z, da yess 1), Months 
and States. Guides Vertical fil- 
ing too. 


CHECK FILE GUIDES 


A neat, efficient method of fili 
and checks. 4 x 9 guides stoc 
_ A-Z divisions, Months and 1-31 (days). 






‘ Si 
~ « 
; I = " 
a  ** : : 








REDROPO BARKLEY TAB FOLDERS 


Economical folders of 18 pt. Red- 
ropo stock with The Barkley Plas- 
tic Tab in Amber. Plain inserts 
furnished. Letter and Legal sizes. 


notes 
in 25 


1220 W. Van Buren Street . 


a 
GUIDES 


Finest quality file guides of i 
d with rod projections will 
years of constant use in 
Letter and Legal sizes stocked in 






Barkl Tab extends over file cards to save 
valuable ow built to take con- 
stant use. “indesesof 23 ssboard in three 
sizes: 3x 5,4 5 x's. of 25 to 3000 


division A- 
stocked in 


FILE DRAWER 


INDICATOR 


Standard size with 
Barkley Tab—read 
bottom files from 
standing position. 

‘ ae 










EXECUTIVE 
DESK SIDE 
FILE 
SET 


The sim 
Set contains 25 Redropo folders with Amber 


Barkley Plastic Tabs. 


CARD 
INDEXES 


States, Months, 1-31 (days). Tab ; 


ple way to keep papers in perfect order. 


75 special printed and plain 





inserts permit tailoring of the file to suit each | 


individual's particular needs. 


Chicago 7. 


litinois 


- 


5 


LARG 
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1899 ' 
| YEARS SERVICE TO Sa 
AMERICAN BUSINESS .3 is 


pee 
P9 





Built Like a 
scraper 





The Best Known Trademark 














b in Office Equi 
b | in ice Equipment 
... and the Most Vesirabie Veaier Franchise 
TopaAy’s ExcLUSIVE SHAW-WALKER DEALER Extensive national advertising, a constant 
ffers his customers more . . . 5000 items flow of sales helps, and seventeen strategically 
matched in appearance and matched for re- located showrooms and warehouses are a few 
All bear the symbol of quality “Built other sources of extra profits for the exclusive 
i Skyscraper”’ the best-known trade- Shaw-Walker dealer. 
n office 7th > . °,° ° ° 
1 office equipment. Right now there are a few cities in which 
[he exclusive Shaw-Walker Dealer leads we are willing to make a change. Yours may 
field with products not available elsewhere, be one of them. Ask about it. 
e items that buyers order and reorder. 
The 252-page Office Guide Catalog distrib- 
1 by Shaw-Walker dealers, is the biggest HAW- Al KE 
e source for new and repeat sales. It is 
ler the only complete sellers’ and buyers’ catalog 
er he industry. HOME OFFICE — MUSKEGON, MICHIGAN 
LARGE eE x ‘ VE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
1s 
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An organization ol small business services offered by association mem 
management consultants to establish bers. George C. Webster, Washington 
channels of cooperation betwee n bus management consultant, is pre sident 
ness specialists and small businesses of the organization 
and to create a better understandins The organization hopes to enlist 
by small business of the functions of membership among qualified manag. 
consultants, was recently formed ment consultant firms and individuals 

The Association of Managen ind plans to act as a clearing house for 
Consultants was incorporated recently management engineers and specialized 
under District of Columbia laws, with experts in management so that small 
offices at 1223 Connecticut Ave., N firms will be able to obtain manag 
W., to educate small business manag n nformation in various fields 
ment to the existence of standards and from reputable consultants 

< 3 
ooo = 
go088a) = = 
Ht = 
Fiat Files . 





Staktube Roll Files 





STAKTUBE 
ROLL FILE Ai! ctee! 


encased cabinets steel rimmed tubes for 
easy-to-find, safe print storage. Complete 
with either 36 (2!/4'' ID) or 9 (434%6" ID) 





Stacor-Matic Tables 








tubes, 5 lengths, !0 sizes. Files bolt —<tw_ Tracing 
together for stacking to any height. With . XN <g Boards 
locks if desired. WA “* & Tables 


STA 


the line that’s 
engineered for 
lifetime quality amet 


4-Post Drafting Tables 


and designed for —— 


ROFITS «=: tae 





Stay with STACOR 
and prospects already kr 
pre 1 through strong ar 


sdvertising. Make +! 
sell STACOR Lifetir 
m need 


WRITE TODAY FOR BIG NEW CATALOG 





STACOR EG PMENT CO 
Manufacturers ot Ona l ij t f 
309 Emmet — Newark 5, N. J. @ Bigelow 2- 6600 
W arehouse cks Bost t Hart A ; M t P 
San Tews. Saint Joh 'N B. Toronto. Washington, D.« 
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Management Consultants Association To Aid Small Business 





Besides the stated aims, the map. 
agement consultant organization plans 
to draw up ethical standards of prac. 
tice for its members; establish criteria 
by which small businesses can seled 
competent specialists in management 
develop improved techniques for man. 
and provide the 


agement consultants, 


services of accredited management 
consultants to small businesses in other 
geographical areas 

the organization plang 


parts ot the 


country on a regional or local basis. 


Eventually, 


to establish chapters in all 


Formation of the organization wag 
apparent lack @ 


understanding by small businessmeg 


prompted by th 


of the functions of management com 
sultants and the need for specialized 
management counsel by businessmeg 


in today’s complex and highly com 





Webster says 
director of the 


vemecnt and Researe 


petuutive cconomy, 
Dr. Wilford White, 
Office of Mana 
Assistance of the Small Business Ad 
ministration, who has been asked 
serve on AM(¢ S board ol adviso 
Says that the SBA wants to assist in the 
improvement of management of small 
business firms by enabling them bet 
ter to understand and utilize the serv 
ices of management consulting firms 
Dr. White points out that a pre 
dominance of small business failures 
in the past several has been due 
primarily to a lack of up-to-date 
information 


specialized management 


among America’s owners of small 
businesses 

Other officers of the management 
consulting group are Harvey Krentz 
man, Boston management consultant 
and Robert Kaye, San Francisco man 
gement specialist, vice-presidents 


ig 
Fredrick Disney, Fort Worth manage 


ment consultant, 1s 


David White, of Washington, D.C, 


treasurer anc 


Is Sec retary. 
1 addition to Ds 


of advisors consists of L. 7 


White. the board 
W hite, 
vice-president of Cities Service Petro 
leum Co.; W. Arnold Hosmer, Har 
vard Graduate School of Business Ad 
and Richard Oddie, di 








ministration, 
ector of small | siness servi lor 


the Bank of America in San Francisco 
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« New! a portable electric collator 






for only 


all aes 
laf . I ip 
the Pe 
en ~ - a % a af 
» ; ~ : 
ther <3 oe -: 
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was 
of 
nen 
On : 
zit or on 2 
met 
om 
f the 
ard 
Ad | 
| 
sory 
the e * o 
mal Provides an entirely new profit opportunity 
Det: ° : 
: for you in office equipment sales... 
7 Now for the first time ever a bon, bond, mimeo and even 
portable electric collator at a 4” cardboard. 
ul price within the reach of all your This product is made by 
du customers... actually half the Thomas Collators Inc. the lead- 
dat price of anything on the market. ing manufacturer in the field 
Here is truly a unique oppor- and backed by national advertis- 
tunity for you to cash-in on the ing and publicity in over 100 
vast untapped collating market magazines. 
with a product that’s functionally Retails for $149.50. Your price 
. perfect, fully electric, portable, $95.50. Result, a nice profit of 
and extremely simple to operate. $54.00 on every sale. (Even better, 
. A flip of the switch and the tire- if you order in lots of three—your 
. some time-consuming task of price $90.00 each). Act now and 
gathering pages into sets becomes be the first in your area to handle 
an efficient, effortless job. This this new exciting money maker, 
, new Thomas has the capacity to 
) handle 84” x 11” sheets of most THOMAS COLLATORS INC. 
~ tissue, onionskin, one-time car- 
- Thomas Collators Inc., Dept. C, 100 Church St., New York, N.Y. 
Yes, I'm interested 
[-] Send me more information 
Har [-] Send me a demonstrator and invoice me for $95.50 
Ad NAME 
COMPANY 
ADDRESS 
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Mr. Dealer! Join the GUSSCO 


BRAND NEW! 




















FILE FOLDERS a" 
oe Flush fastener folder adje 
The cut, stock and price to 

fill every file folder order, in GUSSCO now gives Gui 
manila, kraft, pressboard 01 the dealer a source ol duce 
special stock. The GUSSCO supply for 1 long and 
line of stock items is con popular item never be as 
plete from A to Z. We ar fore available to the hous 
able to turn out special sizes dealer. Available on plete 
weights, etc. in the shortest manila, kraft and press tabs, 
possible time SS board folders Send ————— - into 

== For Samples ae : - . 


filing needs now available from 


SUB 








GUI 
poo a 
ness 
| ) GUIDES ad 
Made in a vari- ; 
ety of _ sizes, Sizes and styles to re . 
stock rulings & meet any applica _ 
colors Clean tion Availabl in Sil 
cut and attrac fl anila t risto and ce = 
tively boxed. pressboard with meta 
etal nd and 
tabs plain ank stands 
printed SETV Ice 
lt d lus the kind of 
TRANSFILE YOU ARE = 


in the popular GRAY finish 


Now TRANSFILE steel reinforced 
board files match the new look of 1 
offices. Your customers can keep a 


INVITED steel « 
TO Made 


1] 








semi-active and inactive records : BOOTH 62 standa 
their finger tips. TRANSFILE Files with 
be stacked as high and wide as N.S.O.E.A. tolders 
The patented Interlock feature welds t etal 
into staunch batteries. 3 styles and | CONVENTION |_sovort™ 
b tab he 


In the new Gray finish and of cours ' 
standard Green. | 
' 

i 


full GUSSCO line—send for our | , 
GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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‘Fall Profit Parade’: All of your 


‘‘GUIDE-O-FOLDER’’ 


‘ sal a BX ADJUSTABLE METAL 
The hanging folder wit Ry iS TABS available on 

, j oo ° a 
adjustable metal tab ~~ > every “‘Guide-0-folder” 
( () ler ae 


oe ¥- | ! cut and 1/3 cut ad 
justable metal tabs can be 
sed in any of the five 


t iJ regular positions or in any 
ombination including 


_ mis 

SV 

SS labs slant at a 45 degree 
ingle, for better visibility 


i or name headings 





one source A complete line of 


**GUIDE-O-FRAMES”’ 


SUBDIVISION steel drawer frame 
GUIDES for ‘“Guide-O-folder” 
Inct Sets right into _ the 
n empty file drawer 
y without any effort or 
ing fuss. The frame is ad 
thes justable sO a Snug ht 
Ava can be obtained in file 
‘ lrawers of every 1 ake 
‘ No cutting of frame 
I me 





service you want. For a look at the 





‘*GUIDE-O-FILE’’ 
with disappearing top 


“GUIDE-O-TRAY”’ 


steel desk drawer unit 
A personal file, desk high 
The Slid-O-Matic top cor 


/ pletely disappears at a 
( slight push of the finger 
Gra\ if green finish 


Mounted on rollers and 

i] ! with 5 Guide 
O-folders, adjustable metal 
tabs nd inserts Also 


complete catalog . . . today 
1 0) 1D) SD ANE) ae LO) Oe 





335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. - GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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quality carbon papers 
assure you of 





Ad Clinic 


IACK BEDFORD 


advertising consultant 





A Headline Has a Reason — 
Apply It for Best Results 


Problem: An offi: hay 


always heard that the headline is the most important 


( supply dealer writes | 


SECURITY, 





part of an ad 


But, I seem to have more 


trouble writ 


ing a good head than any part of the ad. ¢ 


Ine 


Solution: Your he 


idline zs the most 


some suggestions on how 


7 
hil 


I 


an you Piy 


to write ad headlines 


ortant art 


of your ad. It is the big print banner that make 
readers Stop and ad or slows them down to scan 
And, the differ in reading or scanning will be 
evidenced in the sales you get in your office supply 
business 

Advertising experts have stressed the importance 
of ad headlines for years. And. in putting the em 
phasis on the importance of the headlines, they have 


Can unauthorized pers@ns 


correspondence throug 
paper? 
You don’t have to wort 


Beaver high quality re¢o 


Panama-Beaver sheet i 


before it has outlived ifs 
almost impossible to de¢ip 


on it—the rich full body 





Everyone who uses P: 


job well done, with th 
record. Remember, you 
last as long as the pap 


Convince yourself— Cal 


4 















read your confidential 
our discarded carbon 


hen you use Panama- 
carbon papers! Each 
ed many, many times 
sefulness and then it is 
er any message written 
color guards against it 


a-Beaver high quality 
nd to get the deep feel- 
tion, that goes with a 
eation of a permanent 
nama-Beaver copy will 
is written on. 


aur Panama-Beaver man, 


given the impression that headlines are difficult to 
create 

But, like many ations the obvious may be best 
The simple, easy way may produce more sales that 
the unusual, artistic creation of an ad headline 


Here 


are sol 


in creating eye itching, 


NEWS HEADLINES 


formulas advertising expe 


action-inducin 


rts tollow 


headlines 


One of the standard types of advertising headlines 
is the news headline. This can be used effectively 
when you are introducing a new line or new ser\ 
ice. To apply the headline writing formula for news 
headlines, use these words to start your headline 

Now Now you can save more mot 

New New way to save time 

Just Just arrived! 


Announcing 


Announcing the new model 








always 


RIBBONS 


Coast to C 


aiCARBONS 


stiDistribution 


PLIES CO. 


w York 





MANIFOLD 
Brooklyn, 


m7 











5 
bef 














Always send a “TIME SAVER” courtesy carbon copy. 
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At last At last you can eliminate worry 

People reading their newspapers are searching tor 
news. They are conscious of anything that has a news 
angle. They will automatically pick up your news 
headline and catalog it along with all of the other 
news items they ha been reading in their new 
per 

Your news headline can be set up in the pris 
style of the news stories in your newspaper. Some pa 
pers require that these advertisements be identified 











as an ad with the word advertisem over the SURE ¢ 
headline and copy. However, it may your 16” cay 
headline more of a news punch a 
; ; release 
Warning—Do not use news headlines unless ther ; 
is some real news value in your advertisement 
BENEFIT HEADLINES ¥ 
People read advertisements to see if there 1s V4 
thing in it tor thet They are looku tor 
OA—10/59 














ACCO BINDS PAPERS IN SECONDS 


™~ 


4 aot 









“ 7 


+. 





~ % 
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“ 
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ACCOGRIP® holds together business or personal papers, work sheets, photos, artwork. No marring. You insert or remove sheets instantly. 





ONE FINGER DOES IT! 


e press to open _e press to close 








SURE GRIP. Test it yourself! Accogrip has HOW MANY USES have you for Accogrip? NEW! Revolutionary mechanism. Closed- 

ipacit et | even one sheet Ideal for reports, letters, records, blue- back design. Genuine pressboard cover— 
ecurt Content tay put until you prints, catalogs, photos, sheet music. firm, flexible, long-lasting. Red, black, 
releasi ring-action g1 Keeps material on hand, intact, in order. grey, green or blue. Letter or legal size. 





ACCOGRIP’ 


ACCO PUNCHLESS BINDER 












© TM pending 











OFFICE 


AUTOMATION 


CLIMAX OF 20 YEARS OF DEVELOPMENT 


by PRINT-O-MATIC 

MACHINES that 
SAVE TIME @ CUT COSTS 
for YOU! 


FOLD-0-MATIC 
FOLDING MACHINES 


@ FOLD 120 SHEETS PER MINUTE 
IN ALL POPULAR FOLDS 
\ 









Y 
















© POWERFUL UNIVERSAL MOTOR 


@ BALL AND SELF-LUBRICATING 
BEARINGS THROUGHOUT 


A MONEY-MAKING AUTOMATION 
CREATION FOR EVERY OFFICE 
FH-5C Desk Model 

FH5-HD Heavy-Duty Model 


and NOW... 
(Super-capacity, folds sheets 
x 22”) 





\ 





canal 


NEVER BEFORE SEEN 
New Model PRINT-O-MATIC 


ee ee 
Se | 


THE SENSATIONAL 
5-E ELECTRIC 
ROTARY FEED 

5-B HAND-OPERATED ; 

ROTARY FEED = 

All with 

FULLY AUTOMATIC 
CONTROLLED 
SEMI-PASTE INKING 





All of these—and-~* 
more at 


NSOEA SHOW 
BOOTH 143 


If you can't see them, 
WRITE for details 





and amazing, successful 
PRINT-O-PASTE INK 
ond SILK SCREEN PADS 
or MIMEO EQUIPMENT 


Special highlight of the show— 
Premier showing of 


LETTERHEAD IMPRESSOR! 


PRINT-0-MATIC CO., INC. 


724 WASHINGTON BLVD. @ CHICAGO 6, ILL. 
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encouraged to 





benefit how to save time, money, eftort, worry 
etc. And, when you use a benefit headline, you will 
stop ad scanners and get them to read more of your 


} 


advertisment because your benefit will strike a self- 


ish interest of the reader 

As you will notice, most of the news headlines used 
or examples include some type of benefit for the 
reader along with the news angle. However, you can 
eliminate the news angle (when the line or service is 
not new) and still have a good benefit headline 
To apply th headline writing formulas for benefit 


headlines, you start your headline with these words 


How How can you save money 

How to How to save time. 

Advice Advice on eliminating worry 

Free Free (anything you are giving away) 
Savi Save (anything your customer will sa\ 


money, time, effort, worry, etc. ) 


Benefit headlines are improved when the gain to 


the customer made more specific. For instance, in 


stead of Saying the customer can save 


make it more specific when you tell how much can 


money you 


be saved 

To give your benefit headline a double-barrelled 
appr al, you can use a second benefit in the sub-head 
For instance, your headline might be a money saving 
benefit and your subhead could be a time saving bene- 


rt 


SELECTIVE HEADLINES 


Even though you would like to believe that everyone 
reading the local newspaper is a potential customer, 
you know that this ts not true. You are playing the law 
of averages in your advertising. The customer benefit 
of your typewriter Is slanted to one Specific group ol 
young or old 


customers—businessmen or housewives 


progressive Of conservative—et 
The more people you can reach who will be influ 
enced by your appeals, the more effective your advet 
tisement will be. And, you can select your audience 
with a selective headline—a headline that singles out 
the best possible prospects for the appeals you are list 
ing about your typewriter in your ad 
Here is a headline formula that will help you make 
your selective headline reach the people you want 
To To parents of junior high students 
To homemakers who want to writ 
To high school graduates. 
You can make your selective headline even more spe- 
cific by adding adjectives. For instance, you might say: 
To June high school graduates.’’ This headline elim- 
inates all other graduates, but it will single out these 
people with strong appeal. 
Do not make your ad headline too scelec- 
tive or you may miss a large part of your potential 


your advertising messag 


CURIOSITY HEADLINES 


You will capture your reader's interest completely 
when you use the curiosity technique in your ad head- 
line. When curiosity is aroused, your reader will be 


your complete advertising message 
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Dylgs from 
"Designer Group" 


4 JOHNSON 








1906 Executive Swivel Chair 


1905 Guest Chair For complete informationand prices on these new stylings, write or wire 


== Johnson Chair Company 


v 7109 Merchandise Mart Chicago 54, Illinois 
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{from NU-KOTE'S | 
\ “Harvest of Profits’ J 
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ANOTHER BIG PROMOTION TO BOOST YOUR NU-KOTE SALES! 


Here it is: 


NU-KOTE'’S “Harvest of Profits” 


Time—your chance to set new sales peaks for 


revolutionary plastic base NU-KOTE, the 


clean-copy carbon that outlasts ordinary car- 
bon paper 3 to 1. You'll receive free gift 
samples and sales kits—persuasive ways to 
demonstrate NU-KOTE’S superior qualities 
and help you harvest NU-KOTE profits. 


With every order of NU-KOTE you place dur- 
ing September, October or November, you'll 
receive FREE a whole array of profit-boosters: 


sales kits, imprinted direct mailers, window 
and counter display material, newspaper mats. 
And with every order a customer places, he'll 
have a chance to win a new kind of typewriter 
ribbon—a_ black-inked all purpose ribbon for 
general typing, executive correspondence, and 


Multilith and Thermofax processes. 


Don't delay—clip the coupon now and send 
in your fall order for NU-KOTE. It’s perfect 
for almost all copy jobs. Help yourself to a 
Harvest of Profits! 


SEE US AT THE NSOEA CONVENTION IN CHICAGO, SEPTEMBER 26-30, BOOTHS 145 AND 146 
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see details below. (// 
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NU-KOTE (TM) is a product of Burroughs Corporation, Mittag Division 
OOO SSS SSSI SOs ~ 





FREE SAMPLE! DEALERSHIP FACTS! “HARVEST OF PROFITS” 


DETAILS! 


Dealer Sales Department OA-82 
Burroughs Corporation, Detroit 32, Michigan 





Without delay send me a FREE SAMPLE of NU- 
KOTE Typewriter Carbon. 

Also information on how I can become an M&V 
NU-KOTE dealer. 

And details on the NU-KOTE “Harvest of Profits” 


promotion, 


NAME 





i ——— 
FIRE AGGIE 6 eens — 
TY _ ZONE —__ STATE 


P. S. Another profit-puller: fast-selling Burroughs 
adding ind cash machines. 








WITH 





NO FREIGHT TO PAY “ the answer to thx puzzle you brought out in your 


adline 


Try these formulas for creating curiosity headlin 


for your ads 


TEX-N-SET 
BUSINESS FORMS 


Which Which is best? 
Amazing a ld ZINN new way to save money 
Wanted Wanted LOO white elephants 


In your curiosity headlines, you want to hold bach 


something. You do not tell the complete story in your 





N headline. Try to create some type of a mystery or set 

ow you can up a puzzl that will require more reading for th 
Sell Quality answer. But, be sure that the curiosity headlines has 
Snap-Apart more relationship to the benefit stressed in your ad 






Forms at a low, 


These headline tormulas will make it casier to creatc 


ads that will stop scanners and get them to read you 


delivered price complete advertising message. When this happens your 
chance of selling more office equipment ind supplies 
is increased you turn ad scanners into shoppers 


BUSINESS FORMS , Kriloftice Host to 150 at Party 


o7.U¥.Vhele18) > NOW AVAILABLE Kriloffice, Inc., Chicago office equipment and supy ly 
dealer, played host to 150 guests Sunday afternoon, Au 

Write Today on Company Letterhead gust 9 
for Dealer Catalogue [he locale of the lawn party was the home of Mr. & 
Mrs. Marshall Silverman, who together with Mr. & Mrs 


at 


TEX-N-SET MANIFOLD ‘oer Lou Krilof shared the host and hostess roles gn 


5 were followed by a delicious, buffet dinner. It 


Div. Dudley Hodgkins Co., Inc. significant to note that many of the people present a 
115 E. D:Weldetes PVabbelesioyee Texas this lovely party wel! out-of-town business customers 











pe 


Created for surefooted office efficiency. Kik-Step rolls when 
you kick it. Holds when you climb. Non-marring casters 
retract. Base “grabs” floor. Step down, casters release, and 
Kik-Step is ready to roll again! Rubber safety tread. All- 
around bumper protection. Sturdy steel construction. Baked 
enamel finish in choice of colors. Step-up your sales with 
new Kik-Step! 


Write for complete details. 


CRAMER POSTURE CHAIR CO., INC., 625 Adams Street, Dept. 0P-10 Kansas City 
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of Kriloftice 





= OFFERS 
SAFETY AND 
CONVENIENCE 

WITH 


KIK-STEP 
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Silver Anniversary for McLennon.. 





McLennon, pictured here in profu- 
McLennon Pen Co. in 


recently ob- 


flowers decorating th 


s. state St., ( hicago 


1 nis tn nm Dusiness 
busines ites didn't let the occasion go 
1. Wisl to hail a milestone in the lite of 
handiser and employer fellow 
“ Supt ind travelers of the industry 
1 Ja vith felicitations. A bound volume of 


ict vivid recollections of a 


years ago near the present 





KIK-STEP MAKES YOU 14” TALLER 


Created for surefooted office efficiency. Kik-Step rolls when you kick 


Holds when 


sales with new profitable Kik-Step! 


Write for complete details on special No. 84 Bonus Offer... 


CRAMER POSTURE CHAIR CO., INC., 625 Adams Street, ‘Dept 
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i you climb. Non-marring casters retract. Base 
floor. Step down, casters release, and Kik-Step is ready to roll again! 
Rubber safety tread. All-around bumper protection. Sturdy steel con- 
struction. Baked new enamel finish in choice of colors. Step-up your 


OP-10’’ Kansas City 5, Kons, 


How to 
make a HIT 
with 

NO RUNS! 


sell desks 
with 
DENSIWOOD 





You can sell with confidence when the desks you sell have 
famous ‘‘Densiwood"’ knee posts . most better-known 
makes do feature ‘“‘Densiwood’’ today. ‘‘Densiws " posts 
are many times harder than normal wood give 1 a sell 
ng feature unmatched in the wood office furniture maker 
Banging chairs, cleaning women's tortures, normal wear and 
dents are no longer a problem Your customers remain satis 
fed and will come back to you for future satisfaction 

sist on DENSIWOOD! 

Write for further information and a list of mar 
making desks with ‘‘Densiwood"’ knee posts 


LUNDSTROM LABORATORIES, INC., 132 Smith St., Herkimer, N.Y. 


Much harder than normal wood 
No more snagged nylons 

More lasting beauty 

Built-in protection 

Assures satisfied customers 


facturers 





) OFFERS 
SAFETY AND 
CONVENIENCE 
_WITH 
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How you can plan your store for 





Ulbeich’, 


Southgate Plaza West Seneca, N.Y. 





The story of a store 
that was planned for profit 


Vice President Anthony Paul says: ‘‘We 


choose Bulman self-selection equipment be- 


eoeeeevoeveveeeeeeeeeeneeeeeeeeeeene 


Founded in 1878 as a book and stationery cause we have found Bulman cuts overhead 
store, Ulbrich’s now numbers seven modern costs, offers better merchandise display, and 
self-selection stores serving western New utilizes expensive floor space to greater ad- 
York state. The newest store, the Southgate vantage. And, because our personnel spend 
Plaza store, is completely equipped with less time making display changes and stocking 
Bulman self-selection units. It is the fifth Bul- shelves, they have more time to devote to 
man-planned and equipped store in the chain selling high ticket: items.” 
The strength of steel combined with th flexit y t jise with ease helve ye pert sted nd easily, without t bolt t oF 
good design Bulmon island and wal! run units ' f tant glass t j, may be adjusted quickly t special skills. All Bulman equipment is de ed 
a full range of heights, widths and lengths, with a y of three f t $ p, level, down. Price ta tor rapid installation; ma tores have beer 
choice of over 80 color combinations. One-piece, oa ling e integral parts of the shelves. Units ca equipped overnight, avoiding the necessity o 
steel shelves take even the heaviest concentrat t jismantied, rearranged and reassembled swiftly hutdown and the subsequent loss of business 
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1. Pian with men who know 
retailing best! 







Plan with Bulman. Let the store planning and 
mercnandising Know le age of ovel 36,000 self- 


‘ 
i 





selection stores w or you planning that 





has increased sales volume anaverage of 32.7 








FULL VIEW of center aisle counters which provide opti 


y aximum number of products 


Well Planned Self-Service 
Operation Boosts Volume 


2. Equip with a product of 
proved superiority! 
Equip with Bulman self-selection units. They 
are backed by 50 years of research and manu- 
facturing skills. They go in faster, look bette: 


last longer, yet cost no more than ordinary 










For 25 years Colonial Stationery & Supply Co. of 
Newark, N. J., had maintained a small retail store as a 


units 


complement to their larger industrial and commercial 


as se 
3. Call the Man from Bulman! orvanization Although in a downtown location, com 


Discuss your plans with the “Man with Ideas.” paratively little attention was paid to the heavy potential 


He'll show you how Bulman can help make street trattic business all around it 
your business more profitable and much more But taking a lesson from the supermarket which has 


- - ‘ ty [ l tr ] ) 5 s ) \ rT “ 
pleasant. If you’d rather, write for complete g emendous impetus to self-service operations, 


; i Colonial modernized completely and went fully into 
information. Just address Dept. O. No obliga- 


self-service store arrangement. The result: an immediate 





tion, of course. 


increase of about 400% in retail volume the first year 


My experience has convinced me,’ commented Abe 
Simonott, owner, ‘there are three immediate benefits 
from self-servi (1) it encourages suggestive or ‘im 
pulse’ buying since a customer can see everything easily 
ind may be reminded of an item he needs; (2) it cuts 
down overhead since you can dispense with about two- 
thirds of your sales clerks; and (3) it speeds up service 


' THE Colonial’s sales area consists of two floors with reg 


] ; ; 


ular, fast-moving merchandise on the street level and 


BULMAN CORPORATION the heavy inventory of office turnituré and appliances in 


Grand Rapids 2, Michigan the basement. There is an clectrically-operated moving 

belt from the shipping department downstairs to the 
Offices in principal cities street floor with deliveries going out the side door 

anadian subsidiary: Bulman of Canada This main floor showroom, taking up an overall area 

(Store Equipment) Ltd., Toronto of about 1800 Sq. It., some 83 feet in kk ngth and 23 feet 


wide, is well designed so that every foot it utilized for 





display purposes, all without the appearance of being 
crowded. Merchandise is de partmentalized with one side 
of the store devoted to fling supplics, loose-leaf pads, 


— 






binders and ledger sheets; the Opposite side to typewrit 


L 


ers. leather-goods and slower-moving stock. The two 







enter aisles are for the smaller faster turn-overs like 


There's no spac wasted—even blackboards are sus 


— 





ended on the stairway walls leading to the basement 
’%o Boards are ut heavily, veccially for showing 

LEADERSHIP BUILT ON THE RESEARCH P g Boards are utilized he — - 

drawing supplies, and maps 

AND EXPERIENCE (N OVER 36,000 SELF-SELECTION All items are price-marked on company printed tags 
Much of the stock. moreover. ts placed either on Peg 
STORE INSTALLATIONS.” 
Board or wooden racks so that the y can he sccn full 


{ at much below eye level, thus conforming 


we 
Oo 
> 
° 
wr 
0 
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Your 
Dependable Index 


i; 


CUSTOMER 
SATISFACTION 


GREATER 
SALES 


SURERDEX 


// 


MAR K 





TRAOE 


INDEX CARDS 


Quality-produced, 
economy-priced 

... with 
guaranteed 
uniformity of 

size and ruling. 


Lint-free 100% 
sulphite stock. 

Ideal for addressing 
machine use. 

Sizes 3” x 5”—4" x 6"—5" x 8 

Colors: White, Buff, Salmon, Green, Blue, 
Cherry, Canary. 

*& Also available in 50% rag content stock. 





++ + 


NEW SALES-STIMULATING FILING SUPPLIES 
and GUMMED SPECIALTIES from SUPERDEX 


Quality products economically-priced for 
customer satisfaction and BETTER PROFITS 
% PRESSBOARD FOLDERS 


Heavy-duty cloth-hinged bottom. With or without metal tabs 


%& PRINTED FILE FOLDERS 


A-Z (25 to set). Durable, combination folder-index 


% FILING JACKETS 


See wus in 


Closed sides for safer storage of tax records, bills, etc Room 339, 
% ‘WwW 1” EXPANSION FILE FOLDERS EASTERN 
Holds more, bulkier papers without sagging pa at 
FANFOLD LABELS SHOW 
* 
For file folders, etc. Economical, easy to handle Oct. 17-20 
N.Y. Trade 


% ADDRESSING LABELS Show Bidg., 


Perforated, gummed 81/2" x 11” sheets. 24 or 33 to sheet. nh_y.c. 


FREE ee THE WARSHAW 
INFORMATION TET TTT a TS 





One of America’s largest manufacturers 
of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N.Y. | 
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closely to the styles already prevalent in the super! 
kets 

Overhead signs make for ready identification and to 
set off departments. For the paper stock, filing cabinets 
and cards which take up an entire wall, these signs are in 
large white lettering on wood; other sections have hang 
ing signs or smaller wall placards. 

An eye-catcher is the wall array of columnar paper 
binders, rings and post binders. A display fixture in a 
6x7 ft. area consisting of six shelves can display as 
many as 15,000 sheets. Next to it is a rack with 200 
different varieties of columnar pads. The sheets are 
wrapped in cellophane and stand up in full display in 
the racks, an arrangement which has won the approval 
of manufacturers since this removes the likelihood of 
the cellophane being ripped out when taken from racks 
or high-up shelves, as is often the cas« 

Next to this stock and in a corner near the entrance 
is a wood fixture for filing cards, enabling a customer to 
pull out a file of cards from a built-in wall rack. Ther 


sample card attached to each of these files so that 


quick glance at the whole panel enables a visitor to 


quickly make his selection. 





CABINET AND FILING SUPPLY stan lesign 


Colonial Stationery, provides full view of items 


replenishing st 


In addition to this entire arrangement enabling a 
store visitor to see everything quickly, with nothing hid 
den behind shelves, it provides a means of quick re 
plenishing of stock. For this purpose alone a boy spends 
two hours every afternoon walking along the aisles and 
refilling any items in short supply. 

Continuing the self-service idea, there are large bas 
kets which can be picked up near the entrance and filled 
while the shopper makes a self-guided tour. Then it 
presented at the check-out counter which is clearly ider 
tified as such by an overhead sign and located alongs: 
a cash register at the entrance. 

Because of such self-selection, the store has been abl 
to eliminate two of its three store clerks, except durit 
rush hours when the executives pitch in and help. A: 
other advantage is that it has been able to add new lin 
such as greeting cards which are in heavy display in on¢ 


| 


ia COM} ict 


of the two center aisles, leather goods and 
steel furniture stoch 

In the basement are the counters and rows of oj 
steel racks and bins of reserve stock which clerks ar 


| 


busy wrapping up and preparing for delivery. TI! 
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More and more important firms are stand- 
ardizing on Art Metal design and quality in 
their office furniture. Art Metal's complete 
line simplifies your customers’ purchas- 
ing...eases your own inventory problems. 





At aa 


41 East 42nd Street, New York 17, New York 
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Satisfy 

your 
customer's 
addressing 
demands with 


NEw MODEL 7O 
VERSATILE AP Ray etal 








pared in a Standard type 
A low cost system 
j 

oN TEN eN NK 

I es Automatic 
11 nat move mailing 
p to printing posi 
Nan ; change auto 


1] { 


Spirit ma illy with each pull o 
Process sta atic 


Addressers... 





MODEL 939 


Prints from paper address 
slips prepared in a stand 


ard typewriter 





NO PLATES e NO STEN ° NO INK 
Easy list maintenance. Fea 
ture Automatic Drive” 
that ves Mailing pieces 


into printing position. 
Aut itic address card 
feed. Address slips fit into 
3-fold HolderCards. Holdet 
Cards are 3 x 5 and may 


ilso b used for record 


Nationally Advertised eading 
church, fraternal, office and | ne pub 
lications. 
Dealer Aids rect mail piece 
statement stuffer [ ds and new 
paper mats 

FOR COMPLETE INFORMATION WRITE TO 


titi Allilildy 


COMPANY 
6500 OA WEST LAKE STREET MINNEAT 7 ¢ MINNE 
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moves upstairs by i belt conveyor and ypoes tO one « 
waiting trucks outside for shipment 
Because of its strat pic corner low ation at 155 Ww asn 
on St. in a heavy office area, Colonial 
essary to engage in heavy outside advertising 


tion. A full page ad was taken in the Sunday 


tion t the Neu ke Neu to announce the self-ser 
id large insert >; are taken from time to time in th 
business sectie Occasionally manufacturer stuff 
ind form letters are distributed to pave the way 
hasing agents 

his planning irks the culmination of the lor 
perience of Simonoff. He has been ably assisted by | 
two sons, Bru nd Rogers, who not only helped in 
cuting the details but created many of the display rach 
which give the store such a novel touch 


Lundstrom Development Finds Wide 
Acceptance in Furniture Field 


} 


The warmth and beauty of wood. | lus th durability 


of steel’ is the way Lundstrom Laboratories describes it 
Densiwood furniture components which are now 
«posed edges of the new modul 
lesh na 
Originally u 1 in wood office furnitur for center 





EXPOSED EDGES of this new Classic desk |! lasper Off 
I ( Densiw 
posts, mouldings, door strips and other component 
Densiwood ; now employed in thes new app! 
furnitu inufacturers hav discovered that 
Densiwood” provides built-in protection to furnitus 
I t to wear and tear, without sacrificing 
D od be glued or atta with screw 
L wi It is available 1 i 
gluing to larget omponents 
Complet nfor ition and list of ap] if Ss may | 
obt d from | istrom Laboratori $ Smith St 


Waddy Co. Swaps Store 
With Next-Door Restaurant 


The E tt Waddey Co., Richmond 
with an adja taur 
\X ww Lawn shopping 
ll double the Waddey Co. f 
OO squat feet. T] 
inded and lin 
ott a { \ I idded 
The firt S odeling and rel 
Fk. Main St 
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HERRING-HALL-MARVIN SAFE CO. HAMILTON, OHIO 


f 
Here’s the total array © 


FIRE-RESISTIVE PROTECTION 


equipment for records 





YOU CAN FILL EVERY PROTECTION NEED 


with the big Herring-Hall-Marvin line 


— 


— 


wy” LABEL RECORD SAFES 


sizes available, ince s 
on world’s largest 
Safe. 


it 
i ijable to SU 
sizes aval han 
needs of any pusines 


ge) UNBEL RECORD SAFES 


j ilable 
Seventeen ag aval 
from ca 
renee office sate a 
largest office safe; 


~ ili inet for 
ard aail-size wing oe 
tabulating car 

cards, etc. 


SAFE, INTERIOR CABINETS 


| 
e optiona 
\ of fifty-thre = 
ee tl cabinets, plus ys 
s 4d roller shelves, tons. 
eariety of vertical P@ 
v 


il m 
dger cards, filing syste 
le 
cards, etc. 


WALL SAFES for use in 
 gafes suitable in the 
Se of elsewhere 
eat or office. 


VAULT ENTRANCES oor 
classes Of _ classes 

a entrances- ag ault 

vaudouble door ¥ 

Oo 

trances- 








No reason why any Herring-Hall-Marvin 
dealer should ever lose a sale to a com- 


petitor. For Herring-Hall-Marvin has the 


finest and biggest line of protection 
equipment available to office equipment 


and supply dealers on an exclusive fran- 
chise basis. 


Vv 


re 


’ 
oa S the total array of 
GLAR-RESISTIVE 
PR 
©quipment for re 7 


cords 
CLASS “gn 
14 Fourtee,, MONEY CHESTS 


| Models ; 
Plete range of sizes a com 


COMBINAT) 
] M) CHEST unirg. SAFE AND 


Fifteen 
Mode} 
COMbinatio a ae 


ariety of 

or smail amounte £0" large 
MONEY CHEST 
S 

6 ix sizes to WITH TR-30 LABEL 


me 
ments of aij eine the require. 


Of business 
CASH DEPO 
4 Four SITORIES 


dive 
Choose io Models 


Plug bre 


UR. 
ENTRANCES SVE VAULT 


to 


Cla Comes 

Surata. and Class «p) 
E -Resistj D 
ntrances. Ve Vault 


esigned 
lic SPeCifica| 
oa Utilities and = for pub. 
EaNizations er Service 


Get the complete facts on the total 
Herring-Hall-Marvin protection 
equipment line and the profit story 


of our exclusive dealer 


franchise. 
Nrite today. 


181 



























Newest Sales-Slant _ 
for Biggest, Quickest Eraser Sales 


CONTROLLED 


> ERASING = 


A lert dealers are multiplying profits, turnover and vol- 

ume by selling the idea of control and speed in qual- 
ity erasing! Tie-in this refreshing, modern sales-slant with 
every sale you make in ribbons and 
carbons, and with the mushrooming 


use of modern writing machines! 


qNO. 3650 GRAYPOINT WHISK 


Hexagonal, wood-case eraser with 
quality gray rubber core, fits 
comfortably in the hand. Attached 
brush whisks away eraser crumbs 
Won't roll off desks. Easily re 
pointed in any pencil sharpener 
or with a knife. 


NO. 365 GRAYPOINT > 


Same eraser as No. 3650 


GRAYPOINT but brush 
qNO. 378 GRAYPOINT 


without 


This paper wrapped eraser with 
the pull string for easy repoint 
ing can be repointed right at the 
desk. Same quality gray rubber 
core as No. 3650 GRAYPOINT 


MODERN GRAYPOINT ERASERS 
Easy-to-hold, easy-to-point 
“balanced”, pencil-like styles 


; 
: 
: 


WELDON ROBERTS 
RUBBER CO. 

365 Sixth Ave., 

Newark 7, N. J. 
World's Foremost 
Eraser Specialists 
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UNITS 


CUSTOM-MADE DISPLAY invite customers to 
pick up and examine items displayed. The Paper Mill, Las 
Cruces, N. Mex., says this Peg Board method of self-serv: 


has been responsible for increased sales 


The Paper Mill Ups Sales 
With Custom-Made Racks 


Henry Gustafson and James Patton who own and 
operate the Paper Mill in Las Cruces, N. Mex., found 
that when given the opportunity the majority of their 
To take 


to browse around, thes« 


customers eagerly accepted self service advan 


tage of this desire two agegres- 
sive merchandisers had Peg Board display racks custom- 
made. 
These racks gave the customers the opportunity to 
see and handle, compare sizes, types and prices of items 
without a sales clerk at their elbow. 
It is not uncommon for a customer to spend at 


least 
30 minutes shopping the store. And the longer they 
shop, the more items they buy, it was reported 

By close observation, it was discovered that most shop 
pers are reluctant to dig into table or counter top bins 
After questioning several customers about this, the own 
ers came to the conclusion displays of this type act as a 
psychological warning to keep hands off . a Carry 
over from the old conventional service type operation 

To confirm their suspicion, the owners erected a Peg 
Board divider back atop one of their table top counters, 
and displayed such items as shears, daters, punches of 
various sizes and types. Immediately, sales soared. 
bins 


And customers still look over and beyond the 


fronting the Peg Board divider 


Display Units Are Custom-Made 


This led to the owners having three custom-mad¢ 
display units assembled, featuring Peg Board 

on a base 30 inches wide by 60 inch 

During Christ 
ba ks to 


divid 


These units ar 
And on casters 
mas, the bases were used without the divider 


long for easy moving 


pile Christmas wraps on After Christmas, th« 


back went into use again. This unit, with the Peg Board 


back, is 52 inches high 


px opl Ww I] 


By experiment, it has been discovered that 
not stoop to shop items off the lower tops of the old 
tier top display units. Items taken from these lower units 
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The Master Mind of Cash Control 














“For friendly 
shopping” 


Revolutionary new 
streamlined Cash Register, with 
automatic, itemized receipts, numbered 
and dated, stamped with the Firm’s name; 
accumulating automatic customer 
counter, as well as built-in 

adding machine. 


In Canada: Regna Cash Registers 

of Canada Ltd., 704 Notre Dame St. W 
Montreal, Que., and Business Equipment 
Machines, 489-R King St. W. Toronto, Ont 
OUTSIDE CONTINENTAL U.S 

Jorgen S. Lien, Box 507, Bergen, Norway 
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COMPLETE 
PROTECTION 
FOR SHOPKEEPER 

AND SHOPPER 


Sensational ! 
Simply Fantastic! 











REGNA 
Cash Master 
“The Dream 
of every 
Retailer” 


Mail the coupon—Mail it today—Mail it now! 





REGNA CASH REGISTERS INC., 

175 Fifth Avenue, New York 10, N. Y. 

Gentlemen: 

Please rush more information on the new Regna Cash 


Master and outline advantages of becoming a Regna Dealer. 
Name 
Address 
City Zone State 
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DURALON 


For typewriter and tabulating machine use, the 
DURALON ribbon is producing amazing results. Here 
are typical dealer comments: 


“XYZ company was highly complimentary about the 
DURALON ribbon — it outwore all previous ribbons!’ 


Maw Ta 


on your 
j + y « ral j 
Its fabric wear and resistance to cutting suggests its similarity typewriter 


to nylon. Yet, its far greater ink capacity makes possible a uni 

formity of impression in a variety of writing strengths not possible and 

with other fabrics. 

The result—a typewriter ribbon that yields impressions of unbeliev SEE 
able fineness and cleanliness. Its wearing quality makes it an out 


standing value at a price just pennies over the higher priced the 
cotton ribbons 





“The customer reaction 
to your mailing booklet, 
‘Now Try DURALON,’ 
is the best we’ve ever had. 
Send us an additional 
supply.” 





“DURALON” is a new, exciting, synthetic typewriter ribbon fabric 
developed through Allied research, which combines in a single 
fabric the advantages of many fine fabrics 








Let the Allied man show you DURALON and other items in our com difference 

plete line of duplicating supplies, designed for today’s needs to out 

perform today’s competition—and you'll begin to appreciate the 

value of an Allied franchise—with its policy of sales through lim 

ited, authorized dealers only ang. US. Pat. Stine ty 

Registered U. S. Patent Office ALLIED CARBON & RIBBON MFG CORP 
New York 13, 8. ¥ 


ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif 


Among the world’s finest duplicating products: Flagship patented metal! 


back carbon paper, Flagship carbon paper ribbons, Offset ribbons, Tabulating 
ribbons, Addressograph ribbons, Diazo ribbons, Hote! Register carbons, Artist 
transfer carbons, School packs, Carbon binders, Spirit carbons, Stencils 
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... and Profitable 
the TELKEE Key-Rack 


The ideal gift for the man—or woman—who 
has everything. The ideal /ift to your Christ- 
mas sales and profits. 


Three sizes: 5, 8, and 10 hook units. Each 
complete with hook panel, clip-on key tags, 
labels, mounting screws, and instructions. 
All units packaged on attractive display 
cards for maximum sales appeal. 


Your discount, 40%. Order now. Stock ’em 
beside the register; at high traffic locations. 


Ad mat for local advertising included with 
each order. Start your Christmas sales off, 
right now, with a dozen of each. Clip coupon 
to your letterhead for fast action. 


P. O. MOORE, INC. 


A Subsidiary of SUNROC Corporation 


The MOORE KEY CONTROL System 


GLEN RIDDLE 17, PENNSYLVANIA 





P. O. MOORE, INC. 
Glen Riddle, Pennsylvania 


Send me the following Key-Racks: 
10 hook units @ $1.59 (list) 
8 hook units @ $1.19 (list)__ 
5 hook units @$ .79 (list) 
Terms: Net 30 days.F.O.B. 
Glen Riddle, Pa. 
Ship 5 days ROO. 








J Le 
Less 40% disc. 
Total Net 


Signed —_ 


Company aietnmenititie 
Clip coupon to your letterhead 
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ROYAL H. ECK 


ERI Allentown 
Pa Oftice SUP} 
leales showin a 
customer some fab 
swatches to b 
used in coverin 
I I Linin Ait 
st er 7 tl l 


Eckert Sells Reclining 
Chairs for Office Use 


Business and pleasure do mix when it comes to sell 
ing chairs to office executives,” says Royal H. Eckert 
complete office supply dealer in Allentown, Pa, “And 
we have made it pay off for us by stressing this combina 
tion to our customers. As a result, we are selling more 


lounge type office chairs than ever before besides hav- 


ing our customers thank us for telling them about them 

later on 
The most important thing that an office executive 

looks for in a chair is comfort. He is spending the 


better part of the day in it, and he wants it to be com 
fortable. 
Thus when customer tells the owner of Royal H 


Eckert Inc., 


proce ds to show him many that he stocks. He lets the 


that he wants a comfortable office chair, he 


if 


customer sit on these chairs, discusses their merits and 
helps to stimulate the need for comfort 


My next step is to ask the customer to be seat 


one of our reclining type chairs. When he sits on it, | 


ask him how he likes it, and invariably he will say 


its quite comfortable. Then I step on a button and be 


tore he knows it, he’s in a reclined posit 


Let Comfort Sell Customer 


The customer's first reaction is to sit up. Then h 


begins to ‘size up’ the chair and with Eckert’s help re 
] 


clines again. Eckert asks him to sit this way while talk 


ing to him so that he gets the ‘feel’ of this type of cha 


At first, its novel to the customer, but then h« oll 
relates Eckert We know that th 


to apprec late if 


customer is not comfortable trying to relax in this 
while a salesman is hovering over him, so I use sor 
pretext to leave the customer for several minutes whil 


he sits in it, relaxes on it, brings it back to its forn 
position and gives it a ‘once over.’ By the time I retur: 
he is as much at home in this chair as he is tn his 
chair. Selling him from this point on is easy 

Middle age to older men are the greatest prospect 


+} 


these chairs. They need greater comfort throughout 


lay and the higher cost of this chair over other off 
hairs plays a very small part in th sion. Eck 
OA—10/59 
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HORIZONTAL and VERTICAL 


TABULATING CARD GUIDES 


by USED IN ALL TYPES OF 
AUTOMATED SYSTEMS 








Smead can design and manufacture folders, pockets, or combination folders 
and pockets for filing punched tapes, tabulating cards, and associated 
documents. Smead offers the advantages of a wide range of facilities in 
paper converting and can incorporate acetates or vinyls to resist “bleeding” 
of oil from tape. Furnish us with complete information on your customer's 












































| requirements. 
| 
ek aii 
f neni mplete selection of guides A COMPLETE LINE OF HIGHEST QUALITY 
| for 1 y tabulating cards w 
every requirement tt INDEX GUIDES 
i 5 r style is needed 
i f detailed specifice 
Ce s d » be tailo 
| a de f ur custo 
ea 
| 
> | 
~ 
5 
L 
n plain tab, third-cut and fifth Double insertable celluloid tabs, third cut 
wid 3% higt VY tab and fifth cut, 7%" wide, 3%" high, %& 
tab exposure. Pressboord stock. White in- 
serts included 
N 
B 
he 
d 
1 | 
\ 
n Ato Z. flat metal TA-154-31 Da ’ 1 to 31 filet angled in 
tab 7¥%,"° wide /s hig Pressboord sertable celluloid tabs, 7%" wide, 3%" 
\\ Va tock Avoilable rae divisions high, % °° tab exposure. Pressboord stock. 
w g 
=< = 
__ ei Pin Feed Inserts 
ce ond Labe — ere 
| SELF-INDEXING CARD HOLDER 
= , Provides clear vision ond protection of 
C ) card. All Acetate (10 Point). Overall size 
al ‘ at 7%, ” 3% . 
a, 
P hed Wollets with 








Ss MANUFACTURING COMPANY e HASTINGS, MINNESOTA 


LOGAN, OHIO - CHICAGO, ILLINOIS - LOS ANGELES, CALIFORNIA 
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“C&R Type I 





points out the health value, of being able to recline and 
o reduce mental strain through physical relaxation. This 


Genuine Pressboard - fe iture makes a strong impression on his customer 
top quality in 
every respect...’’ 





... says G.L. Biggins of 


Jenkins Index Card Company, Los Angeles 


“Customer satisfaction is one of the main points of good 
business,” says G. L. Biggins of Jenkins Index Card Company, 
Los Angeles manufacturers of filing systems and supplies. “That 
is why at Jenkins Index Card Company we use Case & Risley 
Type I Genuine Pressboard. We find that in manufacturing 
pressboard folders, binders, and guides Case & Risley’s press- 


board is of top quality in every respect.” 


Jenkins Index Card Company is one of the many leading 
manufacturers that insist on C & R Type I Genuine Press- 
board.* They know that this highest-quality material is ideal 
for binders, folders, index card guides, tab card file guides, 
check guides, salesmen’s portfolios, catalog and brief covers. 
It guarantees maximum protection for important papers — and 


it’s easily imprinted or embossed. 


Send for free samples 
Mail coupon today for free color samples 
of this beautifully mottled pressboard. : 


*Exceeds U.S. Government 
Specifications UU-P-701d Type I. 


CASE & RISLEY PRESS PAPER, INC. 


Makers of Genuine Pressboard and Similar Specialties 
Oneco, Connecticut 


 iadianaiimaaatienstientnentantimatandieatientinstientientianten 


CASE & RISLEY PRESS PAPER, INC. 








ONECO, CONNECTICUT 





Please send me free samples of your Type | 

















Genuine Pressboard, to show my customers 
Name 

Company 

Address 


r 
! 
| 
I 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


If a customer is undecided, Eckert will ask if he can 


end over a demonstrator chair for several days, with« 


the customer being under any obligation. If the customer 
is at all serious about the purchase of this chair, he will 
approve the suggestion and Eckert has it brought in 


However, he doesn’t call for the chair within several 


days unless the customer asks him. He lets it remain in 


pla from three weeks to a month. The longer th 
demonstrator is in use, the longer the customer will b 

come accustomed to it and will recognize its benefits 
So when he calls for the chair, taking it out is a concern 


' 
to the customer 


Long Trial Period Works Best 

A short term demonstration is of little value,”’ says 
Eckert, ‘because it may happen that within that period 
the executive or business owner, may be out of the office 
or so busy that he doesn’t stop to think about the reclin 
ing feature of the chair. Given enough time, he finally 
gets around to it, and once he starts using it, it becomes 


yn the chai 


continuous. This helps him to sell himself 
and about the only time we ever do take out a demon 
strator 1s when the customer wants to replace it with 
new one 

Most demonstrators are new chairs b aust ; Idon 


does one come back to the showroom. But occasionally. 


a customer will insist on a ‘new’ one, thinking that th 
one he is using is a demonstrator model, so Eckert 1 
Ss it 
Eckert makes th purchase of this chair mor 
sonal’ by letting th ustomer select the patt rm ana ty] 


of tabric with which he wants his chair covered. In th 
way, each chair has eye-appeal as well as comfort for 
the user. This builds up the ownership value of havi 


such a piece of furniture at the customer's place of 


We bring out to the customer, that this chair can 
used at home as easily as in the office, thereby serving a 
dual purpos« says Eckert. ““And for individuals who 
have a small office set up in their homes, this type o 
chair ts just perfect for their needs. Once a customer 
sold on these features, price becomes of secondary im 


portance 


New Business Forms Manufacturer 


Miles Business Forms, Inc., has begun productior 


of snap-out business forms and continuous tabulating 
forms in a new plant at 1818 High St., Des Moines 
lowa 

The tirm was recently incorporated by 25 local 
stockholders. Its officers are William A. Kehr. pres 
dent: Robert H Miles. Vice president ind Robs 


( rey secretary-treasurer 
Kehr, a graduate of the Wharton School of | 
nce, has been with Moore Business Forms for the 


past 10 years. During the last three years, he wa 


manager of the npany’s Des Moines branch offic 
Miles ts a partner of a printing company and Frey 
associated with an accounting firm 
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Hundreds of NEW uses for INK-STIK ... 
Thousands of NEW sales opportunities! 











* Holds permanently to all surfaces 
* Gold-finished swivel . . . permits pen to be 
sitioned at any angle 
- Dex orator colors to blend, contrast. or Available nm ’ 
Two Stunning Counter Displays 
harmonize with any decor 
. _r bl , bl: No. 2100 COUNTER DISPLAY 
* 6 attrac gr Coiors ... DIUe, red, lac k, green, (12 INK-STIK "N’ HOLDERS) 
irquolse, |! vender Retail Value $14.28 
* Finest writing quality ... because it’s a Dealer's Cost $ 8.64 
MICROPOINT INK-STIK! rere +o 
* When dry, replace with a new INK-STIK No. 2150 COUNTER DISPLAY 
(12 INK-STIK 'N’ HOLDERS with chains) 
Retail Value $19.08 
CONTENTS OF COUNTER DISPLAYS Dealer's Cost $11.52 
Quantity 4 2 1 1 ] Dealer's Profit $ 7.56 
Base t r Black Gree White White 
ne Sick Green Lavendey Terese ti” -- IMIICROPOINT, INC. 
) yf t INK TiK with 24 gold finished ! Sunnyvale California 
! bead chain ! In Canada: Ben Sanders Co., Lid., 
l 1 A n bem nee eee ee 2 Toronto 1, Ont. 











modern steelerait... 


N 
\ 
— ~~ PS = 






SERIES 100 and 200 — FULL SUSPENSION FILES 


® 10 Roller Bearing heavy duty full suspension cradle 


Newly designed finger-tip control follower block 


Symphonic, lusterous, permanent finishes of olive green 
or modern grey 


Rugged construction with 6 reinforced uprights 
Beautifully designed with solid aluminum hardware 
Made of heavy gauge steel! for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? ... Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum valve ... not to mention maximum profit for you. 





Don't miss our display at the Write for new 1959 catalogue showing our full Don't miss our display at the East- 
NSOEA Show, Conrad Hilton Hotel, - . : . ern Commercial Stationary Show, 
Room 539 line of easy selling, high profit office furniture. Booth 67, Trade Bidg. 









modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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NEW SHIPPING PROGR 





AT 
AURORA 
STEEL 
.. PRODUCTS 
EVERY 
* DEALER 
Is 
KING 


STEEL LOCKERS 
STORAGE CABINETS 
SHELVING 
BOOKCASES 


Every order and inquiry is important to 
us and receives prompt, personal atten- 
tion... from top management. We also 
take the trouble to make “‘specials’’ for 
our dealers. And of real significance to 
office equipment dealers everywhere: 


We do not sell direct— 
only thru dealers! 


DEALER LOYALTY IN ACTION 


e 2,290 lockers shipped to a large 
industrial firm ... SOLD THRU 
A DEALER! 

e 103 storage cabinets to a Mid- 
western University ... SOLD 
THRU A DEALER! 


e 96 storage cabinets for all public 


schools in a principal Midwestern 
city... SOLD THRU A DEALER! 


e 181 bookcases,78" high, toa large 


eastern University SOLD 


THRU A DEALER! 


AM: WRITE FOR 


BULLETIN ON SHIPPING SETUP, UNCRATED 





STEEL 


1915 


190 


Aurora 


PRODUCTS 
Company 


NAME—_____ 





PERM oe 





ADDRESS ee 


CITY = 


ZONE — 2 - 






STATE 





153 THIRD STREET 
AURORA e ILLINOIS 








(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted August 4, 1959 


2? 897,941 Type Ba p Mechanism 


2 897 942 Carriage W’werbanking Elimination 


vv 


2,897,943. Carriage Return Control Arrangement 


2,897,944. Copying Attachment for Typewrters 

2 897,945 Line ndicator 

2,897,960. Pressure-Sensitive Adhesive Tape 

2,898,039. Constant Factor Storage Mechanism for lating M 
y i q 

? 898.104. Record Card Handling Device 

898,112. Indicator Slips with Brushed Lacquer 


a 


Granted August I!, 1959 


898,613. Unitary Punch and Binder 


2,898,850. Automat Addressing-Machine 


3 Retractable Ball Pen Havir Double R 
l atcn Mechan 7 j At 


2,898,887. Toggle Actuated Alternate Push Rocking t Mect 
Retractable Ba Per V Halter ; 


2,898,919. Card B 


2,899,198. Tape ind Folder 


Granted August 18, 1959 


? 899.893. Record Material Feeding and Control Equipment 


2 899 89° Rubber Stamp T ry, New Y 
2 899,931. Writing Device Having an Extensible 
Elem ent 


2. 899.932. Pencil Point Cleaner 
2,900,061. Ambulatory Typewriter 


? 900 062 Device for Adjusting the Stroke Force f the Type Ba 
Power-Driven Typewriter Bookkeeping Machines and the Like 
2,900,063 Power Drive Type Action for Character-by-Character Pr 


2,900,064. Type Basket and Type Lever Mounting 
en Control for Typewriter 


2,900,065. Carriage and Plat 


2.900 066 Carriaoe t Mechanism for Power Drive P 


Typewriters 


900,13 P Record Reader and Feed Mechar 
900,1 Read Mea for Accounting Machines 

, New Y 
900.13 Lf 
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CURTIS-YOUNG 


CORPORATION « NEW YORK WY. 


‘ 








Clean To The Touch — Instantly Smudgeless Copies! 













, 7 \ . . » . . . . — 

@ LIVE-CELL is the first radi- @ One weight, one finish—LIVE- eeecsece 
cal, revolutionary inprovement ( ELL handles every typing re- 
in carbon paper in over 25 years. quirement with every type- 

writer—manual or electric. 











@ LIVE-CELL carbon is clean, 


-* @ Copies are permanent, sharp, 
copies are smudgeless the in- 


clean and clear. CELLS REPLACED 














stant they are made. AAA AEA AERA 
@ LIVE-CELL manifolds beauti- 

@ LIVE-CELL outwears ordinary fully, making all the copies you san Goaieh aun Gunteeaanee 

carbon paper at least 3 to 1. want at one single writing. LIVE INK CELLS. The pressure of type 


bor releases UQUID INK from these 


cells . . . transfers it directly to the copy 
sheet. Other cells flow in to replace the 
empty ones giving a seemingly endless 


CURTIS-YOUNG CORPORATION repetition of fine copies from only one 





sheet of this magic new carbon paper. 





110 West 18th Street New York 11, N. Y. 









rie 
Ne 
_CURTIS-YOUNG ; 





PHILADELPHIA 





CHICAGO 





NEW YORK 


Carbon Papers * Inked Ribbons *« Carbon Paper Ribbons * Carbon Copy Sets * Spirit 
Carbons * Master Units * Printed Master Sets * Duplicating Supplies * Copyholders 
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Granted August 25 959 


Copymation, Inc. Formed 


By Merger of Two Firms 





i ttect AN ) the firms of P 
M facturing ¢ nd P. & H. Sales Cor 
lew company Ci 
K ( ymation, Inc., who 
are S. A. Harvey 
Ar H ve vice-president 
\} 
H s have been prodt 
print, and {| h 
rinters and many « 
f flects mod ri 
opy automation 
n in blueprint she 
lures 
y remains th 
\ ( II] 


equiy 


iided 
sidcent 


Philip 


1 dis 


quip 


ther dealers 


rowth and 
t for 


factory 


ON 
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Mrs 


makes finest furniture 
EVEN BETTER/ 











61-379 
68-3715 


NATIONAL LOCK 
decorative and functional 


HARDWARE 








62-385-P43 


61-621 


Hardware makes the difference ...in providing 
the proper styling to accentuate the design 

of your desks, chairs, credenzas and cabinets... 
in assuring the ultimate in user convenience, 
security and dependable service. That's 

why leading furniture manufacturers select 
National Lock . . . reliable supplier of superior- 
quality decorative and functional hardware. 
And it's available .. . all from 1 source. 


lf you are an original equipment manufacturer or jobber, 


write us. If you ore a dealer, see your jobber 


\I 





== 


NATIONAL LOCK COMPANY 


Rockford, Illinois « industrial Hardware Division 
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mix to match any mood 




























































































OVER HALF 


sell to suit any space 





IDE ALZL modular modern 












The Profit line 
that inspires 
the creative touch 


No matter what your space 
limitations .. . IDEAL 
modular modern will fit any 
office plan. Dignified and 
durable .. . each IDEAL 
unit is complete in itself or 
becomes part of a practical 
rouping. Beautifully 

finis ed in 6 standard 
finishes or in any custom 
color you choose. 


IDEAL 


modular modern 
OFFICE EQUIPMENT DIVISION OF 
IDEAL SCHOOL SUPPLY CO. 
8312 S$. Birkhoff Ave., Chicage 20, Ill. 


A CENTURY OF QUALITY 


Vvien on the Move — 


Donald E. Noble, executive vice president of Rubber 


ager of the company. He succeeds Forrest B. Shaw, who 
resigned the presidency of the housewares mar 


ufacturing firm 





Donald I Noble 


elected were Thomas G. Clark, secretary-trea 
and Glen C. Neal, assistant treasurer. Clark had 
assistant secretary-assistant treasurer and Neal 


credit manager and 


board of directors, succeeding Shaw. He ts a partner 
Critchfield, Critchfield, Critchfield and Johnston, Woos 


who has been associated with Rubbermaid 18 


ears, joined the company as chief accountant and assist 


1943. H Wis elected to the board of directors 
in 1950 and vice-president in charge of finance in 1956 


1958, he was elected executive vice-president 


['wo new appointments have been made by the Jayem 


tiling system. Nate Strauss of Shaker Heights, Ohio, will 
represent the 
diana and Kentucky. Further to the west, Lloyd Beck of 
the Representative Manufacturers Co., Minn apolis, has 


been named to represent Jayem in Wisconsin 


Jame S Thomson Was 


the new representative 


Idaho and Montana for the F. §S. 
Co. He had been con 
with the Pacific Stationery 
in Portland, Or 
During the last five years he was 


of the firm’s commercial 


came familiar with Webster's products. 
He succeeds Edward D. McCarthy. who resigned 1 
cently to take a managerial position in another field 


Bardeen’s Inc.. publishers of forms and supplies for 


Thomas Breckons was elected acting president and | 


treasurer of the corporation following the 


Albright, who will be responsible for all manufacturing 


has been elected president and general mar 





Thomas G. Clark 


} 


eneral office manages 


R. Critchfield was elected a member of th 


law firm, and legal counsel for the company 


manager and was elected secretary and treas 4 


| 


, exclusive distributors of the Cardway rotary 


ompany throughout Ohio, Michigan, In 


Minnesota 


recently ap 


Oregon, Washington, 


for 10 years. 





a 


James Thomson 
statione ry department where he be- — 


VIN 





the school and office located in Syracuse, N.Y.. has 


two dir ctors to more responsible positions 


ent death 
F. Martin. Breckons’ duties for th past 
in the capacity of executive assistant and 


ver 


general manager and secretary is Arthur | 
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Fabrilite wit keep looking this new for years! 








| VINYL UPHOLSTERY 


The colors st bright soilings sponge clean. Years of wear merely mellow the beaut) 


4 


f Du Pont ‘‘Fabrilite’’* vinyl upholstery. Even the strain of constant sitting won't 


mar ‘‘Fabrilite’s’’ trimness. Join smart businessmen everywhere who have 
ices an up-to-date look with easy-care, long-wearing ‘‘ Fabrilite’’. There's 
tha cht for you from the big array of textures and finishes 
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SUMFT 


ADDING 
MACHINE 


59950 


The 
Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 





\ 





Bar | 
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Mil R M 
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Mr. | \ | X 
PI ( 
I Bb Asso ry \ 
| ( iM 
Iv ntly id 
| Sscaman wh n 
Allen ©. B 
Phil H. Seaman Allen C. Bersteir 
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B I presi le ( 
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irc! y nd Joh M {’ 
~ M ( I ill 
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\ | 5 
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inager oO 
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METAL TABBED 


PRESSBOARD 


FOLDERS 


ANS 1 


GUIDES 











NOTICE the back of the tab. Not 
as wide as the front forming a 
ledge at both ends for easy 
insertion of the label and windows. 


FREE blank inserts and labels in strip 
form to fill out on your typewriter. 








TWO nubs keep the label and window 


securely in place. soe | pree fe me eee 
= @e «ee! eee) «oom 
=e ee ae as! «= «= 


FLAT and angular slant metal tab guides as you wish. 





SPECIAL printed labels, including small or 
large divisions of alphabetical inserts, 
celluseal faced, in stock for immediate use. 


YOUR choice of black or green tabs and color 
windows for classification. 








Write for free sample set No. S-4 for Metal Tab Guides, and No. S-6 for Metal Tab Expansion Folders. 


| The Weis Manufacturing Company, Monroe, Mich. 
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K-99 Modular 
unit for PLUS 
SALES Fits an’ 
of the 19 K 
SERIES desk 















Unmistakable price appeal 
See us at NSOEA, Booths 305W-3068 


AW enna 


2412 South 7th St. Louis 4, Mo, 


METAL Inc. 
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pany. He has been with this Leeds, Mass. firm s 


Kallaugher served as ottice manager intil May 1 9 
when he wa ip] ted assistant manager of de 
Thr \ | sidents have been ippoint i by the 


American Ph 


Stuckens, director 


Dy Equipme Ait Co Th y are Le | 


of photographic products for the 
Evanston, Ill., office equipment «ompany; Edwin A 
Matousek, general manager, Photo Paper Products di 
vision, St. Louis; and Francis D. DeMaio, general man 
ager of APECO of Canada, Ltd., Toronto 





A. Matousek F. D. DeMaio 


Leo J. Stuckens I 


Stuckens brou rht wide enginecring experience in (tn 


field of photograph products to APECO when he 
joined the company as technical director in 1954. His 
background included supervising production and d 
signing machinery for Gevaert Photo Products, Ant 
werp, Belgium, the largest manufacturer of photo prod 
ucts in Europe. At APECO he coordinated research pro 
grams and worked in quality and production control is 
addition to designit f 
Matousek joined th 


resentative for th 


¢ quipment 

ompany in 1952 sales 1 
Denver region. His background is 
service with the U.S. Air Force 
with Addressograph-Multigraph 
Corp. In 1954 he became general manager of APECO’s 


Canadian subsidiary and 


cluded administrative 
and sales experienc 
two years later was made get 
eral manager of the Photo Paper Products division 
DeMaio has beet 


ginning as sales reps 


with the company since 1953. B 
sentative for New Jersey, he was 


} 


subsequently made assistant regional manager for Ch 


cago in 1954 and regional sales manager for the Nortl 
East-Central area in 1955. He became get 


of Canadian operations in 1956 


mana 


Mark |] 


the di tating machine 


inager Ol 


Smith has been appointed sales 


division of the Comptomet 


I 
( orp 
W. Fleming Tal: Jr., son of W. Fleming Ta 
man, founder and president of Talman Office Suppl 


Inc., has assumed the 
troller of the Asheville, N.C., firm. 

John New will be in charge of the furnitu: 
the Martin Oftice | 1052 Hendricks Ave 
Jacksonville, Fla 


POST of vice presides t ind com 


sales Ol 


quipment Co., 


been named to the newly created 
’ Equi] 
i I 


om pany 


lohn F 
position or executive 
ment Bureau, I: Cur 


Pierce has been a 1 anagement consultant since 1938 


Pierce has 
ice-president of the | 
rently a director of th 


He was previously with Standard Register ‘ and 
fore that organized the office management of the Te: 


nessee Valley Authority as director of office set es 


OA—10/59 




















“SCOTCH” BRAND Magic Mending Tape 


for permanent paper mending 


No. 810 holds and repairs invisibly! 


NEW “SCOTCH” BRAND 810 Magic Mending 
Tape—actually disappears on contact with 
paper, does a permanent repair job, too. 
‘“‘Scotcn’’ BRAND never curls, discolors or bleeds 
adhesive . . . stays crystal clear and pliable 
indefinitely. You can write on it with pencil, 


pen or typewriter. 


You can recommend it with complete con- 
fidence for permanent paper mending. It’s 
another high-quality, high-profit tape from 
‘“ScoTcH’’ BRAND. 





CE eee>>s. 


Miienesora [fining anv ]\fanuracturine COMPANY Y 
WHERE RESEARCH IS THE KEY TO TOMORROW SS fg 


Lag 


SSS <# 
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You can’t put everything 






YV- 


But you can secure files, desks, 
equipment, supplies and regiment 
the keys to every lock. 


OR Qaaainves ne 
st) gra Oe haha saaeaned aiaaa) 


natal 


> tr Pieaaad 


tint 






fil 


The Complete Key Filing System 


Ke-Master Key Control 


Neat, compact, infallible 
Units to fit every requirement 
Easy to install without professional help 
Available to office equipment dealers everywhere 


When you outfit an office, be sure KE-MASTER KEY 
CONTROL is included in the sale. It’s a must for every 
well-organized concern, from small business to giant 
industry. 

There are no hidden charges against your profit. We pay 
shipping costs on every KE-MASTER cabinet from 
warehouse to your customer’s office. Shipment will be 
made within 24 hours after receipt of your order. 











' , 
'* CUSHMAN ©& DENISON és: 
* Manufacturing Company, Carlstadt, N. J. j 
; Please send items checked: OA10 : 
8 — KE-MASTER catalog and discount sheets 5 
H — Attractive, life-size KE-MASTER display cards, ; 
‘ for window, counter, office equipment section 5 
‘ 
‘ 
H Address = ™ : 
H City Zone___ State ” ! 


200 








4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Courier Printing Co., Murfrees- 
boro, Tenn.., has been sold to Neil 
Hargrove of McMinnville. The 
middle of August Hargrove Office 
Outfitters moved into its new home 
at 308-310 S. Church St. W. I 
Harris is manager 

Doc’”’ Black, big man at Knox 
County Book Co, Knoxville, 
Tenn., has taken over the _ store 





next door and will remodel it into a new store for sup 
plies. “Doc’’ has long needed additional space sO now 
maybe he can have the proper amount of “moving 
around” room 


Albermarle, N.C. now has a brand new office supply 
outlet in Press Printing Co., Inc. Street address 
was left off by my hard working “‘cub’’ but I under- 
stand this is part of the newspaper there so it shouldn't 
be too hard to find. Tom Andrews is the manager 


We didn’t exactly “lose” this one but he sure as heck 
‘got away’. Jimmy Croom, owner of J. D. Croom Co., 
Asheboro, N.C., has sold out to David Elliott and as 
sumed the position of vice-president sales manager for 
one of the large textile industries in Asheboro, Pine 
hurst Textiles, Inc. Jimmy told me that the offer was 
just too good to let get by. It seems he had served as 
sales head for a large textile company before going into 
our industry. We will sure miss Jimmy as one of “‘our 
boys” and wish him all possible success. At the same 
time we welcome you, Mr. Elliott and are always at 
your service. Miss Marths King, Jimmy’s office manager 
and secretary will continue in those positions 


Big doin’s going on down in Jacksonville, Fla. The 
Colvin boys, Pete, Joe and Jack Carver all formerly 
with George Martin, have pulled out and opened their 
own place of business. Known as Carver-Colvin Co., 
Inc., 938 Mary Street, Jacksonville 7, Fla., they are lo 
cated directly across the street from the new Travel 


Lodge Motel 


They have 8,000 feet of space enabling them to have 
warehouse, store and display area all under one roof 
With a combined total of over thirty years of office sup 
ply ‘“know-how”’ in the outfit they are setting out loaded 
for bear. Joe will be doing the buying so all you Trav 
lers get down there pronto in order to get your share 


They are gonna need a lot of stuff. 


Ray Kohl, Boca Raton, Fla., after only seven months 
in his new venture is already doubling his original 
space. Ray, you will recall, retired for thirty days but 
couldn't stand doin’ nothin so jumped right back into 


another oftice supply store 


Reidsville, N.C. has just witnessed one of the largest 
expansions in our field these ole eyes have seen in many 
a moon. Ed. A. Gunn moved across the street into a 
completely remodeled store. Measuring 70 x 100 feet 


OA-10/59 











lent 
N.C. 


9 





Your company is judged 


by the office you keep... 











COLE 


The fine quality look of a Cole Steel office— 

the careful attention to personal comfort— 

the skillfully crafted construction —all 
combined create an office of quiet good taste and 
matchless efficiency. This is why so many of 
America’s blue chip companies select Cole Steel 
when furnishing their offices. See for 

yourself why Cole Steel furniture is 

so far ahead in the office equipment field. 

Send for our Free color catalog today. 

Cole Steel Equipment Co., Inc., 

Dept. 52, 415 Madison Avenue, New York 17, N. Y. 


: 


rsa e 
it 
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t 
i] 
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i 


STEEL 


LOS ANGELES »* SAN FRANCISCO. « HOUSTON « ATLANTA’ « TORONTO, CANADA 
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CURMANCO LETTER SORTER CURMANCO 
WITH NEW SLOTTED SHELVES SORTING TRAY 


Sorts, classifies, distributes papers Daily Business Sorter! 

of daily work. Sloping trays catch 

and hold the papers. Each tray has active + 
ctive papers can be re- 

front edge cut out. No posts to ferreg to instantly, open fe 





dodge. MIST GREEN — OFFICE ike a book for fast’ easy 
GRAY — hts ooo COPPER observation when used with A-Z Index 
=e Folders or Tab Guides, corrugations 


in the bottom prevent slipping 

No. 202 Letter size, 2 trays incl. base—$4.00 No. 115 Letter Size, Without Index — $4.00 
No. 203 Letter Size, 3 trays incl. base—$5.25 No. 116 Legal Size, Without Index — $5.00 
No. 204 Letter Size, 4 trays inci. base—$6.50 

No. 205 Letter Size, 5 trays incl, base—$7.50 CURMANCO STATIONERY AND 
ENVELOPE SEPARATOR 


CURMANCO 
STATIONERY SEPARATOR Fits into desk drawer. Has four Letter-size and 
Fits into standard typewriter desk drawer with one-half-size trays, also pockets at end to hold 
out papers catching when drawer is used 3 a good supply of both large and small business 
inches high, 4 ter size and l-half size trays envelopes. Keeps stationery and envelopes handy 


clean and ready to use. 3” high x 9 wide 21” 
long. No. 311 Letter Size, individually boxed — 
; $5.50 


Holds 200 sheets. 87s” x 18” x 3” Electrically 
welded one piece. Not ADJUSTABLE! 


No. 310 Letter Size with 5 divisions, wt. 4 Ibs—$4.50 





SAVES STENOGRAPHER’S Wt. 5 Ibs 
TIME! MADE OF ART 





CURMANCO STEEL, ELECTRO-WELDED 
CASHIER'S PAD RACK INTO ONE SOLID UNIT 
Every business has various pads, bank checks 
r CURMANCO 
receipts contracts partial payment delivery 
and service forms. This rack holds each in an easy to reach place CORRESPONDENCE SEPARATOR 
Saves space and confusion. All one piece welded steel. Hollowspace. Keeps letters, price lists, folders or catalog 
~~» separated for quick, easy reference. Special 
No. 566 - Six Pocket 8%x72/2"x4” $4.00 MORE THAN 50 izes made to order. Not adjustable. Distance 
” EL between upright 134”. Label slot each side. 
If! 5 
No. 568 Eight Pocket 8”x91/2 $5.00 OTHER ITEMS IN Comes in Five colors 





x> a a $7.50 THE COMPLETE No. 105 Letter Size with 5 om Wt 

&% Xp omy (CINE! ibs. $6.00 

v DEAL OR COMPLETE CURRIER MFG. CO. inc. 
OUN 


F 
ee prt NT SCHEDULE 2448 W. Larpenteur Ave., Saint Paul 13, Minn. 
















% OHOUWCLL manne 
| > ..Practical 


MODERN METAL FURNITURE and taste in design 
jurability in tapered tubular steel 


and plastic...Custom versatility 
in styles, finishes and upholstery 
combinations.. 












Howell—for over 30 years the 
leading metal furniture for home 
and institutional use. Choose 
from a complete, coordinated 
line of lounge, reception room 
nd dining furniture. Warn 
gleaming electroplated Bronz 
tone or Blactone metal finishes— 
dozens of decorator upholstery 
covers—wide selection of wood- 
grain plastic table tops 






























. 

; 

The Howell Co., 429 S. First St., St. Charles, litinois 

) Please send me your new 4 color catalog of contract furniture 

; and room arrangement planning kit 

) 

| Name a - ‘ 

: Address SS = 

i City > Zone___ State. 

| eeeeeeeeeoeoe eee eeeeeeee eee eee ee@ 
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new store is as modern as they come with picture 
ndows all across the front, new tile floor. latest light- 
g fixtures, white and pastels decor and air conditioned 
\ balcony across the rear serves beautifully for offic« 


without interfering with a foot of display area 


Ed has a second floor as large as the ground floor and 
using it as stock room, machine repair department 
d will include a second hand furniture department 
He has made use of all his old fixtures but in- 
nds to add self service units one at a time until his 
re is completely modern. Gunns has never had the 
ice for furniture and equipment but now that it is 
uilable he expects to gradually expand that section 
and Virginia are mighty proud of their new store, 


s well they should 


Fleming Talman, Talman’s, Asheville, N.C., came in 
| ‘ 
ids 


store 


week just one big smile. I already knew 
it it was all about as I had read in the paper the eve 
ng before where his son, W. Fleming, Jr., had just 
turned to Asheville to take over the position of vice 


sident and controller of Talman Office Supplies, 


After graduation from Duke University young Tal 
went to Texas where he was associated with Arthur 
Anderson and Co. in Houston. With three stores and 
nachines division to look after, aside from all his 


itside”’ interests, I'm sure Fleming will be greatly re 
ed of a lot of detail enabling him to slow down a 
See where Walter Boren is now associated with 
Barnett’s Office Supplies and Equipment, Miami, as 


ger of their downtown store at 134 N.E. Ist St 
luck Walter 


cn rd 


G 
In Charlotte, N.C., on September 12 two of our folks 
mped off the deep end. Jim Yates, Wilson-Jones, 
irried in the evening and Johnny Floyd's daughter, 
Sandra, married in the afternoon. Jim will, I suppose, 
ike his home in Charlotte but Sandra will move to 
Auburn, Ala., where her husband still has another year 

olle 

Next time you are in §. P. Richard's place in Char 
isk “hot rod’’ Miller how he likes his new “T 
Bird’’. Gonna enter that thing in any of the sports car 


Have just learned that Harold Clauss suffered the 
while on a convalescent trip to Ashe 
lle, N.C n June. Harold has two girls, 16 and 12 


re Green, Green Printing Co., Lexington, N.( 
uffered a slight heart attack in July but I am glad to 


port is coming along fine. He is putting in a half 
lay at the store now but will resume full duties soon 
Jack Cooper, Fred “Speedy” Pittman and John 
Richards” Floyd came through fine this month as did 
reliabl Inky’ Lydiard. How about more news 
rom Alabama, Tennessee and Georgia? Seems to me 
1ose areas are not getting in the news as often as they 
ould. If you boys covering those spots would just do 
ttle digging I'm sure we could come up with som 
resting 
OA—10/59 





Free your expensive files by transferring your old 
records into low cost Pronto storage cabinets and use 
your expensive steel cabinets over and over again. 


20 DIFFERENT SIZES 
a size for every office record 






LETTER 


SIZE CHECK 


SIZE 
Find out why top companies everywhere use PRONTO 
STORAGE CABINETS for their old records. Fill in the 
coupon below and attach it to your letterhead ...We will 
arrange a Pronto Demonstration at your convenience. 











perro —_— cc er Ss ne Oe SS > eae a ee 
; PRONTO FILE CORPORATION | 
| 415 Madison Avenue, New York 17, N. Y. | 

! 
0 Please send me your latest Pronto catalog. | 
| (1) Have your representative call for demonstration. | 
; Name a iascbatient ee | 
Address a anise 
| City Zone State ! 
vTITItit tT Seen 88 TTT Tt tT. 
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No. 84 Arm Chair 


| CHAIRS 


CHAIRS 


CHAIRS 
CHAIRS 





MONARCH... 

: specialists in fine 
ey Y office chairs. Send 
now for our new 
catalog. 


No. 88 Arm Chair 


No. 95 Arm Chair 





No. 45 Arm Chair 





No. 80 Arm Choi; 








~ MONARCH 


mer: FURNITURE COMPANY, INC. 
3 HIGH POINT, N. C. 
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6th District Notes 





7 


A, 35 E. Wacker Drive, Chicago 1, Ill 


CHAI 4 ~o FRANK J. RYBICKI, correspondent 


The annual invitational golf party of Maynard Wes 
tring, proprietor of Mid-City Stationers, Rockford, III 
was held on August 13 at the beautiful Forest Hills 
Country Club at Rockford. About 35 persons attended 
including Willis Wolf, governor of the Sixth Distr 
NSOEA. Mr. Westring formerly served the distr 
governor. A pleasant breeze tempered the heat of th 
sun and made the day a delightful golf 


At the dinner Mr. Westring spok« briefly. He called 


upon Mr. Wolf who proceeded to get preferences as to 
the site for the 1960 regional meeting. He touched 


lightly on the matter of format, indicating that impor 
tant changes will be made. Mr. and Mrs. Westring wer 


given an ovation for their hospitality 


The Stationers Bowling league opened the 1‘ () 
season on Sept. 8. The league is filled up and has mor 
substitutes than have ever been available. However, 1! 


11 
anyone wishes to cheer the boys on, or fill in as 


(after yours truly), they are cordially invited. Th 
bowling alley is located at 2648 W. Fullerton on the 
north side of Chicago, and the boys begin rolling at 


6:30 P.M. every Tuesday evening 


Karl W. Shupe of Park Ridge Stationers in Park 
Ridge, Ill., recently purchased Hill's, also in Park 
Ridge. Both stores will operate as before. We wish M1 
Shupe loads of luck. Marion McLennon, former own 


of Hill's, in the business for the past 28 years, bids 


everyone ‘‘Au revi 


Our old friend, Frank Lazowski, ex-traveler and 
dealer, is now purchasing agent for Off Stationery & 
- 
Equipment co. 4 hicago Good luck in your new ass 
ment, Frank 
° Che Great Lakes Traveler's Club ani ual Christmas 
* 


party will be held in the Illinois Room of the LaSall 
Hotel, in Chicago, on Friday, December 11, at noos 

The 25th anniversary Birthday Party will be held at 
the Villa Moderne Motor Hotel in Highland Park, Ill 
The date is set for February 20, 1960, and arrangements 
can be made for staying overnight. Chairman, Jerry 
(Weis) Olsen and Co-chairman Bill (Aigner) Sil 
berstorf are planning a great party. More will be 
nounced lates 


About seven or eight times a year, The Great Lak 
Traveler's Club sends out a bulletin which has iny 
news items of interest for dealers and travelers. Any 


office supply and/or equipment dealer, or manufa 


turers’ representative selling to said dealers in th 


xth District, is eligible to receive these mailings 





The Sixth District includes all of Illinois except | 
St. Louis and Belleville Lake and Porter Counties 
Indiana and the eastern Wisconsin counties 

If you are not already getting these bulletins, w 


would be glad to put you on the mailing list. Sim 


send a card with your name, firm and position, to j 


corresponder at the address heading this column 


OA—10/59 





pnt 
i 


9 













AAS 


HANGING 
FILE FOLDER 

SUBMITTED | 66 ot'7 
TO TORTURE 
TEST 


re, 

































Dealers have a right to know what they 
buy, so we asked an impartial testing 
laboratory to test our product and those AR, b 
of three other leading manufacturers. The caibeesa | Bee 
results speak for themselves. *** tn 832) 51S 2na 483 ed an 
When you sell hanging file folders, you with grain 493 (ist) 63 2nd 43d oo oe 
are selling long years of carefree service— id 
but only IF you sell the right folder. TEARING RESISTANCE tet 
VERTIFLEX has spared no expense to (Grams of Pull of Be 
give you the best... efter cutting) | le 
ecress groin | 426 and 341 4th 41) aed CD 
@ strong all-steel rail of great strength, color with grain 406 (ist) 301 3rd 325 2nd 285 
matched to paper stock; won't sag or pull off 
@ top quality grey-green kraft paper stock as STIFFNESS 
detailed in laboratory report (Grams to Bend) 2560 (1s) 1360 3rd 1280 4th 1000 2nd 
@ tough transparent angled tab which “clicks” eet 
on the folder with a flick of the finger, slides RUS RESISTANCE on . 
along the rail but can't pull off Comber of Abresions) 360 (1s) 300 ard 320 2nd + ” 
@ simple adapter frames to make every filing TENSILE STRENGTH ; 
system your profit market (Grams of Pull ‘ 
The new VERTIFLEX comes in letter withest cutting) oe oi » 
and legal size, clear and amber tabs, eqecs grein Gs) 2nd 
1/5 and 1/3 cut ant ; 70 Yt 63 Ind 
© ODt ntactatic y of the laboratory report will be furnished (Tie) F 
on request, with names of competitive folders deleted 








SELL THE BEST... Sell the New VERTIFLEX 


(Some Territories Open for Representation) 





MAIL 















the coupon today Zz ——— eee Se ee 
for FREE SAMPLE . 
Satie: call Gantaiete Vertifiex Co., 2251 W. St. Paul Ave., Chicago 47 Date ] 
Price information ’ YES, please send us without obligation sample and complete information about your ! 
new VERTIFLEX Hanging File Folder. I 
! 
| Nome snitinjeitiasatstsibla ead SER ! 
! i 
VER [FLEX tp sm x rn ee 
I COMPANY Jam 
,;—_——_—__—_- 


2251 W. St. Pav! Ave., Chiceogo 47 «¢ All phones HUmboidt 9-6800 a 
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THE 
PERFECT 
"-_ OFFICE-PEN 
REFILLABLE-RETRACTABLE 


With pen-size, visible ink supply 
in 5%” long refill. 


THE 


“FAVORITE” 
AV Hite. 






1 dozen pens in attractive, 
slide box with perforated 
tray for easy access to pens. 


UNIQUE 
SHAPE 
FOR 
MAXIMUM 
WRITING 
COMFORT 





# 59 29¢ each | 





Medium Line Pen 
Extra Fine Line Pen ..4592...39¢ each 











Choice of 4 ink colors: 
Blue, red, green and black. 


(Button at top ofpen denotes ink color.) 


Medium Line Refill: #C59....12 for $1.20 
Extra Fine Line Refill: #0592. 12 for $1.80 














ALL-RITE PEN, INC. 
HACKENSACK, NEW JERSEY 


See us in Booth 166, NSOEA SHOW, Chicago. 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 80, St., Bloomington, Minn. 





Golf Tournament: As usual 
ly everyone turned out for District 
7's annual golf tournament. W 


had 127 at dinner and 56 golf 
Believe it or not, tl lealers 
numbered the travelers 

It was very successful—plenty 


fun and plenty of tood at 
South View Country Club. S 


played cards and some joined 


District 7 Liars Club where they sat around on the sett 
and prevaricated about their renumeration. However 

best one I have heard yet is when you play golf an 
shoot in the 7 you're neglecting your business; when 
shoot over 90 you're neglecting your golf; and when it's 9° 
its too darn hot to play 

Christmas Party—Incidentally, the next thing on our agenda 


will be our Christmas party to be held D mber 5 in tl 


Skyline Room at the Calhoun Beach Club. Yes, we have 


live musi Tiny and his orchestra will be the featur 
entertall 5 
Out-of-State Brass We had a couple of visitors at tl 
golf tournament—District 6 governor Willis Wolf and Cla: 
ence Schlaver, president of the Great Lakes Travelers Club 
held a confab with our leaders and enjoyed our festiviti 
What was tl onfab? Under discussion is the idea 
oining the two regional conventions with the distri 
Keeping their identity as far as officers are concerned. It 
was decided to have a committee of two each from the dis 
tricts and tl travelers’ clubs, to meet at the NSOEA 
convention and later to draw up a unifor proposal t 
voted upon at the two separate regional meetings in 


Dealers, travelers and manutacturers will have the op} 
tunity of aking a decision, in democratic style, next y 
Earl Collins clair this could be called the “Spirit of 


Lucky 13’. I think this is a good idea, don't you? 


I suppose if I don't mention the winners of the 
tournament I'll to go and hide some place. Grand 
sweepstakes | vas won by Roger Hassinger of Redwor 
Falls Office Supply. Redwood Falls, Minn. Ron Anthor 
shot a 70. Stay vay next year, Ron, and gt someon 
i an 

Monthly Town Toppers. Earl Collins, our secretary 
promised to send resume of his “This is Your Lite So 
tar I haven't rece it. How about it, Ear 

Ruben Strand of Austin Office Supply was visiting Mor 
tana during tl irthquake. It must have been quit 
xperience. How about attending one of our meeting: 
Christmas party, Rube, and let us know all the de 

Pick ut @ gu f milk and a loaf of breaa y 

d Db fp id 

Berk Ert ys | would like to organi a Luck 
Quartet . mn entertain at the next convention in 
If you are int st vet in touch with Berk 

Oscar Bert Bertelson Bros. in Minneapolis pa 
away. He was originator and president of Bertelson’s an 
one of the pioneers of this industry. This is not only tl 
loss of an old tft nd but the passing of an era. Rev. Jach 
Berry preside t the final rites. The funeral was exts 
large as Oscar had many friends. All the travelers who wv 
in the city it ti time attended The bearers were pas 
presidents of the Northwest Travelers: Merrill Hasty, A 
Nordstro Warren Carlson, Larry Goodhar Larry Johr 

nd Harry B quist 

Hi there, Jack. O ood old friend Jack Guntrar 

y book, \ visiting in Minneapolis. A party 
g 1 for Jack at tl Normandy Hotel. Jack says it sur 
looks green around this country. Jack is Eaton Pay 
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Little things count, too. And even 
though scratch pads aren’t the back- 
bone of office paper work, they play 
an indispensable part in every business 

. and they can help you keep cus- 
tomers. So why not be sure of cus- 
tomer satisfaction with scratch pads 
by Rockwell-Barnes? 

R-B scratch pads are available in 
three distinct grades in all standard 
sizes—uniform in quality, in sizes, in 
leaf count, in packaging. Each pad 


Ask about Pe vsanalized Labels another customer-keeping aid! 


Catalog, price list and 
samples available to qualified 


dealers upon request. 
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contains 100 sheets with board back, 
wrapped in colorful, strong kraft, ideal 
for self-service selling, and labeled 12 


R-B SCRATCH PADS 










size or leaf count also avail- 
able on request. 


I 

I 

pads per package, shipped in cartons Challenge | 7 
of approximately 55 lbs. each. “‘Chal- 5 . 8 i 
lenge’’ and **Feature”’ pads Feature 4%x5% | 
also available packed loose in 5% x 8% | 
25-lb. cartons. Canary Manila 6x9 i 
Special orders for any grade, 84x 11 

a 


By ee ee ee ee we we we ee = 


REPEAT BUSINESS— 
Prove it to yourself! 


Rockwell-Barnes Company 


Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE © CHICAGO 1, ItLInors 
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— Daloabrendlehio!, 


is perpetuated by Advanco’s 


“PROTECTED PROFITS FOR YOU" 


policy of selling through dealers only. 


* 


For Constant y 
ADVANCO 


holes to tear j 


n place 
nN removi 


Holds up to 150 Sheets, Sa 


COLOrs: Red, Black, an 


For Permanent use 


PRESSBOARD BIND 


to file away or st 
Size 814” , 11”. Hole 


Punched to 


Size sheet up to 11” x 8p” 


Equipped with 814” 
compressor, 


fastener, with 
COLORS: Reg 


Gray. 25 Point Black, and 


Pressboard. 


A TO z Gui 
Constructed for dur. DES 
a 


so 
25 Point Gres factured in 


t Green Pressbo 
- ard 
with Metaj Tabs. 


PUNCHLESS p 


ore away. 


fit any 


APER HOLDER. : 
holes to Punch, no 
ton ting Papers. 

S On request. 
d Gray. 25 Point Pressboard 


firmly. No 
ng or inser 


*s ADVANCO’s 
ER... Scored Hinge 


S 





*e-s 


ability... 


Manutacturers of 

Manifold Books + Printed Stock 
Forms * Pressboard Guide and 
Folders * Bristol and Pressboard 
Guides * Suspend-O-Folder + 
Collated Manila Folders * Filing 
Supplies * Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


Sist Avenue, Elmhurst 73. Long Island, New York 


Telephone 
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. Hickory 6-4848 








insferred to t 


man formerly Minneapolis and now 

San Francisce However, the land of sky blue 
eckons itions quite often t t he 

some of the big I wonder what tho -time Mint 
ta 1} f iricators do in 

Cal ] 

Sorry to! t our good triend G ge Merrick wr 
of Office Supply Co. in Little Falls, had heart attach 
understa ecuperating at | W | 

Bud Caruso of Quality Park (or did I put t n bet ) 
left for Atlanta, Ga. to take charge of t t territ f 
Quality Park ling to information f 
Christianson of Quality Park. Don't forget \ Bud. 7 
is no distri a osely knitted as District 

1 understand that Larry Johnson is in the hospital. At 

writing | » not know why. Get ll tast, Larry 

Steve Sengb now of Milwaukee still owns ; 
in Minneapolis. He would like to sell. If u hear of 
body interest n purchasing a home, contact Steve. Hi 
office address » Clybourn Ave., Milwauk 
Retiring. There a Oo many people retirit he pres 
time I can't kee; with them. Sher R rf St. I 
Book has alr tired as of January 1. He will t 

1a pla ju t th travelers in t 
n this in 

I Hanson Mill Lewis Co. 1s reti i Octob 
Tray rs attention: Betore he retires, let's all stog 

iy hello and shake his hand. He is one ni guy 

| iys talk heart in his 50 year with t 
pany. Whether | hases from us or not, he alway 
a kind courteo w 1. We all hate to see you go, Ed. Be 
sure you atten ir meetings regularly and perhaps cat 
ip on so of ir hunting and fishing we have alw 
disk usséd Mr Hanson too, will get a piag IO! his sery 
in tl idustry. Ed, we all love you 
New Location. R nber the Northwest Travelers Dist: 

7 will t Normandy Lounge in tl Nor 


Hotel in Minneapolis, the last Saturday of 
first meeting at t new site will be tl t Saturday 


October 


Point of View. Maybe you have heard t 

(but don't st f iuse I love to tell it). | is 

may lose sight of oal, remember th f tl 
lows on a nst tion job where on asked 

ire \ u ION? Hi nswer Was Well 

breaking oe | second fellow wa 

question and his ver was, “I am making $3.50 an | 

Ww en tl t I was queried he top] and 

ff his bri ind i Cant you s I 

Top Eating Place of the Month—Fleur d in Milwauk 


Philosophy of the Month: No matter how I] 
in iif t [ 1 roon on it 


C. E. Sheppard Makes a Change 
In Peg Board Accounting System 


The C. ] Sheppard Division of Yawman & Erb 


Mfg. Co., Inc., Rochester, N. Y. has made a chang 
its accounts receivable peg board accounting systems 


These systems will now be available with N.C.R. paper 


( me carbon required) ata lower cost tha reviously 


NCR paper to dat nas beer 


The preatest 1S ol en if 
le accounting area. The use of NCR 


the accounts ré¢ 


paper on the Sheppard peg board eliminates the 1 
for carbon paper or carbon holders between the st 
ment and ledg ird thus speeding the postil 


OA-—10/59 





a 


a 


OA- 





59 





Advanced Styling 


NEW ADDITIONS — 
TO THE POPULAR 1500 SERIES 


Smart, contemporary design . . . deep down solid com- 
fort . . . sound, long-lasting construction—these are 
the quality hallmarks of the 1500 Series by BOLING. 


CONSTRUCTION FEATURES 
e All curved parts steam bent from solid wood, 
e All foam rubber upholstery. 
e Flexibase webbing in seats and backs. 
e Solid brass scuff plates and ferrules. 
e Tilting, cushioned glides. 
e Trim hardware—brass or chrome finish. 


e Wall-saving back posts on side. 









NO. 1558 
Executive Posture Chair 


NO. 1513 


Side Chair NO.1514 


Steno Chair 











NO.1510 
Executive 
Swivel Chair 











One of the most unique and practical features 
ever incorporated into a Boling chair is introduced 
in the No. 1511-S. 


A sliding seat—similar to those on commercial airlines—allows 
the occupant to increase the sitting depth of the chair (up to 
4 ) to the desired and most comfortable position. The seat— 


TPT ae. 
¢ : 
+ 
. 
* 


smoothly and s ly adjusts itself, automatically, as the 


- occupant shifts his weight. See it and try it—and you will 
agree that this is a new high in deep down, solid comfort for 
4 office chairs! 


NO.1511 
Airline 
Arm Chair 





sosnve W BOLING CHAIR COMPANY 


SILER CITY, NORTH CAROLINA 
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The First Completely New Pen for the ‘WRITING MEN OF AMERICA’! 






AY 





My 


Mn ny 
Aa y 
\ 
= RAS 

< NS 
NAY 


ZS 


~ 


Pen For Men 


N 
XN 





THE BOLD NEW PEN 


DESIGNED EXCLUSIVELY 


: 
) 
: 
) 


U -+.Qnd featured On the 


- ¢ a 

- p t “PCOming Chr; 
; a ap, 
is WSs: 2 





SIVE MY REGARDS 


| | "Backed by hard-hitting, sales-building advertising schedules in: TO BRo ADWay” 
| SATURDAY EVENING POST THE NEW YORKER “erring JIMMY DURaNTe 
| on 
| 5 NATIONAL GEOGRAPHIC MAGAZINE po NBC Television Network 
| LIFE NEWSWEEK TIME . FAMILY WEEKLY ECEMBER 6 oso 





THIS WEEK PARADE EBONY TRUE ESQUIRE ” 





Sell the pen designed for men. 
Men constitute the biggest ready- 
made pen market in America. In 
SHEAFFER'S PFM, you've got the 
pen to capture it! 





Priced from $10.00 RETAI| 





Pen and matching pencil in handsome presen 
tation case, from $14.95 


wst say PE M.... Pen For Ment” SHEAFFERS 


W. A. SHEAFFER PEN COMPANY « Fort Madison, lowa 








, . ) yy 
MEET Sheaffrs PEM. ee Pen lor \len at the National Stationery and Office Equipment 
Association Show—BOOTH #109—Conrad Hilton Hotel—Chicago, Illinois—September 26-30 
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8th District Notes 


IZZY VODA, corre 


2001 S. Hanley Rd., St. een ah tae 4 AU iL @) BAN 4 ENVE LOPES 
cs the saying went “all roads lead to | TI WCU C4) AOS 


On August 14, in these modern times, all roads 





Kansas City because of the dealers’ and travelers’ 


’ venience . . 
i Ch 9 ime Cort Hoor ot Associated Sta- For Your Con OF'vE ® D8POe) ae 


. rw | 3 - = Tee FORGOT war 
rs. From St. Louis came Lou Wingert, manufac- a } Dave ds BARKING . = @ sarown snes A 
rs’ representative, Wayne Mitchell, Quentin Reed, 


Weidewald and Ralph Sleeper from Midwest Of- o sawn 5 MAL 


Supply; Jack Crow of Thacher, Inc., Topeka, Kans., 
but w of the people who traveled from afar Feet PAREN FARIS 





~ 
» 


1 the Sante Fe Hills outing 


oe erommg omy 


he golf wv rs this year were C. C. McMurtry, 


_ 
7 


ir 

i 
' 
i 
' 
* 


“ 





Size Folded Size Extended 
4x7 7x7 





| a up-to-date drive-in deposits Justrite presents 





GOLF PRIZE WINNERS were (from left to right) Jack Crow, new style Drive-In Bank Envelope: 


| Ki Bill Shockley, Samuel Dodsworth Sta- - 7”. 3 » 
k ‘ ( ( McMurtv. Roval Met Mfc. Co sea Dy dll DANKS naving curt panking tacuities, 





] } 
S Equipment Co arive-in Dank envelopes provide aaded convenience 


to both depositor and teller. It puts bank lobby 
Met k Crow, Thacher Inc., of Topeka ; Bill 6 


elficiency at the curb teller’s window. Functionally 
scn r Dodsworth Stationery Co., an 1 Jack Lang, . . " . 
; irrangea this justrite specialty has two separate 
ALI-St | ; ' 
, r Kets ne tor ioose coins, tne tner ior lrrency 
horses! tching contest Was a neck and neck . 


with R Weidewald, Midwest Office Supply, ina checks ideal for safe handling of coins 
ka. and ¢ t Cooper, Esterbrook Pen, the winners Ina currenc’ 
Mark Kitch, Southwest News Company, and Bob 


I ne-saving transactions this envelope has an 
9 S I 
1 or tl! rs iW urd and credit ror a successful attached aeposit Sip which folds ver the pockets 
Milt Hicks, Corry-Jamestow: hairman making a compact unit The deposit Sup 1S easily 
leta i from the envelope along its perforated 
edge. F ister service the deposit it the 
} t petiore reaching the d é i0V 





¥ ? ] ’ 
i 1es amy e€ space on boin side printing the 
: e and advertising me be among 

+ , + ; T , 
, r rc r ? ) 
duce ir bank rite Drive-In 
hed SI > 

Y Envelopes he nev ept in modern 


r+ yr try r yr c | y 
eltne tory ! impies and ol! these 
COMM EFF MEMBERS (from left to right) shown here are ‘ 7 
- ac mec Sther envelonec y lijetrite «¢ comr tes re { 
7 ( antes Dale Marshal Rates Mfg Co 1a I I nveioy Ss 1n ISIT! Ss Di¢ line Ol 
M nt and mfrs. ref [ed Scharnhorst, | tandara and speciality envelope products 


W. H. Gunlocke Chair Co.; and Ed Two Modern JUSTRITEH Factories 


NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street * Saint Pau! |, Minnesota 
20 East Jackson Boulevard * Chicago, Illinois 





- very able committeeman Ted 
— I a Bob Marshal Dale Mar JUSTRITE ENVELOPE MFG.CO., INC. 
; . 523 Stewart Avenue, SW. * Atlanta, Georgia 

nt ! Picture credit goes to Dave Neu- 


Oil li: j ’ ii i ] 
rapher al fae | i | Mic) iB Bus only 
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Cophits.. line 
witlf the Sengbusch nine... 


~ 
wr Ss 
\ “BUILD-UP” 
DESK TRAY 


a 


an 


FILE-A-sist f . 
ag 


KLERADESK 


’ 
| 
' HANDIPEN 

DESK SET CATA-RACK 
; 

IDEAL 

| PR ADAPTO-RACK 
| ai 
| NO-OVER-FLO 
| SPONGE CUP 


bs 6 


bYelaliicl’ laa) 


MOISTENER 


Faster Selling Oftice Aids 


Everyone's selling more Sengbusch Distinctive Office Es- 
sentials! Chances are, your morning mail wos signed, 
sealed, and delivered to file, through the aid of these 
eye-ond-buy styled Quality Desk Items. Free sales pro- 
motional pieces. Write for details. 


3-10 Sengbusch Building 
Milwaukee, Wisconsin 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





Gov. Bill Chancellor presided at a meeting of Hous- 
ton dealers and several travelers at the Shamrock-Hilton 
recently. The purpose of this meeting was to explain to 
the Houston dealers why it was necessary to transfer the 
1960 convention site from Austin to Houston. At the 
same time, preliminary details were discussed, various 
committees were listed. Wylie Wood, Clarke & Courts, 
Houston, was selected as general chairman and Mr. W. 
( Speedy Moore, Stationers Inc., Houston, was 


selected as co-chairman 


For the Travelers, Charles McDaniel is the general 
chairman and Art Buchanan, Stationers Dist. Co., Hous 
ton, is the co-chairman. The formal dates are May 26- 
27-28, 1960 Headquarters for the convention will be 
the Shamrock-Hilton Hotel. Registration will begin on 
the morning of the 26th and continue throughout the 


day 


Arrangements have been made for the golfers to tee 
off any time before eleven on the morning of the 26th 
The Travelers will hold their annual meeting that after- 
noon at 3:30 PM. Business meetings will begin Friday 
morning, May 27, for a full day and again on Saturday 


morning, ending at noon. 


The Travelers party will be on Friday night and the 
formal banquet will wind up the convention Saturday 
night. The hotel has offered another package deal for 
those who wish to come in Wednesday, May 25. This 
means a minimum rate for the four nights, which was 
the case at the previous convention held in Houston a 


few years age 


I have talked with several dealers within the past 
few weeks and have had some complaints regarding the 
rates charged at the last Houston convention. I was not 
aware that there was any trouble at that time. I am sure 
that we will not have any trouble like this in 1960 
More on this in later issues. To say the least, the dealers 
showed a wonderful spirit of co-operation and I feel 


sure that we will have a fine meeting in 1960 


I know that all of you were very shocked to learn 
of the very sudden death of our good friend and fellow 
traveler, Carl D. Allen, Oakville Co., July 22. I had the 
pleasure of having dinner with Carl and Verna just 

few weeks before and he had never felt better in his 
life. It is so very hard to put into words the feelings of 
those who have lost a good friend. Yet, we must go ot 
with the feeling that our lives have been enriched by the 
association and friendship. To you, Verna, please 
remember that our thoughts have been and are with you 


in this time of griet 


The combined store employees of the West Texas 
Office Supply Co., Midland and Odessa, Tex., wer 
entertained with a picnic on August 1. This was a party 


} 


to celebrate the 35th anniversary of the founding of the 
| usiness Me [ than 200 persons attend d ne lud ng the 
families of all the employees. Various games wet 


played and a soft ball game between the two stores was 


f 


played with the Odessa store winning. Congratulati 
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° || New haultless heature! 


Recessed metal hinge in the S-0 Ring Binder 



















HANDSOME METAL 
HINGE DOES NOT 
PROTRUDE... CAN'T 
SCRATCH 








8 ee ee ee ee 





This new, exclusive feature —a 
recessed metal hinge that can’t scratch 
— makes the Faultless S-O even more 
the MOST WANTED ring binder. 


It’s priced right, too! This metal hinge binder is 
available in the 14-inch and 2-inch sizes at the former price 
for the fabric hinge construction. The price has also 

been reduced for the thoroughly dependable fabric hinge 
binder in those capacities. 


Show your customers how the rings slide smoothly apart 
and other features of this amazing binder. Let your 
customers try its effortless operation. Once sold, they will 
not be satisfied with any “pop-open” binder. 





Rings actually s-l-i-d-e aport 


® Rings slide gently apart —no snapping open — sheets won't jump off 
the rings. 


® 300% longer sheet life — without reinforcing the holes. 
Built-in automatic sheet lifter — carries the weight over the rings. 
® 20% greater sheet capacity — without danger of spilling sheets. 





Sheet lifter is steel hinged 


New recessed metal hinge is also available now in Faultless regular snap-open ring binders. 


STATIONERS LOOSE LEAF COMPANY 


Milwaukee 1, Wisconsin, 246 E. Chicago St. 
New York 3, New York, 114-116 East 13th St. 
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and ECONOMY... 


It to last 
pice {0 se 


Four Drawer, Two 
Drawer and One 
Drawer Files with 
Nylon Rollers and 
Compressor Blocks. 


waereieew Of QUALITY 





FILING EQUIPMENT 





Seven Styles 
and Sizes in 
Durable Grey, 
Mist Green and 
Desert Sage. 
Beautiful 
‘‘DURA-STYLED” 
Plastic Molding 
in matching 
colors. 





| STEELDESKS 





BLUEPRINT CABINETS 


Write for our attractive color 
Catalog Illustrating the com- 
plete line of Tables...Desks... 
Filing Equipment... Sectional 
Desks... Bookcases and Sec- 
tional Bookcase... Telephone 


and Utility Equipment and Engi- 
neering Blue Print cabinets. 





PROMPT SHIPMENTS FROM OUR WAREHOUSE STOCK 
DURABLE DESKS ARE CAREFULLY PACKED IN 
STURDILY CONSTRUCTED WOODEN CRATES 


DURABLE FILES ARE PACKED IN INDIVIDUAL CARTONS 


DURABLE 


DEPT. 0-10 


38-42 REVIEW AVE., LONG ISLAND 
Calif. Warehouse—Damien M. O'Brien Co 
Elsegundo, Calif. 
SEE US AT THE NSOEA CONVENTION 


IN CHICAGO—BOOTHS 363-364-365 


CITY, NEW YORK 
900 N. Sepulveda 
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for the office, 
for the “home-office”’... 


A TRIM NEW CHAIR BY 
JASPER CHAIR COMPANY 


Available in Genuine Walnut or Quartered Oak. 
Upholstered in Genuine Leather, 

Elastic Naugahyde, or Gros Point. 

Seat: Paratex Pad and Cotton over Flexibase. 


Hinged back 
features 
ir-way adjustment. 





THE RIGHT CHAIR AT THE RIGHT PRICE 


JASPER CHAIR COMPANY 








NO. 926 UBS 


JASPER, INDIANA 


ndsome custom-built cabinets in the 
fine nd-rubbed hardwoods...witha 
spacious refrigerated compartment and a 
separate unit for liquor and glassware. 
9 distinctive models for home and office. 
Now available: Refrigerator Assemblies 
for Built-ins. Write for illustrated brochure. 


SPRINGER™PENGUIN, INC. & 9-07 34TH AVE. LONG ISLAND CITY 6, WY.) 
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Put a smile 

on your face 

Mr. Dealer... 
e** stock the J 


FULTON. PROFIT 
MAKING LINE. 


op tth sha 
e. Reger’ - 


: NU-TYPE FOAM RUBBER 
. STAMP PAD... this is the one pad 

; with the extremely light touch, 

| ink always distributes evenly, on small and large 
stamps alike. Encased in a smart, modern looking 
' steel box . . . easy to open and close, 

yet lid shuts securely. Round corners and edges. 

8 sizes... all cellophane wrapped. So absorbent, 
frequent re-inking unnecessary. 


NU-TYPE FOAM RUBBER STAMP PAD 





: 

FULTON DATER 
| NEW! FULTON DATERS... with the new and improved 
gear type wheel. Light in weight, and impervious to 
all known inks and solvents. Cleaner in appearance and 


stronger in bond. Unaffected by warpage or distortion 


under even extreme climatic conditions. 


Write for free catalog and price list. Order your 
requirements now. Prompt deliveries. 


| FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


M facturers of Marking Devices for Over 49 Years 
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10th District Notes 





GEORGE E. WHITE, secretary 
Rocky Mountain Travelers 
1596 Jackson St., Denver 6, Colo. 


Time does march on... as 
this is written NSOEA conven 
tion at Chicago September 
26-30 will approach its open 
ing days and thousands of deal- 
ers and others will be on their 
way to this “Daddy-of-em-all’ 
industry spectacle 

In the meanwhile at the local 





dealer level the industry grows 


and LTOWS 


< 


past months in this area we learn of new stores being 


where it will stop nobody knows. Within 


started with perhaps others not reported 

Out Salt Lake City way Larry Brown got under way 
with his Skyline Office Supply Co., In Aurora, Denver's 
close neighbor to the east, Gus Holland opened Aurora 
Book Store. Vance’s at Canon City sometime ago com 
pleted expansion and Darrall Huitt (Bachman’s, Gree 
ley) joined this dealer as store manager. Our greetings 
and best wishes to these dealer friends. 

Nothing remains static. Change is the law of life 
This reporter recently moved to larger quarters 1596 
Jackson St., Denver 6, Colo. Hope this will be ‘static’ for 
awhile. Covering this area for Joe D. Hale Co. (Cali 
fornia) now is Dan Moon for Guy Dennison whose 
visits will be less frequent. Guy was a luncheon visitor 
recently. Incidentally, luncheon attendance is very good 
these summer days at the Oxford. 

Bud Monnich is or was back after several weeks 
in the field. Vacationing with wife Dolly is Glen Bar 
clay, our treasurer, and Carpenter Paper ‘‘rep’’ around 
Denver. They're off to Las Vegas which sounds like a 
second honeymoon to us. Have fun, kids 

Word is about that Jim Conwell (Eagle Pencil at San 
Francisco) plans to return to Denver. Details will come 
later 

Jim Ellertson (mfrs. rep.) looks ‘fitter’ than ever re 
turning from Minnesota vacation. Jim's the club athlete, 
excels in skiing, softball, swimming — besides being also 
a likeable guy and good salesman. Difficult to keep track 
of our fellows on the go as they are. 

We were grieved to learn of recent passing of veteran 
Emory Davis (Strong's, Albuquerque) who down 
through the years was an influence for good in our in 
dustry 

New Rocky Mountain Travelers roster sheets are in 
the mill, should be mailed shortly to all members and 
area dealers. Come September the ‘return-to-work’ sched 
ule should provide more news and activity we hope 
After thought: The hurrieder I go, the behinder | 


; 


get 


N. Y. Silicate Book Slate Moves 


One of the oldest and largest manufacturers of chalk 
boards and corkboards, New York Silicate Book Slate 
Co., Inc., has moved its general offices from New York 
City to 600 Old Country Rd., Garden City, L. 1., N. Y 
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Smart-looking efficiency center at 
First National Bank & Trust Co., 
Racine, Wis. Installation comprises 
Invincible's Modernaire desks and 
Modernettes with modular auxiliary 
units, and Modernease chairs. 


WINCIBLE 














at work in the world of finance 


builds your office furniture sales in every market 


Wheels of commerce and industry are 
geared to the banking and credit facil- 
ities of firms like the First National Bank 
& Trust Co. of Racine. Here, as in many 
such institutions, Invincible furniture 
has a full-time schedule. . enhancing 
the efficiency indispensable to office pro- 
ductivity and customer service. 
““Customized”’ Invincible units per- 
form brilliantly in every field of exec- 
utive, professional and general office 


activity. They have become so widely 
Business-engineered 


© - 
jor your hetter business ‘Dy 
i, 





known and admired that Invincible 
dealers’ s«’es have grown continually. 

To spread the good word even further 
among your prospects, Invincible adver- 
tising continues its back-up job: pages 
and full-color spreads in Business Week 
and continuing frequent ads in the Wall 
Street Journal. Your services as the 
Invincible Man with the office plan are 
always featured—suggesting that you 
order plenty of Invincible catalogs and 
Planning Kits, and then tie-in for profit! 


INVINCIBLE 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 


in Canada: 1162 Caledonia Road, Toronto 10, Canada 

















PLM A Pere 


BY ten 


Slim...Trim...Timeless! 


Reception area to “Executive Row”, the 


Diplomat offers impressive modern ele- 
gance at truly modest cost. Nine basic 
pieces adapt to any floor plan; offer an 
unlimited number of distinctive seating 
arrangements. Available with button 
tufted or plain backs .. .in tasteful fabrics 
or washable Elastic Naugahyde. Write 
for illustrated brochure 


ii. | view es 


A New Look in Contemporary 
Elegance Created Expressly for 
Commercial and Institutional 
installations. 


DIPLOMAT 
Custom Quality 
Features 
© 100% Foam Rubber 
Reversible Cushions 


* Full Coil Spring Platform... 
Springs Hand Tied 8 Ways 


* Interlaced Web Base 
® Select Hardwood Frames 


* Full Contract Construction 


Rm € &€ §& 


A Division of MODERNIZE, INC. 


666 Lake Shore Drive e« Chicago 11, Illinois 


SHOWROOMS 


® Factories: Pontotoc, Mississippi 


CHICAGO © Space 1445 * American Furniture Mart/DALLAS © Space 267 * Homefurnishings Mart 


a | 
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12th District Notes 


RAY F. LANGLEY, correspondent 
34 Fremont St., San Francisco, Calif. 





smartest men in the stationery 


s today Ray Langley, your regular reporter 
Ra to be a guest columnist little 
[ realize tl onth’s column, plus his other future 
will me just about all of his year in of- 
3 Las gley, he's going places 
tors from Los Angeles in the Bay Area—Lee and 
H Schaeft B Morris Co.) swimming and en- 
g Wally new pool 
Harry Henk ride working in the cool breezes 
S | A from the heat of Los Angeles 
d to Char Trischer (S. F. News Co.) who ts 
daly recover e from his recent illness. This should 
sood new ll of Charlie’s many friends in the 
lon & ¢ (Palo Alto) getting ready to open 
w stor nd believe me it is going to be a thing 
ty. Be sure to see 
( 1 to report that Augie Erickson is out of the hos 
1 back the job. He had a pulled back muscle; 
id in t pencils sure must not be made of 
hy , 
year the Boeing 707 Jets will be 
ood er of the local travelers and station 
» Ch ror 
H y Herz (Brown's) is looking for a flying partner 
with to the NSOEA Convent n Chri- 
Now that tl mmer is over I truly hope you have 
\ tions and are ready for the pre 
| } 
ror I v about a few trout 


7,500 Visit New Marshfield Store 
During Gala Grand Opening 


\ orand onducted at the end of July 
Ut l ople to the larger I lities of 
Marshfield Book & Stationery Co Marshfield, 
\ Mar ontributed more $1.000 
lise for distribution as door prizes 
| ( If 4 S. Central Ave. t > S. Cen 
‘4 reat reased the amount of display space 
he retail department w occu 
space. An addit! il 6.000 
of the building devoted 
partment. New fixtures in 
‘ Henry Berry Co 

ompany had previously operated its retail de 
; ¢ id sold its schos supplies 

20) 


Nessen Names Chicago Agent 
N . I New York facture 


has appointed Dunbar Acces 

n the Chica rea. The 

Dunbar show ; located on the 6th Floor of the 
M lise Mart, Chicago 54, Ill 
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posting equipment 


P.E.C. keeps pace 
with modern office methods 


DUO-MATIC 
POSTING TRAYS 
AND STANDS 





PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 


TUT-O-MATIC 
TRAYS 


(Fer Register Forms) 


RET 


V-MATIC TRAYS 
(Smell Capacity 
Containers) 





HANDI-MATIC TRAYS 
(For writing beerd and 
machine accounting rec- 
eords requiring smell 
capacity conteiners | 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES. 
Ask for complete information en 

sizes ond prices. 





M.-L MEAD-LEE Associctes 
| associarts | SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT Gosecearian 





1721 Elmwood Ave., Buffalo 7, N. Y 
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information 
on our 

complete line 
today! 


















LOOKING 
FOR THE 
BEST? ... 


} You'll find... 
“THE 

CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 
on the market. 







R. A. STEWART AND COMPANY, INC. 
80 Duane Street - New York 7, New York 








RUSH ORDERS? 


We LOVE ‘em! 


In a hurry? Check your Ard Catalog No. 17 and 
wire or phone your rush orders for quickest de- 


livery! 


|] Booths, cafeteria 
_] Chairs, reception room 
_| Costumers 
[] Counters 
: Fixtures, special 
_] Furniture, chrome 


Lecterns 

Lounges 

Show Cases 

Stools, swivel 
Tables, folding 
Tables, Formica tops 


NEW ARD PROFIT MAKERS! 


Streamlined 
Round Table Legs 


Tapered, brass ferruled 
with adjustable levelers 
Standard finish black or 
walnut, others on request 
No. 4-RBF Wood Table 
Legs, set/4, list $15.00 


36” x 36” self-edge For 
mica Table Top shown, 
25 or more, list ea 


rr eee $28.60 


Other sizes: See Price 
List No. 17 or write 


Rolled Back Chair: Hardwood 


tailored. Wheat or natural. Rolled back prote 


331-RB Bentwood Chair, list 





ame 


$19.90 


We sell thru Authorized Declers only. Maximum discounts. 


13 VINE STREET _ 


-, INC. 





_ EVANSVILLE, INDIANA 








13th District Notes 


Milton Stone, Correspondent 

320 Broadway, New York 7, N. Y. 

We are happy to report that 

Arthur Friedland of Advanco Prod- 

ucts has recuperated nicely from 
his recent operation. 

It is with sorrow that we report 





the passing away of the mother of 
Ed Leventhal (Biddle Purchasing 
Co.) on June 15 

Nat Berk is passing out big, fat 
cigars on becoming the grandfather 

i boy August 24. Jack Silber has seve red his relation- 
ship with Advanco Products and has set up the Jack 
Silber Co. at 1050 Altantic Ave., Brooklyn. We all wish 


Milton Stone 


him great success 

Irv Anton of the Anton Equipment Co. in Queens has 
made extensive changes in his store. It is now one of the 
more handsome furniture stores in Queens and he in 
vites his friends to visit with him. 

The sad news has just reached us of the untimely 
passing away on September 2 of Irving Horowitz of 
Batlin and Horowitz. He will be greatly missed by his 
many friends 

The stationery industry was greatly honored by the 
choice of Richard Karasik of Jaclin Stationery to serve 
as one of the three representatives of capitalism at the 
U. S. Fair in Moscow. This occurred in the course of his 
visit to Russia with other members of the Young Presi 
dents Organization. He has completed a 20 day tour of 
Russia with that group. We are indeed honored to have 
one of our number chosen as an American industrialist 
ambassador to the USSR. 

Send me your news if you would like to see it pub 


lished 


Ever-Safe Co. Redesigns Safe Line... 





THE NEW LOOK Ever 
Sate Co Division of Schwab 
Safe Co., announces it has re 
designed its complete line of 
Schwab safes in  modernistic 





1c new look is being 
rried out through all of the 
A, B ad C label safes. Dealers 
will see the new design at the 


NSOEA show 


styling. Tl 





ABC Office Supply Moves 


The ABC Office Supply firm in Ft. Worth, Tex., has 
moved to new quarters at 3210 W. 7th St. where addi- 
tional Space has enabled it to expand {Ss Service 
cluding the office furniture de partment 

Concurrent with the move, Don L. Bassham has been 
named one of the principals of the company 
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TO ELIMINATE 
PURPLE FINGERS, 
SMUDGED CLOTHES 
AND MESSY COPIES! 
















Actual, unretouched photograph of regular spirit master 





alongside Rite-copy 700 and both emersed in running water 


Ww 


Eliminates need for specia/ hand 
cremes and cleansers 


jy" Requires no special fluids or 
Duplicating paper 


Produces copy in vivid blue 
contrasting color 


a 


\4 Finish-copy is smudge proof--water 
resistant. Perfect for copies exposed 


For full detai/s on our complete line of Spirit and Stencil Duplicators and Supplies, Write Dept. 


Beit Y. y 








RITE-COPY NO. 700 
MASTER SPIRIT UNIT 


IS PROVEN... Toit: 


to weather, such as outside shipping 
labels, etc. 

No more expensive than regular Spirit 
Grade A Masters 

NOW WITH WATER INSOLUBLE 
CARBON -- Despite moist hands -- 
humid days, your office furniture, 
typewriters, etc., will no longer suffer 
from “tattle-tale carbon plague” ! 


OA-21 














} ‘ a 
i 34 
| r) ‘ ,o* _ 
4 “ see _ . 
° “10 n 
a a 
s . 

OA—10/59 





Golden Streak 











a 


| 











- 
Smart Cabine 











221 











eeneeencimenenniitid 


nettle ct tsi ip 
















YOUR PROFITS... . 


DOWN 





MUCOoCOdAeA CARER 


MWY 


BIG NEW PROFITS 
plu The Most ere 
oe Most Complete Line of 
e MARKING DEVICES 


e OFFICE PRODUCTS 
e RUBBER STAMPS 


you ever sold! 





xy ¥y 








The More You Buy, the More You Save 
and Make on B & M unique Preferred Dis- 
count Volume Plan. You can earn Extra 
discounts based on quantity orders and total 
dollar: volume. All this in addition to the 
time and money savings of a dependable 
one-stop shopping source, 


Nationally 
Advertised= 
top Quality Line 


assure you of full customer satis- 
faction and repeat business on 
fast-selling Faymus and Bami 
office supplies and accessories: 


* INKS 
* ADHESIVES 


we gree stars \ + 28 


c 


% MARKING PENS 
¢ %& CARBON PAPER 
%& RUBBER BANDS 


| % NUMBERING MACHINES 
sl & TYPEWRITER RIBBONS =) 


and many other items 


Write today for your BRAND NEW CATALOG NO. 90 


Faymee div. 


BANKERS & MERCHANTS, INC. 


3229 N. SHEFFIELD AVE. @ CHICAGO 13, ILL 
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GO COSTS! 
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| 14th District Notes 


BUD SPANGLER, correspondent 
3510 S. Garfield Ave., Los Angeles 22, Calif. 


x a 
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rs = a 





Looking back over the highlights of the past year 


, 
(Bud apparently measures the year 


Ed. note) I came across these 


photos. Names are withheld to protect 


Peter Pepper Products Forms 
Office Accessories Division 


really big 


the innocent 


Peter Pepper Products, Inc., Palos Verdes Estates, 
Calif., a long time manufacturer of decorative acces 
sories for homes and offices, has created a new division 
with products designed specifically for the office supply 
field. It is to be known as the Office Accessories Divi 
$10n 

The new division is introducing a complete line ot 
lesk accessories designed by industrial designer, Don 


Lewis 


East Detroit Public Schools 
Buy Wesco Steel Desks 


The East Detroit public school syster 
chased three carloads ot Wesco steel « 


tured by Western Manufacturing Co., A 


Rooms, Inc. of Lansing, Mich., is servi 


order 


n recently pur 
lesks, manufac- 
urora, III. Class 


ing this large 
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INCREASE YOUR PROFITS! 





: 





ADDING MACHINE 


You'll sell more adding machines if you 





Only the 
CWalional De Luxe 
Adding Machine 
has “Live” Keyboard 
and Adjustable 
Keytouch! 

















have a National Adding Machine Dealer- Nationals are easier to sell because of these 
ship because ONLY National combines so : 
. outstanding time- and effort-saving 14 time-and-effort-saving features: 
features in one machine! National’s line of e “Live” Keyboard e Easy-Touch Key Action 
fine adding machines includes: De Luxe e Instantly adjustable keytouch e@ Full-Visible Keyboard 
models, a new line of low cost economy e Automatic Clear Signal © Automatic Ciphers 
models, special models designed to do spe- . Subtractions in red + Saeeiiies Citdaitien 
cific jobs —as well as desk model bookkeep e Automatic Credit Balance in red te, 
ing machines. e Automatic space-up of tape when ® Keyboard interlock 
The success of your dealership is assured total prints e Four-way paper space control 
through several special services. National e Large Answer Dials * Three-way repeat 
gives vou a big discount on all models and 
pavs freight charges. You receive National : 
advertising and sales promotion material For information \abe 
: . “ee about the complete “TRADE MARK REG. U.S. PAT. OFF. 
ree. Your sales opportunities are limited National Adding per 
mly by your initiative since NCR author Machine line deal T/ * * 
izes only one dealer in a city and prevents erships available, YEARS, 
cut-rate competition with mail order or dis contact our Dayton 1998 


ount houses office now. 


ADDING MACHINES + CASH REGISTERS 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio wer paper (No Carson Reauinen) 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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Today’s most accepted line 
of STEEL Waste Receptacles... 


The LAWSON Line 


The complete line, the profit line . . . styled 
and finished to meet today’s demand for 
modern, office beauty and timeless serv- 


ice, Quality at promotional prices! 






Send for literature. 


Lawson Executive, 
Space Saver and Pan- 
eled Steel Baskets. 
Modern office colors 
and also wood grain 
finishes 














No. 2180 





Lawson Smokurns 
and Sandurns... 
A wide selection in 
glistening baked 
enamels, copper 
and stainless steel 





2990 





No 


Lawson Torpedo Waste Recep- 

tacles. Originated by Lawson 

Bonderized before enameling. In 

red, white, grey and green; stain 

less steel trim. Four sizes; Heights 
3114", 37°, 42 


Lawson High Boy 
... rust resistant 
steel. Excellent 
wherever extra 
large basket 
needed. In olive 
green, grey and 
white 

No. 108—20” Het 







Open Top 
Drop-in 


No. 3003 







No. 110—29” Het 





Lawson Sanitary Step-on Waste 
Receptacles. Foolproof mechan 

rubber gasket sealing, -glis 
tening white enamel 






Lawson “‘Organizer’ 
Desk File. Rigid, verti 
cal, steel, with index 
channel. Rubber cush 
ioned. In standard of 
fice grey. 


Visit Our Exhibit 
Booth 168 









No. 2850 


Lawson Waste Baskets for 
Home Desks, Hotels, Motels. In 


attractive hammerloid bronze, 
mist green and desert sage 


Warehouses in Principal Cities 


THE F.H.LAWSON CO. 


e CINCINNATI 4, OHIO 


LAWSON PRODUCTS ARE NATIONALLY ADVERTISED 
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Deaths 


Severt J. Olsen, 


chairman of the board of S. J. Olsen Co., Milwaukee, 
died on August 24 at his summer home in Oshkosh, 
Wis 

Mr. Olsen was born on June 13, 1871, in Norway. 
At the age of two years he came to this country with his 
parents. The family settled in Whitewater, Wis 

After coming to Milwaukee, Mr. Olsen was associ- 
ated with the Kreul Co., dealers in office furniture. He 
years, part of 





was connected with this company for 17 
this time as its manager. 

In 1925 he organized his own firm, the S. J. Olsen 
Co., dealers in office furniture and office supplies. He 
was active in the business until three years ago when he 
went into semi-retirement. 

The widow, Gladys Quam Olsen, survives 


Carl Swanson, 


who for the last 14 years has operated Swanson’s Print- 
ing & Office Supplies in Clinton, Okla., died recently of 
a heart attack in his home. He was 51. Mr. Swanson 
moved to Clinton in 1936 from his Guthrie, Okla., 
home when he took employment in the Clinton Daily 
News composing room. Formerly, he had published the 
Custer County Independent, a weekly newspaper. Active 
in the Methodist Church and the Masonic Lodge, Swan- 
son was a candidate last year for the office of Custer 
County representative to the Oklahoma legislatur 


Charles E. Davis, 


manufacturers representative who traveled the North- 
west for the past 45 years, died recently. He was 78 
One of the best known travelers in his area, Mr. Davis 
worked Oregon, Washington, Idaho and Montana and 
for some years also carried lines into California. Born 
in Amesbury, Mass., he entered the office equipment 

Adams, Cushing & 
Foster. He moved west to represent the lines of the 
Ward Manufacturing Co., Kingsley Stamp 
Manufacturing Co., Hamilton Specialty Co. and the 
Mastercraft Pen Co. Mr. Davis is survived by his 
wife, Nell; a daughter, Mrs. Kathryn Ornduff, two 


grandchildren and two great-grand children 


held with the Boston firm of 


Samuel 


Harold F. Martin, 


associated with Bardeen’s, Inc.. 
died recently. At the time of his death, Mr. Martin had 


for more than 38 years, 


been general manager, treasurer, director and president 


of this publisher of forms and supplies for the school 
and office. He was a graduate of St. Lawrence Univer 
sity ind a past president of the National School Set € 


Institute 


George M. Clemmitt, 
secretary-treasurer of S. E. & M. Vern Inc., died Au- 
gust 11 after a brief illness. He was 8 Mr. Cl 


had De 
ers, for 65 years. He had enjoyed good health until his 


n with Vernon, manufacturer of loose leaf bind- 


recent illness and was rarely away from his post 
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Dealers from Coast to Coast are Making Sales History with Replogle’s 
STEREO RELIEF! A brand new kind of 12” globe in thrilling raised 
relief that sells on sight. The world as it actually is — with continents, 


The SPACE FLIGHT new. exclusive 
—the best mounting ever 

for a globe! A twist of the knob 
brings any area into view. 
Model S$R205 


countries, mountains, islands all accurately sculptured in stunning new 
realism. Even the globe map is all new — outstandingly beautiful, up- 


to-date! The profit opportunity of a lifetime—volume sales are proving it. $14.95 
In three mountings priced at slightly more than smooth globes of the The PULL DOWN new wall mounted 
same size. Keep in step with the space age — go with STEREO RELIEF! rong Ba $13.95 
FEATURE STEREO RELIEF for greater Xmas globe sales . . . Write toda The ORAMA plain mounted 

~ : y Mode! SR206 $9.95 


for catalog and information on FREE MERCHANDISING AIDS. 


REPLOGLE GLeBES INCORPORATED 


1901 N. Narragansett Avenue, Chicago 39, Illinois 














The Ultimate in Service Wholesaling 


e@ ORDERS SHIPPED SAME DAY RECEIVED 
e@ FREIGHT FREE! ! e COMPETITIVE PRICES ! 


For Further Details 


Write for our new 1959-1960 Catalog No. 60 


PRIOR, INC. 


Wholesale Stationery Distributors 
41 Bancker St. Englewood, N. J. 
Phone: Lowell 7-0960 





We sell to the Trade Only 
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TEMPO PASTEL STENCILS 
Regular film 
stencils, too. 

for the kind of 
copy you want 
...$harp, me- 
dium or bold 
from the same 
stencil...easy as 
typing a letter. 


ts 









LOS ANGELES + PITTSBURGH - 


TEMPO 


delivers everything you need 
to produce fine office printing 


Everyone in the office gets excited about the 
better impressions you make... especially 
when using Tempo’s co-ordinated line of sten- 
cil duplicating supplies. It’s the answer to all 
your office printing needs... fast, efficient, far 
more economical than outside sources! 

Why not get better acquainted with this years- 
ahead line which gives you everything you've 


ever dreamed of in stencil duplicating results. 


Write for catalog #4112. 


TEMPO 


INKS + DUPLICATORS 


Seha 


STENCILS «+ 






paste ink. Tempo Paste Inks f 
use in Tempo Geha and other 
paste ink duplicators 


- ~~ « ty 


TEMPO 


Ask for free illustrated catalog #4112 


SAN FRANCISCO + WASHINGTON, D. C,. « 


stencil duplicators 
9 models from $199 











NEDISPLAY AT THE NATIONAL BUSINESS SHOW, NEW YORK, OCTOBER 19-23, BOOTH 219E 





— TEMPOSCOPES with flashed-opa 
— TEMPO INKS for all duplicators glass, fully lighted 
= | for that “printed” look. Tempx working area. For 
vere | Jetdry—world’s fastest drying proofing, drawin 
Se ink, even on bonds without slip tracing. layouts 
—] sheeting, in liquid and the new and paste-ups. Ac- 


cessories included 


—fluorescent or 
Standard lig shtin 
models 


MILO HARDING COMPANY Established 1904 


163 Tempo Building, Monterey Park, California 


MEXICO D, F. AND DEALERS EVERYWHERE 


OA-—10/59 





OA- 





IE 


> > a. ae 





Telephone Can Be Important 
In Developing More Business 


y VICTOR N. VETROMILI 


special writer 


No oft plias dealer or stationet rving the 
busit in is lacking in realization of the im 
tance and indispensability of the telephone in ex- 
ing the routine operation of his business 
almost ry city there are, however, a number of 
rs wh seem to be sufficiently telephone con 
is with regard to the potential power of the tele- 
for sales promotion 
Tr} 5 oubt that the average stationer and of 
more especially, the fellow doing 
: typical city of small and intermediate 
tion status—could increase his gross yearly vol- 
he would utilize th lephone sys 
ully for ferreting out new prospects 
Most off lipment firms of any mentionable size 
porta hav at least two teleph nes, there fore, 
should | racticable to use at least one of these tele 
s from t to time for the purpose of rewelding 
od will with customers whose orders 
seem to ha sappeared or fallen off in volume or 
Make a “Visit” with Your Phone 
the nearest possibl juivalent to 
ng tl rs home or office personally, and 
wwadays grants the same courtesy to 
phot tor as to the visitor who approaches 
threshold of store, home, factory, or office 
Keeping in touch’, furthermore, has a great deal to 
with keeping the orders coming 
This is simply in line with the experience of meeting 
former stomer in the street, or some public 
ling; holdis sort of hit-and-run ordial and 
11h him 
Pr d skillfully, the telephone is par- 


ying new accounts. It has the 
being a private solicitation for 
differentiated from advertising 
public press which aggressive 


tor can take immediate measures to 


kmat stimulate orders among already ac- 
strumental in winning back “old’ 
who m to have strayed from the fold, and 
shi very useful also influenc- 
to investigat al pi dem 
$ pplia S 


Use Phone for Private “Tip-Offs” 


stomers 


I 


dispensable than in yne sales 


As 1 dependable mailing list that is 

k di so that it will have no “dead 
1. of course, be quite as serviceable 

yn as for direct-l | rtis 

) ] lial lealer of quaint 
ways u s telephone as what mig termed 

I rivat notil certain 
xtra-good ‘buys’’, th antity of 
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STOP! LOOK! SELL! 


America's most complete line of . . . 


e DRAWING SETS e DRAFTING MATERIALS 
e DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 
e DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 








No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, feotherweight-push but- 
ton design with finger-tip control. A 
reol sales stimulator | 
Retail price: 


Dee GG aN eweees os 


No. SO00D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades - assures a per- 
fect true point every time. A sure bus- 
iness builder! 

















No. 5018D FREE Counter Displey 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real soles leader. 


No. 5012D - FREE Counter Display 
contoins 12 lead holders H, 2H ond 
4H having 2 ec. with dip and 2 eo. 
w/o dip of ea. A traffic stopper. 





eee Me —=—EU OORT. Ct eee 


"ee aaa 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


GIANT - NEW 
ALVIN 
@ CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 
sales tool. 












“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | hove checked below. 






0) FREE 84 Poge Cotcalog FREE folder showing Alvin's complete line of 


Soles Aids 


© Ne. 50130 ) Ne, 5000D © Ne. 50120 © Ne. 5018D 


} Information on FREE imprinted envelope stuffers on above items 


Name OO —————— 





Company 








Address 


City — Zene —_. State 
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YOUR BEST 


SALES POINT Is a 





PERFECT 
POINT! 





with the Time Saving 


ELECTRO POINTER 


World’s Finest Electric Pencil Sharpener 


Electro Pointer sharpens instantly 
automatically without loss of time effort and 
materials. Puts a perfect point on any size 
wooden pencil ... won't “eat up” pencils like 
outmoded hand sharpeners 
often do. 


Sharpens entire stock of 
pencils in one effortless 
operation. 


Let Customers Try It 
.. . They'll Buy It 


STILB-CRAPT MTree. 
1825 MACKLIND + §T. LOUIS 10, MO 
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which is not large enough to warrant the cost of adver- 
tising the goods by newspaper to the general public. 


Says another stationer, who has developed a large 
business in only seven years in a merchandising arena of 
brisk competition; “Whatever you do, when you spend 
money for advertising, be it by mailing-card, circular, 


or newspaper ad, by all means publish the telephone 
number or numbers of your business. They are just as 
vital to the productiveness of the advertisement as the 


address possibly more so, in certain instances. 


As volume grows, it is important in any business that 
management should make sure that the establishment 
has enough telephones for the simultaneous reception of 


several incoming calls. 


Another good idea, as I appraise it: Any large busi- 
ness should maintain at least one restricted or auxiliary 
telephone—an unlisted line that is employed exclusively 
for outgoing calls and private communications—and 
which could be used as occasion required for telephone 
sales promotion or public relations work without risking 


interference with profit-bearing incoming calls 


Typewriter Supply Co. Adds 
Book-keeping Machines Department 


The Typewriter Supply Co., Fort Worth, Tex., has 
established a new department devoted to the sale and 
service of book keeping machines 


The new department will be headed by T. J. Greten- 
kamp, formerly associated with the National Cash Reg- 
ister Co. He will be assisted by Wayne Burnett who had 
been with the Underwood Corp. National and Olivetti 
book-keeping machines will be carried in the new en- 


deavor. 


At the same time, the firm appointed Gretenkamp 


general sales manager of its entire stock 


Salesmen Name Miss Plain-Vu 


DISTRIBUTORS of the Carr 
Corp. from the United States 
and Canada unanimously elected 
Ginny Harrison to be Miss 
Plain-Vu during their first na- 
tional sales meeting held re- 
cently in Cleveland. As shown 
here, Ginny displays a sheet of 
the clear pressure-sensitive 
plastic used for mounting and 
preserving photographs, maps, 


cards, et 
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fevival of elegance...in Vinyl Upholstery’! Brilliantly staged 


| Milano 


COLOVIN 


ELASTIC VINYL UPHOLSTERY 


by Colovin with the richness of authentic moiré! Milano... plush 
contrast to the clean lines of contemporary furniture styling! Milano 

. in a rainbow of seventeen shades with the shimmer of silk! 
Milano . . . beautiful proof of Colovin’s style leadership in vinyl 
upholstery! For samples of Colovin elastic vinyl upholstery and the 


name of your nearest distributor, please write us. 


sS9ISLUMBUS COATED FABRICS CORPORATION, COLUMBUS 16, OHIO 








The feet of relaxed, 
efficient employees. 





Employees who must work standing will be 
happier and more efficient when they stand on 
Hygienic Foot-Comfort Mats. That’s because 
these quality mats, scientifically designed to dis 
tribute body weight, relieve strain and reduce 
fatigue. Hygienic Mats quickly pay for them 
selves, for they change the usual afternoon slow 
down to a period of profitable accomplishment 
Hygienic Mats offer smart styling, too. Eight 
modern color combinations to match any decor 
And their long-lasting beauty, beveled safety 
edges and ease of cleaning 
make them the best mat 
buy today. 





Your customers will ask 
for these top quality mats 
and runners. Be ready for Ri a tac 
them. Write today l tiful rubt 
for complete dealer | ot 

information. \ sites tales. “aes , 





> iia 


THE HYGIENIC DENTAL MANUFACTURING CO. 


Flooring Division, Dept. A 
Akron 10, Ohio, U.S.A. 
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Appointments___ 


New Aigner Assistant Sales Manager 
[Thomas Leach has been named 
the posit issistant sales 


the dealers divisios 





he J. A. A Co., Chicags 
He will work with the company 
representat S ind dealers 
leveloj inded prograt 
sales aids to promote AICO 
1exes I 1c taDds ind rei 
ed sheets. Clarence W. Cle: 
pre 1d { if charge Of Sal i | 
untment to the c mpany s growing staff is o1 
series designed ti eep pace with th reas 
sales 


Western Addo Names President 


Carl Gronhagen has been ay 
pointed president of the Western 
Addo Machin Corp. in Los An 
geles. He was formerly the West 


manager tor Facit 


i 


Coast branch 
In Western Addo Machine ¢ Orp 
a subsidiary of Addo Machine Co 
Inc., handles the distribution of th 
Addo-X adding machine, Adle: 


duplicator 





Carl Gronhagen 
typewriter and Rone 


lines for th 11 western states. Alaska 1 Haw 


Apsco Names New Representative 





lohn H Mi has been 

1 te h Aps 
Prod ( | hor } 
\ } At] ~~ 4 

‘ —_ 

o ) Z 
f 
, In John H. Moss 
y 
| ) A \i 
| \ 


Bassick Southeastern Representative 


Willa W. 
{ S B) ~~ ~ 
H a 
S ( 
> 
N ( 
ee 
: - W’. W. Gres 
( S6 baal 
Michaels. H luate of Presbvt ( 
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desk trays 





| 
| he 
| 


| telephone tables 
iy 


top name in any office--- 








f eee i JS pa ss 
I a i | ZA 7 
| / o- | | — | For MORE PROFIT... faster 
& | | ‘ turnover . . . outstanding quality 
4 ’ a ag ... trade - mark prestige . . .stick 
oi chair mats with STEMPCO. Send for latest catalog. 
book and catalog stands fh 








AS 



















Be sure to stock the complete line for 





maximum turnover and maximum profit* 


RANDOM HOUSE 
REFERENCE 
BOOKS 








Nationally advertised 
Nationally promoted 


Internationally famous 


*For example, an order for only 
20 assorted copies of THE 
AMERICAN COLLEGE DIC- 


= | | AM Y TIONARY (any assortment of 

Be \ ae 20° — re bindings) earns 42% discount! 
| ome oes , 2 oo ; (a le 
a : ~= \s Pine see - — 

7 > | Weems RANDOM HOUSE, INC. + 457 Madison Ave., New York 22 

ee | Pr Gi Se 
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‘CLEAN CHANGE” 


TYPEWRITER RIBBON 


COPI- MATE™ now offers 


a complete 
* merchandising package. 


3 POINT PROGRAM 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 


high inventories. 

COPI-MATE Double Pack ... The only rib- 
e bons available with a DOUBLE SPOOL PAT- 

ENTED ‘‘CLEAN CHANGE" package in a se- 

ries of 12 packs. One of the 12 packs will 

fit any standard, manual, electric and all 

portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 
e CHART and FREE SALES LITERATURE 

A sure fire counter display (illustrated) con- 

taining complete ribbon inventory and sales 

aids. Display near cash register for quick 

impulse sales. 


COMPLETE LINE... Leedal/ has a complete 
e line of COPI-MATE PATENTED “CLEAN 
CHANGE" typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
“CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., inc 
MILLTOWN, NEW JERSEY 


# COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS + CARBON PAPERS + DUPLICATING SUPPIES 
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New Sales Training Director 

W. L. Frit 
national sales 
General Binding Corp. This is a 
new position in the Northbrook 


z has been appointed 


training director ror 


Ill. firm. It was created because the 
company plans to double its sales 
force to than 200 men dur 


ing 1959, in order to better handle 





the wide range of new products 


W. L. Fritz 


Auxer Named to Venus Staff 
Ray E. Aux 
to the sales staff of the Venus Pen 


& Pencil Co The 


which he 


r has been appointed 


territory for 
| 

will be responsible in 

cludes the southern part of Chi 

cago, parts of southern Wisconsin 

and northern Indiana. Auxer brings 





to his newly appointed post several 


years experience in chain, jobber 


' Ray E. Auxer 
and retail selling 


Secretary Named by Royal Metal 
Richard K 


named secretary and general coun- 
sel for the New York offices of 
Royal Metal Mfg. Co. Up until 


n serving the com 


Gregory has been 


now he has be 
pany as their general counsel only 
iate of St. John’s 


University Law School. Brooklyn. 


Gregory is a grad 





R. K. Gregory 


Pomerantz Divisional General Manager 
Frank Silver 


general manager of the stationery 


has been appointed 
division of A. Pomerantz & Co 
responsible for the 
of the Philadel 
rchandising, pur 


Silver will b« 
operating runction 
phia company’s me 
chasing and promotion of stationery 
formerly at Gold 
smith’s in New York City and pres 
ident of H. DuBois Plummer, Inc., 


than 30 years experience 





products He was 
Frank Silver 


adding up to more 


Office Furniture Department Head 


John A. Long, formerly associ 
ited with his father in the firm ot 
George S. Long & Son, is now head 
of the Office Fu 
at H. & S. Pogue Co., one of Cin 


niture Department 


cinnati’s leading department stores 


Long will continue to work in 
which has 


the contract division, 





been the core of his past 10 years 


John A. Long 


experience chi fly in Ohio and 


West Virginia 
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INDEPENDENTLY AGAINST 
ALL OTHER RECOGNIZED COLLEGE 
DICTIONARIES, BY ONE OF AMERICA’S 
LEADING CONSUMER MAGAZINES, 
WEBSTER'’S NEW WORLD DICTIONARY, 
COLLEGE EDITION, WAS RATED 


SS BEST 
NOTTS al 





The profit picture on desk dictionaries 


This masterpiece provides greater value 
for your customers, greater profit for 
you. It’s the newest and biggest. Every 
definition has been freshly written in 
crisp modern language, and the dic- 


tionary has 142,000 entries — 10,000 
more than its nearest competitor. There 
also are nearly 300 more pages, 1,760 
in all. More than 3,100 terms are illus- 


trated. It’s a bigger book with a stronger 
binding 


OA-—10/59 


WEBSTER’S NEW WorLpD DICTIONARY 
is “the experts’ dictionary” used by 
leading authors, writers, editors, busi- 
nessmen, and educators. It is officially 
approved at more than 1,000 colleges in 
the United States and Canada. 

Every week of the year it’s advertised 
in One Or more national magazines and 
newspapers — Time, The New Yorker, 
Life, Saturday Review, etc. And here’s 
the pay-off: 


On orders for 1 to 25 copies you get 
40% discount, 41% on 25, 42% on 50, 
43% on 100. That's why more and 
more stationers are waking up to the 
fact that there’s a year-round, built-in, 
PLUS-profit selling Webster's New 
World Dictionary. If you'd like further 








details just drop us a post card. The 
World Publishing Company, 2231 West 
110th Street, Cleveland 2, Ohio. 
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Suite 700-702A, Conrad Hilton Hotel, Chicago, Sept. 26, 27, 28, 29, 30... CORRY JAMESTOWN 


you I] 
get 
the 

picture 








in 
Chicago! 
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Staff Responsibilities Shift as 
Parker Pen Integrates Eversharp 


Integration of the Eversharp division of the Parker 
Pen Co. has resulted in several shifts in staff responsibil- 
ty. Administrative offices in Arlington Heights, IIl., 
have been closed and moved to Janesville, Wisc. 

Consequently moving to the Janesville offices are 
Quartus P. Graves of Eversharp’s sales staff, who will 
serve as liaison in the parent firm’s domestic sales divi- 
sion, and Thomas A. Gavin, head of Eversharp's foreign 
sales, who will continue in that position but as part of 
Parker's foreign sales department. 

Earle G. Miller will retain his position as head of 
Eversharp’s financial operation, but now in Parker's 
financial division in Janesville. 

Russell A. Livingston, director of premium-industrial 
sales for Parker in Janesville, will now assume similar 
responsibilities but for Eversharp lines. His headquarters 
are in Culver City, Calif., site of Eversharp’s manufac- 
turing facility 

Joseph F. Crawley is moving to Janesville as head of 
a new chain-sales function. He previously was south- 
western regional sales manager. 

John B. Francis, former service manager, becomes as- 
sistant to the director of domestic sales. His position is 
filled by Henry A. Prust, formerly assistant sales admin- 
istrator. 

John W. Dawdy was appointed assistant retail sales 
manager and Merle E. Hagen has been named assistant 
wholesale sales manager. 


New Cormac Chief Financial Officer 


George D. Wechsler has been named secretary-treas- 
urer and chief financial officer of the Cormac Photo- 
copy Corp. and its affiliate, the Cormac Chemical Corp. 

During the past two years, he had been executive 
vice-president, treasurer and director for the sales fi- 
nance organization, Budget Charge Accounts, Inc. Prior 
to this, he had been associated with Ludwig Baumann 
Spears as treasurer-director for 25 years 


Harper Bros. Furnishes EENT Clinic 





recently made this in 


HARPER BROS. of Greenville, N.C., 
stallation at il eye, ear, nose and throat clinic. Tables 


the Myrtle Desk Co. and the W. H. Gunlocke 
the it chairs, Gunlocke 
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Ball pens here, there 
and everywhere—but 
the big news for Sta- 
tioners is STENOSTIK 
companion to ERASERSTIK 
which has captured a 
substantial slice of the mar- 
ket because it is especially 
designed for Secretaries. 





STENOSTIK’S long, tapered 
finger grip is the exclusive fea- 
ture that reduces finger fatigue 
and enables a girl to take dicta- 
tion by the hour with comfort. Its 
full, pen-length blue-ink cartridge 
outwears 7—yes 7--lead pencils. 





Tens of thousands of girls, staunch 
ERASERSTIK fans, have extended a 
warm welcome to STENOSTIK. “A fine 
writing instrument!" is how many of Cf \ 
them describe this white, gold and blue r\ 
beauty. L \ 

Handsomely packaged STENOSTIKS come 
in an easy-to-sell box of 3, 24 boxes to a half- 
gross self-display carton. If you want a new 
and happy source of profits, QUICK—order 
STENOSTIK! 








A.W. FABER-CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 
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1 STANDARD SIZE 


NEW.. LOW COST FILE 


FOR BOTH LETTER & LEGAL 


DOLIN Ee 
OTE Lhd 









FILE 
NO. 65 


1 STEEL CASE 


with 2 CORRUGATED TRAYS 
SET UP, READY FOR YOUR CUSTOMERS 





This combination letter-legal stor- 
age system, developed by leading 
independent records specialists, 
offers true storage economy with 
system flexibility — a proven 
saleable combination. You can 
sell your share of the year ‘round 
volume sales in records storage 
equipment with the new DOLIN 
Double-Duty record files. 





FOR RECORDS STORAGE 
ECONOMY AND 
SYSTEM FLEXIBILITY 





{EG 47 


saves the cost of one letter file 
for every four DOUBLE-DUTY files 
used. 

®@ ADD A STEEL DRAWER — 





@ LOW COST for original re- 
quirements and for expansion 


needs. 
@ CUTS 95% OF INSTALLATION 





TIME AND COST — stack cases to 
any height or width without 
special stacking clips or tools — 
permits full use of ALL storage 


space. 
@ READY FOR USE — record trays 
already set up — no K.D. head 
aches or bly dea 

@ SAVES 20 TO 30% FLOOR 
SPACE — no wasted space as 
compared to other systems — 
only a 30” aisle needed. 

@ 30” OF LETTER FILES IN A 24” 
DEPTH — a 6” filing bonus that 





standard legal size nylon glide 
drawers con be added at any time 
in place of trays. 

@ EASY TO HANDLE — small size 
trays for a convenient load — 
easily accessible for quick refer- 
ence. 

@ DOUBLE TRAY USE — add 
covers and use same trays for 
transferring records to the stor- 
age crea — large imprinted labels 
eliminate need for additional spe- 
cial label. 


SEE US AT EASTERN COMM’L. STAT’Y. SHOW 


BOOTH 23 & 24 


DOLIN METAL PROD. 
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TRANSFER FILES 
SHELF FILES 

TAB STORAGE 
MOBILE STORAGE 


315 LEXINGTON AVENUE, 
BROOKLYN 16, N.Y. 





Two Vice-presidents Named by Dixon 


Joseph Dixon Crucible Co. has 
elected two vice-presidents 

David C. McMillin, pencil divi- 
sion sales manager, was elected 
marketing vice-president of the 
New Jersey company’s pencil divi 
sion and of its subsidiary, the 
American Crayon Co., Sandusky, 
O. 

R. C. Brock, industrial division 


; 


manager, was elected vice-president in charge of the 





D. C. McMillin 


parent company’s industrial division 

McMillin will direct the sales and marketing activities 
of all writing commodities manufactured by both the 
parent and subsidiary company. He joined Dixon's pen- 
cil division in 1952 as a salesman and subsequently was 
promoted to district manager and sales manager 

Brock will supervise sales and marketing activities of 
Dixon's industrial division, which manufactures such 
products as crucibles, refractories, industrial lubricants, 
protective paints and other products with graphite in 


gredients 


Set Up Agreement for Manufacture 


A licensing agreement between the Regina Division 
of La Cellophane, Paris, France, and Copymation, Inc 
(formerly Peck & Harvey Mfg. Co.) Chicago, is an 
president, S. A. Harvey 
Under this new agreement, La Cellophane will man 


2500C Dry Prox 


for distribution in France under the 


nounced by C. I 


ufacture the Copymation SpeedMaster 
ess Whiteprinter 
name “Commodore 

La Cellophane has also optioned to produce other ¢ 
I. Whiteprinters as the market potential expands 


= 


Los Angeles Firm Displays Lindy 





THE STATIONERS CORP. of Los Angeles, Calif., recently 


featured a window display on the con plet line of Lindy 
ball point pens. The permanent display aterials 
tered fre by tl Lindy Sales Co. with tl purchas 
| 
ine 
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“i LUXCO . _— ri i 


' |. premium quality rich luxury, 
oulitenillia: durability.. .all at a remarkably 
LOW BUDGET PRICE! | 


? 
} 

















MODEL 
1050 











$4995 MODEL 
Lieve) "PRICES ARE RETAIL FOR ZONE 1. SLIGHTLY HIGHER 


iN MAINE, FLORIDA, TEXAS AND WESTERN STATES 























Z .. write Today for fll information 
100 KING STREET 
LUXCO ine. | Scx2ee Sisconen 


OA—10/59 237 














Princess QP 
reports on 
\ the amazing 


WASITFOQE CASE 














In the Big Chief's office there was an air of mystery 
(and tobacco smoke). The Chief was slumped in his 
chair, mumbling, “WASITFOQE POP SOS MIBOS .. . 
yes, that's it!” He jumped up. “Princess QP,” he said, 
“get busy — WASITFOQE POP SOS MIBOS.” “Watch 
your language,” | said, “is that Sioux or Chippewa?” 
He glared at me. "It's a natural,” he said, “ WASITFOQE 
POP SOS MIBOS.” | shook my head and said, “I 
don't read you—sounds like ‘watch it folks, Pop needs 
help with his marbles.’ " | ducked and the ash tray 
went through the double glazed window. 


"I'm truly sorry about that,” said the Chief, because 
my cigar was in the tray. Now about this WASITFOQE 
business.” Four cigars and some time later, | had the 
case solved. Seems that the Big Chief in his constant 
search for new ways to help Quality Park Dealers had 
stumbled onto something big. He packaged the whole 
thing in a promotion kit with complete instructions, 
window streamers, signs, and intriguing lapel buttons 
for salesmen. The whole thing is an “extra” for Quality 
Park Dealers—no charge! 


Call it a gimmick, if you like, but it works... and 
builds “bonus” business. Because every business uses 
envelopes every day; because they use many different 
styles and kinds; because dealers’ customers prefer 
buying envelopes from the dealer when they can... 
there’s profitable business here for the dealers who 
get on the inside track. The WASITFOGQE promotion 
gets you there—by invitation from your customers! 


it's simple. When dealer salesmen walk in wearing the 
lapel button, customers ask, “What does WASITFOQE 
POP SOS MIBOS mean?” The dealer salesman is imme- 
diately on the subject we love dearly (envelopes) 
when he explains, "We Are Specialists In The Field Of 
Quality Envelopes...Pliain Or Printed...Stock Or 
Special... May | Be Of Service ..."" Briefly, that's it. 
For complete details drop me a line or scream fran- 
tically for your Quality Park representative. 


1 stuck my head in the Big Chief's office. “I did it,” 
| said, “I told them about EQOFTISAW promotion.” 
“Oh, no,” he groaned, “you got it all wrong.” "No, 
| didn't,” | said, “that’s WASITFOQE spelled back- 
ward.” | ducked and the ash tray went through the 
plate glass in the door. 

Princess QP 


Sold Through Dealers Only 


QUALITY PARK 
ENVELOPE Co. 


General Office & Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office & Warehouse, 564 W. Monroe St., Chicago 6. IIinois 
West Coast Office & Warehouse, 837 Traction Ave., Los Angeles 13, Calif 

Dallas Office & Warehouse, 2150 Irving Bivd., Dallas, Texas 





~? 
“AND oF tants © 
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Dates to Remember 





September 26-30—National Stationery & Office 
Equipment Association convention and exhibit, Con- 
rad Hilton, C hicago. 


October 4-8—National Business Forms Associates an- 
nual convention, Chalfonte Haddon Hall Hotel, At- 
lantic City, N.J. For information contact F. J. Ring, 
secretary, P. O. Box 1199, Fort Lauderdale, Fla. 


October 8-10—Canadian Office Machine Dealers As- 
sociation Convention, Royal York Hotel, Toronto, 
Canada. 


October 13-15—Augusta Business Show sponsored by 
the Augusta Business Machines & Equipment Asso- 
ciation at the Bon Air Hotel, Augusta, Ga. 


October 17-21—Eastern Commercial Stationery 
Show, New York Trade Show Building, New York 
City 

October 19-23—National Business Show, Coliseum, 
New York City. 


October 21-22—-American Records Management As- 
Workshop, Sheraton-Palace Hotel, San 
Francisco, Calif. 


sociation 


October 25-27—East Coast Regional Office Machine 
Dealers Association 1959 convention at Grossinger’s, 
Grossinger, N. Y. 


September 25—-Mid-Year Conference of wholesalers 
and manufacturers of stationers’ products, Hilton 
Hotel, Chicago, Tower Room. Afternoon roundtable, 
dinner meeting. 


October 16—Eastern Conference of wholesalers of 
stationers’ products, Hotel New Yorker, New York 
City. All-day round table session. 


A. B. Dick Ups Personnel 


A series of new appointments in the sales division of 
A. B. Dick Co., Chicago manufacturer of duplicating 
equipment and supplies has been made. 

Richard F. 
of Azograph-Spirit tor Region 4 with headquarters in 


Unger, formerly regional sales manager 


Atlanta, has been appointed general manager of A. B 
Dick Co. of Birmingham, Inc. 

Claude H. Hatfield, formerly general manager at 
Birmingham, becomes regional manager of Region 3 
with headquarters in Chicago. 

Myron G. Stolp, formerly 
Region 3, has been named general manager of A. B 
Dick Co. of Los Angeles, Inc. 

William F 


sistant manager, has been named staff assistant to gen- 


regional manager of 


Souders, formerly national accounts as- 


eral sales manager 
Donald D. Slusser, formerly applications development 
representative, has been appointed national accounts 


services manager 
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EXCELLENMWCE 
Cuarniloey 


IN FRITZ-CROSS CHAIRS 





FOR OVER 30 YEARS, Fritz-Cross 
has been manufacturing all types 
of metal office and drafting 
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chairs. . . every one UNCONDI- 
TIONALLY GUARANTEED! Write 
for catalogs, including the new 


1960 PREVUE models. 


FRITZ-CROSS CO. 


300 E. FOURTH STREET 
ST. PAUL, MINNESOTA 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 
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BY STOCKING ROGERSNAP CARBON 
SECOND SHEETS IN THE NEW 
*FLIP-OUT DISPENSER BOX! 


They give faster, cleaner, and clearer copies. 
By offering Rogersnap Second Sheets to your cus- 
tomers, you are rendering a real service and doing 
a good job of customer relations for yourself. This 
will add up to new sales volume which will reflect 
real profits in your stationery department. 


Be sure and ask to see the full line of stock 
forms that come in this convenient, sales appealing 
package. 


For complete details write to Rogersnap, 
Dept. OA, P. O.Box 10425, Dallas 7, Texas. 


SAVES TIME 
SAVES MONEY 


INCREASES EFFICIENCY 


Rae RROCERSNAD 





P. 0. BOX 10425 - DALLAS, TEXAS 
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Guest Book 





Harold B. Speicher, Birmingham, Mich., dropped in 


I 


at OA headquarters for a visit on September 2. Cur 
rently, he is working on a marketing program for a new 
product offered by Eureka Specialty Printing Co 
Spike,’ as he is known, is a positive character who de 
velops good ideas and puts them to work. His article 
on “Automation in Stock Control,’’ which appeared in 


OFFICE APPLIANCES, created much favorable comment 


Fred T. Bowes, field sales manager for Old Town 
Corp., favored OFFICE APPLIANCES with a visit on 
September 2. Fred is well known to stationers in the 
East, the location of his earlier activities, and more re 
cently to dealers in other parts of the country. He is a 
good salesman and good at sales training. He wears a 
contagious smile. For many years he has been active in 
association work, particularly with the New England 


Travelers 


Pacific Instruments Names 
Sales Manager 


Robert D. Packham has been promoted to general 
sales manager of Pacific Instruments Corp with head 
quarters in the company's home office in Los Angeles 
He was formerly sales manager for the company in 
Chicago. 

Packham will direct sales and distributor activities 
for Stenocord dictating equipment in the Midwest 
Southwest and West Coast regions. His responsibilities 
will include the direction of sales promotion, merchan 
dising, advertising and sales training. He has held ad 
ministrative positions in the office equipment industry 


for the last 12 years 


Booklet Tells of Paper’s Role 


A booklet recently published by the Wausau Pa; 
Mills Co. highlights the important role paper has played 
in our civilization. 

Titled ‘America on Paper,” the booklet is written 
for those who have more than a passing interest in the 
often taken-for-granted sheath of papers 


1 


Presidential note paper preserved the words Lincoln 
spoke at Gettysburg. From the Mayflower Compact to 
the office memo written today, paper has played its 
part in preserving our culture and makes possibl« 
present complex of communications 

Copies of this llustrated booklet may be had by 


writing the Wausau Paper Mills Co., Brokaw, Wis 


7 * . . 
Missing Adding Machine 

The M. Holland Co., a plastic scrap firm located at 
956 W. Huron St., Chicago, IIlL., reports an Underwood 
Sunstrand adding machine, serial number 318627, miss 


ing from its premises since August 1 
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New on the Market, 
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The cabinet shown with the door open dis- 
closes a matching Chest-Safe inside the 
storage area. The Chest-Safe has a three 
tumbler combination lock. The Underwrit- 
ers’ Laboratories 1 Hour “D” label, the 
SMNA 1 Hour label, as well as the Victor 
label are affixed to the Chest-Safe door. 


below the drawer and 
space to the right. 


GET FULL DETAILS NOW on this profitable low-cost new product by contacting your local Victor salesman or by writing to: 


> Ey ope 
ele Ed RBG Se 4 
a 14-F lt 


With both doors open, you can 
see the practical interior ar- 
rangement of the Chest-Safe. 
It contains a locker with a key 
lock, a drawer, an open space 


CONCEALED 
CERTIFIED 
FIRE PROTECTION 


Victor's practical utility cabinet has been 
combined with the dependable Victor® Cer- 
tified Chest-Safe to provide your customers 
with concealed, low-cost Certified Fire Pro- 
tection. A key lock on the cabinet and a 
combination lock on the Chest-Safe give 
double protection against unauthorized per- 
sons and petty thieves. This attractive cabi- 
net has been designed for use in the home or 
office as a utility cabinet, a telephone stand, 
or as a small table, with a storage area that 
compactly holds an insulated Certified 
Chest-Safe which will protect its paper 
valuables for a period of one hour in heat 
reaching 1700° F. 


The cabinet as shown with the door closed has a sepa- 
rate slip-on top. The door has a key lock and a brushed 
aluminum le. The cabinet is available in Vieter Grey, 
Grey Mist, Heather Beige, Surf Green or in any smart 
two-tone combination of these colors. 






a book 
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The 


look 
of 
leadership 


More than any other manu- 
facturer, Standard has helped 
shape the appearance and 
character of today's business 
office. 


Standard pioneered in the use 
of new forms and materials 
that have helped make the 
‘cluttered look’ a thing of the 
past. 


Standard led the way in pro- 
ducing furniture so flexible 
that any purchaser could find 
the answer to his most indi- 
vidual requirements. 


THE STANDARD FURNITURE COMPANY ec HERKIMER e NEW YORK 
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George Slater Knows 
Of Human Kindness 


[he human code which sends man to aid his fellow 
greatly impressed recently upon George 
t of the Southern Travelers Club. 


in need was 


E. Slater, pres 


In Jur well-known manufacturers representa- 
nd his 17-year-old son, Robert, were returning 
1 northern trip to their Decatur, Ga., home. Out- 
of Huntington, Ind., their car collided head-on 


another 


[he two o ints of the other car wer« killed They 


were brothers on their way to a wedding one was the 


degroom: the other, best man. 


marked the beginning of nine weeks in 


[his tragedy 


Fort Wayne, Ind., hospital for Slater and his son 
Robert, who was unconscious for three weeks 
But, though critically injured in a strange land, father 
ym were far from uncared for 
The family of the two dead boys visited the Slaters 
il times a week for the nine weeks they were there. 
in aunt of the boys, who is a registered nurse, came 
night and massaged the stiff arms and legs of 
Slater and Bob, whose right side was paralyzed She 
ught then p, fried chicken, custard, jam and 


Fraternal Brothers Call 


Slater, a Mason and Shriner, was visited by fraternal 
rs from the surrounding area. 
Ministers of all religions came to their aid. The 
S s are Presbyterians. The family of the young men 
were killed are Catholic. Catholic sisters who knew 
he accident burned candles and said prayers through- 
their stay i hospital 
The experi you get through an accident is amaz- 
Slater says. “How much you learn about people!” 
he Slaters have two cardboard boxes filled with 
ind letters they received while in hospital, mes- 
om friends all over the country and Canada and 
England 
When they came home in mid-August by plane, Slat- 
1 Bob and Mrs. Slater, who had stayed at their 
throughout the ordeal, were met at the airport 
mbers of the Shrine foot patrol 
Shriners carried the man and his son down the 
th still have walking troubl and put 


special ambulance for th last leg 


At their ho on East Lake Dr., they were greeted 
wives of the Shriners, a band of women who 
uring and who had cleaned their house 

\ neighl had pre pared a full chicken dianer 

Slater ha nore offers of money than he can use 

His hos mses were covered by insurance. One 
Shriner invited him to draw as much money 
the Shriner's bank account as he needed 

ge Slat when recalling the experiences of this 
f It miracle we're alive.’ And with a 
ll-encompassing appreciation and thankfulness, 

ids ‘‘people have been very wonderful to us.” 
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Heres why 


Seal-C)-matic 
MOISTENERS 


Are the Leaders'!! 


ALL METAL QUALITY CONSTRUCTION 
*® No plastics, porcelain or other substitutes 

* Completely rustproof, unbreakable zinc 

* 100% pure bristle brushes, stainless steel ferrules 
* Beautiful chrome Brass top—non-tip rubber feet 


COMPLETE LINE 


® Moisteners for every application from 1%” width 
to 6” width 


PRICE LEADERSHIP 


* Competitive prices—best discounts—biggest profits! 


INVENTORY CONTROL PLAN 

*® Moisteners may be combined with tape machines 
for quantity prices 

© All units not sold in one year may be adjusted for 
credit or exchange for other models 


Take advantage of the demand we've created. 
Stock and sell THE largest selling line . . . 
Seal-O-matic Label & Envelope Moisteners .. . 
and watch your sales volume grow. 





Tapemaoster 245 Tepemaster £70 


For complete details write to: 


eail- Jaet—i14i— 


DISPENSER CORP. 
169 Murray Street, Newark 5, N. J 
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My advice, Mr. Dealer, is 


STOCK UP ON 
HERCULES. 








y 
7 


HOME VAULTS. 









You can’t do business from an 
empty stand. And Hercules home 
vaults at Christmas time are 
mighty good business. So get your 
order in now and fill up your 
Hercules display stand. 


P. S. Our free stand offer still stands. An 
order for approximately $150 worth of 
Hercules Home Vaults at your cost will 
bring you absolutely free our new mobile 
stand as illustrated here. It’s ail steel, 
finished in cocoa to match the vaults, and 
has casters. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, 0. 
Producers of the most complete line of 

EIL insulated products: A, B and C label 
ih safes, insulated files, money chests, vault 

doors, home VAULTS®—as well as busi- 

ness machine and typewriter stands. 
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This Firm Goes on Wheels 
To Sell Office Supplies 


Business is where you find it’’ in today’s competitive 
hassle. And going out after business is just the recipe 
followed by Andersen Office Supply Co. in south cen- 
tral Wisconsin. For this dealer in a community of 3,200 
people does more business out of town than at home, 
and what makes this all the more remarkable is the fact 
that he’s the only office supply dealer in town. 

Andersen Office Supply Co. is located in Mauston, 
Wis., a county seat town midway between Madison (75 
miles southeast) and LaCrosse (65 miles west). Einer 
M. Andersen is proprietor, and with his wife and one 
office assistant, comprises the staff. 

The unique thing about this company is the way it 
goes after customers. A modern-day version of the old- 
fashioned peddlar, Einer Andersen drives 900 miles a 
week in his familiar station wagon with attached trailer, 
covering an area within a 75-mile radius of Mauston 
And his firm gets more business this way-than it gets 


from its own town 


To emphasize the importance Andersen places on 
out-of-town business, the company moved away from 
downtown Mauston about four years ago, and now op 
erates from a building adjacent to the Andersen home 
on the outskirts of town. How has it affected business ? 


No Parking Worries Now 

We wouldn't move back downtown today for any 
thing,’ Einer Andersen says. ‘Now, when people come 
to our store they come to buy. We used to have two 
salespeople, and they spent a great deal of their time 
talking with people who either were just killing time 
until a doctor's appointment, or simply wanted to visit 
We know we lost some walk-in business, but it’s more 
that offset by the convenience and lower overhead here 
Now we have no parking worries and no delivery prob- 


lems. 


The Andersen business is built on service—door-to 
door delivery service that builds tremendous goodwill 
It any business in the area reports equipment out ol 
service, Andersen will pick it up, take it to Madison for 
repair, supply a loaner, and bring the repaired item 


bac k 


No mail, no « xpress charges, no delay, no minimum 
service charges. That's important to businesses in small 
communities without service facilities. For if they have 
to report failures to a dealer in a distant city, they'll pay 
a service call fee of at least $6.00 per hour, including 
the serviceman’s driving time, and they'll also pay mile 


age. In addition there'll be unavoidable delay. 


‘Hits Road’ Five Days a Week 
All this is eliminated when they deal with Andersen 
If service is needed, the customer pays just for the time 


a serviceman actually works, plus parts 


| 


The Andersen station wagon and trailer are a fa 
miliar sight all over the business area covered by this 
firm. Five days every week Einer Andersen “hits the 
road.”” He carries a considerable stock of fast-moving 


small items with him. plus loaner machines and re- 
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able to fit. 


Office Valet Wall Racks 


Your OFFICE VALET Sales 
should increase Dynamically 
this year - -- 


Every step-up in employment, every new business, every plant expansion 
increases the market for Office Valet Wardrobe Racks. 


Matching and add-on units will be bought by many of the thousands of 
firms who have standardized on Office Valet equipment. New businesses 
and modernization of offices and plants are widening your opportunities 
for profitable sales by creating new “wraps problems”. . . best met by 
the Office Valet system. Increased emphasis on employee relations, 
health and safety; problems of employee theft and other “locker room 
evils”, all favor the Office Valet and open doors to live dealers who 
stock, display and promote this Vogel-Peterson solution to the “wraps 
problems”. 


Continuous national advertising, abundant dealer sales helps, generous 
profit margins and the established preference of Office planners, archi- 
tects and interior decorators for Vogel-Peterson Wardrobe Equipment, 
all accrue to benefit Vogel-Peterson dealers. 


Write for Catalog No. 13 





e Checkerette Racks can be set-up 
or knocked-down (for storage) in a 
few minutes, without nuts, bolts, or 
tools. Stand rigidly—never sway or 
creak. Matching Single Face, Double 








Face and Wall units. Garment Hangers 
or snap-on Coat-hook. Add-on lengths 





can be attached in one or more sections 


for longer lengths. 























Manufactured only by 
VOGEL-PETERSON COMPANY  ciiccse's ti use 
= Chicago 9, Ill. U.S.A 


245 


OA—10/59 


See ORACE VALET 


z Office Valet Wall and Floor Units 
save floor space, keep wraps aired 
dry, in press and spaced apart. Fit in 
anywhere, accommodate 3 or more 
persons per foot. Add-on units avail- 











No. 3U 4 foot floor unit holds hats, 
coats, umbrellas, and overshoes. 





No. 2U Double face 

unit accommodates 6 

or more per foot of 

length. Widely used 

to ble locker-room 

capacity and “end Sy 
locker-room evils’’. dn 


No. S-6 Office Valet 
for small or private 
offices, accommodates 
/ 6... properly 
balanced. 
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Decorator Line 


The quality aluminum line—closed end ano- 
dized tubes, rigidly held in cast aluminum 
brackets. Very smart and modern. 





Wall Rack No. 21 Hot Shelf 
with full length hanger rail for 
garment hangers. 









Wall Rack No. 31 comes 
with cast anchor style coct 
s. 


Shows assembly of No. 21 
Rack with matchi No. 11 
General Utility Shelf to 
double hat capacity. 


Decorator Line units 
come boxed, assembled, 


r to put up in even 
ey em 2 ft. through 8 ft. 









paired equipment on its way back to its owner. A typi 
| cal inventory of the station wagon-trailer combination 
will come to about $6,000.00. 


} 


One day every week, Tuesday, 1S devoted to a trip 


SEE IT — © i SELL IT a . * 
to Madison. That's a long and busy day, as it involves 
| taking machines to various servicemen for repair, pick 
. ing up items already repaired, and replenishing stock 


' 


A large portion of the goods he sells are purchased 


from other dealers on these Madison trips. For Ander 
sen maintains the kind of relations with Madison deal- 
ers that work to mutual benefit. Purchasing this way 
allows Andersen to give quick service to his customers, 


no matter what their needs. 





Cash Purchases Preferred 


Nearly all of these Madison transactions are in cash 

@)(@) That’s the way Andersen likes to operate, and unless 
the seller demands it some other way, everything that 

is bought is paid for on the spot. Andersen points out 

42 3 that cash transactions like these simplify everything 
for everyone, eliminating separate journals and books 


He does a lot of his business on a billing basis, to 


Andersen estimates he serves about SOO accounts, Ol 


SILK-SCREEN DUPLICATOR 


which half receive monthly statements and the rest pay 
on delivery. His own records and files are as neat and 
orderly as can be seen anywhere, and everything h 
needs in the way of information is at his fingertips 

A typical day with Einer Andersen will include calls 
on all kinds of small businesses—machine shops, manu- 
facturers, retail establishments, schools, county and city 





offices, gas stations; anybody and everybody who has 
use for any kind of office equipment or stationery 
There's no established routine. He makes it a point to 
call on every account at least every 45 days, but a lot 
of them see him much more often. € 
If a company 25 miles from here is in inventory 
and their calculator fails, they call for me and I get 
there at once,”’ he says. ‘“They can’t wait for a sched- € 
uled visit. They want service right away, and that’s 
what keeps me in business.” = 
° 
“the duplicator you IT’S Many accounts are active enough so that Andersen 
© AUTODYNAMIC'! is in once a week or oftener, and they can expect to sec 
can operate while A new revolutionary inking him every few days. This reduces their desire to con 
wearing white gloves" process developed by ROTO tact anyone else. For although competition is not as ac 
enables this duplicator ‘to 
outperform any comparable tive here as it is in many larger places, it exists, just 
machine—giving fast, clean is one might expect. Andersen has been able to stay 
print-like copies at 2 speeds the largest dealer in the area by constant servi de 
—3600 or 5400 copies per ; 
hour pendable advice, quality products, and fair prices c 
NEW! the roto 423 is new to this country Manu 
factured in West Germany, famous for its quality precision Wassell Co. Maps Campaign 
truments, this duplicator represents a tremendous oppor To Mark Its 25th Anniversary = 
t ist, profitable sales and continuously satisfied 
Retail price $395. (Other ROTO models from A new national magazine campaign to spearhead ex 
179.50 to $625.) See it try it — and youre sure panded sales effort in its 25th anniversary year, 1960, 
t! There really is nothing like it featuring its charting devices, Wassell Produc-Trol and ~ 
Wassell Vu-Board, will be started early in the fall by 
For full details, write: ROTO DIVISION the Wassell Organization, Inc., Westport, Conn. This 
IVI was announced following a sales seminar for key dis ‘, 
ERCU RY, INC. tributors at its Connecticut home office last week 
900 Broadway New York.N. Y. Wassell Rotor-File products also will be featured, a F 
MiTnmimiinT a. ow. cording to John C. Ottinger, director of advertising and vf 
na Stationer and Office Equipment Show m Ch: aqe | public relations. a 
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with Versatile DOME BOOKKEEPING 


Why stock a variety of slow moving book- 


keeping records ...? This one popular book 3° 


RECORD 












is all you need. No refills . . . full big profit 
on repeat sales! 


Others for RECORD SALES ! 


+ 





TO SERVE 
YOU FASTER 
A New 
Pacific Coast 
Warehouse 
° 


4802 Loma Vista Ave. 


Los Angeles 58, 
. Calif. * No Weekly Summary 


* No Name, No Word, No 3-50 


Figure is Duplicated 
© You Write it,Only Once 






* Contains Weekly Sum- 


mary with Cut-Leaf 
Sheets 2.50 


* Exclusive Dome Instant 
FICA Tax Calculator 


* Exclusive Calendar of Tax Forms 


DOME PUBLISHING rae) Inc The DOME Building - 357-361 Canal St. - Providence 3, Rhode Island 
°;7 . 5 fine ' 


4802 Loma Vista Ave. - Los Angeles 58, Ca 











Specially Designed for 00 
Salesmen, Employees 1- 


and Homeowners 













easy to show! 
easy to use! 


..and a cinch 
to sell 


CURTIS “Add-On” Desk Enclosure 


ne 2 


! 
t 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
! 
' 
' 
' 
! 
! 


PTE MN. a. eS 





They’re brand new! — When customers see them, they want one 


Adds 30% 


or more... that’s why the new Curtis Enclosures are a real 
more working 


spring tonic for your profits. These enclosures fit perfectly 

in any office. Low cost, assemble in three minutes. Fasten tight 
by self-adhesive. Made of steel and EXTRU-LITE fiberglass, 

fit desks from 42” to 60” wide. Order now! 


space, cuts 
noise and 


drafts! i ; ; 
Write for Literature and prices. Manufacturers’ Representatives: 


A few choice territories open. Inquiries invited. 





I make ( t 


rtis Aluminettes, 


CURTIS Office Partition Co., Ine. 
722 Liberty Ave., North Bergen, N. J. 


’ 
‘ partitior f tomorrow: 
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‘Spot Special’ Signs Help Colorado Firm To Sell More 


Developing a system of signs which he calls the 
“Spot Special” has considerably simplified everyday 
store operation for James Madison, partner in The Jou: 
nal Office Supply Co., in Sterling, Colo 

This enterprising office supply dealership, which 
covers six populous counties in northeastern Colorado, 
has expanded sharply during the past several years, in 
cluding the addition of a complete new office furniture 
department and heavy increases in typewriter, adding 
machine and calculator sales and repairs 

The result has been that proper management of the 
small office supplies’ inventory has become a serious 
problem. Particularly “bread and butter’’ everyday items 
which require a salesperson in constant attendance 


Must Detect ‘Shelf-warmers’ 
No matter how busy store personnel may be with one 
department after another, it is still necessary to keep 
a close watch on the retail office supply inventory to 
keep it in balance, and tuned to customer needs. This 
means that periodically the office supply inventory must 
be culled through to isolate the ‘‘shelf-warmers’’ which 
are taking up too much space with respect to their sales 
turnover. 
“Before we got so.busy with other departments we 
had plenty of time to set up clearance sales,’ Madison 
pointed out, “using a specific table at the front of the 
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store for the purpose, and moving all of the clearance 
items to this one point. This was always a time-con 
suming job, and certainly could scarcely be carried out 
on the original basis under the workload we have been 


carrying in recent years.” 


Signs Cover Every Line 

Consequently a change in management policies was 
due—and took place in the shape of the ‘Spot Specials’ 
signs. The Colorado office supply store has simply con- 
tracted for production of bright red, black and white 
signs, covering every standard line carried in the inven- 
tory. As soon as they are delivered to the store they 
are covered over with clear plastic, to insure that they 
will remain constantly clean and eye-catching. 

The focal point is a sign which reads simply “Look 
For Our Spot Special’ which is posted on the fountain 
pen case at the front of the store whenever a sale is 
planned. Then, remaining spot signs of various sizes 
all bearing a small scalloped-edged spot—are simply; 
set wherever the sale merchandise is located. For ex- 
ample, if there is a clearance on carbon paper, a spot 
special sign is pinned to one box, at the bottom of a 
mass display. If the clearance is extended to columnar 
pads, or art supplies, similar signs go to each section 


In other words, we simply move the signs instead 






Your Pros ctive customers will be 

seeing ads in Office Manage- 
“ment, Interiors, and other publi- 

cations that show the wonderful= 


Tré@d. Casters. Alb fittings available: 
Stock Shepherd Casters now! 
Be ready far new business! 


~~ 


2 
FIVE Lus 


SHEPHERD CASTERS INCORPORATED 
P.O. Box 672, Benton Harbor, Michigan 
In Canada: Shepherd Casters Canada Ltd 


ifeleei ome @liilelale! 
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advantages of Shepherd Rubber- 
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For the “REST” of Your Business Days... 


AAW. rwo. 
: =i ais TWO-SEATER 


; - 
% 





i* 
7. 





No. 1001 Adjustable Arm Sofa 


“It’s a Snap to take a Nap”’ 


The 20 WINKS Two-Seater is a space saver. Designed 
especially for limited space yet offering the same 
widely accepted lounge features of the big 40 WINKS 
Sofa. Takes only a few seconds to convert into comfort- 
able lounging unit. One or both arms fold down. Sell 
this double duty adjustable arm sofa. Sell business 
comfort and relaxation . . . then watch your furniture 
sales soar. 










open 
position 















_| 











Foam rubber seat, back and arms. Available in top grain or 
machine buff leather, Kalistron, Naugahyde and Fabrilite. 


Height of Back 29"—Height of Seat 16!/,"—Outside Length 
when let down 76"—Inside Length 49""—Depth of Seat 23”. 


Dealer Inquiries Invited 


“Upholslerers Co 
mercan Business”’ 


MANUFACTURING CO. 


1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 








for lounging 
comfort 
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at last! 





ne PHOTOCOPY MACHINE 


/IVORD 


that actually 


HELPS 
YOU 
BUILD 


a copy franchise 














NORD Wizard NORD Imperial NORD-a-Matic 
$179 complete * $345 compliete* $97 complete * 

















"Slightly Higher West of the Rockies 


More office equipment dealers are building successful copy departments with NORD 


Visit us In Chicago at the 


NSOEA Convention-Room 536, 


or in New York at the National 
Business Show atthe Coliseum 





IVORD 


Photocopy & Business 
Equipment Corporation 


300 Denton Avenue 
New Hyde Park, L. |., New York 


Ploneer 6-4300 











equipment and supplies than with any other copy machine. 


NORD Franchised Dealers get the sales know-how, top level help, in-the-field training 
which guarantees a successful, profitable copy department. 


@ NORD’S Trained Regional Managers work with you—in your territory—in a field 


training program that is the envy of the business machines industry. 


@ NORD’S Proven machines and supplies work for you continually . . . the initial sale 


is easier, the repeat supply business guaranteed. 


NORD’S unmatched research organization continually helps you keep that step 
ahead—Exclusive NORD PH (copies any photograph) NORD Million Copy (lets 
you make continuous copy from one negative) The NORD-A-Matic (the unit that con- 
verts the Thermal-Process machine to NORD supplies) are just some of those vital 
“sales-extras”’. 

NORD’S NATIONAL ADVERTISING continually helps you build this spectacular 
sales story. Millions already know NORD through large space commitments in con- 
sumer and trade journals. Millions more are getting to know it. Only NORD dares 
advertise—“NORD copies actually improve on the original”. Only NORD helps you 
prove it. 


There are still selected NORD Franchises available. For full information, a color- 
ful brochure that details the NORD Story, just write “Franchise” on your letter- 
head and mail to-day. 
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Madison said. “We may use any- 


| from two to ten of them at a time, depending 
how 1 verstocked, slow-moving items we 
{ ontenad th. Customers never fail to notice the 
sign at ntrance to the store, and make some- 
| f a gar t of searching out the others, capital- 
g upon the bargains involved 
} | » signs, purchased at relatively low 


brought out when needed. They 
1 ‘ l idit onal 


s floor during the past few years, and 


manhours for customer 


prove! pectedly efficient at creating addi- 

rno ( irance-sale turnover where the Spot 

Sp | signs 1 is always from one-third to 50% 
h wl merchandise itself was tt insported 


i “bargain tal at the front of the store. Moreover, 
en stopping by The Journal Office 
needed sup plies, Ire juently seek 
ch of the Spot Special signs and buying from each 
with thoroughly sizeable pur- 

Maintaining a large gift department on the left side 
store, t Journal has found that the ‘‘Spot Spe- 

s particularly well to women. It has, 


< , led 1] P 
us sulted in complete sell-outs on gift 
irked wn twenty-five t » thirty five per cent, 
—— til 1 simply \ the pot Special cara 


Beauty and Space Saving Featured 
In New Modern Steelcraft Line 





Modern St ift, Inc. is now showing its new line 
ngineered office equipment with files, cabinets and 
sks red Sigi 1 to stress features of attractiveness and 
— saving 

ckies Many of the new designs will be on display for the 
NSOEA show and at the Eastern Com- 

[ il Stati r\ Shi Ww 
ne, mpany 1 ntly issued its new catalog, showing 
th vy models. This catalog has been de- 
g so that it can be imprinted with the dealer's name 

ald 


sale Schaefer’s Moves to New Building 


' Schaefer's Off Equipment store, form located 
. P W. First St., Flint, Mich., has mov to offices 
a the Central River Ars Develop 
ne t tl thwest corner of Lewis St. and Long- 
Schaefer's t story building at its former location 
‘at has | sold t local realty firm and th ond and 
floors ha n leased for display of used fur- 
P by the R. P. Lewis Co. office 
WY First St 
lor- 


ter- Photostat Names Haynes Division Head 


tional Di- 
nounce d by 


Appoint: tf Robert P. Haynes as Inte 
M inave! I Ph tostat Ce rp was 
Ket th M, I president of Photostat 
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CHAIRS 


No. 500 Series 


New addition to the 
BLUE CHIPS Collection: 


#557 Arm Chair: a very beavti 
ful chair...a perfect balance 
between function and tasteful 
elegance. It is designed for 
smart contemporary situations. 
American in origin, of solid 
wolnut, featuring sculptured 
orms, drop-tapered legs, foam- 
rubber seating utilizing a new 
easy-to-recover upholstery tech- 
nique. With a wide range of 
colors and a choice of different 
coverings, the “Blue Chips” 
**500 Series” chair can be made 
to blend or contrast with a wide 
variety of tasteful interiors. 
(Also available in matching 
Swivel, Steno, Side, ond Sec- 
tional Chairs. ) 


¢ Exposed wood—solid walnut. 

* Frames—hand-corved. « Iim- 

ported 3-ply rubber webbing, 

interlaced under seots. © Filling 

m8 -80% latex foam rub- 
, 20% white cotton 


i ocsiores by Ken White 
<< Associotes, “Blue- 
Chips” Furniture goes 
well everywhere with this most 
dignified style line. Numerous 
orrangements ore possible to 
meet every individual taste and 
furnishing’s problem. Smort 
practical durable THOMAS 
BLUE CHIPS FURNITURE 


Write for illusfrated catalog fea- 
turing Color Chrome Coordino- 


tors and additional information. 






FURNITURE CO. 
High Point, N. C. 
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‘Dirt Road’ Salesmanship Boosts Sales in Colorado 


It isn't very often that 
actually sells more calculator nd ad 
than it does typewriters 
“dirt road salesmanship’ h ictually 
about for The Journal Office Supply C 
eastern Colorado community) 


; 
In Sterling, (¢ 


James Madison and C. M. Harris, ows 


unusual situation to several reasons. On 


the fact that with highly fluctuating pz 
writers, and a certain amount of “‘insecurit 


writer market, the company decided 


selling efforts on Victor and McCaskey 


Another was the fact that in the Sterli: 


northeastern corner of Colorado wher 

and beef pasturage are just about equ 
ranch 
countant.”” They need adding machines 


operator has become mething 
the year around 


hin S apyency 


d machines 


O1O however 
brought this 


this north 


credit this 


of them was 


oncentrate its 
equipment 
ifeca, in the 


rich wheatland 


il the average 
ol an ac 


as well as calculators to figure such points as the amount 


of beef produced per pound of food 


cattle, the proper admixture of nutriet 
the amount of ton-mile tax which they 1 
a new Colorado statute, et: 

Feeders, who merely fatten tle for 
particularly heavy users of calculators 
quently the “grower” who produ th 
concerned. 
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nsumed by 


ic sup} lements 


nust pay undet 
the market, are 
and not infre 


b el S equally 








Madison 
plying the 


Consequently, during the past two years, 


Harris, and one outside salesman have been 


back roads farm roads which criss-cross the area 


from one ranch to another, many miles oft the main 


highways. In each case, selling has been concentrated 


on adding machines, full calculators, and part calcula 


tors, all thoroughly useful according to the individual 


Operation I ne prospect. 


In one instance after another, busy farmers and stock 


men, who have found their time disappearing due to 


the large number of government reports, forms, et 


involved in everyday operations, have recognized it as 


wise to lister what the Journal sales representatives 


have to say 


How well they listen is shown by the fact that in one 
h eight large 
| 


feeder Operation, wit 
feed lots bought eight calculators i i single order, 


instance, a single 


ndiv idual sale of 
/ 


iV 


which, incidentally, was the largest 


this equipment to be made by any dealer in Colorac 
outside of Denver 

We found that farmers can benefit by using calcu 
lators for weighing in and weighing out, calculating 


weight increase, growth, making conversions of weight 
into cash, to 


Madison said The 


a predetermined amount per ton for 


shipping costs, and similar purposes, 


Colorado ton-mile tax by which 


shippers 


NEW 


DECORATOR STYLE 


ACCESSORIES 
for the modern office 


by 
Jasper Table Company 


GENUINE WALNUT WOODS 
WITH METAL LEGS 
FINISHED IN 

BLACK, CHROME, OR BRASS 


SEE THE ENTIRE GROUP 
AT THE 

NSOEA EXHIBIT 

ROOM 526A 

CONRAD HILTON 
SEPTEMBER 26 through 30 





JASPER TABLE COMPANY 
JASPER, INDIANA 
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AT 


| A with 95 
BOOTH 761A Remote Control 299 
Microphone, 


1650 Broadway, New York 19, New York 


DOUBLE 


% * ee RE ee K 


‘ 


N.S.0.E.A. CONVENTION Complete 


THE SALES POTENTIAL 
with 


= 


Viste WHI sl2sAaNe 


onounced you-were) 


ne a only tape recorder that 


. >. > plus > > > 
REMOTE CONTROL DYNAMIC MICROPHONE — stops, >K AKUSTOMATICT — voice operated 


starts, tape reverses at will for checking or corrections stops and starts at sound of voice! 
7 Perfect for dictation (both hands are free) — for recording business conferences — 
PUSH-BUTTON-CONTROL KEYBOARD — Record, Start for creative writing — sound reporters — ‘‘private eyes” 


Playback, Automatic Playback, Fast Rewind, Fast Forward, > SLIDE-and-MOVIE-SYNCHRONIZEDt — with same simple attachment. 


nstant Stop (Pause), Stop E. g.—-lectures can be set up in conjunction with slide viewers, by means of a “beep”, 

JAM-PROOF KEYBOARD and will automatically change slides in sequence, synchronized to lecture 

COUNTER — for precision tape-finding in seconds — tape * vELEPeONE PICK-UPt — records orders, conversations, verbatim — saves writing, 

can be “indexed’’ by the numbers ' y 

LONGER PLAY — up to 8 hours recording time * TRANSISTOR MIXERT — mixes four different signals at the same time, automatically 
. ss — €.g. mike, radio, phonograph, telephone pick-up 

3 TAPE SPEEDS AUTOMATIC TRANSCRIPTION CONTROL — choice of Unda-Typewriter Push- 

super-low sf ovides highest tape economy * Button Controlt or Foot-Pedal Controlt 

40 - 4,000 es - et 9 — _ SELF-CONTAINED SPEAKER SYSTEM — also plugs in for Tape Deck operationt 

40- 16,000 cycles at 3 3/4”/sec. 2x1 hrs *k DYNAMIC AND CRYSTAL EARPHONES AND STETHO-CLIPSt 

VOLUME CONTROLS — independent record and playback * EXTENSION CABLEST 

controls 

AUTOMATIC MODULATION CONTROL — for <ictation dk WORKS ON ANY POWER SUPPLY 


110/125/160/220 volt — AC — 60 cycles — 


telephone pick converts to 50 cycles — 


HIGH ‘FIDELITY RECORDING AND PLAYBACK of al! WORKS IN AUTOMOBILE with optional invertor} 
j rences, conversations, music); ‘ off. Sig to Noise R 45 dbs 

the ai r’’ recordings; or record player Wow and Flutter + or — .3% 

FULLY AUTOMATIC STOP AT END OF TAPE * HYSTERESIS SYNCHRONOUS MOTOR 

FULLY AUTOMATIC CONTINUOUS PLAYBACK — *K FEATHERWEIGHT! Only 17 tbs! 

ad infinitum! 

5 INPUTS — Radio-Phono, Microphone, Loudspeaker, toptional plug-in accessories 


Akustomat, Mixer Unit Precision Engineered by 
CONVERTIBLE — at the flick of a button — for DICTATION — for MUSIC RECORDINGS — Craftsmen of West Germany 


both at highest professional levels where the tape recorder originated 





DEMONSTRATED 


UHER UNIVERSAL SELLS FOR 


Carrying Case, 
Empty Reel and 
Dust Cover 


plus Fed. Exc. Tax 
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WHY 


good glue is not 
good enough for 


CRAFTSMAN \~— 


CHAIRS... al 


HERE are many good furniture glues on the 





market. But the only glue that is good enough for 
Craftsman Chairs is premium quality glue which 
has all the excellent fast-holding properties re- 
quired for highest quality work. But, with all its 
advantages, it still must be handled with skill 

heated to just the right temperature and applied 
just right. That’s why Craftsman artisans use a 
mechanical gauge to apply the glue to each dowel 
correct 


hole, making sure each receives the 


amount. Seats are tongued and grooved and also 


joined with this quality glue. Joints are joined 
with spiral grooved dowels which have the same 
effect as metal screws but the strength of forcing 
wood into wood. The total effect is a chair that is 
as strong as if it were carved out of one piece of 


wood - another reason why Craftsman hairs are 


a quality line you can be proud to sell 


DANYA 
No. 2401 
GUEST ARM CHAIR 








MEMBER 


aE 








a typical 

CRAFTSMAN 

quality chair 
q— 


@ Made of select hardwoods, kiln-dried to less than 5 % 
moisture content to avoid swelling or shrinking 











Precision built to close tolerances 
Shaped parts steam bent for greater strength 
Perfect-fitting joints held together by strongest 
practical methods known to furniture industry 

@ Six-step process gives mirror-like, flawless finish to 
beautiful woods. 


@ Our own coil springs and pre-shaped, rubberized hair 
pad over cotton assure relaxed comfort 





: WRITE FOR COMPLETE CATALOG! 


A RARTSMAN Cuairs 


by JASPER SEATING COMPANY 


Jasper, Indiana 


Harris cam 
eleva tors scatt red 


Colorado plan since 


every mile traveled over Colorado highways has been 


one of the biggest factors. 


These extra elements of book work are aggravating 


to stock men who had no such problems in the past, 


and they are « rtainly happy with anything which helps 


to relieve the strain and give them more time for actual 


operations 


It isn’t surprising that in many instances it was found 


that farmers w somewhat “‘afraid of it’’ where mod 


ern calculators were the subject. There were many pros- 


} 


pects who could easily see the direct application of such 


equipment to their own operations, but who simply 


felt that a calculator was too technical a piece of equip- 


ment for their use, or that it would r 
of a high-paid ope 


effectively 


quire the handling 
rator, in order to use the machine 
The problem was such a serious poser, as a matter 


of fact, that only last year, it was decided that a slightly 


different approacn would have to be d 


market 


v< loped for the 


Concentrate on Grain Elevators 


Asking th ms 


feeders growers 


lves where most stock men, ranchers, 
Madison and 


answer in the grain 


congregate, partners 
with the logical 
throughout the lush northeastern 


almost everyone Cc ncerned with 


the industry is a regular visitor to grain elevator offices 
it was decided to concentrate on them. Efficient Op- 
erating plans built around grain elevator everyday needs 
were worked out, submitted to the various locations, 
resulting in al “clean sweep” from the standpoint 
of selling every logical prospect. (The Journal firm 
saw to that by spending plenty of time in training all 


members of a grain elevator staff to operate the machine 


efficiently. ) 


( 


another rancher is b 


7 | 
ment, and tirelessly n 


Now, all of the stockmen in the area regularly see 


alculators in use, applied to their own bookkeeping 
ryments, taxes, bills of lading, and have lost their fear 
the complexity of the machine. 
As sales grew, the sales policy was gradually altered 
o “sell the stockman what he needs.’’ Now, without 
great deal « lifficulty, calculators and adding ma 
hines have stayed consistently ahead of typewriter vol 
ime, and the { is successfully selling in the hug 
represented by six counties in northeastern Colo 
Rolling on dirt roads instead of paved highways, in 
ng groups of hers to drop around and see how 


nefitting from this sort of equip 


aking evening calls has develop 


ed 


an almost unbelievable volume in these more complex 


oftice machines 


Over tS <¢ 


when the store was 200% 


For example, during May, The Journal was 171% 
juota on both lines. There ha been months 
ahead of quota. while type 


to hold at normal levels. “The gen 


ral solvency of the meat business in recent years has 
een a big h Madison said, “but in the main, w 

eel that simply tting out and proving to a farn 

r stockman that he can operate either the full or part 
alculator himself, and use it to meet a lot of ageravat 
f roble will make sales 
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WORLD'S LARGEST MANUFACTURER OF BUSINESS CASES EXCLUSIVELY 





STURDEX _ 


is going places! 








CLIMB ABOARD, Mr. Dealer! Genuine SturRDEx business 
cases are going places. . . making big sales for dealers. . . doing 
big things for business men, salesmen, students all over the world! 


WHY? Because only genuine STURDEX satisfies every important re- 
quirement you and your customers ask and look for in business cases! 


Unconditionally Guaranteed For 5 Full Years by 


re 


Ce il 
yr 






eathercratt 


2320 South Western Avenue Chicago 8, Illinois 





Be Sure To See Our ‘2-FOR-1"' SHOW SPECIAL — Booth #185 at N.S.O.E.A. Show 
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RABLE and SMART 


furniture 






and 
See or write 
our distributor's name. 


MERICAN CHAIR COMPANY 
Manufacturers 
Sheboygan, Wisconsin 


Chicogo * New York * Miami * Boston * San Francisco 








NEW...DISTINCTIVE 
EYE-CATCHING —_— 


HAMMOND’S 
> 1s’ 


INFLATABLE 
LLU MIN ANTE 
INTERNATIONAL 

GLOBE 

$24.95 


Non illuminated 















lsome, wrought iron 
ibber-tipped table stand 
rmonizes perfectly with 





y decor; doubles as an 
attractive wall bracket 
The world in beautiful color...on a glasslike, washable, viny! surface. 
Unbreakable globe deflates and folds flat for storage or ship ping; features 


unique lighting mechanism in axis that illuminates from within. Large, clear 

and easy to read, Hammond Illuminated International Globe measures 

almost five feet around at equator. An exceptionally decorative and useful 
¥ 


appliance, it will add a note of distinction to any office or home 
See the many opportunities offered you by the extensive 
Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 

Maplewood 

New Jersey 


Hammond & Co. 
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Is Your Store A Sales 
Builder or Barrier? 


R. M. BAKER, 
Manager, Marketing Projects, 
Kawneer Co., Niles, Mich. 


(Editor's Note—tThis article was written for Small Business 
Administration, Small Marketers Aids, No. 41. It was re- 
printed for NOMDA members.) 


How attractive are today s small retail stores? Do 
they impress potential customers—or do they appear 
to be mere over-grown storage spaces or shelters from 
the weather 

Well, many specialists claim that a large number 
of retail stores in this country are outdated in appear 
ance and archaic in their merchandising facilities 
and they actually cost their 


They are sales barriers,” 


owners uncounted dollars in might-have-been sales 


1 


The Magic Word. Can something be 


vert these stores into “‘sales builders? 


done to con 

Certainly 
And the magic word: modernize. To modernize does 
not mean simply putting up a shiny new neon sign or 
installing a streamlined cash register. It might in- 
clude such items as a new store front, storage facili 
ties, lighting fixtures, mirrors, floor covering, shelves, 
tables and chairs. And the store’s New Look might 


also include an air-conditioning unit 


Modernization Costs Necessary 


But (you object) doesn’t such modernization cost 
money? Of course. Well, then, can most small retail 
stores afi ra to 


probably can't afford not to. To be sure, it may be that 


modernize? The answer is simple: They 
it will take time to recover the money invested in mod- 
ernization. But meanwhile there are other benefits you 
can derive from it: Your employees morale may im 
prove; you may find it easier to hire new personnel 


your customers ll think more highly of you; and the 


new look may put new life into your enterprise and 
kee p it on par with the competition Ot course, what 
ever money Is spent and the amount varies must be 
spent wisely 
Some retail store operators modernize their stores, 
inside and out, all at once. You don’t have to do that 
(though it’s the most economical procedure). But, in 
any case, modernization works. To see just how well 
it can work, here are a couple of actual case histories 
of stores that modernized themselves right into success 
Face lifting is fine, but don’t 
j 


forget the store's other functions: good service, good 


But a word of caution: 


merchandise, good selection 


MODERNIZATION BREEDS SUCCESS 


In 1954, Clinton (name disguised) was a small t 


in a big economic slump. Business conditions in gen 


were affected by itionwide recession, and the largest 


ring plant in town had closed down. Purchas 


manutfactu 


ing power was restricted and the people of Clinton wer 


being cautious with their money. During that year Re 


Porter (name disguised), a florist who had been in busi 
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*We're not mathematicians, obviously, but LINDY always adds 
up to extra profit for the dealer. LINDY’S new 2'N’] Office Pen 
is actually 2 pens in one... writes a different color at each end. 
7 inches long ... lasts three to four times longer than ordinary 
ball point pens... three to four times as much smooth, uncramped, 


happy writing! 


This time 


LCR 


offers the New 


Zn'l 


OFFICE PEN FREE! 













RETAIL VALUE 


69 


Foir Traded 










Convenient new idea in pens enables you 
to add spark to office messages and clarity 
to records with contrasting colors at your 
finger tips. Each end writes different color. 
Three brilliant color combinations. 

















—~ ~. 























~ | 











Red & Blue—Red & Green—Red & Black 





The revolutionary “LINDY-LOCK” makes possible 
the use of two large fillers which give your cus- 
tomer a larger supply of ink than any non-refill- 
able pen on the market! 


Available in medium or fine points 






Lindy 


STENO-PEN* 


Lindy 
ALL PURPOSE 
MARKING PEN" 








Fine Point* 
5” Pocket-Purse 
#457-F or 7” #467-F 


496 retail 







Broad Point* 
7” #393 






SEE US AT 
THE SHOW 





. 


OA—10/59 


Featuring the Exclusive ““LINDY-LOCK” 















LAUNDRY & DRY 
CLEANING MARKING 


Broad Point 7” 
Special BLACK 
indelible Ink #465-L 





Now LINDY makes it possible for you to try it FREE! 
All the popular non-refillable pens in the famous LINDY 
Line (except #445 Lindy Jr. and Lindy skin pack mer- 
chandise) are offered in your choice of packaging with 
one 2’N’] Office Pen per dozen FREE! 











* Cote of Penn Cole of 
mun + MACK + GED + GREEN 
i BRILLIANT TURQUOISE - KUS-GREEN - GOLD 










UTILITY PEN* AUDITOR'S PEN” 
























Medium Point* Fine Point* 
5” Shorty Shorty #450-F 
#450 or 7” #460 or 7” #400-F 





396 retail 496 retail 





Lindy 


CHAIN MARKING 
PEN" 


Medium Point 
7” #470 


79¢ retail 



















LEGAL COPY PEN 











Medium or Fine Point 
#454 5° or #4747 













59¢ retail 





FOR FULL INFORMATION WRITE, WIRE OR PHONE: 


LINDY SALES CO., 
9601 W. Jefferson Bivd., Culver City, Calif. Dept. 21-OA959 
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THE ALPHA SERIES 





THE FLEX-EZE SERIES A decorator-styled modular grouping in Genuine 
: : ; Walnut. 32 pi — includ 8 desks, 11 
Unique desk engineering that offers the maxi- . — * .« — — 
‘ . : functional cabinet units, and 13 other units. 
mum in convenience . . in Genuine Walnut. / 
34 pieces — including 13 desks, 10 functional 


cabinet units, and 11 other units 


alele (san 
Whatever your 
contemporary 
: customer needs 
atitadtelilel| 


traditional and wants in fine 


moi wood furniture... 





THE HOOSIERITE FUNCTIONAL 


A modern Genuine Walnut series designed to 
solve space-making problems. 34 pieces — in- 


sions HOOSIER DESK is your 
best single source for 
dependable quality and 
me wow sooo ses = WATHOLY Of Style and price! 


A popular grouping in Combination Walnut, this 
series blends the most desirable features of con- 
ventional and modern styling. Available with 
tapered legs or island base. 22 pieces — in 
cluding 8 desks, 5 tables, and 9 other units. 








NOT SHOWN: The Puritan Series, 14 pieces; the Economy 
6000 Series, 12 pieces; the Service 7000 Series, 16 
pieces; the Thrifty 4000 Series, 5 pieces 





THE GEORGIAN SUITE 


18th Century styling in Genuine Walnut 

for the distinguished look in traditional offices 
17 pieces — including 9 desks, 3 tables, and 5 
other units. 





THE EMPIRE MATCHED SERIES | 
A modern series in Genuine Walnut .. . styled ) 
Visit us at the NSOEA Convention rich, impressive warmth. 34 pieces — in 
Exhibit Space No. 557 cluding 20 desks, 5 tables, and 9 other units 
| “BUILT TRUE HOOSIER DESK COMPANY 
| CLEAR THRU”’ 
| J A P E I N D I N A 
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— ss in Clinton for many years, increased his sales by 

They jumped from $29,000 in 1953 to 
$42,000 in 1954. One reason for this unusual spurt of 
Porter's sales curve was a complete modernization of his 


ite 1953. 


Brush “fife 


[he Jeppson Auto Supply Store in Wrightsville 
1) began to feel the competitive squeeze BY BRUSHMAKERS 


w shopping centers in 1956. In order to bring in 





& 


rs management decided to give the store 


DEMONSTRATION IS THE KEY TO THE 


face lifting. As a result, sales climbed 26% during the 
Lidia eam OFFICE SALE! 
me | Got a tough office to call on? Take a few minutes 
No Mystery in Modernization’s Effect | 9 give a most convincing demonstration: Clean 
Thes not cited as extraordinary examples; they the typewriter without solvents! You'll sell Type- 
mer case histories illustrating the bene- | aster and Handimaster brushes, and open the 
ul effect of transforming outdated stores which have | door to additional sales. Demonstrate with these 
sales barriers into attractive sales builders. There | «; a 
| order-starters” today. 
othing ularly mysterious about this. Money P 


lernization—if spent wisely can make your 
ris to a real sales builder. After all, the appear 

re is a potent form of advertising. The 

ds of potential customers passing your store are 

or they are not. They are either 

ssed or they are repelled. Either way, 

stor constantly broadcasting advertising impres- 
ns. WI your store is advertising favorable impres- 
s, store traffic will go up. But if the message is un- 


sales will suffer 


How ' determine whether or not your store 
of t which is paying the high cost of obso- 
There are four simple tests that you can ap 

tore 


TESTS FOR YOUR STORE 
@ Across the Street Look. How long has it been 
t few minutes away from the routine 
business to make an objective evaluation of your 
Wa ross the street, and assume the critical 


that the shopper has when deciding 


here and what to buy. As you examine the store, 
Irs questions: “If I were a shopper, 
1 that to! create a favorable first impression 


w 1 I be attracted to that store? Would ] 





Next. ta few minutes during, say, the lunch 


them to watch people passing your 


ore. Is their attention atacted to your shop A INDIVIDUALLY CARDED for 
ae vindow dis ys? Do many passers-by stop to win 


w shop? Do many of them actually enter the store ? 0 Displa 
@ The Cash Register Test. Now, check your sales pen y 
rd for t last several years. During those years ° * 
umer has gone up. Have your sales been Self-service Display 
wh those customers have been spend “ e 
ney? If your sales have increased only Window Display 
ined level, or even gone down slight 


or rema ‘ 
ha il ndication that your store is not at Counter Display 


that increased consumer income 


@ The Comparative Test. How does your store . J 
Ps Order from your wholesaler or write direct 
re wit thers in your area? Ha ompetitive 
y substantial number of old customers 
Is your store keeping ip with others 
Is your store as attract as compe 47h (Fa “ce 
P ‘ 
nearby communities and shopping cen 
529 So. 7th Street * Minneapolis 15, Minn. 
@ The Time Test. This is the most concrete and 
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Put efficiency 
at your 
fingertips 





1. MORRIS TRAYS...Letter and legal size. Rear suspension 
gives easy access. Stacks to any height. Handsome, durable 
2. MORRIS MEMO HOLDERS...Keeps memos neat and 
handy. With or without ball point pen attached. 3. MORRI- 
SHARP ELECTRIC PENCIL SHARPENER... Starts automatic 
ally. Stops cutting when pencil is perfectly sharpened 
Medium, fine, extra fine points. 4. PRONE REST IN COLORS 
... Now—in telephone colors. Frees both hands. Easily 
attached and adjusted. Fits all phones. ALSO...MORRISTAR 
BALL PEN DESK SET— Space Age Styling *» MORRIS ASH TRAY — 
Extra Large Size «+ SAFE-T-SET— Nonspill Pen and Ink Set 


Ask your stationer for these MODERN DESK TOP ACCESSORIES by 


BERT M. (Morris Co. 








S661 West Third Street, Los Angeles 48, California 
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important indicator of your store’s need for modern- 
izing. Has it been over 10 years since the shop had a 
complete or even partial face lifting? If so, better 
have another look to see if some modernization might 
not be indicated. After all, you would not run the 
same newspaper advertisement day after day or keep 
the same window displays indefinitely. For the very 
same reasons, it 1s important that your store be mod- 
ernized perhaps every 10 years or so. Of course, 
there are some enterprises, such as antique shops, 
which may not want to do much modernizing, if any 
But, generally speaking, aggressive merchandisers 
have learned from experience that modernizing usual- 
ly pays off in a high level of sales. 


CASE HISTORY OF AN INVESTMENT 

Clearly, it is difficult to discuss modernization 
expenditures in specific detail and quote figures that 
have any meaning unless one analyzes the individual 
requirements of a particular store. There are, how- 
ever, certain basic investment factors that apply gen- 
erally. A typical example can best illustrate these 
principles 

Golium’s jewelry store has been in business 31 
years. The last time it had a complete face lifting was 
when Henry Golium, Sr. moved into the location in 
1927. Through the years, a few partial changes have 
been made: The interior was painted; several new dis 
play cases were added; and a larger display window 
displaced the old, smaller one when the latter was 
damaged by a storm. But one day, Henry Golium, Jr., 
decides to “put up a good front,” and go after addi 


tional business 


@ Adding the Estimates. Having made his de 
cision, Golium consults with various experts who can 
assist him in the planning of his remodeling; and he 
has obtained sketches, plans, and estimates. Now he 
can accurately figure cost of his program. It adds up 
to a total investment—including labor costs—that 
is in the range of sound planning for his operation 


New showcases and fixtures (retaining 


some of the old ones) $4,200 

New storefront and entrance, including 
new sign 4.000 
New lighting fixtures 1,100 
Interior decorating 600 
New flooring iSO 
Total $9.950 


@ Return on Investment. Henry Golium, Jr., real 
izes that sound financial planning requires that he 
add to the capital investment itself a fair estimate for 
financing charges (whether or not he actually decides 
to borrow the money). So he adds $820 to cover this 
item, bringing the total to roughly $10,770 

He knows that, on the average, the useful life of 
any improvements will be about 10 years. Now, sit 
ting down with pencil and paper, he tries to figure 
out what such a long term improvement project will 
ost him—and how soon he may be able to pay for it 

For some time Golium has been making discreet 
inquiries, and has found out that some stores in his 
vicinity increased their sales by 20 to 25 % as a re 
sult of modernization. But he wants to be conserva 


tive, so he uses 15° as his basis for estimating post 
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Oops! No matter... 


ASE furniture is made to keep your investment safe 


Our careless friend is fortunate... that’s ASE 
furniture and the Styledge molding around the desk 
top prevented damage to either the file or the desk. 
And the dealer who sold the order is fortunate, too, 
because the durable beauty of ASE furniture will 
keep his customer happy for years. 

The ASE line is easier to sell... compare some 
of these important ASE sales advantages: double 
shell desk tops have a honeycomb structure inside 
to give rigidity and deaden office noise; Styledge 


OA—10/59 


molding around desk tops protects against banging 
chairs or office machines; Bonderite treatment 
anchors baked enamel finish to metal... protects 
against mars, scratches, corrosion. 

ASE’s national advertising and promotional pro- 
gram is pre-selling thousands of prospects for you 

. making doors easier to open; and the ASE line 
is complete ... you can offer your customer a com- 
plete, matched line from one source. Write today 
for more information. 





ALL-STEEL EQUIPMENT Inc., Aurora, Illinois 


Desks « Chairs « L-units « Credenzas « Tables 
Bookcases « Filing Cabinets + Storage Cabinets 
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All these people 


and 499,999,990 more 
are seeing Elmer’s 


Glue ads this year! 


Stock up now! , 


hordens Products FOR THE HOME HANDYMAN 





modernization sales increases. Because his current 
sales figure is about $100,000, he looks forward to 
an additional $15,000 worth of business per year 
Using an average gross margin of 35%, he de 
termines that his additional gross profit would 
amount to $5,250 per year. Because his overhead will 
not go up materially as a result of the complete reno- 
vation, he figures that nine-tenths (or about $4,725) 
of the higher gross profit will be net profit. Of 
course, the amortized cost of remodeling (about 
$3,590) is subtracted from the increased profit. In 
other words, the 15 percent increase in sales he hopes 
to achieve will give him an additional net profit of 
$1,135 per year over and above the amount he will 
pay out for his store modernization work. 
Borrowing $9,950 at 5.5 percent for 3 years, 
Golium’s total bill will come to $10,770. With a pro- 
jected profit increase of $4,725 per year, he feels 
that his modernization can be paid for comfortably 
@ Pay as You Profit. Golium realizes that if he 
actually makes a lump cash payment for the modern- 
ization, he will be depleting his working capital 
rather seriously. So, instead, he decides to arrange 
financing with his bank. He finds that there are sev- 
eral methods of accomplishing this, including non 
secured personal notes, mortgage liens, and chattel 
mortgages. After discussing with his banker these 
and other ways to obtain the funds he needs, Mr 
Golium arranges financing on a mortgage lien which 


spreads his payments over the proposed 3-year base 


PLANNING FOR MODERNIZATION 


There are several people who can and should be 
called upon to assist you in planning your modern 
ization program. First, talk to your banker. His ad 
vice on how much to spend and how to finance the 
project can be invaluable. You might also want to 
consult your trade association or a professor of re 
tailing at a nearby university. About cost factors you 
can talk to local storefront and other dealers to get 
ideas and estimates. Such specialists in remodeling 
will be glad to examine your facade, and make recom 
mendations for solutions, provide sketches and cost 
estimates, all free of charge. Likewise, many fixture 
firms provide a free consulting service that will en- 
able you to get sound ideas for your interior layout 
and traffic plan. Ideas and information on lighting 
systems can usually be obtained through your local 
electrical company. Whenever possible it is advisabl 
to take your tentative ideas to an architect (at a fee, 
of course) who has the experience required to convert 
your wishes into an outstanding and functional store 
plan 

Design — Unusual or “Ordinary?” It is quite com 
mon for the retailer who is contemplating modert 
ization to take the approach that “My customers 
won't like anything fancy or unusual. Keep the design 


simple.” However, there are numerous indications 
based on case histories of successful stores which have 
achieved outstanding results in sales increases, that 


the contemporary hopper is more design-conscious 
than in years past, and that he or she appreciates 


good design. This reasoning applies just as much to 
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Engraved 
STOCK SIGNS **2'5 | > 


lade of Genuine Formica 


© 71 different titles ® Prepaid shipping 


© High profit © Free display available 


® Color choice of walnut or glossy black with white letters 


icl gn is attractive and impressive. May be used any- 
1 edges. Size 2” x 8” x 1/16” thick. Durable. 
Holes drilled and screws furnished ready for mounting. 


S1OTtE ders availabl pe cial sizes Or copy available on 











é VIP SET Also line of metal desk pads and note 

holders. Write today for mformation. Sales 
The Personal Desk Set 

| | Nameplates are available in 

/ walnut or glossy black with 

, atching pens. Names are en- 


territories open 


, ae: ph nwa one blue and ROBERT S. DAVIS & CO. 
a Mt ot noite Ge 2934 West Fullerton Avenue 


num. #880 with pens and fun 
nels — retail $5.95 
Immediate delivery 


(@= Chicago Desk Pad Co. 


THE 


Chicago 47, Illinois 

















DIRECTOR LINE CUSTOM 
281 series) DIRECTORY COVER 
Series 9850 


This beautiful new desk pod 
and accessories add the per 
fect custom touch to any of- 
fice. Luxurious top grain cow- 
hide, color accented by rich 
contrasting overlay bands 
Available in standard or cus 
tom colors. 


Custom padded beauty to keep 
your telephone books and di 
rectories attractive and neat 
Classic gold tooling on durable 
Fab-Lea”’ covering. Self-lock- 
ing snap out metal binding. 
Two ruled liner sheets for often 
used numbers. Available in 8 
beautiful colors 











IMPROVED 


DISPLAY PORTFOLIO (DP-135) ‘‘CLEER-ADHEER’’ 


Designed for effec 







tive and dromatic 
presentation where 
sequence, compari 
son before & 
after’’ technique, or 
display of many 
items is important 
The DP-135 contains 
ten 11° x 8Y2" sec- 
tions with a clear 
ocetate protector 
over each section 
Easy to hondle 


This wonder work- 
ing do-it-yourself 
Mylar laminote 
product was intro- 
duced with ovut- 
standing success. 
NOW it is improved 
ond better than 
ever. The new back- 
ing leaves no lines 
or score morks. 
New sizes, New 
packages, New rolls 


THE “DAILY DOODLER” PAD (#1741) 


Designed for the busy 
executive, the ‘Daily 
Doodler’’ has a com- 
plete 1959 ond 1960 
calendar on each 
sheet, aos well as a 
Daily Schedule and 
plenty of “doodle” 
spoce. The pod hos 
Fab-lea panel ond 
two corners with oa 
stiff boord center. 





. all add up to 
new and bigger 
soles for YOU! 


folds to 11" x 82 























CELEBRATE OUR 


ANNIVERSARY AT THE NSOEA CHICAGO DESK PAD COMPANY 


fhank y for your support i patronage for 
these past 10 years we have harming’ FREE . _ 4640 N. Oketo ° Chicago 31, Illinois 
GIFT f you. Be sure fo visit us ROOM No. 502 

| n the Chormed Circle 
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y. Many just won't 
g their trade with 
y. These are the 
or quality prod- 


All stores can’t sell quality 
try. But some insist on servin 
the best value for the mone 


stores that search the market f 


ucts at a fair price. 


Maple Leaf svete’ pean 
s in every detall. 
caer paper. In durable, rigid pati 
the “non-slip’’® edge of stenograp = 
books. In the wire binding. !n ruling . aa 
in full page and sheet count. Yes, — Se 
products even have the “look” an 


of quality. 


insist on serving your trade with the 
investigate Maple 


e up to these 
ality and sub- 
In 


If you 
best value for the money, 


Leaf products. 
e and sheet count 


j substanc 
Paper quality, n buy cheaper — 


fully guaranteed. You ca 
but you can’t buy better. 


MAPLE LEAF 
A lanufactu ung Go., Jne. 


59 EAST 54 ST., NEW YORK 22, N. Y. 











unusual a} } ré hes as to the more ( ntional S 
Keep in mind, too, that good design vay be as ch 
in the long run as r design. The latter, in f 
be mor expensive both in terms of installation sts 
ind in terms of its lesser customer ‘draw So, 2 
erally, good design is good business 

Planning With Care. As you get he pla g 
of the modernization project, you will find 1 
your decisions hinging on the basi est 
whether to go all out or whether t: costs Vn 
to rock bottor For example, in the design « h 
storefront you may have the choice I liftis n 
street level onl r continue it to 11 le all tw r 
three floors. Of course, remodeling that extra i 
will involve considerable additional pense, | 
may also add a great deal to the pulling pow 
your store 

Of course, there are practical lit the « it 
of any modernization project. You should not, ol 


viously. go overb« 
iZe your solvency 


such a degree that 


taining an adequate inventory. It will 
to increase store traffic 20 or 30% if 


inadequate and potential customers tind 

too skimpy and walk out. Here is 
discussions with your banker, trade 

business school professor can be of 

steering a steady course between too much and 


little investment 


ard to the extent that 


J 


V< 


; 


‘i? on ra 
u jeopard 


impair your working Ca} ital to 
you will have difficulty in 1 


not help much 


uur stock ts 


he sele t10n 


an area where 
association ofr 


great hel; in 


/ 


You Get Only What You Pay For 


Beware of Bargains. In obtaining estimates and 


quotations on the remodeling, you n 


some remarkable “bargains,” estimates 


usually low. Of course, these can be 
based on satisfactory materials and work 
examine these suspiciously low figures 
businessman, you know that 
what you pay for 
include the caliber of workmanship you 
store 

Modernizing in Stages. Perhaps you 
position to di 
t1i0n job all at O1 
plete integrated ji b 
the prok lem 
economical t¢ do 


tacking piecemeal. Not 
verything at one time 


plete remodeling has a 
t 


But if you dont want to commit you 


large expenditure all at once, you cat 
ernize the store in easy stages. Say. for 


the interior is ticular liability to y 


s inside. However 


reas nably good sales 


place to start th 


is providing 


normally advisable to start the rem« 
rront, bec ause¢ Ar rejroni is Ne 

,? ; ; é re (Pdi 

; ; hu ? ; 

fIf you cannot obtain private finan 
able terms for either a partial or com 


may want to expl f 
Small Busines 


ization project you 


issistance program Ol the 


i 


ay 


you pener: 


S 


encounter 


that are un 


legitimate bids 


manship But 


e 


Such a bargain, therefore 


omplete, inside and out 


only 


stronger merchane 


refully. As a 


Certainly it is desirable to do a 


of modernizing rather thar 
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= market ae alive, 
volume of production moving 
| upward Pye said. 





an the high inventery 
4 tor business in 1 
a4 of 1957. Distributors 
ealers have been doing the same, 
and the inventory adjustment in Net, Soles Up for Yeor 


_{ business generally has proceeded | 
| ae “Business is Good’ Keys 
Drive at Shopping Bag 


si-| “If the recent trend in orders! 
the | continues, most departments will 

LOS ANGELES, A 13. — 
Ms ‘s all this talk a reces- 


z 


mer, | 800n have to consider stepping up 

nade | production to meet sales, except 

sales | in the relatively few places where) ,. 

the inventory correction is not yet |. 
P 





leted,” Mr. Cordiner com-| ™°% 





more orna- 
ctric numbers 
A Seth Thomas 
t 





& jon favorably. The proposals in 





| holders a tors 
| elected and four proposals backed 
| by management were also voted! 





| claded revisions in the stock op-| 
tion plan: an increase in the em-| 
ployees’ savings pian from $50) 
| million to $70 million: a proposal 
} to amend the incentive com 
tion plan, and the naming of Peat, 
Marwick, Mitchell & Co. of 76 





” | Pine Street, New York, as audi. | 


ize. | 


gy in 
store 


this | 


tio is 
range 
#@t vol- 


store 
mental 


a ’ 
3 of this 


sabe bw en | 


Pizita Dry Goods 
am. Mr Pisite met 
ont as part of an American 


Cederation de be 
rizite outlis Birming- 


tilers woek 
m lead, the 
to help enc 
itive fash 


wer also 

od with the ants 

outlook on retail 

and beyond. He 

‘ers’ attention to 
of individuals’ 

maetrate that the 


sure 
the bovs! 


But it’s an hi 


tor of the company 


i 
: 
FLINT, Mich., May 4 —al 
| Punky id Saies Festival,” con- 
ducted by downtown merchants | 
@s an outgrowth of an elaborate 
“You Aute Buy Now” campaign 
lof motor vehicle dealers, proved 
remarkably successful, represent- 
| ative retailers said | 
Auto dealers who had staged | 
have been 
to Buy New” 
s ago, renewed | 
the day, making | 
wntown district | 
om for their wares. | 
, estimated that mere 
1200 persons visited the 
~ntown district, and approxi- 
mately 300 cars were sold. 
Merchants reported “tremen- 
dous business throughout the dag, 
up at least 50 per cent over the 
same day last year,” according to 
Sydney B. Meiet, chairman of the 
Retail Merchants Division, Flint 
Chamber of Commerce. Some 
stores were reported to have ex- 
perienced their biggest Monday 
since 1955 while a few 


~Senagesggere>- 





ni 


192,416, president 
, “Amid a 
nam A. the 
, the super- 
market industry in genersl and 


Sus ot Sees Se. 
ings are big! Business is good!” 


Binghampton Sales 
Held Up in Slump 


ot BINGHAMTON, nN. ¥—Sales| 
; 
; 
: 





decorative wal! clocks here 
a the 


pore Ls taesenmaen Buyers 


sories. 





reported 
the hiewest Monday in their his- 


|= GREAT MERCHANTS ARE MADE 
IN TIMES OF TOUGH SELLING 


ne we A weee 


outlets in this sector are running 
pr 


lightly ahead of last year, a sur- 
rom Lamy steady 


| stores promoted these 
| clocks for Mother's Day, bat few 
| if any are making attempts to ex- 


these are the times that separate the men from 








ee ee ee er oe 
could weil turn into a definite, 
trend and then snowball into a) 


high! U.S. production will double! Savings will go up 
and up! More and more will be spent on research! Needs 


storical fact: Most of America’s greatest 
merchants learned how to sell in times of tough selling. 
It figures—you don’t learn how to sell goods when cus- 


tomers are coming to you asking you for the merchandise. 


will mount for new schools, new highways, new homes! 
Another big upswing in business is the inevitable result. 
Great merchants will be made. You can be one of them! 





SO start toda ret y rez f > I0orrow’s * sat. . . — . 

: al ‘ y st —_ re dy to be son rrow 8s “great so ay FREE! Get going today! Write at once for illus- 
est merchant.” The facts are on your side; between now $ 7 = trated “How To Turn the Tide” booklet offering 
ind 1975, U.S. population will soar! There will be 22 “ PN valuable and vital selling ideas. The Advertising 
million more jobs! Family income will reach a new “@s® Council, 25 West 45th Street, New York 36, N. Y. 
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Hal G. Tough George S. Long Hugh T. Morgan, Jr. orm Melat-4 Newman Donnell 


men 


and David Eisen Max Caplan Hugh T. Morgan 


4 WILL GIVE YOU A WARM WELCOME AT NSOKA 
We'll all be at Mr. Hilton's hotel in Chicago during NSOEA and hope you will be, too 


. Our exhibit will give you a good idea of new developments in Fundamentals, so be 
girl! sure to stop by and Say ‘hello.’ 
Merchandising Magic!...our fabulous ““FUNDAMENTALOGUE”’ which 
shows and prices hundreds of desks, credenzas and work stations. The 
most complete working tool the industry has ever seen for the sale of 
modular office furniture. 


ROOM 520A 


CONRAD HILTON HOTEL 
Chicago, September 26th through 30th. 


David Eisen President 
Max Caplan Executive Vice President 
Hugh T. Morgan General Manager, 
Office Furniture Division 
SALES REPRESENTATIVES 
Hal G. Tough 2799 Mabry Rd., Atlanta, Ga.—Southeast 


George S. Long 6711 Ken Arbre Dr., Cincinnati 36, O 
Ohio + West Virginia 

Hugh T. Morgan, Jr. 505 Fifth Avenue. N.Y. 17.N Y 
Metropolitan New York * New Jersey * Eastern Penn 
sylvania * Delaware * Maryland * Washington, D. C 


Cal Long 6368 Euciid Road, Cincinnati, Ohio 
Michigan * Kentucky « Indiana 


Newman Donnell! 004 Rom any Rd., Kansas City 13, Mo 
Missouri * Kansas * lowa * Nebraska * South Dakota 


FUNDAMENTALS / EISEN BROTHERS INC. 


1601 Willow Ave., Hoboken, N. J. Plants: Hoboken, N. J., Lodi, , Noblesville, Ind., McGregor, Texas 
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Specialists in these offices, located in most major 
ties, can discuss your problems with you and deter 
whether you are eligible for an SBA loan. Check 


directory for the nearest SBA field 


The Lease. If you are leasing your store, your mod 
t ing must take ints onsideration cer 
spe factors. The most important of these ts 


lea f ther words, the more extensive the 


ie! he longer the lease sh uld run to 
S lent 

At th time you may wish t the coop 

landlord in the modernization pro 

But ul landlords may wonder why they 

there are seV 


hould participate financially. Actually 
ible monetary reasons that make mod 


sound business proposition for the build- 


ownet rst, the modernization is bound to make 
his property ore attractive physically second, it will 
ré productive asset. After all, a building 
llowed to go downhill is no asset either to 
nts r t its owner 


Modern Store Only Part of Success Story 


Ther I many prac tical methods of landlord 
finat | cooperation. But since each case ts 
fer s best if you and your landlord work out 


+} 


1€ arrangement most suitable to you both 
Not a Panacea. Earlier in this Aid, mention was 
ade of th pressive increases in sales and profits 


which hay experienced by thousands of mod 


zed stores. But nobody should jump to the conclu 
n that a renovation of the physical facilities of the 
re will itically solve all problems and insure 
business success. If there are other serious defects in 
h ercl sing operation incompetent sales 
personnel, inadequate inventory, poor location, lack of 


ng f ties, poor pricing practices physical 
h es W rease sales in your store. You can 
the istomer into the shop (once!) via a new 
not make him buy. So, it is well to 
mber that a new look will be a sales builder only 
s more than paint deep Customers may appre 
new lors and columns, but they'll still expect 
ility, courtesy and choice. These attributes, p/ws an 
iginative 1 lernization job, can make your store 
r . | sales builder 
FOR FURTHER INFORMATION 
terested mn exploring furt! the subject 
tX cons t the Diications isisted 
Ct t f rse ct id have beet ited: however! 
i or the es this list was 
No slight ts intend towards authors 
M D ntown St ‘ f 
Me hants Ass Wes 
5 N. ¥ () 6 < p 
( 5 iblishe 
' ns, | A Ne 
t ae ( 
k Downt Re é S 
( | ) Publishe Fru 
Avenue. New J) Y. ¥ | 
H y Bu s B 
2 Crate New y D tr 
‘ A N ' e 
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turnover ? 


SELL Pub STEEL 


STORAGE CABINETS 


@ Yes, here’s every feature you need for 
easier selling, for building customer 
satisfaction...smart, modern design with 
a full flush base that eliminates dust 
collection under the cabinet ...with a 
tough, baked-on enamel finish in grey or 
green...with electrically welded 
construction that will take 

more than average abuse. 


NEW CATALOG off the press. 


Reserve your copy by writing or phoning today. 





A 72 SL — Sliding Door Cabinet; 72” 
high, 36” wide, 18” deep, shelves ad- 
justable every two inches. The doors 
slide smoothly, easily on ball bearings 
—heip the unit fit into tight spaces. 
Also available in 42” counter height 
and 30” desk height 


4@ 72 DS — 72” high, 36” wide, 18” 
deep, with shelves adjustable every 
two inches. Equipped with 3-way lock- 
ing device. Other models available in 
52” file height, 42” counter height and 
30” desk height 


SEE OUR CONVENTION EXHIBIT—BOOTHS 371-372 
PARKER STEEL PRODUCTS, INC. 


54 North 11th Street, Brooklyn 11 N.Y. * STagg 2-1492 


WAREHOUSE LOCATIONS 
LOS ANGELES, CALIFORNIA: 9970 West Peco Blvd. 
AKRON, OHIO: 2836 Kent Rds, Chiyage Falls 
KANSAS CITY, KANSAS: 1422 St. Lovis Ave. 


4 
"9 
‘ 
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| What To Look for in 
Ss 
iMat= world Buying Office Furniture 


of letters a gla os ghar 








« 4 ‘ ath ri 
} Ld Md ) 4 
1/i-Sz , 
i ) 

Oftice furniture is something that must be purchas 
with care. Whether it is to be metal or wood, there is 
more to be considered than style and appearance. While 

GHTWEIGHT PORTABLE the wise buyer looks first perhaps, it style, he goes 


great deal further. He examines construction, see how 
each piece is built looks ror special operational 1dvan 
tages thinks always in terms of comfort and effi 


Oo) aos Ke) a 
for those who use it, as well as long and useful life 


s This kind of buyer bases his purchasing decision 


nowledge, not guesswork. Following this procedur 
he’s reasonably rtain to have not only beautiful furn 
ture, but furniture that will deliver maximum satist 

tion and retain its good looks for years ind years 


q 


This is offered as a guide to those who may not be 


familiar with the things to look for when buying of 


e furniture. The suggestions should be applic i to 
any line of furniture you may be nsidering. We 
think you'll find it helpful 


1. Inspect the top. 

Here is the most important part of a des 
able or credenza. It gets the most use and abus 
So, see how the top is made. If metal, is it a 
single sheet, or a double shell for greater 


strength? If double, ask if it has a “honeycomb 


reinforcing and sound deadening structure 
SM-3 DELUKE PORTABLE 
ans 
= dss 
for quality— ea (aN 
value—relabili | 
e—reliability 
And, you'll prefer selling Olympia portables, YSPROT THE TOP 
too7:. for Olympia Precision Typewriters are side the shell. (Good desks have this honeycomb 
sold only through authorized typewriter construction. It’s the same as used in aircraft 
dealers. A successful business policy that onstruction.) Is it really flat, or are there “hill 
issures a full-profit opportunity on every sale. and valleys Will the desk overhang sup} 
Renowned for their trouble-free perform- your weight 
ance, every Olympia is preeision-built to the Look at the edge. Is it merely metal? Or is it 
most exacting standards—in Europe's largest, ae Se os 8 resilient, mar-proof mold 
most modern typewriter faetory. Quality that absorbs | , 
manufacturing that guarantees a minimum of 
service Costs. j = = 
i Ve, | 
Vea ate ee 4 


Olympia Writes best of all. axe 
because it’s built best of al/ ' .DERNEATH 


2. Look underneath. 
OLYMPIA DIVISION \ 


Trading Corpor - 90 West Street, New York 6, N.Y : : 
S ; t the underside top. | 
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ALL NEW! 









Prone 
BUchmanster 4380 


Py, WNC 
a Mu -Crath eos... 
KLYN 26 
/ Mu Craft 321 CLARKSON AVE - 
i S ry 2 
A 


"tnd 





MANUFACTURERS OF 


BANK & CASHIER EQUIPMENT © PERSONAL 
FILES © STEEL SECURITY BOXES © DESK TRAYS Let’s get 
© DESK DRAWERS © STATIONERY RACKS e STEEL 
STOOLS © HEAVY DUTY CARTS © CASH DRAWERS together! 


e CASH BOXES e CHANGE HOLDERS e COIN 
CABINETS ¢ CALENDAR AND PEN 
RE RACKS e@ NAME PLATES 


YOU'LL FIND US IN 


BOOTH Nos. 
340-341-342 


NSOEA CONVENTION 
CONRAD HILTON HOTEL 
Chicago, Illinois 
SEPT. 26th thru 
SEPT. 30th 





Nu-Craft 


PRODUCTS CO. INC. 
321 CLARKSON AVE 
BROOKLYN 26, NEW YORK 
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over 
185 
profit 
makers 
that 
sell 


on 


sight! 


WRITE TODAY 
for 

catalog +60 
and sell 
America’s 

top line 

of 

office 

and bank 


equipment 
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OA REPRINTS 


The following reprints are available at |5c¢ each: 
1—Create the Time to Sell School Supplies 
2—Demonstrate to Sell Phone Amplifying 
3—Partitions Lick Space, Sound Problems 
4—How to Determine Your Break Even Point 


5—Office Furniture Nears $1 Billion Status. 


analysis of census data by OA : 
6—Discount Selling Spreads Its Tentacle 
7—Basic Color Guide 

° 

The following are available at 25¢ each: 
8—Can You Afford to Ignore Copy Machines? 
9—Dealers say: Sales Up 10% 
10—What's Happening to Office Furniture 

at a primary segment of the ff Eq 
1l —Industry Sales Potential for 1959 
12—Color Is Your Business 
13—3 Out of Every 4 Dealers Sell the Complete Office Interior 
14—Business Forms Sell Best When You Sel! Ideas 
1S—Copy Machines . . . Developing 


16—Electric Typewriter Rental Plans and Office Machine 
Leasing Opportunities 

17—Booming Potential in Furnishing New Office Buildings 

18—Dealers Are In the “Packaged” Office Business. 
research project determining ktent ft W 
are furnishing, designing 


ices 
e 


The following are available at 50c each: 
19—Automation Comes to the Office Supply Dealer 
20—Today's Best Buy — Office Machines. 
by OA’s Research Bureau mparir 
creases in general consumer 
in office machine prices. Exce 
21—Fixtures—Tools that Make Retail Merchandising a Success 
or Failure. 


The following are available at $1.50 each: 


22—The Salt Lick. A mpilation 
practical essays written fcr 
Addington 


Sompany 


salesman. L. R 
Construction 

23—The Ad-Viser. A ° 
tising that have appeared 
Sette! 


6 page b Kleé 


Circle the number of the reprint and enclose this 


with the exact amount in coins, stamps or check. 


coupon 


Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Bivd., Chicago 6, Illinois 











to cover the cost of the 


Enclosed please find $ 
booklets circled below: 


1 2 3 4 5 6 7 8 9 10 1 12 
13 #14 #15 #+16«17:«218@~=«19~«©200¢=«624C~=CO22 «(0230284 


Name 
Position 
Firm 
Address 
City 
[] Check here for quantity prices on 


Zone State 


items circled. 
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under the pedestals—even under the lower draw- 
ers. Are there any rough reinforcing irons visi 
ble? Exposed nuts or rivets? 

Check the corners. Are they rounded, welded, and 

(Good Remember 

at this desk. So make certain there 


smoothly finished ? ones are.) 


someone has to sit 


are no unfinished edges or rough spots to snag a 


nylon or scratch a shoe 


, 


3. Try the drawers. 
See if the correspondence drawer has a full 


10-bearing suspension, Fill it with magazines and 


see il Has it mechanism 


it glides easily, quietly 


to check the rebound? Does the follower bloc 
disengage easily without binding? (The follower 


block filed 


material. ) 


regulates the size of the space for 
Does the drawer pull out all the way so you can 


reach all the contents? Will it take a cross-tile 


easily 
insert and is one available ? 

Is the box drawer front merely a single thickness 
box-formed 


Are the 


corners welded, rounded and polished ? Is each draw 


of metal folded over the top? Or is it 


tor extra strength and sound-resistance ? 


er fitted with nylon glides? 
4. Check the finish. 


Just a look won't give you the complete an 


swer. If metal, ask if it has a baked enamel fin 
a 
AZT 
ya f 
T " J > 4 


a =p / 


——— b 
WR rs 


K THE FINISH! 


thee. keeieee 


ish. Then ask if the metal was treated before the 


enamel was applied 
Bonderite treatment, for example, actually anchors 


the enamel to the metal for keeps And, at the same 


time, it prevents corrosion, insures a much tougher 


finish that will look attractive for years with littl 


maintenance 


5. Is it versatile? 


The desk you buy today may be needed for 
a different job next year. See if the desks you ar 
o 
{9} 
— 
: 5 
SATILE? 
considering for example be d wit! 
larger smaller top Can the drawers 


side to the other 


Cana] lestal lesk be converted int i secretar 
OA—10/59 





bees HD 
NEVER 
GLUED 


TO YOU 

CHAIR 
WITH AIRY 

COALR! 


s which make yup el yourself out of is color-coordinated in 10 new colors with Cohyde, 
r clothes from your body, COATR is Interchemical’s new leather-like vinyl—both stocked for 
COAIR has overcome the one big draw- immediate delivery. COAIR is also available in 300 yard 
Istery fabrics and leathers because it minimums for contract jobs. Include COAIR in your 
rrbent. completely porous. selling plans now! For samples and more information, write 


+ COATR has the luxury look of Interchemical Corporation, Cotan Division, Dept. B3, 341 
nd vou Oliver Street. Newark. Neu Jersey. 


( OATIR Inte r¢ sted u holesalers and di stributor requests invited. 


UPHOLSTERY FABRICS 
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desk with typewriter platform either right or left 


side? Can the entire desk be disassembled for storage 


6. Test the chairs. 


e | Most executive chairs are comfortable when 
ate our upp ier 4 you first sit in them. It’s how they feel at the end 
of a hard day that counts. Some can be adjusted 





to suit the crankiest tycoon. Others can't. Better 
It's always good business to keep an eye on your - 
competition. It’s also good business to appraise your . 
sources occasionally, to insure that you're getting aN 
every advantage you can expect re ees == IA 
Sales of impulse-purchase items like presentation —/, ri) 
binders, photo albums and other transparent spe te 
cialties require more dealer helps supplied by the 
manufacturer PEST THE CHAIRS 
ee list . ra in HeEGS akeas I oom check this point carefully. And don't be mis 
fou should expect help from your manufacturer ate ' 1 
y ‘ | I ee eee — nate led by tricky gadgetry and fancy names. See how 
your present source with a value from 1 through 20 , bk 
. = ’ mucn real roan ruppe . woning l ised 
100 ts pertect 0 is barely passin : Piss = - 
: , whether there are actually any springs in th 
Then compare. 
Seat 
Rate Your Ful-Vu's see if support 5 provided at exactly th right 
Dealer Helps Present Source Score fs ' 4 
points, if adjust! nt are simp and €as\ Are tn 
SELLING FEATURES. Do products have ea 20 I . 9 @fe SIHpiC a iS) 
explainable, easily demonstrated sé isters adequate in size, do they roll smoothly and 
features that help you sell? Are the tly on ball bearings? Of course, you want cha 
features further explained in literatur ' SEATS eae agreeeer Sei 2 eine 2 ; 
contained right in the product, promotin ae eee ee en yee See a 
iS and aiied items i Sal idl iy 14ge DY Tne samc i! inufacturl 
this and allied items? et ae bi a 
PRODUCT PROFITS. Are you making 20 . Secretaries need good chatrs, too 
standard mark-up, plus special discount Ma ertain that the chair sele 
for wise buying? Are additional war those girls will give them the da ¢) — 
house facilities located nearer to you t . ee, 
further reduce your shelf cost? tort they need. It isn't a n th 
SALES PROMOTION. Are you getting 20 _— 
dealer helps as part of a well-round 2n 
merchandising program, or do you ha Ap 
to buy something to get ‘‘free’’ dist Feuey, 
material? Ofer 
hl endl 
MANUFACTURER’S POLICY. Is it a 20 \. \ ea 
for dealers, clear and concise, and is it an v= 
rigorously observed? If you buy fron 
source without a clearcut distribu er payed I 
GOOD ¢ 1s. TOO 
policy, you may be supporting your own 
tj ! , 
Competition rubl ushioning, though that’s rtant. | 
THE LINE. Is it complete? Must you div 20 beyond that Does the back really ipport 
your purchases among several differ the support firm, yet flexible, adjusting itsel 
sources, increasing buying costs? | Bf. ry cate Ss 
standard line of well-accepted pr shifting sitions of the body 
or are you pressured into buying Check the construction carefully. Secretar 
micks”’ of little lasting appea 
' rough treatment. So, look for w 1 constr 
TOTALS 100 tion throughout, sturdy, smocth roll ast 
If you rate your present sourc below quiet swivel ¢ ration. And see that th 
investigate the advantages of selli: Ful-Vu | Get rough corners. A few ruined nylons st 
our automatic Five-Point Dealer Progr secretary 
For information and ideas see us at Booth 140, NSOEA, Chicago 8. How about matching equipment? 
Ther > a distinct advantag standard 
line of offi furniture 
f B nly t if is le 
M the line ye sid 
| y <8 
THE COMPLETE LINE Sl~ ad 
OF PRESENTATION BINDERS, PHOTO ‘ 7 
/\i oa os 
LBUMS, TRANSPARENT SPECIALTIES a a < 
Write today to: HOW ABOUT MATCHING 


EQUIPMENT? 


COOKS’ INC. visiesitnesdeiaiatanaia 


Blackwood, N. J. Dallas 7, Tex. aclad 


S { desks, chairs, fi p DiI 
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JOIN THE 'NO-TEAR’ 







Order this deal 
Visio o)coyanmm-to)ey-r-1 


YOU GET, FREE... 
ne box of “‘No-Tear” 
Sheets (S212-101) with every 
dozen boxes you buy...on our 
exciting “Baker’s Dozen” Deal. 


#3 YOU GET, FREE... 
a special Promotion Kit chock full of 


newspaper mats, counter cards and 
window streamers to push “No-Tear”’ 


Month. 


YOU GET, FREE... 


hard-hitting direct mail folders on 
No-Tear” imprinted with your 
mpany name, address and phone 


. 
mober. 


FOR TOP PROFIT, order your ‘Baker's Dozen” 
Deal* now and build up your inventory 

of ‘‘No-Tear’’ Sheets — the finest reinforced 
ring book sheets 


FOR TOP PROFIT put up counter cards and 
window streamers October Ist... display 
ypen boxes of ‘‘No-Tear’’ Sheets show 
No-Tear’’ Sheets and Indexes in B & P Binders 
mail imprinted folders as soon as possible. 


Offer expires Oct 15, 1959 


OA—10/59 


PARADE OF PROFITS 


OCTOBER 
Is 
“NO-TEAR” 
MONTH 





Boorum & Pease 


SINCE STaq NO\S x 1842 


A» \ A A» 


Blank Books Loose Leaf 











BeP T 
“C.—S 


Contact your 8 & P representative or write 


Genera! Offices: 84 Hudson Ave., Brooklyn 1, N.Y 
Boston 10: 80 Summer Street * Chicago 7: 310 W. Polk Street 
New York 13: 349 Broadway « St. Louis 2: 155 South 8th Street 
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d ‘LLL... 2 


Y Imperial 


FIRST OFFICE FURNITURE 


OF ITS KIND IN AMERICA! 


An ingenious combination of 


wood, steel and plastic, “Pre- 





dicta” offers these exclusive 


most-wanted features: 





@ ALL EXTERIORS OF 
SOLID MOLDED 
PLASTIC 

























@ “UNITIZED" STEEL 
FRAME 
CONSTRUCTION FOR 
RUGGED, 
DEPENDABLE SERVICE 


@ 3-POINT SUSPENDED 
DRAWERS WITH 
SILENT SELF- 
LUBRICATING GLIDES 


Only ‘“Predicta” offers these 
money-saving features plus de- 
signed-in flexibility for time 
and work-saving arrangements 
in both general and executive 
offices. Write for catalog on 
practical “PREDICTA” to- 


day! 











Bonnpperial desk company 


evansville 7, indiana 


PRODUCED IN CANADA BY BILTRITE FURNITURE MFG., INC 
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is, and tables, but also such specialties 
as desks designed for calculating machines, bill- 
hine desks, a family of “L” units, book 

is storage cabinets, lockers counter sections 

\ mplete line such as that, available in styles 
match or harmonize, simplifies your 





growth d expansion program. You can always be | 
tall f etting just the desk, chair or file you 
want. It makes it so easy for you to add matching 
uipment at any time without disturbing the orig 
| decorative scheme. So, be sure the line you 


se is a complete line DUPLICATING INKS 


Textured Textolite on Western Desks | i r x t see 


Wester Manufacturing Co. has made arrangements 
with the General Electric Co. to use ‘Textured Texto- | CANODE was first to develop 


on the firm’s desk tops homogenized inks for top duplicating 
. erformance in any climate. 

This new GE product is said to eliminate glare from ~ y 
A ‘. Eliminates clogging of pads and 
he desk tops, reduce finger prints to a minimum and 





cylinder . . . produces sharper, 
peed up cleaning clearer, blacker copy without 
Desks utilizing “Textured Textolite” are being shown offsetting. Laboratory controlled =~ 
for the first time by Western at the NSOEA show. to guarantee quality. 
|. G. Ogilvie of General Electric Co. was to be a 


guest speaker at Western’s annual sales dinner preced 


y th ; . 


CANODE leads the industry with 
constant developments through 


A. B. Dick Co. Makes Appointments 





New nts in the sales division of A. B. Dick continued research — producing 
Co. h nnounced by Alex St. John, general sales better inks for better duplicating. 
9 Some of our latest developments 
Walla |. Darman, formerly oftice manager of A. B include a new “Tube-Pakt” ink 
Dick Co. of Detroit, Inc. has been appointed Bridgeport for the Gestetner machine, 
7 » of The A.B Dick Co. of Gomme No-Drip Semi-Paste Inks, and new 
self-selling ‘family’ packaging. 
| Fraser, formerly general manager of the 
Bridgeport branch, becomes general manager of A. B . 
ce. tae allways! 
hn P. Gilbert, formerly general manager at Seattle, ; 
1 regional manager of Region VI with CANODE makes ink for all types of 
lqu San Francisco mimeograph machines. Oil Base, 
R. A. D y, formerly sales manager of offset, has | Emulsion type and special paste 


il accounts manager inks — all manufactured to the 
highest quality standards for perfect 


satisfaction and easy selling. All of 





New York OMDA To Hold Dinner Dance these superior products are 
available under the well-known 

Tl linner dance and entertainment of the CANODE name or your own 

New York Office Machine Dealers Association will be brand label. 
No ber 14 at the Waldorf Astoria 

Harold Peck of Ideal Business Machines, New York | While in Chicago for 
City, will is chairman for the affair the NSOEA Show, 

Ray Block’s orchestra will furnish the music. As | be sure to contact our office for full details 
sual, a number of excellent door prizes will be given | on the complete CANODE line. 

t. The welcos s extended to out-of-town dealers | 
Sixth Child to Jim Dwyres —BINK SPECIALTIES C0., INC. 
2 ) | A r + ener: ™ — 7719 W. Van Buren St. © Forest Park, Ill. 
i ’ D ). announces the arrival of No. 6 Phone: PResident 1-8220 | 
hild, Ter Joseph Dwyre, born at Newark Presby- 

Hos | on August 28 
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Smith-Corona Sees Sales Record for Portables 


The year of 1959 will be the biggest in the history of and have a sound-proofing effect which permits pra 
the portable typewriter industry, according to Emerson I tically noiseless typing. 
Mead, executive vice-president, Smith-Corona Marchant A design innovation of the “Galaxie” is its new 
Inc. He predicted si wom sales would hit an all time bonnet” (ribbon-spool cover) which rolls forward ) 
high of 1,200,000 portables, compared to an estimated greater accessibility and visibility during ribbon change 
986,000 units sold by the industry in 1958 type cleaning and servicing. In previous models, this 
Smith-Corona posted a 71% increase in portable sales cover lifted up on hinges, and remained in an upright 
for the months of June, July, and August as compared position. The machine rests practically flush with the 
to the same period last year, and these are months which desk or table top and does not sit-up on knobs or legs 
are historically poor ones for the industry, Mead said To accomplish this, rubber strips are interlaced through 
He attributed the increased demand for portables to the aluminum base of the jacket. This cuts down o: 
greater emphasis on education, more typing at home by bration. 
women with business experience, and teen-age popula A die-cast aluminum segment, which is lighter than 
tion increases. The recent rise in consumer income and the cast iron segment used in other machines, permits 
spending is another favorable factor, he said faster and easier typing. Shifting, the pressing down 
The statements were made in connection with the firs! the shift key with the little finger of either Snell to rais 
showing September 11 of a new portable typewriter the segment for upper-case characters, can thus be done 
called the ‘Galaxie.’ The introduction of this machine, with less effort 
originally scheduled for 1960, was speeded up to take The “Galaxie” has a standard 88-character keyboard 
advantage of the current peak demand for port ibles with clearly defined controls arranged within easy reach 
Mead stated. in instrument-panel fashion. The carriage return lever 
_The new portable has been develoy d arter two years is made of aluminum and has been lengthened. This 
of research = human ns nd studi S$ oF con shortens the distance the Operator s hand has to travel 
temporary office typewriter design, Mead declared. It is ssid stile: dlecinbia gan tntinteedn Batten 
wider, has more stability due to a lower center of gravity, ans Sth Nin, PO gi 
and low-swept Seien te. Matinwidiel. & fenmn conven The “Galaxie” is available in color and comes with 
tional portables. carrying case of gray vinyl-covered aluminum styled like 
Missile-age materials, such as aluminum alloys and contemporary lightweight luggage. The retail price of 
plastics, have been utilized for greater tensile strength the machine is $141.50. It is aie dele available t 
without additional weight. The “Galaxie” weighs about consumers through Smith-Corona’s national network 
12 pounds. Aluminum and plastic are also non-resonant retail dealers, Mead said 








Dav.» 
ETT CHANGEABLE LETTER 


ome I! BULLETIN BOARDS 
DIRECTORY 







-_ == CORK AND CHALK BOARDS, NAMEPLATES, METAL 
SIGNS, OFFICE ACCESSORIES...With such a complete 
line of Bulletin Boards and Directories, DAV-SON 


WOOD OR gives you the widest possible sales opportunity. No 
METAL FRAMES 







matter what your customers need, you can meet 
their requirements with the largest, the finest, the 
best known line of its kind now on the market. 





| 
WRITE today for complete literature and details on i 
DAV-SON's profit-maker franchise. No inventory : 
stock necessary! 


NOTICE | / \ i 
MERICA'S MOST COMPLETE LINE asm =_ | 








SINCE 1932 heed 
Dept. OA 311 North Despla Chicago 6, Illinois Telephone: STate 2-6683 
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for your 

yo" OVERWHELM! 
RESPONSE 
to the 


New! Crerest “MA” 


10 KEY ELECTRIC 


PRINTING 
CALCULATOR 





w. 









FULLY 
AUTOMATIC 
MULTIPLICATION 


EXTRA! 


EVEREST “M4” Printing Calculator introduces a New Exclu- 
sive Feature: The Decimal Point in the Quotient is posi- 
tioned off automatically and prints on the tape! No more 
guessing where the Decimal Point belongs in your answer! 
This is but one of the many features which make the 


EVEREST “Printing Calculator” the most desirable machine AT THE AMAZINGLY LOW RETAIL PRICE 


on the market! Now available for immediate delivery oe ; 
through Authorized Everest Dealers. 5 00 : 
10 YEAR PARTS GUARANTEE! -- 
plus F.E.T. | 


(SLIGHTLY HIGHER WEST OF THE ROCKIES) 









t paiaie tn. x a 
Tes 








en ee 
Alma Office Machine Corporation, Dept. OA 
Ween ] 34 East 30th Street New York 16, New York | 
TYPEWRITERS » | Gentlemen | 
ADDING MACHINES S | Please send me more information on: | 
CALCULATORS ] Everest “M4” Printing Calculator | 
] FREE demonstration | 
a \~ Se 4 ] Authorized Everest Dealership 
>. “MULTARAPID ah: ] ! 
; * ~ ] NAME TITLE | 
‘ 
: a | FIRM | 
Ce p ADDRESS | 
“STANDARD 92" “2” PoTaBiE = g CITY er 
—_—— eee 
NATIONAL DISTRIBUTORS ahs 





ALMA OFFICE MACHINE CORPORATE 


34 East 30th Street © New York 16, N.¥. © MUrray Hill 4.4960" 
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Venus New Phone Number 
Has Sound of New Lead 


Venus Pen & Pencil Corp.’s personnel and friends are 
adjusting easily to the company’s new New York office . 
telephone number—YUkon 6-3500. By happy coinci 
dence it matches the name of Venus’ latest product, the 
new Venus 3500 all-purpose lead which writes as black 
as a soft lead but is as strong as a hard lead, claims the 
manufacturer 

Venus consolidated its executive and sales offices in 
some 8,000 square feet of space on the fifth floor of the 
eight-story building now on the site of the historic old 
Hippodrome theater, 50 W. 44th St. 

The company’s executive offices had been in Hoboken 
for 31 years and its sales offices at 30 Rockefeller Plaza 
for 27 years before the September 9th move. Venus 
general offices and customer service will continue to be 
located at Lewisburg, Tenn. The Hoboken plant will re- 


main in Ope ration 


Cincinnati Office, Business Equipment 

Sells Space for February 21-23, 1961 
The 1961 Cincinnati Office & Business Equipment 

Show to be held February 21-23, at the Hotel Sheraton 





Gibson roof garden will provide opportunity for visitors 
in the Ohio Valley area to see the newest offerings in 





office furniture and equipment. 
Walter | 


show, says that exhibitor space is now 70% sold. He - 


THIS DRAMATIC 8-HOUR TEST 
REVEALS ANOTHER REASON WHY 


HIGGINS IS PREFERRED 
| BY MOST ARTISTS 


This is an electric pen dipping machine. With it, scien- 
tific tests prove HIGGINS India Ink draws longer — up to 
100% longer — without clogging pens! 


Results confirm the fact that HIGGINS drawing inks 
are compounded to clog less than any similar product. 

Using this machine, identical clean pen points were dipped 
repeatedly into HIGGINS and other brands of India Ink. 


Giesting, president and chairman of thi 


is associated with the Cincinnati district office of 
National Cash Register Co 


TO ALL MANUFACTURERS OF A 
COMPLETE LINE OF STEEL DESKS 
AND FILES: 


If you feel that you are not receiving your share of 
the Metropolitan New York multi-million dollar 
market, then IVES DISTRIBUTORS can solve your 
problem. 

Our formula for successful wholesale sales distribu- 
tion in the New York area is: 

1) About 10,000 square feet of warehouse and 
showroom space in a strategically located situa- 
tion, easily accessible to all dealers, with truck 
and rail facilities in the building. 

Experienced office furniture sales organization, 
with retail sales background and a proven fac- 
tory sales record. 





HERE ARE THE AMAZING RESULTS! 


Brand Y 











Higgins 





Brand X 


are cad 


2 


— 


i 


March 3, 1959. March 2, 1959. 





OO vd ite Laat 
q 


When your customers insist on the best — recommend HIGGINS — 
the basic art medium since 1880! 


HIGGINS Ink co.1Nc. 


After 3 hours, 47 
minutes — pen 
point dipped in- 
to brand X is 
clogged with 
gum, completely 
useless. 


After 4 hours, 3 


minutes — pen 
point dipped in- 
to brand Y is 
useless. Point and 
ink channels heav- 


ily caked. 


March 1,-1959. 3) 


After 8 hours! 
Pen point dipped 
into HIGGINS 
shows first signs 
of clogging. Main 
ink channels 
clear. Pen still 
writes. 





Tie-in with top names in the industry. Now rep- 
resenting CRAMER POSTURE CHAIR CO., 
SHELBYVILLE DESK CO. and TAYLOR CHAIR 
CO. 


4) Missionary and presentation work among con- 
sumer prospects. 


INTERESTED? 


Please contact: 
IVES DISTRIBUTORS 
60! W. 26th St. 
N.Y. | N.Y. 
CH 3 2400 











271 Ninth Street, Brooklyn 15, N. Y. 
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Model S-3 U.L.“C" Label Sentry. Big-safe 
features include Vermiculite insulation, 
heavy all-welded construction, built-in 3- 
number combination lock, heavy duty bank 
vault type lock bar, baked enamel finish. 
Dimensions: Outside—24'4°x17\y’"x17\"; 
Inside—15"x12°x13”" (2340 cu. in.) Weight: 


$680 Yearly Sales from °57 Inventory! 


SENTRY” DEALERS’ AVERAGE GROSS 


IS 12 TIMES THEIR INVESTMENT! 


You don’t have to be big or tie up a lot of capital to make 
money with SENTRY SAFES. Last year the average 
Sentry dealer enjoyed once-a-month turnover ... grossed 
$680 ... yet invested only $57. A floor model does the 
trick, because SENTRY drop ships to order. 


BEAT COMPETITION—MAKE FULL PROFIT 


SENTRYS sell for less than half as much as average com- 
petitive safes, yet return you Tait profes That means vol- 
ume sales ... a chance to cash in on the virtually un- 
tapped market of householders, farmers, professional 
men and small businessmen who need the fire and theft 
protection they can afford with a SENTRY. Write for 
details. 


New SENTRY Theft-Resistive 


New SENTRY 
IN-FLOOR SAFE 


40 Ibs 
Suggested List $79.95 
Model S-C Safe-and-Cabinet Sentry. 


Exclusive! Mahogany, walnut or blond 
wood double door cabinet (25%" x 20” x 
( Model S-3 safe—makes 
able, night stand, TV base 


Suggested List $119.95 


Designed to be installed in 
concrete floor or block. Steel 
WALL SAFE cover fits flush with foor— 
protects safe from dust, traf- 
Quickly and easily installed between 16” fic. 3-number combination 
studs (or in concrete wall or floor). New lock cannot be “punched.” 
Utmenstones Outside— 1644" 
"; Inside—12” x 8”, 
Weight 65 Ibs. Solves over- 
night security problems of 
many businesses. Unmatched 
vaiue. 


Suggested List $57. 50 


) conceals 3-number combination lock, “E-Z Read” 


dial. Dimensions: Outside—7” x 11” x 
14”; Inside—6” x 10” x 13”. Mounting 
panel—16%" x 11”. Asbestos lined in- 
terior. Weight: 26 Ibs. 


Suggested List $36.75 


andsome end 


Model S-1 Sentry. New, budget-priced floor 
del with basic features and construction 

f S-3. Dimens Outside—244" x 
gs iss nside—15” x 12” x 944” 


" Suggested List $63.95 


My JOHN D. BRUSH & CO., Inc. 563 West Ave., Rochester 11, N.Y. 


ro} al h’aeel-lal-)e-lmelet-{-mi-t- | 
gives you 

FREE DEALER PRIVATE BRAND IMPRINT 

LIBERAL FREIGHT ALLOWANCE 

PICTURE WINDOW LABEL HOLDER 

CUSTOM CRAFTED BINDERS 

(el @) "|  —e ge -) 3 eon gle). Be) mM eo] e)-) me mm Ye - i) ie) a 
and now ee 

2!" CAPACITY RING BINDERS / 


yr complete line of 


—See 0 : 
Custom Crafted Binders 
inders are 


see how Vinyl Bt 
actured—Free - 
inyl | Binders to all 


printed Vin 
Dealers attending our Open 


Special Convention Offer 


=F 1.44 eel ers, 


manuf 


One Binder FREE with your 
for 12 — = R44 


eneral loose leaf bindery co., in 


720 SOUTH DEARBORN STREET + HArrison 7-7312 * CHICAGO 5, ILI. 


House. 


“Originators of the PICTURE WINDOW LABEL HOLDER” 
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Credit, Collection Controls 
For the Small Marketers 


by CLYDE WILLIAM PHELPS 

Professor of Economics, 

University of Southern California, 

Los Angeles, Calif. 

(Distributed by Small Business Administration) 


@ STATISTICAL RECORDS, or control dev: or credit 
and collections are easily derived from conventional books of 
account. They are valuable in a half dozen important ways 
First, the periodic calculation of ratios, percentages, and 
other figures is necessary to measurt lit and collection re 
sults. Unless this is done, you have no way of knowing just 
what has been accomplished and what changes have occurred 
in each of the various aspects of your firm’s credit business 
Second, keeping these statistical records makes it possible to 
set up standards or goals to shoot at in each phase of your 





centages may be computed wherever two or more persons are 
engaged in granting credit. 


by your figures with 


Fifth, you may compare results shown 
those reported by other firms. Data for such comparisons are 
published by the National Retail Credit Association, the Credit 
Management Division of the National Retail Merchants Asso- 
ation and many national trade associations in many specinc 
lines of business, as well as by the Board of Governors of the 


Federal Reserve System 


Sixth, the records you maintain may b used in forecasting 
future trends in credit sales volume, collections, and other as- 
pects of your credit business. These forecasts can be very help- 
ful in revisions of your general budget, and they often suggest 


changes in your dit and collection policies 


A Common-Sense Approach 


A business firm may use a great variety of measures for con- 
trolling credit and collection efficiency. However, as a matter 
of common sense, only a dozen of these are generally regarded 
by successful small business managers as being of major im 
portance. It is convenient to group these statistical controls 


credit and collection activity. Without standards, you have no iain Mim Saiedities of penile’ dean _ hick 
¥ . . ae 1 Tu ions oO! edi nanagement to which th are 
basis for judging accomplishments. Also, an important stimulus nee Fs ote : 
’ - at most closely related; that is, credits or collections It should be 
: to efficiency will be lacking. 
{ , understood, of course, that a given ratio of percentage often 
Third, the accumulation of records kept on the same basis ‘ 
Recs aati to veer eiables you ¢ : sede i ead reflects something other than just the degree of efficiency in 
a na es vi o compare curretf réd and 
‘ } either credit granting or collection 
| collection performance with that of previous periods, and to 
determine the progress made. Credit-sales volume for the cur For example, an unduly low collection percentage may ac- 
rent month, for instance, may be compare 1 with the figure for tually reflect inefficiency in credit granting (too many accounts 
; the same month last year, or the preceding month this year, to being opened for buyers who, with proper investigation, would 
see whether there has been an increase or decreas¢ have been found unable and/or unwilling to pay as agreed) 
| f 
Fourth, if your firm’s credit business is large enough to ri Or it may result from lack of proper and prompt follow- 
uire the time of more than one person nparisons often may through in connection with accounts receivable Then again, it 
' r 
be made between different individuals. You can calculate sepa may reflect the effects of depressed business onditions on a 
rate collection percentages for each person having responsibil firm in which both credit granting and collections being 
ity for a given section of the accounts. Separate rejection per conducted at top efficiency. Collection percentages ther 


See the NEW PREMIER Ream Cutter 


room 633 Hilton Hotel NSOEA SHOW 
PREMIER brs reenme 


AUTO-OPENER 
REAM 


CUTTER 


. Com- 
Powerful cutter thot cuts 
entire ream at one time, P letely 
one easy stroke, with automatic. 
high ratio leverage, yet «+ Attrac- 
completely safe. tive Finish 


@ Perfect for offices, * Fully Guaran- 
plants and shops. teed All electric 399 95 
@ Size control handle envelope opener + 


always in view, even PREMIER plus FET 


though paper is in 


cutter AUTO-FOLDER 


@ Seasoned hard maple 
cutting platform 





£ 












400 pieces 
every six- 
ty seconds ~ 


@ Exclusive star wheel 
for extra clamping 
leverage 


@ Precision ground tool 
steel blade 


@ Automatic handle lock 
assures safety. 


00 ®@ Handsomely Finished 
— Grey Enamel 
@ Available ... heavy 


duty all steel stand 
— 24.95 





Makes seven most 
popular folds auto- 
matically. 

@ Automatic Con- 
veyor-Stacker 
Automatic Feed 
All Electric 
Beautiful Finish 
Full Guorontee 


Quality Products of Martin-Yale, Inc. 149." 


2100 West Fulton Street Chicago 12, Ill. 








Dealers and Reps: 
Get details... at- 
tractive discounts. 
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HERE'S DEALER PROTECTION 


Edsal — manufacturers and designers of shop and 





material handling equipment — deals with dealers only 

nd does no direct selling. Quality, service and econ- 
omy are the keynotes of our program to supply our 
customers with precision equipment when it is needed 
at a price the budget can take. So economical that 


even our dealers can compete with direct sellers. 


Tool Stands, Shelf Trucks, Stock 
carts of heavy gauge steel. 





Shelving Exclusive KWIP-KLIP, 
nut and bolt type design for 
hundreds of uses 





SS ee » — 

TT Work Benches — 
durable, 

always level, with the 

exclusive ribbed deck 

construction, presdwood top. 





Write today for catalog of prices and information on our 
Dealer Protection” program. 
. 
Best...by Design 


3817 S. Racine Ave. 
Chicago 9, I 





OTR BLS III OR ARIE ARS VST Rad? tr WE. LY EK 9 BLEEP CAT” 


if he has an office... 


wal 


aoe 





1000 SERIES 


Handsome ... flexible... sectional 
. modern-minded that’s 

the exciting new concept design 
up ot Hal bo »| cascs. 


In genuine walnut with dark, light 
or oil hand-rul | finishes and with 
colored interiors, Hale cases assure 


perfect matches now or in the future. 
Write for free cat i] g 





Illustrated is the two- 


section 1007 case—ideal 
for a desk companion 
Sections can be stocked 
or placed end-to-end or 
back-to-back. With 
receding, s! 


sliding or 
INDUSTRIES, INC. HERKIMER, NEW YORK “shoji’’ doors 


Bivisionm oF F. ' Kok ManuUractTuURINGe CoO 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN HALE HAS IT! 


Ce OS ENTE Ok A A LES TA LOD 
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A proven way 
$ to accumulate 


$ money 
























i S<rrONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change Trays 

Teller's Moisteners * Currency Recks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tegs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old oe * Rainbow * Automatic * Duvuzitall 
Kweartet * Tubulor * Gunshell 


BILL STRAPS 
Federal * Colored * Banding 
* 
Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO 





uM. 


SsicKxett 
co. 

















Send coupon for FREE beautiful colored literature in box reply form 


DEALER INQUIRIES INVITED 
NAME 
ADDRESS 


CITY so% , STATE 


L. M. BICKETT CO., DEPT. oa-1059, WATERTOWN, WIS. 
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Start Planning for the 


Selling BO, | | resomtanon 


EASEL 







by First Selling 
D> STARK 
>», CALENDARS 





TM. regimered 






At last, a well constructed, 
reasonably priced lecturer's 
easel...which won't tip 
over! For sales presentations, 





































lectures, demonstrations, pl 

displays. cl 

by 

p! 

1S 

© 

® Easy To Read 5! 

STARK —s a Easy To Use $25.00 List Price ee 

A quality line of stands and pads featuring all popular ‘ FOB: Glendale, L. I. is 
styles and sizes. Calendar pads are lithographed on a high oe 

grade, white — !6# paper. Stands available in bronze and m EASELS MADE OF WOOD STAND UP BETTER! 

grey. DAILY FIGURES ON SMALL MONTHLY PAD apts ‘ ~ 

PRINTED IN REVERSE FOR QUICK REFERENCE. @ 28” x 36” chalkboard with padholder @ 2 28” trays (2nd in 

Slot punched for neater appearance after removal of page. tray for storage) @ Easy height adjustment: 44” to 80” = In 

No more perforation. . Portable @ Compact @ Solid construction @ Attractive finish da 

write or phone for complete details Please write for literature mentioning this publication. ac 

STARK CALENDARS cncorporated ANCO WOOD SPECIALTIES, INC. th 

a pe 

BISSELL ST. + PHONE 39? * JOLIET, | eee CALE 2 7, ee: fo 





the worlds lant selection of THE NEW GBC STENOMASTER . 
Colect ROUGH and REBUILT | re ov gang Machine ! 





Only Dictating / 





Transcribing " 
OOGOOO Machine win) 


3-Hour in; 
Recording 


Capacity - 
) by 
' g md 


$15950| ss: 


HOGODOES 


EVERY MAKE — EVERY MODEL 
AT TREMENDOUS SAVINGS! 


memes @) ADDERS + BOOKKEEPERS * CALCULATORS 


plus F.E.T. 
Sei 
COMPTOMETERS « BANKING MACHINES Some Exclusive Distributor and Dealer Territories Still nan 
Availab! al 
cs GP ADDRESSING MACHINES eens ~ 
CABINETS AND SUPPLIES ® Dictate and Transcribe © Electronic Foot and the 
@ Automatic Microphone Typewriter Contr cre 
semen @ OFFSET and DUPLICATING MACHINES e 3-Hour Recording ©@ Magic Eye L ) 
Capacity Indicator an 
SELECT ROUGH — machines complete and in operating con ® Full Power-Fine ® Dual Speed Contr cre 
dition for quick reconditioning and sale Fidelity @ Preci Tape Counter ou 
REBUILT — machines guaranteed to LOOK and PERFORM like @ Built-in Loudspeaker ® Au 4 Erase = 
Nio n.C)4# Ree | satin PR, hla nr 
ee 40 years of See our-display od No R 1 ees ; 2 Te m —— cre 
Reliability at the NATIONAL BUSINESS © Weighs only 10 pounds ape ts 
SHOW Section 103 ; 





Plus a complete selection of quality accessories, custom- 
designed for the new GBC ‘‘Stenomaster"’ ver 





INTERNATIONAL OFFICE APPLIANCES, INC is 
Department Store of Office Machines | G a C AMERICA CORP ure 
326 Broadway, New York 7, N.Y ‘ : 

WOrth 2-3200 89 Franklin St., New York 13, N. Y., Worth 6-5412 pet 


oul 
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owever, do show actual results and 


iged and con- 


Credit Control Indexes 


ng the eft« 


xes us in 
: re the rejection ntage and the 
g t 1 credit-sales volume. Along with the re- 


ay keep hgures on the number of ac- 


nber closed, and the net gain or loss in 

In addition to the change in credit-sales 

uch closely related indexes as the ra 

t sales volume, t hange in the 

vable outstanding, tl ratio of inmac- 

accounts, and the turnover of customers 

1. Rejection Percentage. The rejection { ntage is com- 


number of applications for credit de- 
(for lack f proper requirements o1 ther reasons) 
applications received Thus, if 150 ap- 
n period and 
] 10 or 10% 
If y is that your rejection percentage is becoming 
hig iy rightly inquire whet! your credit- 
that it is preventi you from enjoy- 
great ules volume. If the percentage seems to be 
should check t whether this 

ng abr yllection expenses and bad-debt losses 


[rend in Number of Accounts. You should be interested 


ict nber of applications accepted and the net 
number of accon n your books. 
] I s, figures are calculated 1 nthly (and often 
new accounts added, the number of 
net gain or loss in n ber of accounts 
) xpress¢ als percentages of 
n your books at the beginning of a 
itages ay be 1 with those 
ilso with thos I t ame period 
Change in Credit Sales Volume. Of pez t ven greater 
ise or decrea " t sales vol 
in it sal 
Lit tween the 
by the amount of it sales for 
Mark tl result wit lus sign in 
ecrea 
sales were $1 for last month 
1g onth, divi t lifferenc« 
) by t t less recent period ($12,500), giv- 
C [The min shows that 
> 


in credit Sa 


i. Ratio of Credit Sales Volume to Total Sales. To find this 


senting the sales ide on credit 

ther peri Thus, if your 

were $6,200 and $3,410 of this 

s, divide the credit sales of 

. $< ) vi iin S55 or 55% 


hange with 
ar, or in response to the in- 
lifferent policies, or because of 
t a decline 
granting. By 
sult from 
n 


Change in Accounts Receivable Outstanding. Important, 


indexes of chang in your firm's 

sures of your a ints receivable 

In 1 hrms, the amount t accounts re- 
l int of money wed to the 

ulated daily. The increase or de- 

ling period, or from the same period of 


in these calculations disclose a 
the extent to wl ir money 
ers. Comparative percentage fig- 


hange in your re from one 
the difference between the amounts 


is by the amount tstanding in 
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CRAM’S NEW 
“SHATTER-PRUF” 


Illuminated 


4 


ANOTHER CRAM FIRST! Eliminates fear of breakage. 
Completely safe, shatterproof and virtually indestruct- 
ible. Make more sales and be assured of customer's 
satisfaction. Send for new catalog. 


Globe and Map Publishers Since 1867 


co. CR AM c. w 


730 E. WASHINGTON ST. + INDIANAPOLIS, IND. 











SCHWAB 


Presents a 
NEW DUAL 
VERTICAL 
BLUEPRINT 

SAFE 
Choice of 

Two Styles 

Vertical or 


Rolled Filing 





Model 1853-CT20-8P 


FIRE AND BURGLAR PROTECTION of valuable 
tracings and blueprints. Underwriters’ Class C Label, 
T20 Label, and Relocking Device Label gives maximum 
protection that no other blueprint plan file offers. 
CABINET DRAWER has 77 tubes to contain rolled 
blueprints to 48 inches high. Ball bearing suspension 
for easy operation. 
FOR VERTICAL FILING —10 - 30-inch long filing 
removable gliders; capacity 1,000 prints. 

Write for complete information and prices. 


SCHWAB SAFE CO. Inc., Lafayette, indiana 
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ent period. For example, if your accounts ivable 






You CAN rely on Nationally Advertised outstanding al ; unted to $10,000 at the end of last 4 ith and 
sgia7:-\, & & -ee-¥. | are $12,000 at the end of this month, divide the difterence of 
| » $2,000 by th outstandings for the less recent period ($ OOO) 
to give your customers the performance giving a percentage figure of .20 or 20% 

; = 
and value they expect 6 setie of inactive Accounts to Total Accounts . yu will 
find that monthly figures on the number of accounts ming 
inactive are important in controlling the correct and full use 
of accounts. These figures help in maintaining and increasing 

redit-sales volume 
MODEL 7711 You find the percentage of inactivity that is, the propor 
tion of customers not buying on their accounts during the 
nonth by dividing the number of accounts not making any 





For the “limited budget’ buyer, 
OFFICE OR HOME USE. Solid 
steel top, undercoated for sound- 


purchases during the month by the total number of a unts 
on the books at the beginning of the mont! 





P : Ratio of Turnover of Customers. This ratio expresses the 

vibration abatement. Square, 
proportion of customers you lost during a given period, usually 

tubular legs. Two drop leaves. ? ree livide tl a f 

2” entiets ait torah f : ear. To obtain this fgure, divide the number of a ré 

FORSS ON TION, 1 from your books during the year by the total number of 
accounts on your books at the beginning of the year > 
Changes in this turnover ratio indicate t degree to which ~ 

you are suc¢ ling or failing in your efforts to keep tomers - 


MODEL 2500-CA (with costers after you have once placed them on your books 
MODEL 2500-GL (with glides ' 


Cellection Control Indexes 





PHOTO COPYING...DUPLICATING 


— [he statistical records of most importan in administering 
MACHINE TABLE, Precisioned con- , . 
: n tl collection function are collection pet ntages nanges in 
; struction; heavy steel for insured ?, , , 
: volume of coll ns, delinquency, age analysis, and bad-debt 


rigidity. Top size: 30” wide, 182” a 
1Oss rercentages 
deep. Compartments and tray 































8. Collection Percentage. The usual method of calculating 
for supplies. 1 
; ollection pe! ntages on open accounts 1s to divide the amount 
collected from accounts receivable during a month by the 
For further information, write Dept OA umount of accounts receivable outstanding n the first t that 
month 
TIFFANY “STA In the case of installment accounts, there is only on thod f 
ND co. of calculating collection percentages so as to indicate your col- 
7350 Forsyth + St.Louis 5, Mo. lection efficiency correctly. Divide the collections made during 
the month from your installment accounts by the portion of 
Pi ib ePIC those accounts which is due and outstandin n the fir 
onth (including past-due amounts) 
You can also convert collection percentages to expr the 4 
’ : turnover of nts receivable; that is, the average number of 
Here S why every business S take dD tomers to pay their bil n full. Collection 
percentages at ilculated for one month, or 30 days. The 
' ct for Y F's 30 divided by tl ollection percentage and multiplied by 10 
IS a prospe & will give the av number of days tak 
. . ® full 
Multi-Rite* Payroll Package — For example, if your collection percentage is 50, dividing 30 
by ‘5 ves .6. Multiplying .6 by 100 y 60 day the 
S \af your customers tak t pay uf 
9. Changes in Volume of Collections. Not to b 
vit I tion percentage discussed abov is the 
ange in tl lollar volume of collections. You obtain t 
by dividing the differnece between the a unts 
in two different iths (or other periods) by tl in nt you | 
recent peri 
This pet tag useful when you compare it 
increas or decr 
na tes rn y [ llar volur ¢ or qt 
lati t in your credit-sales volur 
It comes complete with all necessary forms for 10. Delinquency Percentage. You will 
employee payroll—perfect for a small company With its ful to ke t proportion of yout 
own lock and key, it keeps the executive | Il of a larg » deline : P rey lin ' 
company simplified and confidential. It's pay 
roll accounting system, in its own bind for just $48.5 
You need no training in accountancy to sell its { 4 | b t ye n ar 
e keeps tax data up to date i ak wha ; L 
e eliminates transcription errors eine te the numer Of o ; 
e is usable for cash or check payments b s by the tot »er of accounts. 7 
@ posts 3 records with 1 writing nt ro! : pPhasaerasitnar by d E 
t t i Aa 
-.. and you're sure of repeat profits o1 \ ra { tand! — 
fillers! .. . For more information, see YAl 11. Age of Receivables. For good nt 
representative or write; : total re abl . 
i two mont b 1, and so on. TI r ex 
YAWMAN & ERBE MFG. CO., INC., C. E. Sheppard Div. lelinquency of t nths or more appeat h 
1085 JAY STREET, ROCHESTER 3, N.Y, ext collectior flort hould be giv n t that 
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Hedges 
puts EFFICIENCY 
into daily routines 









‘asteners 


- 
— , 
[Thumb Tacks 


Large Variety ot Sizes and Style 














AGATE 
CARD TRAYS 






Noe sting considers QUALITY 


Tae) an alas: panlelelad-lala= 


HEDGES m™Fc. co. 


1441 CIRCLE AVE. ao > 
FOREST PARK, ILL. NOESTING PIN TICKET Ci 


28 t&. 130th Street New York, fh 








loos 
Ring-Up Sales And Profit With... THE NEW ROBERTS 49 








TOPS IN 
SALESABILITY 
LETTER and LEGAL SIZES a 
1-2-3-4 DRAWER MODELS 
in DECORATOR COLORS ; 








’ ; 49 ; rs 
© sant MAMOF ACTOR aS itinee, * ae e ; j = » Maci , 
yy ; —ae k 
ANUFACTURING CO. 832 W. JEFFERSON ST 


: LOUISVILLE 2, KY 
A SUBSIDIARY OF THE MURPHY ELEVATOR co 
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Makers of famous Moore 
Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. 


BERKLEY St. Since/9OO PHILADELPHIA 44. PA 











MY CHOICE is 


LOOSE LEAF ACCESSORIES 












“Customers’ re-orders 
prove there’s more 
profits in the 
Charles Leonard 
Line.” 







= 











4 
ALUMINUM T 
SCREW 
POSTS 


AND 


EXTENSIONS ie 











All Charles 
Leonard prod- 
ucts are Precision 
engineered of top 
quality materials to 
insure uniform qual- 












LOOSE | 
LEAF | 

BINDER 

SECTIONS | ‘ 











So SPECIAL PKG. 
DEAL FOR EXIRA 











CHARLES: LEONARD, Inc. 


rers of loose leaf and Stationery Specialties 
79- Coomee Ave., Glendale 27, N. Y. 4-6832 








get this valuable formation from an age analysis. It ione 
in three steps 





First, decide how far back you wish to carry the aging. You 
might for example, determine to make your age analysis of out- 
standing balances cover four ranges: on nth, tv nonths, 
three months over three months 

Second, establish your starting point on the a int to be 
aged. To do this, add the cash payments made by tl istomer 
back to a point where the account will balance. If it $ not 
balance (as is the case where the customer just pays “on ac- 
count”), add the cash payments made during the three months. 
Then subtract this total from the balance owed by the customer 


at the end of the fourth month. 

Third, calculate the net balances for each of the other 
months. Do this by deducting the credits (for returns and al.- 
owances) from the purchases made in each of the mont! 

Bad-debt Loss Percentage. The total amount of accounts 
receivable which you write off as uncollectible constitutes your 
for the period covered, usually a year. This 


gross bad-debt I 


amount divided by net credit sales for the period will give 
ir gross Da lept SS percentage 
However, as time goes on, some money will actually be col- 
lected during a given period from accounts you charged off as 
bad debts in previous periods. The amount of such veries 
is subtracted fror the gross bad-debt loss mentioned at ve 
The remainder, then, will be your net bad-debt loss for the 
period in question, for example, the year just ended. Can 
livide the ar int of this net bad-debt loss | 
ume of net credit sales for the period to find your net bad-debt- 
loss pet 
In a ‘ ebt-loss records, you can keep figures on 
repossessions if your firm sells on the installment plan. Divide 
tl figure representing the total balan wed of ntracts 
subjected to repossession during the period, by the tot llar 
me of ta ent sales for that peri The result is your 
repossession percentage in terms of dollar volume. In addition, 
\ can divi of sales on which repossession 
by total number of sales made on the installment plan during 
t peric £ repossession t 
nbe¢ Y 
Personnel Control 
For Small Marketers 
Daniel J. James 
Formerly Professor 
of Marketing, 
University of Arkansas 
@ THE VALUE of good personnel cont 
hardly be overstressed. Efficient employees have meant tl 
ween success anc failure in many small marketing 
nterprises But operation requi! e than i! ply 
iring an individuals and “turning them | to 
bes 
In the first place you may have Pick t wrong 
suited by ability and interest to your part lar Then 
again, your employees may do well enoug ip to a it 
lack instruction in how to do a really top-notch job. Or finally 
ell-cho y informed staff may t turn in its best 
rk becaus fr inadequate day-to-day guidar and 
Thus, although it can have many refinements, personnel! 
is made up of thi ssentials: hiring, trainit ind sup 
HIRING 
Personn ntrol starts with your search f new ployee 
Hiris a problem for small marketers, but care 
in selecting tl people you hire will pay dividends later 
While you may have a waiting list of applicants from wh a 
new employee cat picked, selecting the actual one : 
risks 
Sources. Try t t the people you nee 
able sources you can. The place to try first is within yo 
ing Organizatior Promotion from within isually a g 
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LUXO... the modern, versatile 


lamp for office, home and industry 


New Luxo 
Combo 
brings natural 
daylight to 
your work 
Balances 
incandescent 
and fivorescent 
light in one fix- 
ture. Either light 
can also be used 
individually 



















= . FLAIR with 

| Luxo’s spring-ba anced action INCANDESCENT A-Brocket 

| enables you to raise, lower, turn MODEL 

| or tilt the lamp to any angle to ad 

| put light where wanted—on 

| the desk, over typewriters, 

| ¢ > 

| office machines, files, draw- 

| ing boards, etc FLUORESCENT 
Comfortable to work under, MODEL 









too, because Luxo eliminates 
reflections and disturbing 
shadows. Keeps efficiency high 

| and reduces fatigue. 

| Luxo lamps can be mounted or 

| positioned anywhere. Available 
in decorator colors. UL and CSA 
approved. 

| Let Luxo show you the way to more sales and profits. 

| Write for new literature and details. 

' 

2 BBA: iver” SY ares ° 


*< a i Pee 





immediate 
shipment on 


complete line 
PRODUCTS 








WORK BENCHES 


STEEL SHELVING 
HANDICABINET 
BENCHES 
STOCK CARTS 
SERVICE rRUCKS 
STACKING BOXES 
PARTS BINS 


SMALL PARTS 
CABINETS AND 
‘ CASES 





BAY PRODUCTS DIV. 


837 W. Cambria St.. Phila. 32, Pa. BAldwin 9-1805 


7 
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“COMBO” 








mt commmenem sagis pedesed dont ouk FIRERCLASS MODESTY PANEL and Ne TD BOOK CABINET 


He wononunm Company 


name ten 
@aweractectes (mw) OFFOCE, LOUNEE AES LiRAET FetRITERE 


SN SSeS SECON SNe: cme Beem: 


rll be « pdrasere te wend yaw ow bartes ett pechenng © 


NEW... Zecte: /1ays 


THE FIRST IN A SERIES OF NEW PRODI 
DESIGNED WITH YOU IN MIND 















BUILD-UPS 


oe %& Wide enough to hold a file folder 
% Rugged 20-gauge steel construction 
% Styled and designed to fit in any office 


% Papers can be easily removed from either end 


NQUIRE TODAY ABOUT THE SPECIAL INTROL TORY OFFER 


Delure Specialties if. Ca. 
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You Get 


SAME DAY 
BER VICE 


on 


EALS 


NOTARY and CORPORATION 








Sold Only 
Thru Dealers DEALER DISCOUNT 40% 


LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 











More that’s new 
More that’s profitable ay, 


More reason than ever ae y 






to be sure to see 


1959 NATIONAL 
BUSINESS 
SHOW 


The largest and most important 
show of its kind, held as usual, in 
the New York Coliseum, it will 
present the products and services of 
hundreds of the most progressive com- 
panies serving the business community. 
Owners and executives, distributors and 
dealers... 150,000 of them... will attend. 
It is your opportunity to get the facts, 
witness demonstrations, talk to the right 
men from hundreds of manufacturers. You 
will see what’s new and what new lines 
offer you the best profit potential. 


) 


‘ 


} 


= 
Th 
s 


Plan now to attend the 1959 
National Business Show 


COLISEUM Columbus Circle, New York, N. Y. 


October 19 through 23, 1-10 p.m. daily 


7.7119 
it Lae 






For information telephone OXford or write 
National Business Show. 530 Fifth Ave.. New York 





general guiding policy. It works best, of course, for perma- 





nent jobs and for people above the rank-and-file level 


Contacts made through present employees comprise a s¢ 
ond good source. Sometimes excellent prospects are up 
when your own people introduce their friends. Recogni how- 

that many times persons being presented will be very 

like the individuals who bring them around. Also, it is well to 

cide where you stand on the matter of hiring peop! re 
related to present employees 

Unsolicited applicants for work are a third sour Some 

inagers feel that those who actively seek a position show 
more initiative than others and probably have a mor early- 

fined interest in working for the particular firn ive 


approa hed 


Here’s Good Source of Help 


Former employees make up a fourth worthwhile sour Chey 
have the advantage of knowing how you operate. Frequently, 
changes in home situations and family responsibilites cause 
good people to return to you for work. Sometimes this source 
is particularly useful in finding temporary help for seasonal 
needs. For best results you need detailed records on former 
employees who did good work on previous assignn ith 
you 

Schools and colleges constitute a fifth source. As a ou 
can expect these institutions to “meet you more than half ay 
as far as cooperation goes. The people they send you may be 
less experienced, mature, and stable than some. Nevertheless, 
they will usually bring with them the assets of youth ent 
training, adaptability, and enthusiasm 

Reciprocal agreements with other firms may be a ble 
sixth source. Its commonest application is probably AS¢ 
where you have Say a good sales person wi ants and de- 
serves advancement, but cannot be promoted because open- 
ing exists. By prearrangement you notify another similas n- 
cern which may be able to offer a suitable job. The other fellow 
does the same for you when the situation is reversed. Note, 
however, that in very small firms where there are few open- 








. .. another BIG Profit-Maker 
fom GOMANCO _ 


—_ 


; 




















NO. 112 SORTING RACK 
STEEL — ADJUSTABLE 


@ Nine removable — adjustable shelves 
@ Makes up to a dozen compartments 
@ Identification slides on shelves and base 


NEW EXTRA STURDY CONSTRUCTION 
WITH DENT PROOF CORNERS 
Individually cartoned — Shipping wt. 28 Ibs. 


IDEAL FOR 
OFFICES — SHIPPING ROOMS — GARAGES — 
A MILLION USES 


i rile for our latest hroc hure 


GOMANCO 


1712 Arcade Place Chicago 12 
Phones: CH 3-1138 
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NEW PROFIT MAKER! 


A MUST 
For Every Home 
and Business 


ant lle 


CHECK CASE: RETAIL$]95 « 


° WEST COAST $2.05 e® 
eeeenevee?® 
Display a 4 color assortment and watch the sales roll in! 


Provides a low cost, permanent, systematic filing system for 
canceled checks of all sizes. Holds up to 3 years supply. Made 
of sturdy binder’s board. Permanently positioned guides, heavy 
luggage latch, metal hinges. Includes gold gummed year labels 
for outside of case and alphabet labels for those who prefer to 
file by name. 12 to a carton, assorted colors. Colorful 


display card and other sales helps available ! 
Visit us of the Eastern 


Commercial Stationery . Me 
Show, Mew Verk yl Afpsthive C OVF 
CHERRY RED SKY BLUE 


N. Y., Room 444, October 
17 thru 20, 1959 SEA GREEN NAVY BLUE 


eet 





PACKED 12 TO A CARTON IN ASSORTED COLORS 


AMBERG FILE & INDEX CO. 
KANKAKEE, ILLINOIS 





« 
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CONSUMER ADVERTISING 
| 

















HELPS MAKE 


RITE-LINE copyvuoiper 
A READY SELLER... 








—-"ee 0! 


SELLS AT 


1775 
|. | 


And RITE-LINE Corporation does not compete with its 





@ It's an excellent door opener for new business 
Has an outstanding price advantage 
Requires no service 


Takes all widths of copy up to 20 inches 


The Line Magnifier is available as an extra 





deolers. For full porticulars, discounts, etc., write to 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C 
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PPORTUNITY 


For quality dealers . . . profitable 
territories now available Raphael provides 
complete service from information to 
installation . . . original designs, own 
printing plant and looms . 23 years 


experience serving thousands of customers 


Write Raphael, Inc., for Information 


hte D 


BE ONE OF THE LEADERS WHO 


Rely on Raphael 
for 






FABRICS 





DESIGNED TO ACCOMPLISH 
YOUR PURPOSE 


HOLLAND, MICHIGAN 





POCKET 
WEEK 
AT-A- GLANCE 


——— 





‘ 
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ANOTHER NEW 
COOH" AT-A-GLANCE” PRODUCT 


The busy person “on-the-go” can note an entire week's activities 
at-a-glance in this convenient organizer, designed to travel in 
purse or pocket. Wire-O binding keeps pages flat for easy on-the- 
road jotting. Books are richly bound in Black, Saddle, Red or Blue 
simulated leather. Priced for you to sell in volume. RETAIL: $1.00 


SELL BEST BECAUSE THEY TELL BEST 


» @ta 


« we — _— - 
* 
| ALIN S Key Nascon oince Products 
nS A neem 


EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showroom: NEW YORK, 475 Fifth Avenue 
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Aigmont the office supply buyer says « + « 
ONLY The “Precise” 
“on index divider TRIMMING BOARD : 
I 
+ . 
\ 3 times 
Aigmont's excited about AICO's 
Rip-Proof Loose Leaf indexes. They 
won't wear, tear or pull through at holes 
at ox ae in ring ong post and Has All These Wanted Selling Features oO 
edger binders and memo books e ea ah 5 
ites © Patented Finger Tip Controlled Paper Guide B 
Binding edges are reinforced with ® Finest Steel Blades, Carefully Ground a 
MYLAR * plastic At is stronger than @ Two White Scales on Black Background D 
| other pelaforcing less bulky... and @ Only Finest Seasoned Hardwood Used is 
costs less @ Every Board Completely Guaranteed ~ 
| torte : avd = Meru oat ela e You offer the finest in the New “Precise” Trimming pl 
ae autos Board. It has everything your customer should have for ce 
trimming, cutting paper, paper board, etc. The patented, fc 
AVAILABLE AT YOUR STATIONERS adjustable paper guide locks and releases with a finger T 
/ or write for samples and prices flick, 2 white scales on black fe 
| —— background speed accuracy and 5 POPULAR SIZES 
G. J. AIGNER CO. measuring time. Models 5, 6 & =n yams + Tey *F 
426 S. Clinton St have special safety spring. ro 5—151/,"—Blede Sf 
Chicago 7, Illinois The “Precise” is a steady seller No. 6—18'/,"—Blade 
| MYLAR | Plants in Chicago wherever displayed No. 7—24'/,"—Balde hi 
Rochelle, Illinois; be 
* DuPont's registered Trade New York and Calif Prompt Delivery — Order Your Needs Today! 
Mark for its polyester film. ‘ ‘ z ate y me on 
. AMERICAN PHOTO LABORATORIES on 
DEALERS! OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD! 2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
*consumer readers of business magazines carrying this AICO advertisement, 
— 





Completely port- 

able! Place it any- KB 
ata hata BOSTON 
from desk to desk. 

All metal construc- 

tion. Stronger cutters 
sharper points. Available in 
Green, Blue, Sandtone, Gray. 
Order today from your lo- 


cal stationer. 


C. Howard Hunt Per Camden 1, N 


ONE 
BOSTON 


FREE booklet and information about 
franchise advantages on request. Write 








STATIONERS’ GUILD OF AMERICA 


1421 CHESTNUT STREET PHILADELPHIA 2, PENNA 
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Unions 


t six source here are four others which ke / 
not f ] are the chief source OF en (Zh Fa 
n s. Associations are particularly good in 
g t itive scientinx ana prot 













vofeona Fs NUMBERER: 
Em t ncies are of three kinds: public, private © 
i or cal gr ps). The types of : : 
or lo P lor every numbering stamp requirement! 
} he effectivenes ir work will 
4 Choose from 3 popular brands, 3 most popu- 
s thnoug! tising re- 
" Alt \ in 1S lar sizes in 4 and 6 band capacities. 
ast actually pre 
aterial is wor properly 
Interviewing 4 f 


Poe scgge A thud 2: 2 REX » PACEMAKER - MONARCH 


numberers are packed in beautiful counter 
onnali f I is equally and shelf display cartons containing one 
nel ,] | once you dozen of any size listed. Ideal packaging for 

up ; stores everywhere! 
IMPRESSIONS SHOWN ACTUAL SIZE 
7 thing more than five minute No. 0 Numberer 
e businesses. fi xample. two or No. 0-4 Bands No. 0-6 Bonds 
vith psychol al te 


along ¥ gical tests of vari 1234 234567 

, ar pter Psychologi al I ting or Small Ne. 1 Nembeuw 

: ole ment Aids for Small Bu innual No. 3 No. 1-4 Bonds No. 1-6 Bonds 
[ ft S ter nt of Documents, Washington 25 

D. ¢ j t n 


- . i. ogee i elgg tien torm : l 2 3 4 2 3 4 > 6 7 


We can also supply 
: numberers in sizes 
already No. 2 Numberer from \%" to I” in 
yi ) pu s pply from a No. 2-4 Bands No. 2-6 Bonds 
ommercial materials. Many sr aller 


height and assemblies 
with any required 
number of bands. 


intake of tring w act the | Oa Boao € 


spect for a 


k generally on past experience, training Liberal Profitmaking For profitmaking opportunities 
nality. The applicant may be hired on the Discounts « Greatest with fast selling, nationally 
Selection of Sizes & Styles known Marking Devices—write 
in providing personnel control at the : f lor illustrated catalog. 
sactiiiie. Lite ithe er geor “hes e Guaranteed Quality oe Oe ee oe 
pation, length of time on last job 


leave) that job pre 





Bae gigs CONSOLIDATED STAMP MFG. CO.,. INC 
position applied for na I some CHICAGO « DALLAS « ANGELES © N 
In collecting and sizing up these facts 


tw yYoR® TY « 


PRING VALLEY. WN 








THE NEW imPrRoOvED 


H. 0. ATWOOD ASSOCIATES | COPY-RIGHT Copyholder 


Roopons. Now York Office Beer 











years the 
“*mostwanted™ 
copyholder ... 
now moanufac- 
tured by Curtis- 
Young Corpo- 
rgtion. 


25 years selling ex- 
perience to stationers, 
office equipment, col- 
lege book stores, blue 
printers, engineering 
supply and graphic 
arts dealers. 


No present affiliation, 
commission basis. 

Prefer lines requiring 
missionary selling — 
to consumer for dealer. 





to ch $s acer moves copy up line 
2 
uu Pp 


. \vet plete 
more ot atime .--¥® ‘ne | 
f 





° 
brake lowers copy: 









se on ne 
. Patented Knee-Action it eodivinty 
Interested manufacturers please contact me in Gripper, holds ony 
New York City at 222 West 33rd St., New York |, copy Tore Clamp, holds — 4 
N.Y. — BRyant 9-4845. pe Anished POGe* night's 
Residence — Long Island — Sunset |-2257 


titer, “Cte copy tiem! 
Fastens Firmly to ony Type = sug 
, . 
quickly ond easily. == 


Chicago during Convention — Alpine 
11-2323, or OFFICE APPLIANCES’ office 











Way CURTIS-YOUNG 





‘aeh Baek @ Benen, 


vPE ® 
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WrHtTE TAPERED KNOBS 






POLISGHEO OR BRUSHED BF 5S OR SATIN 


STUDIO, INC 





317 East 34th Street, New York 16, N.Y. 


MEET THE “NEW CHAMP” OF THE N.O.M.D.A. 


HASCO’S RUBBERIZED CUSHIONED TOP OFFICE MACHINE STAND. 


HASCO’S 
rorece BRAND 


Retails for 


$15.95 each * 





~ 


Elimates SLIDING VIBRATING . NOISE! 


SLIPPING 


This new RUBBERIZED CUSHION T 
“typewriter slip : 
actually permits tiiting ain + + 
office machine proof positive 
this surface under norma! operatir 
Send you rder today! immedrat 


Hor +h 


in yo if @rea to vOluU 
- Slightly higher West of Rockies 


ORDER TODAY! 


No. 1900-4-CR Office Machine Stand with rubber t n Gray or Brown. T 
size 16” x 18”. Leaves: 8” x 16”. Free rollin aster > kina caster 
Available with Formica Top. Drawer. and in Chrome. at } shtly additiona 


Shipped set up, ready for use — 2 in — 42 Ib 


manufactured and guaranteed by 


evar: Tan we >t CD >D = GO) © 


822-824 Spruce St. ©@ St. Lovis 2, Missouri 


Note: Write for our new, free, full-color br ve 
entire HASCO line of Office Machine Stand 
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you may find it worth the cost to obtain outside professional 


i ice 
The value of asking about expected Salary is open t lebate 
Many employers think that the question ha uch merit. Others 
however, feel that money considerations should wait until later 
Investigation. It is almost always wi to check prospects 
backgroun bef offering them jobs. After the interviews 
ompleted t information obtained ht to be investi 
ited. You can make this investigation in any of several ways 
I t common procedure is to visit or telephone to former 
ploy ind persons given as referen and inquire about 
f yility, and character of t applicant. If you 
I ufficient time, or the distances inv: 1 are great, you 
want to make a written investigation by ail. However 
t not near! o accurate as 1s calling by long distance tele 
n 
The intos tion turned up should, ot e, b 
ith yudgment. Try not to accept either critici or pral with 
t question or aluation of the individual fro w he it 
TRAINING 
Craining is t ond major element in personnel ntrol 
An important nt in maintaining high-quality pert ince 
on the part of employees is the training you give tl ro 
serve the cust rs well and, by doing this, to make a profit 
for your f ry employee requires special instruction 
The progra need not be formal. Learning of one kind or 
inother 1s going on all the time. Employees learn by the lves 
anagement trains them. In the first there is little, if 
any, control. In the second, control can be tight and effective 
[he advantages of systematic training may be summarized as 
tollows: Shortens t learning process, redu wage an alary 
expenses per dollar of sales, improves individual earnings, pro 
otes job security, reduces labor turnover ns the n for 
supervision, and builds employee morale 
What Kinds of Training? Some small business owners tend 
to think training is synonymous with education. This, however 


&—oe ee Le LOLS 


NOW, FOR THE FIRST TIME 


A SMOKER 
THAT DOES NOT 
HAVE “that 
smoker look’’- 


=52 — Tip-action, Self-Closing Brass Ash 
Receptacle in ‘‘Pionite’’ Burning stubs q° 
down through Trapdoor, when Knob is 
pressed. Table & Base are Pionite* with 
Anodized Brass Rim. Column is matching 
Tapered Wood. 


- 


















Dimensions: 

Bose ... 8” 
_. ere es i 

Height a —— 

Weight . : ‘ 8 ibs. 


*PIONITE — Work- Wipes clean with a 
free, wear-proof — swish. Will never 
Resists cigarette need refinishing, 
burns, alcohol, fruit polishing or waxing. 
juices and boiling Won't fade, crack 
water. or peel. 


Available in 2 Finishes;— 
Wainut & Brass 
lLimed Ook & Brass 


? Write For New 
QU Catalog 
See Us at the NSOEA 
Show 
Products Inc. 


eee ee Oe ror SD 
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HIP! HIP! HURRAH! in 


GUMPTION J 


Al 5 $5. % 
TOP = i ; 
” *. . ’ 


yet 
4 
° 
se 


OFFICE MANAGERS 
AND PURCHASING AGENTS 
CHEER GUMPTION ... 


because nothing compares 
with Gumption’s superaction 
cleansing power when it 
comes to removing hecto- 
graph and ditto ink stains — 
carbon and crayon marks — 
From Linoleum and Plastic 
Desk Tops 






. mya. i ea 
DEALERS CHEER GUMPTION iv FNS 

ause only nption sells and sells and Be eo) i 
inter and only Gump “4 vg MEV} 

tion brings man-sized protits that make it smart \s a 1% 
business to carry and display and feature Gump “ KO? Ly\, 
tion _ Top Cleaner. Available in 12 and 36 Col MLA 

cans . 
Write or call for complete information teday! ‘CO 


IRVAL ASSOCIATES | 


Division of Gumption Products Corp 
56 Reade Street @ New York 7, New York e BArclay 7-8482 
See Us At NSOEA Show 





Dit for Jil information 


Ot Ot Exclusive Lranchise 
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BIG prorir Buipers... 


ATLAS 
and 
HERCULES 


RUBBER BANDS 


Finest quality 

New full color packaging 
All sizes and colors 
Prompt service 


BIGGEST VALUES! 
N.S.O.£.A. SHOW, Space 755A 














See you... 


RED RAVEN RUBBER CO. 


152 SUSSEX AVE., NEWARK 3, N. J. 
HUmboldt 2-6900 





PREMIER 
TRIMMING 
BOARDS 


QUALITY DESIGNED WITH 
SAFETY IN MIND! 













e 7 Sizes 


e From $6.00 
to $55.00 


e Wood or 
metal base 


Precision 
machined markings 
on select heavy hard 
maple ...a brand new easy-on- 
the-eye pastel green, in lifetime lacquer 
. removable self-sharpening blade of 
hardened tool steel . . . exclusive design 
slide-guide all new safety guard to make 
cutting safe and fast. 
For shop, school, studio, office, industry. 


PHOTO MATERIALS Co. 






PREMIER 
QUALITY 
PRODUCTS 
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Get your share of Apsco’s $1,000,000.00 


CHRISTMAS BONUS 
TO DEALERS 


Nearly 2'/2 Million Free, Cash-value 
Redemption Coupons are being distributed 
to your customers Oct. | through Dec. 31, 1959 


SEE OUR 2 PAGE AD ON PAGES 136-137 Come to NSOEA 
Booth 97 


ee ee ee ee ee Se Ge eee ce ee ee eee ee eee ees ee ell 
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ROLLING STORE LADDERS 


ROLLING - ioe from 
Oak or Birc rs | 
SIDE and CEILING TYPES—with | 

steel track for mounting on shelving, 





i 
filing cabinets or ceiling. \ \| 
“A’’ and LIBRARY TYPES—require || lA r\ 
no track and are mounted on wheels Fey \\ 
with Automatic Safety Brakes i YA PA 
WELDED STEEL SAFETY LADDERS I] Ny \\ 





—Made from 1” diameter round 
furniture tubing, with expanded 


metal steps. Mounted on Swivel | 
Brake Casters. Ladder can be rolled NY, ' 
freely when no one is on it. When 4 

rt ty 

















you step on the ladder the rubber 
tipped legs rest on the floor and —— 
prevent rolling. Made in 1 to 13 ae 

step heights, and 4 widths. 3 


Send for Circulars SBWOA (Wood) & 56-OA (Stee!) and Deoler Discount. 
Manufactured by 


I. D. COTTERMAN 





123 W. Spring 
Naperville, Ilinois 





MEMO TO DEALERS 


OFFICE MACHINE COV. 
ERS, WORK APRONS, 
CARRYALLS — see them 
all at Booth C-2A, 
N.S.O.E.A. Convention, 
Conrad Hilton, Chicago 
September 26-30. Let us 
show you how profits are 





made with our items and 9 
how they will act as a con 

stant reminder of your (ie 

service 


FREE — ROTATING WIRE DISPLAY RACK, 
FREE — SILK SCREENING. 


If not attending, write for our catalogu 
OFFICE a co. 


3526 Boulevard 








is not universally true. Education may be thought of as the ef- 
fect upon an individual of all of his experience. It is essentially 
a long-term proposition. Training is a more concentrated proc- 
ess of instruction as applied to a specific skill. Basically, it in- 
volves establishing a correct work pattern—a set of work habits 
It is not necessarily academic. 

[The new employees should be oriented on your concern’s ob- 
jectives, organization, policies, regulations, and all other gen- 

After these basic points are covered, the 
tails of the job must be explained and dis- 


j 


tions of how, when, and where are clearly 


eral “ground rules 
actual operating 
cussed until all ques 
understood 
Regularly-employed personnel requir« 
to time. Typical objectives of such re-training would be to ac- 
quaint them with new products just intri 
them how to sell familiar products by using a different ap- 
proach [Then too experienced employees occasionally need 
[his may take the form of a word of approval on 


training from time 


iduced, or to show 


stimulating 

job well done, or a new goal to reach, or a careful, analytical 
appraisal of past performance. Whatever way it may be done, 
it is part of that employee's development 

Promotable people require a special sort of instruction 
Typically, they will have been with your business for some 
time and will have shown ambition and energy as well as apti- 
tude. They are ready to move up, but can progress only with 
additional knowledge. Training in this case may consist of 
periodic friendly conferences between you and them. Or it may 
be a special course taken off the business premises but paid 
for by your firm. Careful job assignments are particularly im 
portant in rounding out a man’s experience and preparing him 
for heavier responsibilities 

How to Train. There are many ways to train employees 
within the company. Most of them have good points. But un 
questionably, what works in one situation may not work in the 
next. Nevertheless, three techniques are of special value in 
small business: on-the-job, personal coaching; lectures; and 
dramatization. No one of these methods is always superior to 


the others 


Develop Employee Within His Assignment 


On-the-job personal coaching means developing an employee 
within his assignment, at his regular work place. It involves 
explaining, demonstrating, observing, and correcting. The 
supervisor shows how and the employee practices. Mistakes 
are set right as you go along. Skill and confidence build up 
little by little each day. Better methods are evolved and tried 
out while the training progresses. As the employee's abilities 
grow, the intensity of the coaching can be reduced. This ap- 
proach is effective at all levels of training, from clerks to man- 
agers. It can be applied to manual operations or to the han- 
dling of policy questions. It has an advantage in that the train- 
ing is conducted on a highly personal basis. But it can also be 
a timewaster unless you make it a rule always to have some- 
thing to say, say it, and then quit. 

Lectures are most valuable when you need to present a large 
amount of material in a short time. This method is very much 
like what you find in a classroom. One person organizes and 
presents material to others who listen and take notes. Natural- 
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Hand Fashioned by Craftsmen of Experience 


Visit our Factory and showroom during the NSOEA convention 


in LEATHER 
in FABRIC 


jor the Exe i utit ¢ Suite 


moderate!) priced 


Brochure available on request 


Just 5 MINUTES from the HILTON, 469 East Ohio St., 


niemann inc. 











A FINE NAME IN FURNITURE FOR OVER OD NDRE EAR 





Ww “i: 4 HIO ST. AT LAKE SHORE 
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IN QUALITY . Ss Atlas Hangers are manufactured in |1'/2", 
° 14", 18" and 22" widths. Cabinets — | 
FIRST ot PCAN © SCONCRBCAL and cateny available for e pea nba 
ATLAS SAFE 


of hangers. 


VERTICAL FILING SYSTEMS 
See the new FILE-GRIP (trademark) The 


— Multi-Purpose Hanger for Offset Plates— 


NEGATIVES © OFFSET PLATES 
STENCILS @ SKETCHES @ ARTWORK 
MASTERS @ X-RAYS 


Blueprints—Maps—Swatches—Drawings etc. 





ATLAS VERTICAL FILING SYSTEMS DIVISION — ATLAS STENCIL FILES CORP. 
16716 Westfield Avenue, Cleveland 10, Ohio 














‘Dire cet TE a cee 
Loose-leaf envelopes | | 
punched; card-holders ! Get your share of Apsco’s $1,000,000.00 | 
any size, menu covers ! 
factory record pro- l l 
Sem «= CHRISTMAS BONUS | 
= ' bill-fold envelopes ! 
— —-— = stamp containers, efc | 
! 
MA ine K ! me) 902p S. Wabash Ave. + Chicago 5, Ill TO DEALERS ! 
: I 
A TE PR CT one 

MANUFACTURERS OF CELLULOSE ACETATE ODUCTS | Nearly 21/2 Million Free, Cash-value 
tl * ae ; Redemption Coupons are being distributed 
transparent cellulose . to your customers Oct. | through Dec. 31, 1959 | 
ae og | SEE OUR 2 PAGE AD ON PAGES 136-137 Come to NSOEA | 
a | Booth 97 , 

Write us details. | 
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Push the FASTEST type 


“MEW PastePapor clays with 
ra 









= cleaner for faster turn- 
= over! Non-spattering 
= and non-inflammable. 
= Once tried, repeats For every pasting and mounting use. Clean, 
= sce cxuiemaan speedy-excess rubs off. Will not curl, shrink 


or wrinkle paper. Tube to 5-galion sizes at 


q 
‘4 


display working for 
YOU. Dealer aids free. 
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S rt, stationery and photo stores everywhere. 
>= Order direct ...or 2? 
Bg from your own jobber. WRITE FOR CIRCULAR 
5 NO CARBON-TETRACHLORIDE UNION RUSBER & ASBESTOS co. 
B | CLAROTYPE CO., in 
. eS . BEST-TEST MAKES PASTING A PLEASURE 
SN SES eli Soins 
- ath More and More Leading Draftsmen 
TECHNILUBE—1000 | Accountants and Artis 
cae tna, K 
>» Needs No Solvent are INSISTING on . 
>» No Other General Lubricant 7. a D> ‘at —— 
To CLEAN ... RINSE .. . LUBRICATE Rotary and Printing : 
rtor : ng Machines, Typewriters, Weapons. LEAD POINTER 
ONE CHEMICAL ONE OPERATION maintenance system 
me enh d S gc For Perfect Lead Points — 
—  chitadinn entelickin.... 2 Waitin acini sania oe . Blunt to Hairline. Two Models. Voriable Teper Model 
Standard Model gives you points up Ss, 
iding polystyrene com to 4” long without breaking. Just ire: 
ky parts insert lead and rotate lid. SHORT os —<— 
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Get your share of Apsco’s $1,000,000.00 


CHRISTMAS BONUS 
TO DEALERS 


Nearly 2'/2 Million Free, Cash-value 
Redemption Coupons are being distributed 
to your customers Oct. | through Dec. 31, 1959 


SEE OUR 2 PAGE AD ON PAGES 136-137 Come to NSOEA 
Booth 97 
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Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc. 


59 BRANCH § e $2 tours 7 
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IN PLATENS 





Typewriter Tools—Parts——Supplies 
Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6257 John C. Lodge Expwy 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


CLEVELAND 
1122 St. Clair Ave., N.E. 
AGENTS IN ALL PRINCIPAL CITIES 




















be MFG. CO., INC. 


P.O. Box 243 
Winthrop, Maine 
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Duraluminum HOLDERS 
for your Business FORMS 
LIGHTWEIGHT © WEATHERPROOF 


SEND TODAY FOR OUR NEW CATALOG 
JUST CLIP THIS AD TO YOUR LETTERHEAD 
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ly, only intormat 


ion that is easily digestible should be given by 
this method; for ample a review of changes in your me! 
handising policy 
Dramatization, o1 
effective in training large groups or en ployees For instance 


what is often called “role playing an be 


it is used widely with sales personnel. The plan is simj A 
typical customer-salesman situation may be used to show tl 
right and wrong ways of meeting objections, attempting t 


close sales, or presenting new products. An instructor plays the 


role of a custo: while an employee takes the part of 


person—just as | vill later have to do in real life. TI 
trainees watch as the ‘‘actors’” show the best or poorest 
Often these skits will be unrehearsed and tl buver will 
show a strong resistance to the “‘seller’’. After the skit is f 
a critique may ft held with “buyer seller and 
participating 

With minor riations the skit method can, of cor b 
used to demonstrate ways of performing functions ot} tl 
selling. The value of dramatizations can be summed ut fe 
lows: They develop skill and confidence through actual pra 
tice in situations where mistakes do relativ little ig 


and where participation helps to stimulate interest in tl 


ing 
What the Trainer Should Know. Realize that you a 
ing individuals, not groups ot employees Always exp 
trainees to be intelligent adults and never ‘talk down 
or treat them as though they were children. Rememb 


trainees cannot be expected to know everything; if 
they would not be trainees Give them a chan 
Plan your program in terms of actual, current need 


particular business. Tie it in with tangible benefits. | 


stance, show how doing a better job will mean mor Sales 
more profits, and ultimately more pay. Money is 
everyone understands. Make the most of it in the training 
gran 

Encourage your ployees to ask questions. This is tl S 
natural way to find out what is bothering them. W! 
know that, you will know what points need further att 
When conditions change, shift your training promptly t 
the new needs 


SUPERVISION 


Supervision is the third major element in p rsonnel 


Because it is a somewhat intangible aspect of operating a Dus! 
ness, Many managers do not give adequate thought to how 
supervision really ought to be done. Actually, it should b 
continuous process but not an annoying one As the fi 
performed by the boss when he checks up to see how employees 
are doing, it is tl ost direct form of control. Good super 
vision will include careful explanation to each new employee 
of his responsibilities, the authority he has, and the sources 
trom which he can get help. In addition, periodic reviews will 
be made to see how well a new employee is handling his as 
signment, and constructive suggestions will be mad 

Supervision is partly a measuring of performance against 
established standards, and is partly a continuation of 


ployee s education. But it should not be considered a substit 





Something 
NEW! 


See it at Booth No. 182 at the 
NSOEA Convention. Chicago. es) 


MOISTEE will be there too. 


BRADEN 


"3 times" 


Manufacturing Company 


P. ©. Box 4215 Fort Lauderdale, Fierida 
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mbergq-Carison 


Stro 


ACT NOW for BIG PROFITS that can be yours in the 
office intercommunication field. Specialize on Key-municator 
—Stromberg-Carlson’s new concept in loudspeaking intercom 


q 


% 

< that obsoletes all others. “‘V.I.P’’ in appearance—loaded with 
¢ sales-closing features—backed by national advertising and 
. local promotion funds. Act now while profitable franchises 
- are still open—this can be the “big ticket’ item you've 
= thought of specializing in! Write for full details; no obligation. 
. STROMBERG -CARLSON 

< GENERAL DYNAMICS CORPORATION 





1442 N OODMAN STREET e ROCHESTER 3, NEW YORK 











Get your share of Apsco’s $1,000,000.00 
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Letter trays ... legal and letter size 


of SOLID WALNUT 


Our quality, solid walnut 
letter trays are in growing 
demand. Like the No. 102 
tray shown here, all are 
artistically designed and 
precision built 


Nearly 2'/2 Million Free, Cash-value 
Redemption Coupons are being distributed 
to your customers Oct. 1 through Dec. 31, 1959 


SEE OUR 2 PAGE AD ON PAGES 136-137 Come to NSOEA 
Booth 97 
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SNAPEX TAX & STOCK Why Gamble on Getting REPEAT Sales? 


BUSINESS FORMS MANUFACTURERS Sell BF ACH’ S 





Write for catalog giving prices and complete information. 


§ Decatur Industries, Inc. 


209-211 S. Eighth St., Decatur, Indiana 





























_— W-2—Approved Federal, State and City wage 
W y) — tax reports for processing in one operation 
8 - Forms specifically designed for NCR, Bur- 

——e COUGHS, ec Then you can be SURE of 
J —_ STOCK FORMS— invoices, Bills of Lading, Pur- satisfied customers who 
—_ = tte Expense Reports, Speed Letters, buy repeatedly! Show 

Credit Memos, etc 
the Sales LEADER — 


You accept the orders—we do everything else 
under your name. Excellent profits. All forms 


ssa imprinted or plain . 
IMMEDIATE SHIPMENTS right from stock Counter Display 
Shipping Carton 
Samples, Prices: 


BEACH PUBLISHING CO. 
19829 W. oes Detroit 19, Mich. 


up front — in this 


ts Write for trade PROFIT-PLAN now! 
— Serving the trade from Coast to Coast 















“The World's 
largest 
Independent 
Rebuilder of 
Office Machines.” 


SUPERIOR 





TYPEWRITER 


Select Rough and 

Rebuilt Manual and 
Electric Typewriters 
Pe 
« Calculators 





Write for confidential dealer's price list 


SUPERIOR TYPEWRITER CO., INC. 
34 Hubert Street. * New York /3,N.Y. * WOrth 6-2626 CARDINELL CORPORATION, MONTCLAIR, NJ. 
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Want Ads 





Deadline 10th of month pre Caing isshe date The Ydle for classified dadvertisements 1 flue? 


cents a word, minimum charge $5.00 payable with order. Add five words if de pt. addr. 


Address Dept. Reply to OFFICE APPLIANCES, 600 W’. Jackson Blvd., Chicago 6, Attn.: D 




















SALESMEN WANTED SALES REPRESENTATIVES AVAILABLE 
MANUFACTURERS’ REPRESENTATIVE, ex ty w } WAN A 3 T Ww et them t ew 
facturer of transparent stationery products r tat fitat j W w fit ‘ e y 
line, staple items, new sales plan 300d 

resume’. Write Office Appliances, Dept. 601 

FURNITURE SALESMAN youthern Califor “ tected te fast v t miy, the way y want 


territory, commission and draw. Leading é ff tur 
department. Experience necessary. Bales Of ’ 
Main Street, Santa Ana, California 





MANUFACTURERS’ REPRESENTATIVES WANTED 





OFFICE FURNITURE SALESMEN WANTE 19 
que, New Mexico, one of the fastest growing tie Amer 



































lines, Carpeting, drapes, and accessories. De 
formation and references. Write Office Apoliance nt MAN , RER NG ACCE R 

ex )xlar i Ark ana Missour 

l Ww tN yc 
NATIONAL MANUFACTURER needs regional rec t ; 
Division. Dealer background essential. Several territ vailat cy t oppo a Ss = 
tunity with high earning potential for right mr zation know f th WELL — KNOWN HAIR MANUFA URER DF 
Write in confidence to OFFICE APPLIANCE t s2nd St EN VE f Ww Minnesota wa, Net 
New York 17, New York ' + Roe “aa 
SALESMAN AVAILABLE WANT ale facturers ret at 
adhering brushe » type sia 
‘ ‘ Write \e 

YOUNG MAN now selling in group of state 
connection as full-time selesman for major statione # f ture W — ee Bali fe “2 
consider part-time manufacturers’ representat f with o potentia MAN f ~ RE TAT VE J f Midwe 
on straight commission. Good sales record, good f Writ § A riet Ww ffice Applia ept 
Dept. 659 
24 YEARS EXPERIENCE al! phases stat y ff duit : as Ady a ett stg Rabe + sthger 
health, married, travel, relocate Minimum $ ; ri . gf gol a 
Dept. 667X aie ga 
SALES REPRESENTATIVES WANTED 








KORES MANUFACTURING CORP omp 

Ink Ribbons — Stencils Inks) offers opportunity jw thwest 
Southeast territories. Wil! excellently round t s t i 
turers’ representative. Line has become N l wit 

Participation in travel expenses to develop new 
Give full details of states covered nes A 
Whittier St.. New York 59, N.Y 








MANUFACTURERS’ REPRESENTATIVES AVAILABLE 


WE HAVE NO HOUSE ACCOUNTS with dealer 
for mimeograph stencils for ali types of dug 
9, Bayonne, N. J. Write Office Appliances, Dept 























w cos 

FURNITURE MANUFACTURER, wanted experier 
tories open: New England, N. Y. State, Metropolit N New 
line of sofa, chairs. sectionals et priced for Nauaahyd 
Write Only: Sales Manager, Continenta 
8, Mass MANAGER WANTED 
NATIONAL MANUFACTURER of continuous forms wa \ R 
tives for most territories. Send details including ter - 
ances, Dept. 661 e 
MANUFACTURERS REPRESENTATIVES: West wast, Rocky M er New ( R eeded by 
York State and Southern Territory for established manufact at y advertise anuf . chine 
fast-moving line of rubber bands to stationers and whole Aggressiv g derab trave 
assures repeat high volumed and excellent earnings o salad ba Ww > . Excellent oppor 
details, territory covered, etc. Office Appliance Jept l East 42nd St and ground. prod 

" es o 


New York 17, New York 
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tic Tax Index) 
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RIC MA OPENER to reta $4 r less. Fully protected by 
apt atro king mode! available for demonstration. Interested in as 
3 3 exc ve right m royalty basis to mpany who wishes to manufacture 
and - th new product For omplete details ease contact Bernard Saltz 
1A \ D.EA ver Ww ice Phore Wabash 2-2636 
WANTED TO BUY 
¥ WANTE National SGurroughs and Underwoo istrand Accounting Machines 
v tle MAKE Adder and ~Calculators. TRY WEST AST A teen Office Machine 
l outh Main St Angeles 15 aif 
DEALERS WANTED RICE PAID for 8 gr mat M N 1 r21 and Na 
as 31-10-1 6 SP. Brandt es N 61, 100, 250 
Dent A 40 West d New N 
iT rough N e DOK KEED : hachines a ators 
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AMERICAN 8B NE MACHINE N roadway, New York 12 
NY 
OFFICE MACHINE MECHANICS WANTED 
—_—_—_—— A Y Bookkees g Mach SURF at NATIONA 
l ; REMINGTON NOSTRAN Seta de serias 
BIAN N MACHIN 3 , NY 
- — FOR SALE AND WANTED TO BUY 
RETAIL BUSINESSES FOR SALE 
— r gh 5 g wma : N . Addressograpn 
P mplete mode 4 . “4 : Marion Go 
New or N 
P " on “ 
ed. W 
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ite » , 
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3g busine e wholesa manufacture tit are wd others. We 
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Acco Products ... a Py, 169 
Ace Fastener Corp. . 108-109 
MBs cose: a 72-73 
Advanco Prods., Inc. ‘ .. 208 
Advertising Council! dace 
C. J. Aigner Co. 290 
Allen, R. C., Bus. Mach., Inc 64 
Allied Carb. & Rib. Mfg. Co . 184 
All-Rite Pen Co. . ; 206 
All Steel Equip. ... rr 261 
Alma Office Machine Corp 277 
Alvin and Company 227 
Amberg File & Index Co. . 289 
American Chair Co. . ‘ 256 
American Photo Laboratories 290 
American Stencil Mfg. Co 111 
Ames Supply Co. re 296 
Anco Wood Specialties ....... 282 
Apex Business Systems 297 
Apsco Prods., inc. 136-137, 294-7, 301 
Ard Mfg. Co. aia 220 
Arrow Fastener 147 
Art Metal Constr. Co 179 
Art Steel Co., Inc. 77 
Atlas Stencil Files Co. . 295 
Atwood Associates, H. 0 291 
Aurora Stee! Products Co 190 
B 

Bankers & Merchants, Inc. . 222 
Bankers Box Co. : 11 
Barkley, C. L., & Co 161-162 
Bay Products, Inc 287 
Beach Publishing Co. 297 
Bickett, L. M., Co. . 281 
Boling Chair Co. er 
Boorum & Pease Co. . 273 
Borden Company , 262 
Braden Mfg. Co. 296 
Brewer-Titchener Corp., The . 120 
Brush, John D., & Co., Inc 279 
Brushmakers, Inc 259 
Bulman Corp., The 176-177 
Burroughs Corp 172-173 
Cc 

Cardinell Corp. ...... 297 
Carter's Ink Co, . 134 
Case & Risley Press Paper Co. .. 188 
Chicago Desk Pad Co., Inc. ea: ae 
Clarot on, ms. . 295 
Clary rp. ‘ ate 
Cole Steel Equip. | RRC 201 
Columbia-Hallowell Div. .. 99-104 
Columbian Art Works . Sars aay 
Columbus Coated Fabrics aia aera 
Consolidated Stamp Mfg. Co. .... 291 
Cook’s Inc. .. sl 
Corry- Jamestown Corporation ; 234 
Cotterman, I. D. . ; 294 
Cram, Geo. F., Co., Inc 283 


Cramer Posture Chair Co., Inc. 174-175 
Currier Mfg. Co. .. . 202 
Curtis Office Partitions  akeii ae 
Curtis-Young Corp. . ; 191, 291 
Cushman & Denison Mfg. Co. .. 200 


D 

Davenport, A. C., & Son, Inc 276 
Davis & Co., Robert S. . 263 
Decatur Industries, Inc 297 
DeJur-Amsco Corp. . 82-83 
Deluxe Specialities Mfg. Co 287 
Dolin Metal Prods., Inc. 236 
Dome Publishing Co., Inc 247 
Doro Mfg. Company .. 185 
Downey, C. L., Co. 281 
DuPont DeNemours, E. .. 19 
Durable Metal Prods. Co 214 
E 


Eastern Comm. Stationery Show 150-151 
Eaton Paper Corp. 289 


Edsal Mfg. Co. . . 281 
Eisen Bros., Inc. 266 
Ellingsworth Mfg. Co. 125-126 
Elward Mfg. Co. . 295 
Ennis Business Forms Inc a | 
Ennis Carbon Paper Co. cs 


Equipto Div 149 
Esterbrook Pen Cc 145 
F 
Faber-Caste A. W 235 
Faber, Eberhard, Pencil Co 93 
Facit, Inc 158 
Frankel Mfg. Co 157 
Fritz-Cross Co., The 239 
Fulton Marking Equ p C 21é 
G 
G. B America Corp 282 
General Loose Leaf Bindery Co 

Inc 279 
The General Tire & Rubber Co 139 
Globe Wernicke Co 148 
Gomarn Corr 288 
Graff, Geo. B., & Co 121 
Guide System & Supply Co. 166-167 
Gunilocke. W. H Chair Co 132 
H 
Hale industrie Inc 281 
Hamilton Cosco, Inc 13 
Hammond, C. S., & Co 256 
Hano Philip, Co., Inc 78 
Hardboard Fabricators, Inc 296 
Harding, Milo, Co., Ltd 226 
Harter Corp 67 
Haskell, Inc 3 
Hedges Mfa. Co 285 
Hemisphere Steel Prods 154 
Herring-Hall-Marvin Safe Co 181 
Heyer Corp., The 4th Cover 
Higgins Ink 278 
H-O-N Co. 53, 55, 57, 59, 61, 63, 65 
Hoosier Desk Co 258 
Howell Company 202 
Hunt, C. Howard, Pen Co 290 
Hygienic Dental Mfg. Co 230 
' 
Ideal School Supply Co 194 
Imperial Desk Co 274 
Indiana Desk Company 80 
Ink Specialties Co., Inc 275 
Interchemical Corp 271 
Inter-Continental Trading Corp 268 
International Office Appliances 282 
Invincible Metal Furniture Co 217 
Irval Associates 293 
Ives Distributors 278 
J 
J. & J. Tool & Machine Co 79 
Jasper Chair Co 215 
Jasper Office Furniture Co 66 
Jasper Seatine Co 254 
Jasper Table Co 252 
Johnson Chair C 171 
K 
Keep Klean Prods. Co 301 
Kilian Mfo. Corp 239 


® to bring quicker 


mention OFFICE 


L 

Lawson, F. H., Co 224 
Leathercraft 255 
Leeda!! Products Mfg. C« 232 
Leonard, Chas., Inc 286 
Lindy Sales Co 257 
Lundstrom Labs 175 
Luxce Inc 237 
Luxo Lamp Corp 287 
Lyon Metal Prods 96 
M 

Magna Phone 122 
Manifold Supplies Co 168 
Maple Leaf Mfg. Co 264 
Marble, B. L., Chair C 192 
Markilo Co 295 
Martin-Yale, Inc 280 
Masland Duraleather C 119 
Master Addresser Co 180 
Meilink Steel Safe C 244 
Melind, Louis, Co 288 
Mercury Bus. Mach 251 
Metalstand Co 135 
Michael Lith Sales Corp 124 
Milwaukee Chair Co 143-144 
Micropoint Pen, Inc 189 
Midwest Rotary Maniform 301 
Minnesota Mining & Mfg. Co 199 
Modernize, Inc 218 
Modern Steelcraft, Inc 189 
Monarch Furniture Co 204 
Moore, P. 0., Inc 186 
Moore Push Pin Co 286 
Morris, Bert M., Co 260 
Murphy Mfg. Co 285 
Murphy-Miller, Inc 152 
Mutual Products Co., Inc 140-141 
N 

National Blank Book Cc 302 
National Business Show 288 
National Cash Register Co 223 
National Lock Co 193 
Nessen Studio, Inc 292 
Neva-Clog Prods., Inc 130-131 
Niemann, Inc 294 
Noesting Pin Ticket Co 285 


Nord Photocopy & Bus. Equip. Corp. 250 
211 


Northern States Envelope Co 


Nu-Craft Prods. Co 269 
° 

Office Appliances 270 
Office Machine Covers Co 294 
Old Town Corporation 159 
Olivetti Corp 110, 123 
Orna-Metal, Inc 198 
Oxford Filing Supply Cc 85-90 
P 

Parker Steel Prods, Inc 267 
Peerless-Imperia!l Co Inc 69 
Photo Materials Co 293 
Port Huron Sulphite & Paper Cc 124 
Posting Equip. Corp 219 
Precision-Posturect Chair Div 95 
Print-0-Matic Co 170, 301 
Prior Inc 225 
Pronto File Cor 203 
Protectall Safe Corp 17 

and more com ple le responses 
i 
APPLIANCES 
when writing advertisers 


While every precaution is taken to i» 


300 


Q 
Quality Park Envelope Co 238 
om 
Random House 231 
Raphael, Edwin, Inc 289 
Red Raven Rubber Co 293 
Regna Cash Register, Inc 183 
Replogle Globes Inc 225 
Richcraft Furniture Corp 301 
Risom, Jens Design, Inc 20 
Rite-Line Corp 289 
Roberts Numbering Machine Div 285 
Roberts, Weldon, Rubber Co 182 
Rockwell-Barnes Co 207 
Rogersnap Bus. Forms 240 
Rose Ribbon & Carb. Mfg. C 97 
Royal Register Co 58 
Royal Typewriter, Inc 60 
s 
Saunders Mfg. Cc 296 
Schwab Safe Co., Inc 283 
Seal-O-Matic Dispenser Corp 243 
Senabusch Self-Closing Inkstand Co. 212 
Shaw-Walker Co., The 163 
Sheaffer, W. A., Pen Co 210 
Shepherd Casters, Inc 248 
Sheppard, C. E., Co 284 
Smead Mfg. Co 187 
Smith-Corona, Inc 56 
Smo-King Product 292 
Southworth Company 293 
Speed-0-Print Corp 4 
Springer-Penguin, Inc 215 
Stacor Equip. Corp 164 
Standard Furniture Cc 242 
Staniey Mfg. Co 113-116 
Stark Calendars, Inc 282 
Stationers’ Guild of America 290 
Stationers Loose Leaf 213 
Stationers Mfg. Cc 249 
Steger, H. A., Co 292 
Stein Bros. Mfg. Co 71 
Stempel Mfg. C 231 
Stewart, R. A.. & Co 220 
Stile-Craft Mfgrs., Inc 228 
Stromberg-Carlson 297 
Sturgis Posture Chair Co 155 
Superior Typewriter Co., Inc 297 
Swift Bus. Mach. Corp 196 
Swingline, Inc 118 
T 
Technilube 295 
Tex-N-Set Manifold Co 174 
Textileather Div 139 
Thomas Collators, Inc 165 
Thomas Furniture Cc 251 
Tiffany Stand Co 284 
Trans-World Electronics, Inc 253 
U 
Underwood Corp 3rd Cover 
Union Rubber & Asbestos 295 
v 
Valco Co 127 
Vertifiex Cc c 05 
Victor Safe & Equip. Co 24 
Vogel-Peterson C nc 245 
w 
Warshaw Mfg. C The 178 
Webster, F. S. C 2nd Cover 
Weis Mfg. Co 197 
Weis, Warren 253 
Western Mfg. C 160 
Williams Office Furniture Co 18-19 
Wilson Jones Company 106 
Wolber Duplicator & Supply 22] 
Worden Co 287 
World Publishing C 233 
Write, Inc 92 
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ng. Supervision begins primary train 


tor the duration of mployee’s stay 


Why Supervision? Good supervision reduces the cost of op 
gz DY [ istakes and en ploy turnover. It helps 
Satisfaction fror t ir jobs. By cor 

2 tmective supervision | ore carnings 


reduces the f re-training 
stomer-e! ployee re ns 

S § tr is often more important in a small busi 

Why? Because t normal small en 

n the performanc ich individual 


pany. For instance, a small store has fou: 


I f is responsible, on verage, tor one 
istomers. If just orf mployee does 
ably drive away juarter of th 


Supervise Where Needed 


Who Is To Be Supervised? Every en ploy n your organi 
f supervision. Mar | need it con 
$s to operate {tl tly However the 
mployees wil lways requiré 
[he need tor suf ontrol ove: 
as a sens f responsibility 
y need pervision be 
iptitudes w illow then 
jobs qui kly. Ot ployees 
nal attention b they are being 
I t rgza 
trol it is helpful to recognize that 
ro ould start 
I gl vay. This is essential 
} I nce An irthwhile er 
right toot—not only tor his 


res« possible 





Mr. Stationery Dealer: 


LET APSCO PUT YOU IN THE MAIL-ORDER 
BUSINESS IN YOUR CITY —— FREE! 


stapies 


hese 1 pre 
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NEW ow- Cost 


MODEL FH.-SC 


 FOLD-O-MATIC 


Electric Folding 
Machine 


FOLDS+ CONVEYS + STACKS 
120 SHEETS PER MINUTE 


any stock .. 


a . automatically! 


THE PRINT-O-MATIC COs, i. lem 


724 W WASHINGTON Bivl © CHICAGO 


OA-—10/59 





Get your share of Apsco’s $1,000,000.00 


CHRISTMAS BONUS 
TO DEALERS 


Nearly 2'/2 Million Free, Cash-value 
Redemption Coupons are being distributed 
to your customers Oct. | through Dec. 31, 1959 


SEE OUR 2 PAGE AD ON PAGES 136-137 Come to NSOEA 
Booth 97 


FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan' Waterproof, dustproof, oilproof. Also 








{or \o a full line of typewriter and business 

wee tor geaunt machine covers, sponge rubber pads, tool 

a kits : 
- 





KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 





i phe 
OFFICE CHAIRS 


FOR EXTRAORDINARY 


RICHCRAFT 


FURNITURE CORP. 
P.O. Box 2353 Tulsa, Oklahoma 


Write Today For New 
STANDARD BUSINESS FORMS 


ILLUSTRATED CATALOG 


Carbon Interleaved & NCR Forms 


2 to 3 week delivery. 

Standard forms for all businesses. 
Customer's heading printed on all sheets. 
All forms illustrated for quick selling. 
We ship to your customer in your name. 


MIDWEST ROTARY MANIFORMS CO. 


Manufacturers of Business Forms for the Trade Only 


Box 112 Dept. 09 Caro, Mich. 
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NBB’s New, 


—Biifed(-yal 
=Jialel-)s- 


holm -i8ia-tm@-lale Mm Slaleliia-) | 
Data Processing Forms 


Flexible Wire Cable Posts 
Sealed in Nylon 

The new type posts straighten up without 
“kinking” and maintain vertical position 
for ease in loading ... provide longer 
life without breaks. 














Easy to Load...Feeds from 
Top or Bottom 

Helps keep revolving type records efficiently 
current. You can add new sheets at top, remove 
obsolete sheets from bottom. Records can be 
added from either top or bottom. You move up 
to one-half as many sheets. 


Flat Opening — No Metal 
Binding Edge to Mar Desk 
All metal parts are concealed and covered. 
Top and bottom covers also have smooth 
rounded edge. 


Other features include an inside channel which permits flat closing . . . easy 
sliding fasteners to hold posts down, permit a return to upright position 
for adding more sheets . . . nylon reinforced hinge for longer life . . . long 


wearing, easy-to-clean plastic covers. 








NBB LOKA-POST DISPOSABLE BINDER 
FOR LOW COST HOUSING OR STORAGE 


Here’s a post binder with a built-in lock that operates automatically when 
you bend the posts down, plus a cost so low that you can dispose of the 
binder with your sheets or keep them for storage 





The malleable all-metal sturdy 
posts provide ease in loading. 
The smooth, round post com- 
pletely fills the hole and does 
away with the tear-out problems 
of flat wire or flat plastic bindings. 


further locking is needed. 





Simply press posts down 


Heavy pressboard cover bends back for reading in the margin. You may 
throw covers away with the records. The cost is so low it will not pay to take 
the time to unload. Call your NBB stationer or send coupon below. 


Nationa, BLiankx Book comPaANny  iymgti 
a 


Dept. 310, HOLYOKE, MASSACHUSETTS 
Please send folder on your Data Processing Forms Binders 


Name. 
Company... 


City... ; Zone State 
‘The name of my efiee ously dealer is: 





The malleable metal posts stay 
firmly locked in position. No 
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SPECIAL 
FOR NBB 
DEALERS 


more than ever, you can 
offer the finest Binders for every need 


in Data Processing 


These Ads 
Announce the 
New NBB Tab 
Form Binders — 
Over 500,000 
Messages 


Here’s the news 

on the two new NBB 
Binders which make your 
NBB line the most complete 


for users of tab forms. 


Send for sample NBB 
Tab Form Binder Folder 


Use coupon at left. 


Feature Your 


NATIONAL 


OA-10/59 





new design 
for doubling 
Sales! 


New SOLVCOAT Carbon Paper 
with Old Duteh Exclusive Franchise! 


1. NEWLY STYLED “PERSONALIZED” PACKAGE 
Your name imprint—right on the see-thru win- 
dow on the cover—clinches reorders! 

2. SHIPMENTS IN ACTION PROMPTLY —from 


many strategically located regional warehouses. 


3. MULTI-PURPOSE SOLVCOAT reduces your in- 


ventory. One finish and weight works on most 
every typewriter, for every touch. 


4. NO SMUDGING, NO cuURLING. Gives clean, 
sharp copies. 


5S. COMPETITIVELY PRICED ... WITH TOP MARK- 
UP FOR YOU. 


For free sample and further information 
e line of typewriter ribbons, office supplies and carbon papers, write Old Dutch Line, Burlington, N. J. 


old dutch 





So easy to use, in only 4 minutes a prospect 
will be ready and willing to take over! 


When you demonstrate the Conqueror you take the hard work out of 
selling. You show such wanted features as: A new feed table that 
eliminates tricky side rubber adjustments; a more accurate, 
easy-to-see and easy-to-reset counter; adjustable feed wheels that 
handle any size, any weight paper; and a tension contro! 

for non-skip, wrinkle-free feeding. 


Heyer Conquerors print up to 330 copies in 3 minutes of 


anything typed, written or drawn on a master, in 1 to 5 colors at once, 


on thin papers to post cards—-even newsprint—in 3” x 5” to 
9” x 14” sizes. When you demonstrate the performance, 

the attractive Heyer prices, the Heyer dependability and low 
maintenance, you make customers of prospects, fast! 


oe “Always Makes 


a Good Impression” 


Prices Begin at Just $214.50* 


for the MODEL 70—hand operated with ail 
features except electric drive. MODEL 76A 
—electric, automatic start-stop, $299.50. 
Model 76B—automatic, electric with 11° and 
14” cylinder stop selector, $324.50." 

*Plus Federal Excise Tax 


Heyer Conquerors are sold through 
franchised dealers—some dealer- 
ships are available. Write for details. 


HEYER INC. °1852-8 South Kostner Avenue * Chicago 23, Illinois 


Duplicators and Supplies Since 1903 
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